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IDENTICAL TWINS ! 





But one sells TWICE as much merchandise 
as the other 


Hiow dues he do it? Well for one thing he is a little wiser than his brother 
in selecting the merchandise he sells. Ile knows the value of a name— the 
CARGON Webster name. He finds customers and prospects have heard about 
PAPERS 


SVPREAE Multikopy carbon paper and Star Brand typewriter ribbons and accept 
them as the highest quality. He knows the value, too, of the five extra sales 
features of Micrometric carbon paper. He appreciates the consistent ad- 


vertising and selling assistance of the Webster Company, and uses it in his 


F-S WEBSTER COAPANY 


STON - NEW YOR, ELH sales work. 
MIC A . : ITT Se co 
: 
4 “3 But more important to him than all the rest, he knows the reputation of 
a . 


the Webster company in the trade. He is satisfied that he is dealing with 
no fly-by-night, here-today and gone-tomorrow concern. He feels he is 


dealing with someone he can trust. That, to him, is most important of all! 


F. S. WEBSTER COMPANY 


{3 Amherst Street, Cambridge, Massachusetts 





© OFFICE APPLIANCES is 
1 news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercia 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

© No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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§ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico — one 
year, $2.00; two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 
cents. 

* CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In ordering 
such changes it is necessary 
that both old and new ad- 
dresses be given. 

* CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
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accepted manuscripts will not 
be returned unless postage is 
enclosed by the sender. Cor- 
respondents should give their 
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will be withheld from pub- 
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THE ADVERTISEMENTS 


These advertisements present the products of the leading manu- 

facturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal 





A Little, A. P., In 180 
Acco Products, Ine ‘ Loose L, f Metals ¢ 
Ace Fastener Cory 7s M 
Acme Staple C: ’ Manifold Supplies Co 70 
Adams, Henry T., Mfg. ¢ LOS Marble. RB. L.. Chair Co 139 
Adjustable Fixture C« L140 Marchant Cale. Mach. Co 3 
Aigner, G J to 1k? Markilo Co 196 
Aladdin Mfg. (« 149 Martens Type Cleaner Co..199 
Allen Calculators, In¢ i’ Meilicke Systems. In 199 
Allen & Co LSS Metal Office Furniture Co.117 
Allen-Wales Add. Mch,. Cp.199 Mever & Wenthe 196 
All-Steel-Equip. Co S Milwaukee Chair Co 136 
Alma Desk (* L140 Mimeograph, The , 69 
Amer. Automtc, Elec. Sale Mittage & Volger. In 155 
Co 120 Mohican Pencil Co 201 
Amer. Number. Mach, ¢ LYS Moore Push-Pin Co 196 
American Seating © Lod Muehlebach Hotel .. 185 
Amer. Writing Mach, ¢ SZ Munson Supply Co 184 
Ames Supply © Liv Murphy Chair Co., In« 141 
Art Metal Construction Co.109 N 
Art Steel Co., In Loi National Blank Book Co.. .161 
Autmte, Mastergraph Co...198 = Nat'l Brief Case Mfg. Co..176 
Autmtc. Pencil Sharp. Co..190 Nat'l Business Show Co 170 
Autopoint Company Iso Nat'l FiberstoK Envel, Co. 167 
' B Nat'l Vule, Fibre Co 193 
Bankers Box Co ,i4 Neva-Clog Prod., Inc.153, 154 
Barkley, ©. L., & | .ov New Indiana Chair Co 150 
Bates Mfg LO. | L635 Niagara Duplicator Co 181 
Bentson Mfg. ) re) 
Bickett, L. M., Co 14s Oakville Con 165 
Bridges, F. W Ltd 1 aky ‘ o ipany > 
Bright Chair Co 128 Office Appliance Co ‘ 140 
" : Oxford Filing Supply Co..135 
Bristow, Stanley R 194 - PP! 
Browne-Morse © ) . P . 
Buckeye Ribb. & Carb, ¢ ‘1 Pacific Cb. & Rib. Mfg. Co. 84 
Bushnell, Alvah, | 183 Parrot Speed Fastener Cp. 81 
Cc Peerless Key Co., In« 193 
cC . Peerless Steel Equip. Co 120 
ameron, Cal 172 eG 
Carpenter, E. W., Mfg. Co..197 Pelouze Mfg. Co.. . | 199 
Gantera tak Co i179 +=Phillips Process Co 171 
Clarotype Co., The 197 Pronto File Corp 148 
Codo Mfe Corp 198 Pruitt Ine 19S 
Columbia Rib. & Carb. ¢ 177 rym, William, of Amer 19S 
Columbia Steel Eq. Co 12% " 
Compo Mf«. & Sales C 19° Quality Park Env. Co 16 
Corona Typewriter 71 Queen Ribbon & Carb, Co. .193 
Corry-Jamestown Mfg. Cp.150 R 
Coxheas Ralph ¢.. Corp..195 Reliable Tw. & A. M. Corp.197 
Cram. George |} Co The.141 Remington Rand, In 164 
(Crown Ribbon & Carb. ¢ 200 Replogle Globes, In« 146 
Currier Mfe. Co 199 Roberts, Weldon, Rub. Co.168 
Rockwell-Barnes Co 159 
Defiance Salk Cory 189 Roosen, H. D., Co 194 
Dex Mfe. Co 199 Royal Typewriter Co 202 
Dick, A. B., Co 69 s 
Dictaphone Sales Cory 156 Security Steel Equip. Corp. 95 
DoMore Chair Co. In 135 Sengbusch S-C Ink St. Co.162 
Doppelt, Charl & Cc 17 Sheaffer. W 4.. Pen Co 7? 
Dorson Time Instrum. ¢ 17 Sheppard, C. E., Co 200 
Downey, C. L., Co LSS Sherman-Manson Mfg. Co.139 
Dunham-Watson (+ 197 Shipman-Ward Mfg. Co 80 
Sibley, Edw. L.. Mfz. Co 160 
Fagle-Ottawa Leather Co 1 Smith, Bradner. & Co 189 
Eaton Paper Corp O1 Smith, L. C., & Cor. Tw. Ine. 71 
Elliott-Fisher.75. Back Cover Speed Key Mfg. Co 196 
Esterbrook Steel Pen ¢ 19 Speed-O-Print Corp 174 
Fr Sponge Rubb. Products Co.135 
Faber, A. W Im r Staedtler, J. S., Ine 175, 76 
Faultless Ca er Cory P. Stark Calendar Co 196 
Fawn Brands, Ltd 1s Stein Brothers Mfe. Co 186 
FF. B. Mfg. C« mo St. Johns Table Co 111 
Fibroin Sten Corp ov Storms, H. M.. Co TS 
Fulton Specialty Co ' Stow-Davis Furniture Co..110 
G Sturgis Posture Chair ¢ 119 
(ieneral Electric lis Sundstrand 75. Back Cover 
(jeneral Fireproofing ¢ mw Of T 
General Peneil C« 194 Technvyveraph, The 196 
(jlobe-Wernicke ¢ 11 l Toledo Metal Furn. Co 1° 
Graft, Geo. B., Co 1S6 Triner Scale & Mfg. Co INS 
(juide System & Supp. ¢ l Trussell Mfz. Co LS7 
Gunn Furniture Cs i Tubular Spec. Mfg. Co 142 
H Turner & Harrison Pen 
H \. Ink Eradicator ¢ 19S Tybon Corp 194 
Hanson Scale Co 0 Typewriter Circle Co 194 
Harding, Milo, Compat 1X U 
Harriman-Welts Prod. C 1%6 Underwood-Elliott-Fisher 
Harter Corp., The 6 Co 75, Back Cover 
Hedges Mfg. Co i Ul. S. Tw. Rib. Mfg. Co 197 
Heyer Corporatio Universal Index Tab Co...194 
Higgins, Chas. M & « 1s 
High Point Bdg. &C} ré i: Vail Manufacturing Co 196 
Hotchkiss Sales ¢ 1 Varityper 195 
Victor Safe & Equip. Co 169 
Ideal School Supply ¢ 193 w 
Imperial Desk Co 14 Wagemaker Co 1236 
Imperial Methods C 9 Warshaw Mfe. Co .190 
Indiana Desk (: 150 Weber Costello Co 134 
Ink Specialties ¢ 79 Webster, F. S., Co 9 
J Weis Mfg. Co 101, 2, 3 { 
Jasper Chair ¢ 89 Wholesale Typewriter Co..173 
Jasper Desk Co 116 Wiggins, John B., Co » 197 
Jasper Seating Co 116 Wilson-Jones Co 166 
Woodstock Typewriter Co.158 
Kilian Mfe. Cory 148 Wrenn Paper Co 200 
L 4 


Lefebure Corp 185 Yawman & Erbe 118, 119 


For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern busimess 

office are represented. Should subscribers be interested im any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 


Adding Machines Casters. Caster Bearings. Slides 
’ ‘1 : Cos 


en Calcu Ir 79 Faultless Caster 
\ n-Wales Ad Ma ( Kilian Mfg. Cor 8 
Marchant (¢ Ma ( 8 Celluloid Envelopes 
Remington Rand, In lid Mart ‘ 
Sundstrand 75, Back Covet Chair Mats 

Adding Machines (Stylus) Mickett, L. M., ¢ 148 
He ble Typew & A. M. CG 197 Chairs 

Adding Machines, Rebuilt and Used American Seating ( 124 
Reliable Tw. & A. M. Cor 197 Cameron, Cal 172 
wi ' I ewriter ¢ 17 DoMore Chair Co Ir 

Adding Machine Rolls and Paper General Fireproofing ( 0, OT 
Rockw turnes ( l High Point Bending & ¢ r 14 
s ! Bradner & ¢ IA0 la Chair C+ Pe 

Adding Typewriters Jasyn Seating Ce 14 
1 comead. wt Fa — Marble, B. L., Chair ¢ l 

Addressing Machines, Used, Rebuilt nn or oe +t 
Pruitt, In . New Indiana Chair ¢ I 

Adhesives Sturgis Posture Chair ¢ 149 
(See It Acihe ‘ 

Chairs (Posture) 

Arch and Clipboards ' : tomt ! S ‘ 
Gilobe-Wernicke ¢ American Seating ¢ i 
Rockwe barnes | ’ DoMore Chair Co., Ir 135 

Ash Trays, Office Genera ‘ireproot ‘ I 
Deflance Sales ¢ 8 Harter Corp " 
Oral e { pal t lasper Seating (¢ lat 

Bankers’ Note Cases Marble, B. L., Chair ¢ 1 
Art Steel ¢ 124 Milwaukee Chair ¢ 1 jt 
cu ‘ Mfg ‘ 1 Murpl Chair Ce 141 
Gieneral Firepr tir ‘ ) l Sturg *osture Chair ¢ 140 
Globe- Wernick i l 12 Toledo Metal Furniture ¢ oN 
Victor Safe & Eq ‘ 169 Check Protectors & Writers, Used 

Billing Machines Reliable Tw. & A. M. ¢ 7 
Remington Rand, It lid Checks, Stamped Metal 
Underwood, 1} I i B Covet Meyer & Wenthe Li) 

Binders, Catalog and Pcriodical Clips, Paper (See Paper C! 

Acco Pr its, It 7 Coin Bags, Trays and Wrappers 
Aignet q J ‘ Is2 Downes cc 3 ‘ IS9 

Blackboards, Framed Copyholders am 

Weber Costello ¢ 14 A Products, In i3 
Amer. Automtc. Elec. S ‘ 120 

Blank ~_ — nae Dex Mfe. ( - 
Rockwell- Barnes (¢ 159 Crayon, Blackboard 
Wilson-Jones Let Weber Costello ¢ ‘ 

Blotters Cushions and Pads, Chair 
Vrenn Paper ¢ “vo Bickett, L. M ( is 

Blue Print and Plan File Cabinets Sponge Rubber Produ . 

All-S Eq ‘ 8 Cuspidor Mats 

Art Metal Construction ¢ 109 Bickett, L. M., ¢ is 
Browne-Morse ¢ 7 Dating Stamps 

Columbia Steel Equ ‘ 127 Amer. Number. Mac ‘ 108 
Genera Fireproofing ¢ , 1 Ful Specialty ¢ l 
Globe-Wernicke ¢ 111, 123 Meyer & Wenthe 1 
Yawman and Erte LIX, 119 Desk Calendar Pads and Stands 

Bond Boxes Defiance Sales Cor 18 
Ar Stee ‘ 124 Stark Calendar (¢ " 
General |} fing ¢ mM), OL Desk Lamps, Electric 
Globe-Wernicke ¢ Ll, 123 Adjustable Fixtu ‘ Th 

Book Cases Aladdin Mfg. ¢ 149 

s hea ( s Desk Pads 
Alma Desk ¢ 140 Aigner, G. J.. C 18 
4 Met Con wtion ¢ l ! Bicke L. M ‘ 14s 
vio . te Co, . “ Desk Pending-Letters Holders 
~w - = . + \ Products, In 
Globe- Wert ‘ 1, 123 . 
Yowmen ond I _ « 119 Desk Trays 
“$ < Aigner, G. J Co Is 
Book Rings Art Metal Construction ¢ wo 
la Hien I Mi ‘ l 8 Art Steel Co in 124 
‘a ent I W Mtx. ¢ 1 General |} roofing { l 
Oakville ¢ lt Globe-Wernicke C« 12 

Bookkeeping Machines ; Imperial Methods ¢ 14s 
t lerwoot E. I Back Cover Weis Mfg. Co 2 4 

Box Letter Files Desk Work Distributors 
\ Steel ¢ 124 Art Steel ( 

Globe-Wernicke ¢ Il, 125 Bristow, Stanley R 14 

i s Mfg. ¢ 14 Currier Mfg. ¢ 

Rockwell- Barnes ¢ 159 Globe-Wernicke ¢ 111 
Brief and Zipper Cases Victor Safe & Equ ‘ 

Doppelt, Chark & 72 Desks 

National B f < Mi ‘ 76 4 » Desk ( j 

Stein B Mfg. ¢ 186 Art Metal Construction ¢ " 

Bulletin Boards Brow Morse ( i 
Weber Cost L34 Car n. Cal ' 

Business Shows Columbia Steel } ‘ 

Na Busine w ( 170 General Fireproofing ¢ ‘ l 

Calculating Devices Globe-Wernicke ¢ 12 
Me Syst . i 190 Gunn Furniture ¢ in4 
it ble Tw. & A. M. ¢ 197 Imperial Desk ¢ 142 

Calculating Machines Indiana Desk ¢ in 
Allen Caleulat Ir 79 Jasper Desk ¢ 14 
Allen-Wales Add. M ‘ "9 Metal Office Furniture ¢ 117 
Coxhead Ra ( ‘ 15 Securit Steel Equ ‘ ) 
Ma unt Ca iting Mach, ¢ 8 Stow-Davs Furnitu ( l 
Ss trand 7 Rack ¢ el Wagemaker ¢ 1 

Weis Mfg. Co | 

Calculating Machines, Used ; : Fa 
r Tw. & A. M. ¢ 197 Yawman and Ertx 118 19 
\ esale Typewrit ( 73 Dictation Machines, Mfrs. of 

Carbon Papers Dictaphone Sales ¢ 
See Ribb and Carbons Dictation Machines (Used) 

Card Index Boxes and Trays Pruitt, Inc 198 
. Me ‘y - “ig + Duplicating Maclrines 
4 ~ ‘ 124 Automatic Masters ‘ 108 
Bentson Mfg. ¢ 139 Dick, A. B., ¢ = 
‘ > 6 “4 172 Harding, Milo, ¢ Is 
‘ : ane j ‘ pry Hever Corporatior rt 205 

. — : eae M mie graph The oo 
‘ Jamestown Mfg. ¢ 150 . : 
‘ r Mfg. ¢ 199 Niagara Duplicator ¢ 181 
P ~ Pruitt, Ince 198 
Ger ul Elect: ‘ 178 Smith, Lb. ¢ & Corona Te 71 
Globe-Wernicke ¢ 111, 12 ‘Peint | + Windy + 
Guide System & S ‘ 145 Speed-O-Print Corpora Il 174 
lr ul Methods ¢ 149 Duplicating Machines (Used) 
M Office Furt ‘ 117 Pruitt, In 198 
Security Steel Equ ( ” Duplicating Machine Supplies 
Warshaw Mfg. ¢ 190 Columbia Ribb. & ¢ b. 177 
We Mfg. « ! ‘ Dick, A. B., 69 
Yawman and Ertx S, 119 Dunham-Watson ¢ 197 

Cash Boxes Fawn Brands, In 1x4 
Art Steel ¢ Ir 124 Fibroin Stencil Cor 2000 
(yer al | ! ‘ 0, O91 Iiarding, Milo, ¢ 187 
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ihe ( thot ! 

Ink Sys ilties ¢ 

Mittag & Volge in 

N ira bD ator ¢ 

I’ Im 

Roosen, H. D., ¢ 

Smit lL. 4 & ¢ ! I 
Speed -O- Print “ 


Peet grapl I 
Engraving, Copper Plate 

r ‘ 
Envelopes 


Sushine Alvah, ¢ 

Glohe-Wernicke ¢ l 

National Fibet WK OR ‘ 

Quality Park Envelope ¢ 
Envelopes. Cottutele 


Envelope Openers 


Eradieaters. ink 
Carter's Ink ¢ 
Ht. A. Ink Eradicat ‘ 
Heyer ‘ orat I 
Erasers, Blackboard 
Weber Costell ‘ 
Erasers, Rubber 
Autor neil Sharpe ‘ 
Faber, A " . Ine 
Oakville ‘ I at 
Robert Wel don Rub. ¢ 
Exhibitions, Office Equipment 
ati Susiness Show ¢ 
Expense Books 
Oakville Con any 
Eyelets 
Sates ifs cs 
Sibley, Edw, I Miz. ¢ 
Fans, Electric 
General Electric ¢ 
File Boxes, Collapsible Corruy 
Bankers Box ¢ 
Barkley, ¢ L.. & ( 
Globe-Wernicke ¢ ! 
Giuide System & Su ( 
Oxford Filing Supply ¢ 
ronte File Cor 
Weis Mfg. Co ] 
File Boxes, Metal 
Art Metal Construction ¢ 
Art Steel ¢ 
Currier Mfg ‘ 
2 ckwell Bar nes ¢ 


Sal 


ol hx ‘ 
Filing Cab Ball and Roller Bearings — 





Kilian Mf 
— Cabinets. Metai 
Steel-Equi a 
‘ Metal Constr n 
\ Stee ‘ 
Bentson Mfg. ¢ 
Browr Morse ¢ 
Ca n, Cal 
‘ imbhia Ste I ‘ 
‘ rv -James ‘ 
Gieneral | ‘ 
Cilobe-We 
Metal Of ‘ 
Peerless S mt « 
Remington 
Security Steel ‘ 
Viet Safe i ‘ 
Yawman and Erbe Mfg. ¢ x 
Filing Cabinets. Wood 
Globe-Wernicke (Cs 
Imperial Methods ¢ 
Wegemaker (« 
oe = Mfe. ¢ 
wman and "Erbe Mfg. s 
Filing Supplies 
© Products, In 
‘ ner, G. J., ¢ 
\ Metal Constru n 
Barkle c. 5 & « 
Brow Morse ( 
Bushnel Alva ‘ 
‘ er Cal 
‘ v-Jamestown M ‘ 
(iene 1 I oofing ¢ 
Globe-Wernicke ¢ 
tru i = ten & = ‘ 
Imipe Met hod ‘ 
Metal Office Furni ‘ 
Na Fiberstok Er ‘ 
Orxtow Filing Supply ¢ 
Qualit Park kr lope ¢ 
Rockw Barnes ¢ 
Viet Safe & Eq ( 
Wage iker Co 
Warshaw Mfg. ©¢ 
Weis Mfg. ¢ 
Yawman and Erbe Mf ‘ 1s 
Folders (See Filing Supplies 
Fountain Pens 
Aut nt Company 
ta t Ink «« 
Eserbrook Steel Pen ¢ 


Sheaffer, W \ ven 4 


Globes, Geocraphical 
(‘ra George F., Co mr 
Replogle Globes, Ine 


Weber Costell 
Gummed Cloth Rimos 
iff, Ger Bb 


(; 
Warshaw Mfg. ¢ 
Hotels 
Muehlebach Hotel 
index Card 3 -y 
Graff jeorue 
Moore ia h Pin ‘ 
Victor Safe & Equi ‘ 
Index Tabs 
Aigner, G. J ( 
l kl ‘ L., & 
( be-Wernicke ¢ 
tau le System & Sul ‘ 
Mart ‘ 
I sal Index Tal ‘ 
Victor Safe & Equi ‘ 
Warshaw Mfg. ¢ 
Inks, Adhesives, Etc. 
Carter's Ink ¢ 
(reneral Pencil (*« 
Harriman-Welts Prod. ¢ 
Higgins, Chas. M «& ¢ 
Ink Spe Ities ¢ 
Sheaffer, W. A., Pen ¢ 
Inkstands 
Defiance Sales Cor 
Sengbusch Self-Cl, Ink ‘ 


“i Lom Is 


1 
l 
150 
l 











Leads for Mechanical Pencils 
‘ point ‘ n ary 
Faber ,. W In 
Sheaffer, W A.. Pen ¢ 
Leather Goods 
0-4 Charles, & ¢ 
National Brief Case Mt ‘ 
Stein B Mir 
Leather Upholstered Furniture 
Bright Chair 
dasper Chair ¢ 
Leathers, Upholstering 
Eagle-Ottawa Leather C¢ 
Letter Trays (See Desk Trays) 
Letterheads 


Wiggins, The John B., ¢ 
Library Equipment 


All-Steel-Baqui ‘ 
Art Steel (<« 
Corry-Jamestown Mfg. C« 
General Fireproofing Cx “), 
Globe-Wernicke Co lil 
security Steel Equip. Cy 
Lockers and Sterage Cabinets 
All-Steel-Equiy ri 
Art Metal Semebreeet on 4 
Art Steel Co... 
Browne-Morse ( 
Corry-Jamestown Mfg. Cory 
General Fireproofing (« oO 
Globe Wernick cs lll, 
Lefebure Corporation 
Metal Office Furniture ¢ 
Security Steel Equi Cy 
Yawman and Erbe Mfg. Co 118 
Loose Leaf Books and Systeme 
Adams, Het =. Mtg 
Aigner, G. J cr 
F. B. Mfg. 
National Blank Book ¢ 
Sheppard, The ¢ I Co 
Trussell Mfg. ¢ 
Wilson-Jones Co 
Loose yf Envelopes, Celluloid 
Markil 
Loose Leaf Metals 
Adams, Henry 17 Mfg. ¢ 
Carpenter, | Ww Mtg, ¢ 
Loose Leaf Metals ¢ 
Wilson-Jones Co 
Mail Distributors 
Bristow Stanley R 
Globe-Wernicke ¢ lil 
Vietor Safe & Equip. C« 
Map Tacks 
Graff, George B., ¢ 
Moore Push-Pin ¢ 
Maps, Globes, etc. 
Cran The George F., ¢ 
Replogle Globes, Inc 
Weber Costello (« 
Matched one Suites, 
Art Metal Construction 
General A - i 
Globe-Wernicke (« lll 
Gunn Furniture ¢ 
Memorandum Books 
National Blank Book (« 
Rockwell-Barnes ¢ 
Trussell Mfg. (% 
Wilson-Jones Co 
Memorandum Deviers 
fates Mfg 
Bristow, Stanle Kt 
Currier Mt « 
Mending vans (Gummed) 
Warshaw cs 
Moisteners 
Sengbusch Self -« Inkst. Co 
Motors, Electric 
General Electric ¢ 
Numbering Machines 
American Number Mach. (% 


Bates Mt ‘ 


Office Machines, Used and Rebuilt 


Pruitt 
OMee Partitions and Railings 
ilobe-Wernicke ¢ 111 
Pads. Figuring 
itional Blank Book ¢ 
Rockwell-Barnes ¢ 
Wilson-Jones ¢ 
Paper 
ston iper ¢ t ' 


Rockwell-Barnes Co 159 
1X0 Smith, Bradner, & Co 1N9 
‘ Paper Clamps 
iz Acco Products, Inc 73 
= Automte Pencil Sharpener Co 1M 
172 Esterbrook Steel Pen Co 192 
lit Paper Clips 
we Acco Products, Ine 

Defiance Sales Corp is 

s Fulton Specialty Co 19h 
SY Ciraff, George B.. Co 186 
- Oakville Company 185 
112 Rockwell- Barnes Co 159 
Vail Manufacturing Co 196 

Paper Fastening Machines 
19 Ace Fastener Corp 78 

Acme Staple Co 197 
+ Amer. Automte, Elec, Sales Co...120 
124 Automtc. Pencil Sharpener Co 1M 
_— tates Mfg. Go 163 
9] : -9 
: Cameron, Cal 172 
12: Compo Mfg. & Sales Co 192 
, Hotchkiss Sales Co ee 191 
” Neva-Clog Products, Inc 153, 154 

m Parrot Speed Fastener Corp. bd | 
lt) Sibley, Edw. L., Mfg. Co.........160 
Ase Victor Safe & Equip. Co 169 
150 Paste (See Inks, Adhesives, Etc.) 

91 Pen and Pencil Clips " 
123 Oakville Company 165 
185 Pencil Sharpeners 
117 Automte. Pencil Sharpener Co 1m) 
OF Graff, George B., Co 186 
119 Pencils, Wood Cased Lead 7 

Faber, A. W Ince 77 
198 General Pencil Co v4 
1x2 Mohican Pencil Co 201 
9 Staedtier, J, S., Inc 175, 176 
1él Pencils, Mechanical 
Me Autopoint Company 1X0 
187 Carter's Ink Co 17% 
166 Esterbrook Steel Pen Mfg. Co 192 

Sheaffer, W. A., Pen Mfg. Ce 72 
196 Penholders & Sockets 

Sengbusch Self-Cl. Inkst. Co 162 
198 Pens 
197 Esterbrook Steel Pen Co 192 
175 Sengbusch Self-Cl. Inkst. Co 162 
166 Turner & Harrison Pen Mfg. Co 198 

Picture Hooks 
194 Moore Push-Pin Co 196 
123 Pins and Pin Containers 
169 Oakville Company 165 

Prym, William, of America 108 
186 Vail Manufacturing Co 16 
196 Platens, Typewriter 

American Writing Mach, Co 82 
141 Ames Supply Co 7 
146 Shipman-Ward Mfg. Co ‘ su) 
134 Wholesale Typewriter Co 173 

Postal Seales 
109 Hanson Scale Co 190 

91 elouze Mfg. Co 19 
12 Triner Seale & Mfg. Co INS 
134 Publishers 

Bridges, F. W., Lid 201 
161 Punches 
Sor Acco Products, Ine 73 
Lée Bates Mfg. Co 163 
, Defiance Sales Cor; 18% 

Globe-Wernicke Co lil, 125 
lt National Blank Book Co 161 
+ Wilson-Jones Co 166 

Push Pins 
190 Moore Push Pin Co 196 
Ribbon Dispensing Machine 
. Tybon Corp, . 1u4 
— Ribbons and Carbons 
, Allen & Co 188 

, Ames Supply Co 157 
198 tuckeye Ribbon & Carbon Co 191 

Carter's Ink Co 179 

¥ Codo Mfg. Corp 198 

Columbia R. & C. Mfg. Co 177 
198 Crown Ribbon & Carb. Co 200 

Little, A. P., Ine ; 1x) 
125 Manifold Supplies Co 70 

Mittag & Volger, Ine ~- 5S 
161 Pacific Carbon & Ribbon Co x4 
rt Phillips Process Co 171 
Ltit Queen Ribbon & Carbon Co 193 

Remington Rand, Inc 164 
201 Royal Typewr. Co., Ine 202 
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of this bureau; 


destruction, 


THRE SERVICE BUREAU 


Appliances is maintained for the exclusive 

scribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
g copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
lines, 
forms useful service, all without charge. 
in every land have made, and are making, good use 
manufacturers in every section of the 
field have had evidence of the service. 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 
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It answers by per- 


and in many other ways per- 
Subscri 


Subscribers’ 
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Smith, L. C., & Corona Tws 71 

Storms, H. M., Co 182 

Tybon Corp ind 

Underwood, E. F 75, Back Cover 

1 S. Typewriter Rib, Mfg. Co 1v7 

Webster, F. S., Co 2 

Woodstock Typewriter Co 158 
Rubber Bands 

Faber, A. W Inc 77 
Rubber Stamps 

Meyer & Wenthe 196 
Rubber Type Outfits 

Fulton Specialty Co 195 
Safes 

Art Metal Construction Co 1a 

General Fireproofing Co #0, 91 

Globe-Wernicke Co 111, 123 

Remington Rand, Ine lid 

Security Steel Equip. Cp A 

Victor Safe & Equip. Co 169 

Yawman and Erbe Mfg. Co...118, 119 
Scales 

Hanson Scale Co 1m 

Pelouze Mfg. Co 199 

Triner Scale & Mfg. Co 1X8 
Sealing Wax 

Higgins, Chas. M., & Co.. 183 
Seals, Notary and Corporation 

Meyer & Wenthe.... 196 
Secretary Desks 

Art Metal Construction Co 109 

General Fireproofing Co 90, 91 

Globe-Wernicke Co 111, 128 
Shelf Boxes 

All-Steel-Equip, Co YS 

Art Steel Co... 124 

General Fireproofing Co mm, 91 

Gilobe-Wernicke Co 111, 125 

Weis Mfg. Co 101, 2, 3, 4 
Shelving 

All-Steel-Equip. Co OS 

Art Metal Construction Co 10 

Art Steel Co ; 124 

Browne-Morse Co o7 

General Fireproofing Co 90, 91 

Globe-Wernicke Co lil, 128 

Security Steel Equip, Cy 95 
Shows, Office 

Nat'l Business Show Co 170 
Sorting Devices 

Currier Mfg, Co 1909 
Stamp Pads 

Bates Mfg. Co 163 

Carter's Ink Co 179 

Fulton Specialty Co 195 

Mever & Wenthe 196 

Rockwell- Barnes Co 159 

Victor Safe & Equip. Co 169 
Stands for Office Machines 

All-Steel-Equip. Co 

Art Steel Co... 

General Fireproofing Co 

Globe-Wernicke Co 

Harter Corp., The 

Office Appliance Co 

Sherman-Manson Mfg, Co 

Sturgis Posture Chair Co 

Toledo Metal Furniture Co 

Tubular Specialty Mfg. Co 
Staples, Paper Fastening 

Ace Fastener Corp 

Acme Staple Co 

Cameron, Cal 

Compo Mfg. & Sales Co 

Hotchkiss Sales Co 

Neva-Clog Products, Ince 153, 


Oakville Company 
Parrot Speed Fastener Corp 
Vail Manufacturing Co 


Stationery, Engraved, Lithographed 





Wiggins, The John B., Co 97 
Stencils, Brass 
Meyer & Wenthe 196 
Stenographers’ Nete Books 
National Blank Book Co 161 
Rockwell-Barnes Co 159 
Trussell Mfg. Co 187 
Stools 
Harter Corp., The 6 
Sturgis Posture Chair Co 149 
Toledo Metal Furniture Co 128 
Storage and Transfer Cases 
All-Steel-Equip. Co OX 
Art Metal Construction Co 109 
Art Steel Co a 124 
Bankers Box Co 74 
Barkley, C. L., & Co 180) 
Bentson Mfg. Co 130 
Browne-Morse Co : 97 
Columbia Steel Equip. Co.. 127 
Corry-Jamestown Mfg. Corp ‘ 150 
General Fireproofing (Co... 90, 91 
Globe-Wernicke Co 111, 123 
Guide System & Supply Co 145 
Hedges Mfg. Co . 134 
Imperial Methods Co 14 
Metal Office Furniture Co 117 
Oxford Filing Supply Co 133 
Peerless Steel —Laseees o 120 
Pronto File Corp . 148 
Rockwell- Barnes Co 159 
Security Steel Equip. Cy é . 
Weis Mfg. Co 101, 2, 3, 4 
Yawman and Erbe Mfg Co...118, 119 
Store Fixtures and Equipment 
All-Steel-Equip. Co é OR 
General Fireproofing Co . #0, 91 
Globe-Wernicke Co 111 23 
Swinging Typewriter Stands 
Globhe-Wernicke Co 111, 1238 
Weis Mfg. Co 101, 2, 3, 4 
Tables 
Art Metal Construction Co 109 
Art Steel Co.. 124 
Browne-Morse Co 97 
General Fireproofing Co 0, 91 
Globe-Wernicke Co lll, 123 
St. Johns Table Co aden - 1 
Tabulating and Statistical Machines 
Remington Rand, Ine 164 
Telephone Accessories 
Amer, Automtc. Elec. Sales Co. ..120 
Bates Mfg. Co......... 16 
Meilicke Systems, Inc.... 199 
Victor Safe & Equip. Co 169 


CONTINUED at bottom of page 6. 
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WANTS AND OR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 
EXECUTIVE TYPE SALESMAN who is acquainted with the 


trade from coast to coast, record of success and highest 
references, desires connection with manufacturer of office 
device or stationery items Successful in developing dealer- 
ship organization. Travel anywhere Address J-126, care Office 


Appliances, Chicago 
MECHANIC FOREMAN 
ing and quantity overhaul output o 
medium or large service department with inexpensive equip 
ment, now employed, wants position with reliable western 
concern Address J-127, care Office Appliances, Chicago 
MECHANIC 


ers, and some 


experienced on factory type rebuild- 
typewriters applicable t« 


seventeen years experience all makes typewrit- 
allied office machines, seeks permanent connec- 
Now employed, 


tion, Shop foreman and rebuilding experience. 

young man, married, good appearances references Address 
J-128, care Office Appliances, Chicago a 
CARBON PAPER MAN desires situation, twenty-five years 
experience operating all kinds of machines, formulas Address 
1-125, care Office Appliances, 100 East 42nd Street, New York 
N. ¥ 

SALESMAN, 25, desires line college education Calling on 
Stationers, New York, New Jersey and Vhiladelphia Address 
1-129, care Office Appliances, 100 Kast 42d St., New York, N. Y 


SALESMEN WANTED 
SALESMEN WANTED High grade line of office 
leather upholstered furniture available to energeti 
Only a few territories left. Line up with the most progressiv: 
office furniture manufacturer in the business Write direct to 
Newark Chair & Furniture Co., Newark, New Jersey, attention 
=m Mooney Director of Sales 
SALESMAN WANTED Well recommended and experienced 
man to represent well established filing device manufacturer 
Salary and commission or both Address X-204 Office Appli 
ances, 100 East 42nd Street, New York, N. Y 
PRINTING AND STATIONERY SALESMAN wanted in Texas 
city of twenty-five thousand. Inside and outside. Give complete 
details first letter Address X-205, care Office appliances 
Chicago 
WANTED SALESMEN 
pliance and stationery 


chairs and 
salesmen 


HAVING CONTACTS with office ap 
dealers to sell Dex Copyholders \l- 


tractive proposition for exclusive territories Address Dex 
Mfg. Co., 184 Summer St Boston, Mass 

WANTED SALESMEN TO SELL office specialty direct to 
consumer All territories, liberal commission Address N-205 


Appliances, Chicago, Il 


REPRESENTATIVES WANTED 
SPECIAL REPRESENTATIVE for Pacific coast territory Ex 
perienced in wholesale and retail of standard and special steel 
office furniture and equipment. Representative preferred now 
traveling entire territory with non-competitive line Address 


Office 


care 


X-206, care Office Appliances, 100 East 42nd Street, New York 
N. ¥ 
IF YOU SELL DIRECT to offices you can sell our high grad: 


protit on each sale 
Write for 
Offices 


Typewriter Specialty profitably Liberal 
Protection given. Quickly becomes a major line 
details giving territory you cove Address X-207, care 
Appliances, Chicago 

REPRESENTATIVE FOR WESTERN states wanted by manu 
facturer of popular line of chair cushions. Cover all or part 


of this territory Address N-208, care Office Appliances, Chi 
cago 
WANTED Small office machine Carbon Paper or Stapling 


Machine dealers for FOUNT-O-INK agencies 
is a new patented fast selling writing set 
Foil Stamping Co., 417 East Pico, Los Angeles, 


SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built let 
ters that pull sales. You need them more than ever now. Send 
me your data for new letters, or unsuccessful letters for re- 
shaping Particulars on request. Address H. M. Goldthwait 
Clayton Hotel, 2026 North Clark St., Chicago 
FOUNTAIN PEN REPAIRING 
FOUNTAIN PENS REPAIRED for the 


FOUNT-O-INK 
Address Western 
Calif 


ALL MAKES trade 


since 1904. Standard Prices——regular trade discount All work 
guaranteed Prompt service Send all makes to one place 
saves postage and time Send a trial package today Welty 
Pen & Repair Co 8S S. State St.. Chicago 


PATENT ATTORNEY 
PATENT ATTORNEY, specializing in office 
ippliances Address ©. A. Gustafson, P. O. Box 707, Benjamin 
Franklin Station, Washington, D. C 


equipment and 


CONTINUED from page 5 Cla e ¢ 197 
Telephone Stands Martens Tyne Cleaner ¢ 1 
Art Metal Construction ( 109 Mittag & Volger. Inc ite 
Cieneral Fire fir ‘ l Webster, F. 8.. ¢ 
lo ernick 17119 
os ow aS Mife Ton Typewriter Cushion Keys 
Thumb Tacks Munson 8 lv ¢ 184 
Graff, Geor a. « T) Pee Kev ¢ 
Moore Push-Pin ¢ ' Sneed Key Mfc. ¢ - 
Oakville Compat Typewriter Cushion Knobs and Basrs 
Vail Manufacturin ‘ ' 4 “ in Mac “ . 
Time Clocks and Recorders eee Git ) 


Dorson Time Instr ‘ Rickett. L. M ‘ rr 


Trimming Boards ese K ‘ 1 
Ideal School 8 i l re mo Rubt P P 
Type, Typewriter . — 
Amer. Writing Machine ( % Typewriter Parts and Tonle 
Ame Su lw ¢ ] Amer. Writin Machine ¢ x? 
Shipman-Ward Mf ‘ s 4 s S ‘ 1 
Typewriter Cleaning Material Shipman-Ward Mfe, C« 8 
Amer Writ fachir ‘ 8 W Typewrit ‘ " 


eight cents a word, minimum charge, $1.60. 


AGENCY OPPORTUNITIES 
SorterGraf still has some agency territories open, and 
of our forty agencies can use good office appliance men (com- 
mission basis), especially accounting, filing, and mail handling 


some 


men. Price range $10 to $1400. Installations in use up tl 
$8000. Bigger ones pending. SorterGraf Company, 4011 W 
Jefferson, Detroit 

BUSINESS OPPORTUNITIES 
WANTED: Proven articles of merit for stationery trade, office 


Exclusive royalty only. Our progressive Man- 
merchandising facilities established over ten 
you. Address X-209, care Office Appliances, 


and factory use. 
ufacturing and 
years can help 
Chicago 

FOR SALE: Desirable Typewriter 
Have better than 50° of Typewrite1 
territory. Address X-210, care Office 


Business in good location. 
sales and service in the 
Appliances, Chicago. 


TYPEWRITER BUSINESS for sale: Central Kansas; agency) 
standard typewriter; splendid service and used machine busi- 
Will sell all or half interest. Address X-211, care Office 
Appliances, Chicago 


hess 


Wanted to buy a small office equipment or commercial sta- 
tionery store in a city of from fifty to one hundred thousand 
population located west of the Mississippi river. Give complet« 
information including approximate inventory, annual sales and 
price for whole or part interest Address X-212, care 
Appliances, Chicago. 


best 
Office 
General Stationery store established 20 years, City of 12,000 
Inventory $7,000. Have two stores, must sell one 25 miles 
from Los Angeles, wealthy populated district, X-213, care Office 
Appliances, Chicago. 

FOR SALE AND WANTED TO BUY 
BOOKKEEPING AND BILLING MACHINES—Specializing in 
Burroughs, Moon Hopkins, Elliott-Fisher and National <Ac- 
counting Machines—Bought and sold, Accounting Machines 
Corporation, 343 S. Dearborn St., Chicago. 

BILLING AND BOOKKEEPING MACHINES, late models 
Elliott-Fisher, Underwood, Burroughs, ete., bought and sold 
Maloney, Gilmore Co., 508 S. Dearborn St., Chicago. 
ELLIOTT-FISHER MACHINES, Typewriters, Adding Ma- 
chines, all office equipment bought and sold. W. J. Crowley 
Company, 434 Caswell Bldg., Milwaukee, Wisconsin. 
ELLIOTT-FISHER billing and bookkeeping machines, also all 
office machines, bought, sold and rebuilt. Teeter-Warsh Co., 
09 W. Kilbourn Ave., Milwaukee, Wisconsin 
ELLIOTT-FISHER MACHINES, Typewriters, 
chines, all office equipment, bought and sold 


Appliance Co., 533 So. Dearborn, Chicago. 


WANTED BURROUGHS Bank Bookkeeping Machines 
2300 and 1300, Chattanooga Typewriter Co., Chattanooga, 


Adding Ma- 
Chicago Office 


Class 
Tenn 


ADDRESSOGRAPHS, Multigraphs, Dictaphones, Folders, Seal 


ers, Typewriters Write us, save money Pruitt, 166 N. La 
Salle, Chicago 

DICTAPHONES, EDIPHONES—rough or rebuilt—special 
prices to dealers. Increase your sales and profits—write us 
American Dictating Machine Co., 1141 Broadway, New York 


(ity 
DICTAPHONES 
machines bought, sold 
Dictating Machine Co. 19 8S 
CHECKWRITERS 100% tebuilt. All makes in 
pairs Parts for all machines. Send for catalogue 
Protector Corporation, 53 Park Place, New York. 
WILL BUY Line-A-Time Copyholders regardless of condition 
You can take them in trade for desks and other equipment 
We pay you cash. Modern Office Appliance Company, 53 Park 
Place, New York 


VISIBLE EQUIPMENT Bought and Sold. Established over ten 
vears and the first concern to deal exclusively in all makes of 
visible filing equipment. Special attention to dealers. Com 
mercial Card System Co., 101 Broadway, New York. 


FOR SALE 1,000 Duplex IVI panels for 4%” and 5” ecard, 500 
S” panels $1.000 each in lots 5 Visible equipment, all 


EDIPHONES, SUPPLIES—headquarters— 
Wholesale, Retail—Write us. Chicago 
Wells St., Chicago. 

stock Re 
Check 


of 25 


makes, dictating, addressing and duplicating machines bought 
ind sold. Hanover Office Equipment Co., 80 Greenwich St... New 
York City 

WANTED Kardex, Acme, Postindex, Comptometers (Models 
F-H-J) Remington No. 23 bookkeeping machines Universal 
Office Equipment, 396 Broadway, New York. 


Duplicator inks 
Write us 


RIBBONS re-manufactured 
Established over 10 years 


MULTIGRAPH 


ind typewriter ribbons 


save money Lewis Co., 953 N. 4th St.. Milwaukee, Wis. 
Tynewriters. Mfrs. of Nat'l Blank Book ¢ 161 
Corona Typewriter 71 He neton Rand, tt 164 
Coxhead, Ralph ¢ Cor 15 Sheppard, ¢ 1 a 200 
n neton Rand, In 164 Victor Safe & Equip. (« 169 
ih il Typewriter Cr = Wilson-Jones 16 
Smit  ¢ & Corona Tw 71 Yawman and Erbe Mfc. ¢ 118, 119 
Underwood, | F 75, Ba Covet 
Varitvnes 1 Wardrobes 
W istock Typewriter (« 158 All-Steel-Equip. Co 8 
Art Steel Co 124 
Tyoewriters, Rebuilt and Used it M a 
re - Writing Machine ¢ c browne Orse c% . if 
Pruitt In 108 General Fireproofir ‘ ” ‘1 
Reliable Tw. & A. Mo 19 Gilohe-Wernicke ¢ 11. 32 
Shipman-Ward Mfc. al Waste Baskets 
Typewriter Circle C¢ 14 Art Steel (« 124 
Wholesale Typewriter ¢ Li Cameron, Cal 172 
Visible Systems Equipment General Fireproofing ¢ ”, 91 
Aigner, G. J., ¢ 182 Globe-Wernicke (« 111, 12 
Art Metal Construction (« 109 Metal Office Furniture (« 117 
Globe- Wern ( 111, 12 Nat'l Vuleanized Fibre ¢ 1% 
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SI 


Export Statistics by United States Department of Commerce 


United States Exports of Typewriters, Duplicating Machines, Typewriter 


Ribbons, Carbon Paper and Office 
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Filing folders 
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and other 








office forms 

Counts Lb Value 
Netherlands 85 8 
Norway 25 x 
Portugal + SNe XN 
Rumania 
Sweder 
Switzerland 
United Kingedor 2,022 1 t4e 
Canada 17,805 6,051 
tritish Honduras 17 
Costa Rica WOT 6 
Guatemala 23 7 
Hlonduras 1,518 517 
Nicaragua he x 
Panama 2,533 610 
Salvador 176 oo 
Mexico 2,055 1,178 
Newfoundland and 

Labrador 69 41 
termuda Le | +1 
Barbados 5 il 
Jamaica 715 458 
Trinidad and Tobago 04 18 
Cuba 3,658 S77 
Dominican Republic so 143 
Netherland West Indies 4,795 2,291 
French West Indies lw 
Haiti, Republic of Mia 212 
Argentina 1a 251 
Bolivia 
Brazil 1,240 
Chile él 
Colombia 2,897 L317 
heuador 2S 6X 
Surinam 255 1 
Paraguay 1,160 
Peru 38 
Uruguay 6 
Venezuela >, 150 

tritish India ‘il 

british Malaya Sl 
Cevlon 
(hina 2 7 
Netherland India 46 27 


French Indo-China 
Hong Kong 

Japan 2 
Kwantun 
Palestine 


Philippine Islands 5,418 1,268 
Turkey 22 74 
Australia 2 
tritish Oceania 
French Oceania oS 27 
Belgian Congo 
British East Africa 140 14 
Union of South Africa 08 we 
Egypt 
Algeria and Tunisia 
Other French Africa 
Liberia Ait 244 
Mozambique 
Other Portuguese Africa 
Canary Islands 
Other Spanish Africa 11 5 
Total 61,825 $21,252 
Shipments to 
lHlawai 4567 $9,961 
Puerto Rico 19,640 1,45 
Virgin Islands xt) a) 
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156 1.002 
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Calculating and Billing Machines, 





United States Exports of Adding, 
May, 1935 
7752 7753 
Listing, Typewriter 
adding bookkeeping 
bookkeeping billing 
machines machines 
Countries No Value No Value 
Austria 2 $ 1,395 
telgium 6 4,632 
Bulgaria 
Czechoslovakia 5 $ 2,805 2,957 
Denmark 
Finland ° : 
France ; 1,214 1” 7,126 
Germany 18 
Greece 
Hungary 
Irish Free State e 
Italy 1.300 
Lithuania 
Netherlands 7 2,205 
10 &, 


Norway 
Poland 
Portugal 
Rumania 


and Danzig 


Spain 

sweden 1 TSN 
Switzerland ; 2,950 
United Kingdon 12 11,154 
Yugoslavia 

Canada 1 "72 


Rica 
Guatemala 
Honduras 
Nicaragua 
Panama 
Mexico l oo 
Newfoundland and 
Labrador 
Jamaica 
Trinidad 
Tobago 
Cuba 1 60 
Dominican Republic 
Netherland West 
Indies 


714 


7756 


Listing 
adding 
machines 
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ce ery 


Calculating 


machines 
Value No Value 
5 $ 923 
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2,210 5 
18,200 g80 
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O84 112 
720 
TH4 . 
252 
1,827 2 240 
4.509 50 4,152 
282 
230 
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PATENTS 


‘opies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 


personal checks not accepted. 





Design Patent No. 96,381. Frank M. Gaul, Decatur, 
i. (assiqnor to Faries Manufacturing Company, De- 
catur, Ul., a corporation of Ilinois). Application Feb. 
20, 1935. Serial No. 55,514. 


Design Patent No. 96.518. Design for combined 
writing and typewriting desk Milton S. Stevenson, 
Larchmount, N. Y Application May 15, 1935. Serial 
No. 56,884. 


1.010.466. Flush clip and monogram plate. Jesse J. 
Robbins, Hollywood, Calif. (assignor to Stylofede Cer- 
poration, a corporation of California). Application 
Dec. 28, 1932. Serial No. 649,188. 


2,007,995. Typewriting machine frame. Henry Allen 
Avery. Groton. N. Y. (assignor to L. C. Smith & 
Corona Typewriters Inc., Syracuse, N. Y., a corporation 
ot New York). Application Aug. 17, 1933. Serial No. 
685,562. 


2.008.014. Typewriting machine. Otto E. Gathmann, 
Syracuse, N. Y. (assignor to L. C. Smith & Corona 
Typewriters Inc.. New York, N. Y., a corporation of 
New York) Application Dec. 12, 1932. Serial No. 
646,807 


2.008.019. Paper fastener. William Horlick, Jr., Ra- 
cine, Wis Application Feb. 23, 1933. Serial No. 
648,081. 


2,008,070. Light attachment for pens and pencils. 
Ada Godman, Minneapolis, Minn. Application May 7, 
1934. Serial No. 724,413. 


2.008.086. Staple. Wendell L. Sorenson, Brooklyn. 
N. Y. (assionor of one-third to Charles B. Goodstein 
and one-third to Emanuel R. Posnack, both of Brook- 
lyn, N. Y.). Application Sept. 27, 1934. Serial No 
745,652. 

2,008,119. Safe. Benjamin S. Williams, Nashville, 
Tenn. Application Aug. 31, 1933. Serial No. 687,707. 


2,008,124. Calculating machine. Paul Bialik, Oak- 
land, Calif. (assignor to Marchant Calculating Machine 
Company, a corporation of California). Application 
Jan. 12, 1931. Serial No. 508,143. 


2.008.135. Ca'culating machine. Carl M. F. Friden, 
Piedmont, Calif. (assignor te Marchant Calculating 
Machine Company, a corporation of California). Ap- 
plication Jan. 15, 1930. Serial No. 420,898. 


2 008.379. Seat. Eugene A. Zundel, Los Angeles, 
Calif. (assignor of twenty-five one hundredths to Floyd 
A. Fenn, Los Angeles, Calif.). Application Nov. 25, 
1933. Serial No. 699,661. 


2,008,396. Punching mechanism. William L. Las- 
ker, Brooklyn, N. Y. (assignor te Remington Rand 
Inc.. Buffalo. N. Y.. a corporation of New York). 
Application July 21, 1934. Serial No. 736,309. 


2.008.412. Roll cover for typewriters, ete. Jess M. 
Bovee and Mary Jane Bovee, Tacoma. Wash. Applica- 
tion May 26, 1934. Serial No. 727,780. 

2,008,509. Device for punching and reinforcing doc- 
uments or the like. Franz Lorenz, Dresden. Germany 
(assignor to Waldes & Ko., Dresden). App ication 
March 29. 1934. In Germany, April 7, 1933. Serial 
No. 717,937. 

2 008,789. Mechanical pencil. Paul S. Hauton, At- 
lanta, Ga Application Sept. 9, #931. Serial No 
561,829. 


2.008.921. Calculating machine. Robert L. Muller, 
Detroit. Mich. (assignor to Burroughs Adding Machine 
Company. Detroit. Mich.. a corporation of Michigan). 
Application Jan. 30, 1933. Serial No. 654,190. 


2,009,010. Calculating machine. Carl M. F. Friden, 
Oakiand, Calif. (assignor to Marchant Calculating Ma- 
chine Company, Emeryville. Calif.. a corporation of 
California). Applicaticn March 30, 1927. Serial No. 
179.437. Renewed May 29, 1935 


2.009.116. Stretching and tacking implement. 
Harry T. McClure, Warwich, R. |. (assignor to Bos- 
ton Wire Stitcher Company, Portland, Maine, a cor- 
poration of Maine). Application Feb. 10, 1932. Serial 
No. 591.999 


2,008,182. Mechanical pencil. Julius Kahn, North 
Bergen, N. J. (assignor to David Kahn, tnec.. North 
Bergen township, Hudson County. N. J.). Application 
Dec. |, 1931. Serial No. 578,388. 


2,009,192. Handle for portfolios and the like. John 
B. Freysinger. New Britain, Conn. (assignor te North 
& Judd Manufacturing Company. New Britain, Conn.). 
Application April 17, 1933. Serial No. 666,421. 


2.009.341 index file. Charles A. Finlay and Ells- 
worth G. Layer, Tonawanda, N. Y. (assignors to Rem- 
ington Rand tInc., Buffalo. N. Y.). Application Nov 
6, 1931. Serial No. 573,500 


2.009.363. Pocket letter scale. William A. Scheurer, 
Columbus, Ohio (assignor to The Exact Weight Scale 
Company, Columbus, Ohio, a corporation of Ohio) 
Application Jan. 26, 1935. Serial No. 3,620. 


2,009,450. Prepayment postage machine. Azel Gay, 
Rochester, N. Y. (assignor to Multipost Company. 
Rochester, N. Y.. a corporation of New York). Appli- 
cation July 30, 1932. Serial No. 626,443. 


2.009.896. Hektograph band. Alva H. Mever, Oak 
Park, Jil. (assignor to Ditto, Inc., a corporation of 
West Virginia). Application Sept. 28. 1931. Divided 
and this application March 31, 1934. Serial No. 718,- 
500 


2.009.981 Account book and binder Hugh D 
Clark, Winnipeg, Man., Canada (assignor to American 
Salesbook Company. Inc.. a corporation of Delaware). 
Application Feb. 13. 1930. Serial No. 428.016. Re- 
newed Jan. 15, 1935, 


2,010,032. Means and the method of making type 
shuttles for typewriting machines Henry L. Pitman, 
Westfield, N. J. (assignor to Ralph C. Coxhead Cor- 
poration. New York, N. Y.. a corporation of Dela- 
ware). Application March 19, 1931. Serial No. 523,- 
920 
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2,001,051. Temporary binder or loose leaf sheet New York). Application March 20, 1934. Serial No. 
holder. Leon L. Allyn and Robert E. Maloney, Kaia- 716.497. 


mazoo, Mich. (assignors to Master-Craft Corporation, , 
: 2 010,262. Holder for pens and pencils. Lioyd A. 
Sage ry Mich.). Application Aug. 16, 1934. Serial House, Chicago, Ill. (assignor to Victor Adding Ma- 
. . . chine Company. Chicago, Ill., a corporation of Deia- 
2.000.008. Calculating machine. Harvie J. Duke ware). Application Dec. 17, 1934. Serial No. 757,846. 
Orange, . J. (assignor to Gardner Company, Orange, , 
N. J., a corporation of Delaware). Refiled for aban- ane. oe pF Pn at ae 
doned application. Serial No. 614,195, May 28, 1932. No. 18 169 ; P . ? : 


This application Dec. 14, 1934. Serial No. 757,496. 26 s 

: ,010,603. andit barrier system. Oliver B. Moe- 
, 2.000.004... Fountain pen. Harry |. Schwartz and Clintock, Minneapolis, Minn. (assignor to 0. B. Me- 
oseph H. Rothstein, New York, N. Y. Original ap- Clintock Company, Minneapolis, Minn., a corporation 
plication Julv 14. 1934. Serial No. 735.112. Divided of Minnesota). Application March 13. 1931. Serial 


and this application Oct. 27, 1934. Serial No. 750,238. No. 522 260. 

2,010,127. Binder Herman T. Arends, Highland 2.010 684. Sales pad. Hugh Al r 
Fare. alee. Application Nov. 29, 1933. Serial No. York. N. Y. Application April Pt 1934. Serial Ne. 
700,202 721,086. 

2.010, 137 Duplicating attachment for typewriters. 2.010.740. Guide card retainin f fill 
Norman V. Cargill and John J. Mediock. Rochester, érawere. Frederick L. G. Straubel, } my Bay, wis, 
N Application Aug. |, 1934. Serial No. 737.960. Application Aug. 7, 1934. Serial No. 738,849. 

2.010.223. Typewriting machine. Carl Gabrielson, 2,010,748. Card cabinet. Walter Buckeridge, Perth. 


Syracuse, N. Y. (assignor to L. C. Smith & Corona Western Australia. Application March 19, 1934. Serial 
Typewriters, Inc., Syracuse, N. Y., a corporation of No. 716,392. 











Cc. H. Armetrong Hugh Kline E S. Heward 


The Stationers, Inc., Tacoma, The Rogers-Miller Company, E. S. Howard Company, Os- 
Wash. Canton, Ohio wego, N. Y. 











R. L. Sanford J. Chris Hempel J. D. LeBlane 
The Brooks Company, Cleve- Eagle-Ottawa Leather Com- J. D. LeBlanc, Inc... New Or- 
land, Ohio pany, Grand Haven, Mich. leans, La. 
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\. W. Herrmann J. Frank White 
Office Equipment Bureau, George C. Fetter Company. 
Ine.. New Orleans, La. Louisville, Ky. 


Portraits of R. C. Huntley, Sturgis Posture Chair Company, 

Sturgis. Mich.: Albert W. Gill, Gill Printing & Stationery 

Company, Mobile, Ala., and J. E. Feeley, Springfield Office 

Supply Company. Springfield, Mass.. were not available at 
the time of going to press. 


Contributors to the Annual 


Special Office Furniture Section 


(See section beginning page bo! 
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Distributor Meets a New Type 


LONG jump ahead of the 
A promised political de- 
bates of 1936, the business 
community is already face to 
face with a special version of 
the issue of State’s Rights. As 
a consequence of which, dis- 
tributors—retailers as well as 
wholesalers—are suddenly con- 
fronted with a new type of con- 
tract. To begin with, this sur- 
prise has sprung in some nine 
different States. But the pros- 
pect is enough to cause manu- 
facturers in various lines to try 
their hands at a standard pat- 
tern document which will serve 
as a model for all the States of 
the Union. 

Small wonder that business 
was caught short-handed when 
the need popped for uniform 
resale-price-control compacts. 
As all readers of Office Appli- 
ances know, the contemplation 
of Resale Price Fixing is not a 
new proposition in business 
America. For a third of a cen- 
tury, or more, a faithful band 
of missionaries has been 
preaching the gospel of priced- 
at-the-source goods as the sure 
antidote of predatory price cut- 
ting. But, always, until a few 
months since, the crusaders for 
Price Maintenance on trade 


of Contract 


Written Expressly 


for 


Office Appliances 
By Waldon Fawcett 


marked goods thought only in 
terms of national salvation. 
One Congress after another 
flirted with the idea of empow- 
ering manufacturers or produc- 
ers of branded wares to dictate 
the prices at which their signed 
specialties should be resold to 
the public. And one national 
legislature after another, fol- 
lowing more or less sympa- 
thetic gestures, packed its kit 
and went home without show- 
ing any serious intentions. No 
shame if the would-be price 
stabilizers never got so far as 
to consider ways and means of 
exercising the price-pegging 
privilege. Until a Capper- 


Kelly Bill, or something equal- 
ly as good, was rubber-stamped 
in both the U. S. Senate and 
House of Representatives it 
would be a bit of forehanded- 
ness overdone to devise a paper 
set-up by way of binding the 


tightened business _relation- 


ships. 


Advocates of Price Maintenance 
Abandon Frontal Attack 


Then, with stealthy tread, 
the organized movement for 
standardized resale prices 
quietly abandoned its frontal 
attack and stole around to the 
side door. It worked. The be- 
lated expedient of securing 
(within limited area) by State 
law the privilege of price dicta- 
tion that had been denied by 
Congress in country-wide 
scope. That is where we stand 
today. There are, to be sure, 
tests of constitutionality yet to 
come in the courts of certain of 
the trail-blazing States. But 
enthusiasts for ‘“managed”’ 
prices will tell you that quib- 
blings mean, at most, no more 
than a retinkering of the lan- 
guage of the Fair Trade iaws. 

With its feet precipitately 
set upon a new course, business 
has had to jump to several 
fresh responsibilities. Most im- 
portant of these is the unifica- 
tion of price-contracting prac- 
tice. Under the average State 
law which authorizes a trade- 
mark owner to follow-through 
with his list prices, each price- 
fixer can indulge his own sweet 











12 
will in drafting his treaties of 
price-observance with distribu- 
tors. Some lone eagles may 
pursue this course. But, under 
the suasion of national trade 
associations in representative 
mercantile lines, the sentiment 
has spread that it were well for 
all hands to make use of an ap- 
proved standard contract form 
balanced to do even and exact 
justice to both parties to a deal. 

The solemnity of the job was 
attested by the time it took and 
the number of cooks that were 
called it to make the documen- 
tary broth. A large number of 
tentative drafts were submitted 
and from these, by the proc- 
esses of weeding and patching, 
there have been evolved basic 
contracts which—with minor 
modifications to suit—would 
seem to afford a formula for 
any species of alliance in behalf 
of price observance. At that, 
this detail is of top importance. 
Because the contractural rela- 
tionship is the heart of the new 
concept of Price Maintenance, 
even as Consignment engage- 
ments have been the most ef- 
fective price defenses in the 
past. 


A Double-Barrelled Contract 

The intent of the primary 
marketers of branded or 
“name” goods who seek to bind 
each customer by a mutual 
agreement upon prices, is to 
provide what might be termed 
a double-barrelled contract. 
One barrel has, as its range, the 
compact that the buyer will not 
resell the contracted commod- 
ity, except at the price stipu- 
lated by the vendor. The twin 
barrel obligates the vendee to 
require of any person to whom 
he may resell the goods an 
agreement that the third party 
will not, in turn, resell the ar- 
ticle save at the price stipu- 
lated by the producer or orig- 
inal vendor. There are three 
main types of contracts, viz.: 
manufacturer—wholesaler con- 


tract, the manufacturer — re- 
tailer,and wholesaler 





retailer. 


In justification of each type 
of contract there is a preamble 
which sets forth the relation- 
ship of stabilized prices to the 
valuable intangible assets of 
business. There is a “whereas” 
to the effect that the producer's 
trade marks, brands and name, 
constitute a valuable part of 
the good will of the manufac- 
turer’s business and are of 
great importance in the han- 
dling, selling and distribution 
of his products. Another pre- 
amble sets forth that recourse 
must be had to the new-found 
Fair Trade Practice Act to 
avoid having the products of an 
identified manufacturer made 
the subject of injurious and un- 
economic practices and to avoid 
depreciation of, or damage to, 
the manufacturer’s trade mark, 
brands or name, through the 
unwarranted practices. 

Commonly, there is no con- 
sideration named in these new- 
fangled contracts, other than 
‘benefits contemplated” and an 
implication of sales and deliver- 
ies to come. Signing on the 
dotted line, a distributor binds 
himself to observe, in his re- 
selling, the “minimum resale 
prices” established by the 
manufacturer and currently in 
effect. The pegged prices, 
which are to be maintained, 
may be stated in the body of 
the contract, or may be set 
forth in a schedule which is at- 
tached to the contract and 
made a part thereof. 

Short Term Contracts 
Approved 

Almost all manufacturers, 
whatever their lines, are agreed 
that short term’ contracts 
should rule in this new team- 
play in merchandising. The im- 
pulse, in most quarters, is to 
set forth that the contract may 
be cancelled by either party on 
ten days’ written notice to the 
other. This quick-stop feature 
is necessary because the aver- 
age manufacturer, who is oper- 
ating on this new basis, de- 
mands the privilege of revising 
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his placarded minimum resale 
prices at any time or from time 
to time. 

The distributor ties himself 
up on advertising as well as on 
selling. That is to say he con- 
tracts, separate and apart from 
his refrain from selling, not to 
directly or indirectly advertise 
or offer the posted goods at less 
than the pegged prices. But 
there are duly noted three ex- 
ceptions to the cast-iron price 
control. Stock acquired under 
pledge of price-observance may 
nevertheless be resold without 
reference to the agreement in 
closing out a distributor’s stock 
for the purpose of discontinu- 
ing the line. Or, when the 
goods are damaged or deterior- 
ated in quality and notice to 
that effect is given to the pub- 
lic. Or, yet again, when the 
stock is in the hands of an offi- 
cer acting under the orders of 
any court. 

Teeth in Price Maintenance 

Laws 

Teeth are in plain sight in 
these price-stiffeners. A price 
upholding manufacturer’ or 
producer may hale a price-jilter 
into court if the latter has 
made a breach of his promise. 
Or even if there is a threat of 
price desertion. If the party of 
the first part can demonstrate 
that he has been injured or 
damaged by price cutting or is 
threatened with such havoc he 
may secure an injunction that 
will halt the price cutting. On 
top of which he may sue for 
damages or any other legal 
remedies. 

Lawyers who are drafting 
model contracts under the new 
State Fair Trade Practice Acts 
are doing their best to plug 
the loopholes of price cutting 
which, it is asserted, are some- 
times bored via free deals, 
gift distributions, premium 
schemes, and combination of- 
fers. The puncture-proof con- 
tract form undertakes to fore- 
stall grant of hidden discounts 
or disguised rebates to consum- 
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ers by a mutual acknowledg- 
ment on the part of contract 
signers that the giving by the 
distributor of any article of 
value in connection with a sale 
or the making of “any conces- 
sion’’—whether by the giving 
of coupons or otherwise—inci- 
dent to any sale of the pro- 
tected goods, shall constitute a 
sale at less than the minimum 
prices agreed upon. The dis- 
tributor will automatically con- 
fess himself guilty of the same 
sort of sin if he sells a restrict- 
ed product in combination with 
any other commodity at a price 
for the lot that does not up- 
hold pegged prices. If a price- 
enforced product is hitched to 
an open-price mate, then must 
the lump price do justice to the 
price-pegged unit and collect 
for its companion an allowance 
equal to cost, plus a reasonable 
profit allowance. 





Liquidated Damages Clauses 

Far-sighted marketers real- 
ize that it will be the deuce of 
a job, in many an instance, to 
determine and secure reim- 
bursement for actual damages 
sustained as the result of sales 
at cut prices. So, some of the 
brethren are proposing to write 
into their contracts a para- 
graph to the effect that the dis- 
tributor shall pay to the manu- 
facturer the sum of $25 as 
liquidated damages for each 
sale made in violation of a price 
agreement. Certain manufac- 
turers in price-raided lines are 
so eager to enforce their new- 
won discipline that they have 
inserted in their pet contracts 
jokers to the effect that distrib- 
utors who bring upon them- 
selves court actions for price- 
dodging must foot the court 
costs and in addition pay the 
manufacturers’ lawyers. 

Contracts between wholesale 
and retail distributors are ex- 
pected to be, for the most part, 
blanket instruments which may 
be stretched at will. That is to 
Say, a jobber makes an initial 
compact with a dealer covering 


price observance on such price- 
pegged items as the retailer is 
putting into stock. Later, as 
other set-price candidates come 
into the picture, the additions 
are annexed to the original 
structure. The result is that 
a catch-all price-compliance 
compact may cover the whole- 
sale-retail distribution of the 
products of a number of manu- 
facturers who may or may not 
be in direct competition for the 
consumer’s dollar. 

The treaties of wholesalers 
and retailers,—or, as they have 
come to be called, “omnibus” 
fair-trade pacts,—are coming 
into considerable favor with 
manufacturers. Because, oth- 
erwise, a price dictating manu- 
facturer might find himself 
under the necessity of incorpo- 
rating his business in every 
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State where he undertook price 
enforcement. Thousands of 
dollars will be saved to manu- 
facturers by the omnibus con- 
tracts. To be sure, the manu- 
facturer who thus does his 
price fixing at second hand, so 
to speak, must rely upon his 
jobber in each State to deal as 
the principal would wish with 
price cutters. But, maybe, that 
is to be no serious problem. 
Because, with most manufac- 
turers the objective is an ami- 
cable round-robin cooperation 
by all parties concerned in be- 
half of price-sanctity. In- 
deed, in certain States, notably 
in Washington State, efforts 
are already under way to 
safeguard the prices of cer- 
tain items by enveloping in one 
contract all the retailers han- 
dling the specialty in the State. 





New Parker Typewriter Company Store at Pasadena, Calif. 


PASADENA HOUSE MOVES 
AND ENLARGES 


The Parker Typewriter Com- 
pany, formerly at 178 East Colo- 
rado street, Pasadena, Calif., has 
moved two doors west of the old 
location, taking twice the space 
occupied formerly at 174 East 
Colorado street. The company 
has a broad line of office ma- 
chines, as well as all makes of 
fountain pens and duplicators and 
supplies. Filing equipment and 
stationery lines have been ex- 
panded. The company has the 


Smith-Corona agency, and recent- 
ly took on the Allen-Wales line of 
adding machines. Remington and 
Underwood typewriters are sold. 
Rebuilt typewriters, adding ma- 


chines and check writers are fea- 
tured. 

The front of the new store is of 
mottled blue and white glass trim 
bound with aluminum untarnish- 
able trim. There are two large 
mirrors on either side of the 
building. 

H. C. Parker, the head of this 
business, has been in the type- 
writer field the past thirty-five 
years. He started in the Reming- 
ton plant at Ilion, N. Y., when No. 
6 model Remington machines were 
manufactured. He also worked at 
New York, N. Y., for the Reming- 
ton Typewriter Company and at 
Buffalo, and with The Thorp & 
Martin Company at Boston many 
years ago. He has spent the past 
thirteen years at Pasadena. 
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Statistics—— 





The Pulse of Progress 


HERE IS an old saying to 

the effect that figures do 
not lie, but that liars sometimes 
figure. At the risk of being 
placed in the latter category, 
this article is entirely on the 
subject of figures. 

The statistics quoted are 
from Dun & Bradstreet, Inc., 
who recently made statistical 
surveys of a number of differ- 
ent lines of trade. The ques- 
tions, remarks and comments 
are by the writer. In comparing 
these ratios with your own, it 
should be remembered that sta- 
tistics are averages. Only by 
accident will the figures of any 
stationer coincide with the per- 
centages given. 

First in regard to net profit, 
this being the purpose of all 
business. There is quite a di- 
vergency in this figure, appar- 
ently depending upon the an- 
nual volume of business being 
done. Incidentally, all the sta- 
tistics quoted herein are for 


1934. Fractional percentages 
have been dropped. 
Table I 

Average 

Volume Net Profit 

$250,000 to $500,000... . .15% 

100,000 to 250,000 a } 

50,000 to 100,000 6%. 

25,000 to 50,000 T% 

10,000 to 25,000 . OF 

5,000 to 10,000 11% 


Comments. Why is it that 
the first group makes so much 
larger profit than the other 
groups? Why does the net 
profit, except with the first 
group, increase with diminish- 
ing volume? Snap judgment 


would say that the first group 


Being An Article 
Pointing Out the Val- 
ue of Figures in 


Deciphering Busi- 
ness—By R.D. Mock, 
Sales Manager, 
Pelouze Manufac- 
turing Company, 
Chicago 


makes a bigger profit because 
its big volume enables it to buy 
at better advantage. If this 
were the reason, then the sec- 
ond group should make a bigger 
net profit than the third group, 
on account of its greater buy- 
ing power, and so on down the 
line. 

Let us now see what prices 
were paid. Table II shows the 
cost of the goods sold. The 
figure is arrived at by taking 
the beginning inventory, plus 
merchandise purchased during 
the year, minus closing inven- 
tory, and stating this in a per- 
centage figure compared with 
net sales. 


Table II 
Average 
Cost of 
Volume 700ds Sold 
$250,000 to $500,000... .. 52% 
100,000 to 250,000..... 65°. 
50,000 to 100,000..... 62% 
25,000 to 50,000..... 63% 
10,000 to 25,000... .. 60° 


5,000 to 10,000... . .60% 
Comments. Apparently the 
first group has a price advan- 














Mr. Mock 


tage of about 10‘... The others, 
regardless of volume, are buy- 
ing at almost identical prices. 
For some unknown reason, the 
two smallest volume groups are 
buying at better prices than the 
in-between fellows. Or else 
their selling prices are con- 
siderably higher. 

Suppose we inquire into the 
matter of mark-up for these 
groups. Table III shows the 
mark-up percentage. It is based 
on cost, and is secured by divid- 
ing the gross profit by the cost 
of goods sold. 


Table III 
Volume Mark-up 
$250,000 to $500,000. .... 84°. 


100,000 to 250,000..... o2 


90,000 to 100,000..... 63‘ 
25,000 to 50,000..... 09% 
10,000 to 25,000.....68% 

5,000 to 10,000..... 67% 


Comments. The matter of 
mark-up has to be studied in 
connection with the cost of 
goods as shown in Table II. The 
first group is not cutting prices 
as a whole. They are applying 
a bigger mark-up to their lower 
costs, which brings their sell- 
ing prices to about the level of 
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the others. For example, if the 
third group is selling something 
at $1.00, the first group is sell- 
ing it at 98 cents, and the sec- 
ond group is offering it at 99 
cents. The bottom group is get- 
ting $1.00. So are the fourth 
and fifth groups. 

There is quite a variance in 
turn-over, and it is all in favor 
of the second and third groups. 
Table IV shows the turn-over 
ratio. 

Table IV 


Volume Turn-over 
$250,000 to $500,000. ..3 times 
100,000 to 250,000. ..5 times 
50,000 to 100,000. ..5 times 
25,000to 50,000...4 times 
10,000 to 25,000...4 times 
5,000to 10,000...4 times 


Comments. If any conclusion 
can be drawn from Table IV, it 
is that the first group is earn- 
ing its lower price by buying 
quantity orders, which slows up 
its turn-over. The second and 
third groups might find it prof- 
itable to consider slowing up 
their turn-over to an average 
figure and making a bid for 
lower buying prices on the basis 
of larger quantity orders. 

Important costs in the con- 
duct of a business are salaries 
of owners, officers, and em- 
ployees; rent; advertising. 
Table V shows these figures. 


Comments. In none of the 
preceding is advertising an im- 
portant item of expenditure. 
One can easily see that the sta- 
tionery business relies more 
upon personal contact through 
salesmen, than upon advertis- 
ing. The lower salary ratio of 
the first group indicates that it 
is either paying lower salaries 
or in some manner is enabling 
its men to handle a larger 
volume of business per man. 

The Dun & Bradstreet survey 
shows some interesting facts 
about the stationery business in 
the twelve Federal Reserve Dis- 
tricts. It is surprising that geo- 
graphical location causes such 
a wide variation in the major 
statistics. Table VI gives some 
of the important figures. 
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The reporting stationers who 
showed a loss in 1934 revealed 
average figures as given in 
Table VII. 


Table VII. Average Figures of 
Those Showing a Loss 


PN eas 7.48% 
Cost of goods sold. .65.16% 
ee 57.48% 
PEE s dtins Gwe 3.40times 
eee 24.73% 
PS 88s OS TS 5.80% 
Advertising ....... 98% 


Comments. Compare the 
above figures of those showing 
a loss with the average figures 
of those stationers showing a 
profit as given in the last 
column of Table VIII. This 
table also gives, for compara- 
tive purposes, the Dun & Brad- 


Table VI 

Federal Reserve Net Cost of 

District Profit Mark-up Salaries Rent Goods 
NE oie do Oe 5% 53% 17% 3% 65% 
New WORe ....scs.. 10% 66% 19% 4% 60% 
Philadelphia ....... 5% 80% 23% 4% 55% 
Cleveland .......... 5% 57% 19% 3% 64% 
Richmond ......... 12% 106% 25 % 3% 48% 
BETS co s.c60088e 11% 105% 22% 5% 48% 
re 9% 59% 17% 3% 63% 
ee 13% 100°; 27 % 2% 50% 
Minneapolis ........ 6% 63% 16% 3% 61% 
Kansas City ........ 5% 62% 19% 5% 62% 
TR is wean. g 8% 73% 18% 4% 58% 
San Francisco ...... 9"% 70% 19% 5% 59% 


street figures for certain other 





Table V. Overhead lines of trade. 
Volume Salaries Rent Advertising A close study of the above 
$250,000 to $500,000............. 14° 3% 1.93% tables, together with the com- 
C!S 20°; 3% 1.25% ments made by the author will 
50,000 to 100,000............. 20% 2% 99% give the owner of a stationery 
anjeee WD) 0s SOOO... ....... 2. 2s 20°; 4% 99% store a keener knowledge of 
10,000 to = 25,000............. 18% 4% 64% the rules governing successful 
5,000 to 10,000............. 19% 5% 75% betieden 
Table VIII 
Hospital 
Supply Dept. Drug Hardware 
Dealers Stores Stores Stores Stationers 
Net profit ...... T% 6% 8% T% 8.74% 
Cost of Goods... 59% 70% 64% 68 % 61.62% 
Mark-up ....... 68% 41% 50% 42% 64.46% 
Turn-over ..... o% 3% 3% 2% 4.35% 
EEE 17"; 13% 17% 15% 16.31% 
ee 3% 3% 3% 3% 4.24% 
Advertising .... 1% 1% 1% 1% 89% 








EDITORIAL 


Will Rogers 


@4By the death of Will Rogers the country loses 
a great national asset. Choice spirit, incarnate 
antidote for pessimism, genuineness personified, 
Will Rogers punctured pretense with shafts of 
satire formed of droll humor and tipped with good 
will. 

A modern, joyous Socrates astride a_philo- 
sophical cow pony and swinging a lariat of ingra- 
tiating smiles and friendly railleries, he captivated 
his countrymen and rode into their hearts. And 
is there enshrined. 

Hail Will! Pax vobiscum. 


Ihe Office Furniture Section 


© In variety of subject matter, in the number 
of articles, and the interesting treatment of the 
several subjects discussed we believe that the 
office furniture section of the present issue is the 
equal of any section of the kind which has gone 
before. The articles, covering many factors in the 
sale of office furniture, were written by dealers 
prominent in this field and some by manufacturers. 
Posture chairs have been given particular atten- 
tion. 

All branches of the trade have been drawn upon 
for the material of this section, and we believe 
that readers will not be disappointed. 

-- 


World Business Prospects 


Indicative of brighter prospects in world-wide 
business is a report recently issued by the special- 
ties division of the United States Department of 
Commerce which declared that exports of office 
machines are continuing a decidedly upward trend 
throughout 1935. 

The report disclosed that during the first six 
months of the present year shipments abroad of 
office machines were valued at $14,231,377, an in- 
crease of 28.7 per cent over a similar period of 
1934. Typewriters, it was shown, constituted the 
largest individual item of export trade of office 
machines. 

Exports of card punching, sorting, and tabulat- 
ing equipment from America during the first six 
months of the year registered an increase of sixty 
per cent over the first half of 1934, the report in- 
dicated. Substantial increases in the export of 
accounting and calculating machines, listing-add- 
ing machines, cash registers and bookkeeping ma- 
chines were also experienced. 

The export of typewriters this year was nearly 
double that of the first six months of 1934. This 


year the total exports in this machine was $4,- 
067,985, as against $2,731,503. The total export 
figures for the same two periods were $14,231,377 
for 1935, and $11,056,467 for last year. 


“Heavenly Altruism’ —Some Conunent 
on Price Cutting 

@4An office furniture manufacturer widely 
known in the field, has made some comment em- 
bodying an altruistic suggestion on the elimina- 
tion of the price cutter. We like the old term bet- 
ter than “chiseler,” because it expresses exactly 
what is meant and we do not have to take an ex- 
cursion into carpentry—an honorable occupation 
—and twist the meaning of a good word into some- 
thing sinister. Our friend writes: 

“Every man in business, whether preacher, law- 
yer, doctor, manufacturer, merchant or farmer, 
must do two things to be successful—he must buy 
and sell. In other words, there are two depart- 
ments to his business. If he would coordinate 
those departments and harmonize them, so that 
his buying would be done on the same principles 
as his selling, then the Number One enemy of 
every business, the bloodsucking shyster chiseler, 
would be exterminated. 

“Now is there sufficient intestinal fortitude 
among the legitimate business people in the coun- 
try, who try to run their business on an ethical 
basis, to instruct their buyers and their salesmen 
to refuse to recognize there is such a thing as a 
shyster chiseler in existence? If this could be 
done, the problem would be solved.”’ 

Which is to say that most people are buying 
under jungle law, and selling under some pretense 
of ethical performance. The two ideas don’t mix, 
but how to harmonize them is as great a problem 
as the transmutation of metals. So long as it is 
proper to drive a hard bargain, just so long is it 
going to be hard to do away with price cutting, 
for, ‘whatsoever a man soweth, that shall he also 
reap.’ The law is immutable. It resides in the 
idea that created and brought forth the Universe. 
It is unity of principle—cause and effect. He who 
advantages himself unfairly at the expense of 
others will himself in the end be exploited. 

It is observed that all wish to sell at a fixed price 
indicative of value, but most persons want to buy 
“a bit under the market.” Many criticize price 
cutters in their own fields but encourage their 
practices in other fields by their purchases. 

If every buyer and seller would do what our cor- 
respondent suggests, viz., buy on the same prin- 
ciples on which he sells, granting that he is a one- 
price seller, then many of our price difficulties 
would disappear. The “price cutter’? would have 
too few customers to make his operations profit- 
able. 

But there is little, if any, ground upon which to 
base the hope that such conditions will come to 
pass. It is probable that we shall always have the 
“price cutter’ with us. He will ever be discussed 
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but never eliminated. Despite his presence, how- 
ever, the commercial stationery business has flour- 
ished and expanded through the years. It has en- 
larged its domain and enhanced its prestige. 

Back in the seventies the price cutter was re- 
ceiving attention. Our files of the American Sta- 
tioner, fore-runner of Office Appliances, records in 
the November 8, 1874 issue the following, which is 
reprinted from the Publishers’ Weekly: 

The “Cut Throat” Among the Stationers 

“Now, that the more progressive and wide- 
awake members of the book trade see the neces- 
sity as well as the wisdom of stopping, as far as 
they may be able, the pernicious practice of under- 
selling which has been such a detriment to the 
trade, would it not be well for stationers to look 
more carefully after their own interests in this di- 
rection, and endeavor to decide upon some course 
of action which shall stay this destroying sys- 
tem? Already our wide-awake contemporary, 
THE AMERICAN STATIONER, has sounded the 
note of alarm, and it is to be hoped that the trade 
may be sufficiently awake to their own interest to 
perceive the necessity of systematic action, and 
take precautionary measures. Instances of this 
practice of underselling come to our notice every 
day, and unless some impediment is placed in its 
course, it will prove the ruin of the retail business, 
and sap the foundation of the very trade itself. 
The field for its practice and growth is even more 
extended than it is in the book trade, inasmuch as 
so many different articles, at such varying prices, 
afford every inducement for underselling and ‘cut- 
ting in’ on other dealers. We give merely this 
short mention of the prevalence of this most rep- 
rehensible custom, believing that our stationers 
have too much at stake to allow such a practice to 
undermine and belittle a noble branch of trade.” — 
Publishers’ Weekly. 


+e + 


~. F.0.%4.D. A. Convention 
@Typewriter and office machine dealers from 
every section of the country will be interested in 
the outcome of the annual convention of the Na-., 
tional Typewriter and Office Machine Dealers As- 
sociation held at Washington, D. C., as the present 


— 
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issue of Office Appliances went to press. Advance 
information indicates that the meeting will be 
lively and that good may follow its deliberations. 

The October issue will contain a complete story 
of the convention, with the usual illustrative fea- 
tures and some, we believe, not usual. 


Good-Bye Blue Eagle 


@2éWhile Office Appliances in common with most 
of the industry which it serves has followed and 


is still following the spirit of the President’s orig- 
inal blanket code, the significance of the NRA and 
its blue eagle emblem has passed into political 
history. The recent decision of the United States 
Supreme Court was effective in wiping out the 
essential features of NRA. The experiment failed 
of its main purpose, and the structure collapsed. 

We displayed the blue eagle on the title page of 
the journal quite a while after the decision under 
the rather dubious impression that something 
might emerge of a useful character. We still be- 
lieve that the study and labor put into the codes 
has not been utterly lost, and that the several divi- 
sions of the industry have been drawn closer to- 
gether in their respective memberships, with a 
better understanding of mutuality of interest. 
And we opine that which was sound in the idea 
will be salvaged and made operative in some new 
form. 

oOo 


The Loose Leaf Form Index 


Elsewhere in the present issue of Office Ap- 
pliances is the second installment of the Loose 
Leaf Form Index compiled by W. Lee Fergus, the 
first installment having been published in the Au- 
gust issue. The present installment consists of 
six pages and covers visible record sheets, col- 
umnar forms and a group of alphabetical forms. 
The index will be carried to completion in succes- 
sive issues. 

The publishers of Office Appliances believe this 
index to be the most valuable work of its kind 
ever published. It is unique, and the study of its 
several features by loose leaf salesmen will bring 
them a rich reward. It is a text book and a ref- 
erence work par excellence. 


Alderman Dietz Still Seeks 
Antique Typewriters 

Carl P. Dietz, alderman from the 
tenth ward of the city of Milwaukee, 
who is active in collecting old models 
of writing machines for the typewriter 
museum at Milwaukee, is hot on the 
“People’s” type- 


writers which was mentioned here in 


trail of one of the 


Here and Ihere 


the August issue of Office Appliances. 
His special interest is to find one of 
these machines which is still equipped 
with the original inking device. He 
had secured two of these machines a 
year ago at Philadelphia, but they 
lacked the inking mechanism. Mr. 
Dietz leans to the assumption that the 
inking of this old machine was accom- 
plished from a pad. 


In addition to the two machines in 
the Milwaukee collection, he has located 
one in the museum of the Wisconsin 
Historical Society at Madison. 

Dealers who happen to find one of 
the “People’s” machines are requested 
to observe the type of inking—whether 
through a ribbon, or by means of an 
inked pad. 

Mr. Dietz 


has done considerable 








Is 


traveling, questing for early typewriter 
models. His trips have covered most 
of the central west and south, New 
York, Philadelphia, Pittsburgh and 
many intervening cities. 


--— 


L. C. Stowell—Early Riser 

Under the heading, “Close-Ups of 
High-Ups,” Forbes Magazine reterred 
to the working hours of big men in New 
York. Reference was made to L. C. 
Stowell, president of the Dictaphone 
Sales Corporation as an_ exception. 
Forbes said “If you want to reach the 
office ahead of him you must be there 
before the door is unlocked, for he 
usually unlocks it himself. Says he 
does his best work in the hour before 
other New York executives are astir.” 


Colonel Ward of Kentucky 
When Governor Ruby Laffoon of 


Kentucky commissioned James P. Ward, 


president of the Shipman-Ward Manu- 
facturing Company, Chicago, colonel on 
his staff recently, he upheld the best 
traditions of the Blue Grass state, hon- 
ored himself and further complimented 
the office equipment industry which is 
now represented by three colonels in the 
governor's entourage. The commission 
was dated July 27, which is Mr. Ward’s 
birthday anniversary. 

George S. Parker, chairman of the 
board of The Parker Pen Company, 
Janesville, Wisc. and William A. Metz- 
ger, sales manager of the portable divi- 
sion of the Royal Typewriter Company 
are the other distinguished members of 
the trade who add lustre to the history 
of old Kentucky. 

As Mr. Ward’s and Mr. Metzger’s 
activities center around typewriters, and 
Mr. Parker's around fountain pens, it 
would appear that Governor Laffoon 
recognizes the importance of the mod- 
ernization of writing tools. A tribute 
perhaps to eminent Kentuckians who 
made impressive use of them. In the 
group being Mr. Clay, Mr. Brecken- 
ridge, Mr. Blackburn, Mr. Knott and 
our old friend, Mr. Cobb of Paducah, 
all of whom were born colonels. 

Mr. Parker is the senior member of 
the industry’s group on the governor’s 
staff, having received his commission 
last year. Mr. Metzger was the recipient 
of his honors in July this year. The 
ceremony took place at the Shipman- 
Ward convention with Paul Jones, Royal 
manager in Chicago representing by ap- 
pointment the Kentucky governor. After 
the Metzger formalities, the assembly 
rose to sing Kentucky's flame song—‘I 
want to be a colonel and with the 
colonels stand,” etc., etc. 

It is a pleasure to present Mr. Ward 
in regimentals with unsheathed sword in 
defiance of invaders reminiscent of the 
days of Dan’! Boone 





As a descendant of Kentuckians 
whose forbears trekked from Virginia 
through Cumberland Gap with their 
cattle tied behind creaking wheels, from 





James P. Ward, Sr.. Colonel on the 
Staff of Gov. Ruby Lafoon of Kentucky 


the hind axle of which hung a tar bucket 
and near which a houn dog kept the 
pace, the writer of these lines hails Colo- 
nel Parker, Colonel Ward and Colonel 
Metzger, and congratulates Governor 


Laffoon. 
-o--+ 


Pitt Dallies at Big Horn Cabin 

While the rest of the country swelters 
in summer heat, city canyons and amid 
jumbo-size flies, Fred Pitt, president of 
the Pitt Corporation, Kansas City, Mo., 





Cabin of Fred D. Pitt in the Big Horn 

Country of Wyoming.—In the fore- 

ground is a guest, Paul Baird, Kansas 

City stationer. The galvanized tub at 

the left indicates that it might be wash 
day. 


hies him to his cabin in the Big Horn 
country, Wyoming, and makes the 
trout unhappy. 

To make the transformation from 
tedious and heated office to cooling 
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breezes and limpid streams complete, 
he leaves all his city clothes home, tak- 
ing only a pair of overalls, some thick 
shoes, a rod and of course a creel along. 

Mr. Pitt made his annual pilgrimage 
to the Big Horn last month, taking with 
him Paul Baird of George E. Baird & 
Son, stationers in Kansas City. 

While scores of good friends of the 
two men wished them plenty of fishing 
luck, a few fervently hoped that they 
get back into harness just as another 
heat wave drifts down on Kansas City. 
Visions of the Big Horn cabin make 
them feel that way. 


od 


Reveals Amarillo as 
Flourishing City 

“Wheels,” a leaflet issued by the 
Amarillo, Texas, Rotary Club and 
edited by Horace M. Russell, head of 
the Russell Stationery Company, of the 
same city, is justly proud of the finan- 
cial status of the Texas city. 

This is revealed in a recent issue of 
the little publication in which Editor 
Russell points out that for two years 
Amarillo has possessed a balanced 
budget. 

“And, added to that,” continues the 
comment, “is the fact that three years 
ago the city had not only an unbal- 
anced budget, but had a cash overdraft 
at the bank of $385,000.” 

Mr. Russell also declares that Texas 
in general and Amarillo in particular 
are experiencing a decided upward and 
steady trend toward better business 
conditions. 

oun 

Ancient Typewriter Rescued 

from Ashcan 

The New York Herald Tribune of 
July 9 reported that Henry Verbist, 
postal clerk at Hoboken, N. J., turned 
over an old typewriter to Postmaster 
John Shuemann, which was found in an 
ashean at the rear of the post office 
building. Local experts were unable to 
identify the machine, but estimated it to 
be over ninety years old. The machine 
was in a good state of preservation. 

The postmaster communicated with 
the Underwood Elliott Fisher offices in 
Newark in an attempt to learn its his- 
tory. The Underwood Elliott Fisher 
manager at Newark was anxious to have 
the machine for the factory museum of 
old typewriters. 

The Hoboken machine operates on 
the dial principle, with the type char- 
acters and ribbon on the under side. 
The writer dials to place the required 
character in position, and can shift from 
lower case to capital letters. Spacing is 
accomplished by means of a third lever. 
Lettering across the middle of the dial 
reads “The People’s Typewriter.” It 
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was invented by E. Prouty, Chicago 
The type are arranged in two rows on 
the periphery of a metal wheel, which 
revolves on an axis very similar to the 
Hammond (now the Varityper). Be 
low the type wheel is a cogged wheel, 
the teeth of which engage with those on 
a twirler suitably pivoted. At the end 
of the twirler is a long arm, and when 
the extreme end of this arm is brought 
against the desired letter on the index 
plate, the corresponding type faces the 
printing point. An impression key is 
then depressed and the carriage swings 
toward the type, thus making the im- 
pression. The type is locked during the 
act of printing, by means of an arm en- 
tering the teeth of a wheel below the 
type wheel. Inking is effected in a very 
curious manner. Over the type wheel is 
laid a metal ring, around which is at- 
tached a piece of ordinary typewriter 
ribbon. This ribbon (which can be 
moved and replaced in a moment) thus 
surrounds the type and hides it from 
view. Swinging loosely, its movement 
does not co-incide with that of the 
wheel, and the result is that fresh rib- 
bon surfaces are continually presented 
to the type, and good impressions main- 
tained. This machine was afterward 
improved and became known as the 


Champion. 
os 


Waxen Cylinder Knows No 
Geography 

The unhurried atmosphere of the 
Orient does not prevail in the office of 
Judah Nedivi, town clerk of the Munic- 
ipal Corporation, Tel-Aviv, Palestine. 
His Dictaphone gives him the Occi- 
dental speed of dictating, and like 
celerity in transcription, reducing the 
time he spends on correspondence to the 
minimum, as is enjoyed by men of re- 
sponsibility the world over. The Deputy 
Mayor also avails himself of the time 
saved by dictating to the Dictaphone 

Mr. Nedivi, the town clerk kept rec- 


Judah Nedivi, Town Clerk of 
the Municipality of Tel-Aviv, 





4. E. Blackstone, Chicago Branch 
Manager for Dictaphone Sales Corpo- 
ration, Hauls in a Large One.—He is 
shown holding a Mackinaw trout 
caught at Traverse City, Michigan. 
Note the grin of satisfaction. The 
semi-detached condition of the head is 
due to the fact that the fish was 
cleaned before the picture was taken. 


ords which enabled him to show in- 
creases in typists’ output from 250 per 
cent to 300 per cent. 
<n 
Aigners Celebrate Twenty-fifth 
Wedding Anniversary 


G. J. Aigner, president of the G. J. 
Aigner Company, manufacturers of cel- 
luloid indexes, desk pads and other 
stationery lines, and Mrs. Aigner cele- 
brated their twenty-fifth wedding anni- 
versary at their Chicago home last 
July 6. 

The party was largely a family affair 
and the guests included two sons, G. H. 
J., and A. C. Aigner, who are on the 
company staff, and two daughters, 
Eloise, who is a commercial artist, and 
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Helen Marie, a student. The children 
presented their parents with tickets to 
a show and later in the evening the 
family moved to the Sherman hotel 
where the party continued. 

At the hotel the celebrating couple 
won an insulated picnic basket in a 
contest. It was when Mr. Aigner went 
forward to receive the prize that other 
revelers discovered they had a wedding 
anniversary in their midst. 

The crowd of merrymakers then in- 
sisted on a song and Mr. Aigner, not 
to be unsociable, walked to a nearby 
microphone and obliged with “Sweet 
Adeline” and “There’s a Long, Long 
Trail,” for which he received round 
after round of applause. 

Office Appliances congratulates this 
splendid couple and expresses the hope 
that it may have the pleasure of re- 
porting their golden anniversary twenty- 
five years hence. 


+-e— 


Sales Plan Which Brought a 
Headache 


From a subscriber in a city in a mid- 
western state comes a story of a man 
representing himself as an expert ribbon 
and carbon salesman who put up a 
plausible proposition to increase busi- 
ness, worked the territory diligently, 
turned in a substantial number of orders 
which appeared genuine, collected about 
half of his commissions and content 
with that, departed for new fields. But, 
appearances, as all know, are often de- 
ceitful. 

The “selling” plan was to give a 
typewriter ribbon to every purchaser of 
a box of carbon paper. The proposal 
was apparently well received by the con- 
cerns to whom it was made. Every- 
thing seemed propitious for a flourish- 
ing business in carbon paper. Signature 
of each order was checked with the 
dealers’ records. So substantial orders 
were placed with a manufacturer for 


Palestine, Recording on His 
Dictaphone. 
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both ribbons and carbons, which ar 
rived in time for delivery on the date 
promised. And when delivery was 
made—‘“My headache,” writes our cor 
respondent. 

It was all quite simple. The ribbons 
were listed according to the size of the 
order for carbons, across the top of the 
sheet. Signatures were genuine, easily 
obtained on the statement that “we 
were giving away ribbons as samples.” 
But the boxes of carbon paper listed to 
agree with the number of ribbons with 
the correct amounts for each item 
properly filled in? 

Ah! “That's something else again, 
Maurice.” Something to be explained 
to the signers of the orders. Who ex- 
press regrets. And leave the dealer 
with a headache and “several hundred 
dollars” worth of trouble. 

So goes the world around. Our 
friend criticizes himself severely for 
lapse of judgment. In which tempo- 
rary weakness however, he resembles all 
other men. To embrace big promise 
judgment sometimes drops its guard. 

Although under serious physical 
handicap with right arm and right leg 
very limited in their usefulness, and 
with certain oddities of face and man- 
ner, says our correspondent, “this man 
could sell merchandise on the up and 
up if he wanted to so devote his talents. 
He seems to know every ribbon and 
carbon manufacturer in the United 
States.” Our correspondent would be 
glad to get in touch with him. 
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Italian View of Sholes 
Monument 


Commenting upon an article in the 
April issue of Office Appliances on the 
proposed plan to erect a monument to 
the memory of Christopher Latham 
Sholes, inventor of the first practical 
typewriter, L’Officio Moderno, one of 


the leading trade journals of Italy, ex- 


presses the Fascist opinion of the place 
of women in the social scheme. 

The story in the April number re- 
ferred to the Sholes invention as an 
instrument which helped to effect “the 
emancipation of women from the wash 
tub”: a figure of speech intended to ex- 
press the idea of economic freedom. 

The “Fascist laws foresee,” says our 
contemporary, “a slow but inexorable 
movement of feminine personnel from 
offices,” and inquires “what shame is 
there for women in the movement 
toward the kitchen and the wash tub 
among piles of dirty pots and pans and 
linen not exactly clean?” “Fortunately,” 
continues the story, “the tub is in our 
Fascist conception something of the best 
rather than a heritage of the slavery of 
womanhood: simply one angle of the 
household, the least attractive if you 
wish, but none the less sacred. And the 
sphere of the material operations of the 
housewife can not be separated from the 
spiritual activities of woman as wife, 
mother and the educator of children. In 
sum, the question is one of proper eval- 
uation. 

Neither wash tub no dish pan are em- 
blems of “shame.” They are essential 
tools in the household. While America 
does not glorify either, she does improve 
them. And has thereby taken the 
drudgery out of their operation. Ac- 
cording to advertisements of certain 
mechanisms, “Wash Day” can be made 
gala day. 

Our contemporary’s concept of the 
home as a place for woman’s greatest 
contribution to social advancement can 
hardly be considered novel. And the 
Fascist idea of ensuring every woman 
her greatest opportunity for service and 
happiness by keeping her in the home en- 
vironment may be hailed with joy by 
the women of Italy. For it may be that 
in Italy there are no women beyond mar- 
riageable age who are unmarried and 
members of families in which there are 
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more women than are required for the 
household duties. None perhaps who 
must find something to do outside the 
home. In which event there is, of 
course, no call for economic freedom of 
women in Italy. But one might observe 
that the “sacredness” of the institution 
of the home consists of more than the 
mere establishment of the Lares and 
Penates there around which the women 
may gather. And of more than the pro- 
vision that the women of the households 
confine themselves to feminine pursuits. 
Indeed, just what pursuits man reserves 
for himself is not quite clear. He is 
sometimes willing for woman to share 
his toil in the fields. And some of his 
other “masculine” activities. However, 
it would appear that in every country 
only those homes are “sacred” in which 
all members thereof maintain its sanc- 
tities. Where any of the sanctities are 
violated, the term is meaningless. 

But back to the typewriter. Our 
friendly contemporary hints a doubt of 
Sholes being inventor of the first prac- 
tical machine expressing certainty only 
of the fact that the invention established 
the fortunes for the house of “Reming- 
ton.” We venture the belief that the 
history of the typewriter confirms the 
place of the distinguished inventor. 

Our friends are also somewhat con- 
cerned with the monument which is to be 
erected to the memory of Mr. Sholes 
for “the finest monuments erected in 
America, it is said, are those to dogs 
and cats.” So the writer of the article 
would have those who are to choose the 
memorial be sure that “it is not to be a 
funeral monument such as has hitherto 
been the custom.” 

It is apparent that our contemporary 
has some sympathetic feeling for our 
national limitations. Which is very 
kind. But with such art and artistry as 
we have and with such ideals as we are 
able to establish, and with such initiative 
and enterprise as we possess, we must 





Coleman Is Owner of Classy Cabin Cruiser. 


Henry I. Coleman, president of Nathan 


Coleman & Son, Savannah, Ga. recently returned from a vacation spent aboard the 


Na-Cole-Son III, a cabin cruiser purchased by him last June. 


The beat, which is said 


to be among the fastest in local waters, created intense interest when instead of being 
delivered to its owner ashore, it was placed directly on the water from the deck of the 
O.S.S. City of Birmingham, the ship which carried the cruiser to Savannah. 
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do the best we can and be content with 
that. All cannot live in Italy. The in- 
creasing population of that delightful 
country makes it already a bit over- 
crowded. Pleasant as life must be in 
Italy, we are under the necessity of re- 
maining here, despite the urge of Ven- 
ice, Milan, Genoa, Florence, Rome and 
Naples, custodians of treasures of the 
centuries which delight and even awe. 
No. Italy has not sufficient room for all 
of us. And besides: Could the historic 
peninsula nurture our hundred and 
twenty millions? We might no more 
than get our vines and fig trees set 
when, being late comers, we might be 
urged to colonize Italian Ethiopia. 


“Bramwords” Scores Again 


“Bramwords,” the always interesting 
and helpful little house organ pub- 
lished by the Bramwood Press, Indian- 
apolis, maintains its high standard in 
the most recent issue. Of the same 
size as the previous numbers, the June- 
July issue contains eighteen pages, in- 
cluding covers. It teems with sound ad- 
vice and short articles of general in- 
terest to the business world. 

The issue leads off with a short dis- 
sertation on the value of “Retaining 
Old Customers,” pointing out that 
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“Everyone's customers are somebody 
else’s prospects.” On following pages 
are brief articles succinctly expressing 
sage counsel on the conduct of business. 
Under the heading “Your Proudest 
Possession” one article dwells on the 
necessity of maintaining a good credit 
standing. Another is entitled, “Do 
The Thing,” and stresses the need for 
immediate action. A third offers val- 
uable hints on purchasing under the 
heading, “Six Buying Rules for Re- 
tailers.’ The need of putting more 
spirit into the task at hand is told 
under “Work.” 


The Office EquipmentIndustry 


The production and distribution of office machines, devices, furniture in wood and 
steel and the multiplicity of utilities and supplies embraced in the terms office equip- 
ment and commercial stationery, collectively considered, constitute the outstanding 
industry in the United States. Outstanding because of the great variety of its manu- 
factures, some of which are essential in the administration of every business, indus- 


trial, commercial, financial, professional, governmental, etc. 


The industry represents an enormous capital investment. Its manufacturing af- 
fords employment to hundreds of thousands of skilled artisans. It furnishes a liveli- 
hood for a vast number of persons who put the mechanisms and systems into prac- 
tical use. It employs a great army of experienced executives and specially trained 
salesmen. In this industry, salesmanship is a profession and the outstanding position 
the industry has achieved reflects the principles, practice and the efficiency of its 
personnel from executives at the top to salesmen at the front. For the distribution 
of machines, systems, furniture, etc., is concerned with factors other than mere 
utility: the factors of economy, convenience, dispatch, special service, comfort, 
beauty, etc. Here selling must first create the atmosphere. Then convince by logic 
and in many cases support its claims to economy and convenience by practical demon- 


stration. 


The industry's range of manufactures includes a variety which extends from pins, 
pens and paper, loose leaf and visible systems, the card index, that cardboard ferret 
of the business office, all useful furniture units, to machines for many purposes in- 
cluding what Oliver Wendell Holmes called “the ciphering hand organ, a Franken- 
stein monster, a thing without brains or heart, which turns out formulae like a corn 
sheller”—the adding machine. And at the head of the line of advance for greater 
convenience and economy has been for more than half a century that pioneer of 
office appliances, the typewriter. All of these marvels of mechanical ingenuity for 
systems and savings are not luxuries. They are necessities which not only promote 
dispatch but contribute economies. They are checks to extravagance. Protection 
against leaks. Eliminators of lost motion. Many of them return their purchase 
price in the economies effected. Eliminate the products of the office equipment in- 
dustry and all business of whatever kind would be reduced to confusion if not to 
chaos. 

In practically every country of the world, the industry holds high rank and enjoys 
high prestige. In a statement about the importance of the industry, written for the 


twenty-fifth anniversary number of this journal six years ago, Thomas Edison wrote: 


“To be connected with an industry so genuinely useful is a satisfaction.” 








Loose Leaf Form Index 


(Copyright 1935 by The Office Appliance Company) 


Note.—This is the second instalment of a complete index to loose leaf 
forms, compiled by W. Lee Fergus. For first instalment see the August 
issue of Office Appliances. Each succeeding issue will carry an instalment 
until the index has been completed. In its entirety the loose leaf form 


index will be an invaluable aid to loose leaf salesmen. 
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11 x10 T Paper No. Paper No Rulings Paper No. Paper No. Rulings 
11 x14 1 358-1 359-1 4x4 to In 358-100 359-100 Logarithmic 
9'gxl1l Ss Deluxe C62-_1-P Form C401 358-2 359-2 5x5 to In. 358-103 359-103 Logarithmic 
Tatum 969) 358-3 359-3 8x8 to In. 358-110 359-110 Logarithmic 
O%4x 9 s I-P Form C402 Short for 358-4 359-4 10x10 all over 358-111 359-111 Logarithmic 
above) 358-5 359-5 10x10 to In. 358-120 359-120 Logarithmic 
11 x12 kK I-P Form C74) 359-H-5 10x10 to In. 358-130 359-130 Day by hrs. 
11 xl4 T & Y (Deluxe 300A, 300C—I-P 358-6 359-6 10x10 to In. 358-134 359-134 Mo. by days 
Forms C97, C97F—Tatum 359-H-6 10x10 to In. 358-136 359-136 Wkly.-Mthly 
966!.) 358-8 359-8 12x12 to In. 358-139 359-139 6 mos. by days 
11 xl4 r & Y (Deluxe 300B, I- P Form C98 358-9 359-9 16x16 to In. 358-142 359-142 Yr. by 
‘ _ _ Tatum 96614 358-10 359-10 20x20 to In. 358-160 359-160 Yr. by weeks 
ll xl4 lr & Y (Deluxe C53) 358-11 359-11 20x20 to In. 358-170 359-170 Yr. by mos. 
11 x14 lr & Y (I-P Form C101) 359-H-11 20x20 to In. 358-171 359-171 Yr. by mos. 
11 x10%% r & Y (Short form for above. I-P 359-11K 20x20 to In. 358-175 359-175 Yr. by mos. 
as : Form C102) 358-12 359-12 10x10 to '4 In. 358-180 359-180 3 yrs. by mos. 
11 xl4 r & Y (Tatum 966) 359-H12 10x10 to ¢ In. 358-190 359-190 5 yrs. by mos 
11 x14 T & Y (Tatum 966X) 7 $59-12G 10x10 to 4 ¢ In 358-192 359-192 5 yrs. by mos. 
11 xl4 Tl & Y (Real Estate—I-P Form 358-14 359-14 18x25 Cm. 358-195 359-195 5 yrs. by mos 
a C164—Tatum 1289) 359-H14 = 18x25 Cm. 358-220 Ruled only 
11 xi r  _ (All Facts.) 358-15 18x24 Cm 358-221 5x5 quad 
11 x17 lr & Y (Deluxe 301A, 301C -P 358-17 359-17 162x200 (6x8) 358-226 359-226 Plain 
_ _ Form C603—-Tatum 967!2) 358-20 =. 359-20 10x12 to In. 358-230 7x43 Data 
11 x17 r & Y (Deluxe 301B-—-I- P F orm 358-21 359-21 12x20 to In. 358-240 10x36 mo. dat. 
a _ _ C604— Tatum 967! 358-30 359-30 Isometric 11x1614-K 
11 x17 r & Y (Tatum 967) 358-31 359-31 Polar-Co-Ord 358-3L 359-3L 8x8 to In. 
11 x17 T & Y (Tatum 967X) 359-3145 Fluxolite 358-5L 359-5L 10x10 to In. 
11 xii r & Y (I-P Form C170 Contractors) 358-32 359-32 LA\Co-Ord. 358-11L 359-11L 20x20 to In. 
1334x12 (Deluxe C16—Adeo B2259) 358-35 359-35 Cire. % 358-14L 359-14L. Millimeters 
14 xIi Z&2 (I-P Form C99) 358-40 359-40 Transverse 358-17L 359-17L ~—s (6x8) 318x200 
14 xii Z&2 (I-P Form C100) 358-41 359-41 Transverse 358-18L (6x10)318x200 
358-44 359-44 Twps. 358-21L 359-24L =: 12x20 to In. 
9'4x117,—S 358-47 359-47 Reactance 358-52L 359-52L Semi-Log. 
ll xl4 T&yY Frequency 358-62L 359-621L, Semi-Log. 
11 xl4 T 359-H47 358-72L 359-72L Semi-Log. 
11 xl4 Té&y 358-50 359-50 Semi-Log. 358-73L 359-73L Semi-Log. 
11 xl4 XX 358-51 359-51 Semi-Log 358-97L 359-07L Semi-Log. 
11 xl4 XX 358-52 359-52 Semi-Log 358-110L, 359-110L Logarithmic 
6%x 3%—D 358-60 359-60 Semi-Log. 358-112L, 359-112L Logarithmic 
11 xl4 Té&y 358-61 359-61 Semi-Log. 358-125L 359-125L Logarithmic 
94x11 s—S 358-62 359-62 Semi-Log. 358-132L 359-132L 1 wk. by hrs. 
11 x14 T&y 358-64 359-64 Semi-Log. 358-137L 359-137L 6 mos. by days 
11 xl4 Téy 358-70 359-70 Semi-Log. 358-138L 359-138L 6 mos. by days 
6 x 9'4—PF5 358-71 359-71 Semi-Log. 358-140L 359-140L lyr. by days 
94x11 %—S 359-H71 Semi-Log 358-141L 359-141L lyr. by days 
1144x11%\—T 358-72 359-72 Semi-Log. 358-143L 359-143L lyr. by days 
11 xl4 T&Y 358-N80 359-N80 Semi-Log 358-150L 359-150L 1 yr. by days 
O'gx1l?.—S (Deluxe Fl-—Adeo B1832 358-81 359-81 Semi-Log. 358-151L 350-151L lyr. by days 
O'gxlli.—S (Deluxe C27—1-P Form C179 358-82 359-82 Semi-Log 358-200L, 359-200L-—10 yrs. by mos 
Ine. & Disb 358-91 359-91 Semi-Log. 358-205L 359-2051, 10 yrs. by mos. 
O'gx1ll?,.—S (Tatum 1270 358-92 359-92 Semi-Log 358-210L 359-210L 20 yrs. by mos. 
9%4x1l?,—s (I-P Form C7 358-98 359-98 P’ w'rEmission 358-214L 359-214L 20 yrs. by mos. 
9'4xlLiy—S (Deluxe C43—Adeo B4032 358-099 359-99 Radio Ree'r 358-215L 359-2151, 20 yrs. by mos. 
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44 
6%4x3%—D 13, 16, 17, 18, 19, 20, 21 
; 4, 46, 50 1. 62. 6 66, 67, OS, 74, 7S, SH 
SO. 108, 135, 145, 146, 14 186, 192, 197, 108 
20 216, 217, 235 
tter Size 11xS kK 16, 3S », 41, 25 p24 
Nat : RR3I6—11 «x 8 kK 
RR3I7—11 x8 hk 
Truss Siox 5 I 
W-J SAS 1! x 8 K (1-P Form C300 
SH41 11 x 8 K (Deluxe P34 Tatum 534 
SOI ll x8 K (Deluxe P44-—-I-P Form C245 
Tatur ‘44 
“tit x S K (Deluxe P35 ratum 53 
st x S K (Deluxe P33 I-P ] CUS 
Tatum 533 
S I x8 K (1-P Form C20 
S14 x16 K (Deluxe P51 Fatum 551 
Checking Sheet, Numerical World-Wide 14-11 x8 kK 
Checks, Blank Bank 
Faxor ’ 6%4x 4 ) 
Lefax 4 H%4x S44 I) 
Checks, Certified see Records 
Checks Drawn. See Ca Disbursements 
Check and Deposit Records. See Bank A t Records 
Church Family Record 
Lefax tH 6%qx say Il) 
Circle and Sector See bing ering | “ 
City Delivery Receipt Books. See Delivery Receiy 
Claim Records, Freight 
\me Pad & HSO s x11 0 Loss & Da we t lded 
Pape 670 5 x11 oo } e Freight - 
Ral W He Slox 5 I 
Eureka 
World Wids 
Claim Records, Insurance 
Lefax ‘ t i wf 1) 
Class Records 
Ba P N ll x8 K (Not 
Faxor a) H%4x i, 1) (102 Seas s 
] t 644 x S44 Il) 
He H4gx A, I) 
} 64x a I) 
W-J SUSOS 64x 34-—-D 1-P I n C14 
Clinical Records. See Hospital Forms 
Club Members I edger See Lodge Re is, a Visible Re rads 
Collateral! Ledger see Bank Re rds 
Collection Record See B Re rd also Visible Record Sect 
Collection Sheets 
Amer. Pad & aw f x 0 N Padded 
Pape 70 t x 0 Padded 
Column Sheets See Separate Table 
Combined Cash Journals. See Cash Journal 
Comparative Balance Sheets. See Balance Sheet 
Concrete Costs See Contractors Records 
CONTRACTORS RECORDS 
Cash-Journal Forms, Contractors 
W-J GOS 11 xi? r & Y (1-P Form C170 
Concrete Costs 
Letax 167 OH*4x sy > 
Contract Ledger 
World Wide 0 MoxllL™—S 
Cost Records 
W-J 61518 x11 X (I-P I C169 
W orld-W ice 16 ‘ x Oo N 
0) bigxll S (Jot st 
Daily Time Sheets 
J HO10 x 8 N (1-P Form C171 
61108 f x 0 N (Deluxe DI ratum 440 
W orld-W ide OO4 ( x 0 N 
Stock Records 
W-J 6141S x11 X -P Form C176 
Sub-Contractors Ledger 
World Wide 33 1 ioxtll™—S 
Weekly Time Sheets 
Ww. 61218 x11 X (]-P } C 16S 
Faxor x ( x '- 
Corporation Minute Books See M te B . 
Cost Records, Production 
Les 17t x11 X 
La “7 Hx ‘ 1 ete 
sv Hagx 34% 1) 
Nat 0 S!'oxtl X (Cost & Estimate 
OS t x N (1 Card 
WJ HOS x11 X (De xe CS lat 141 
t s x11 X (1-P Form C169 
W i-W ‘ OLGA ‘ x 0 N 
See also Time Sheets, Re sition Blar and Stock Records 
County Record Books See Indexes r ( t Offices, Publ Re rds, als 
Minute and Re rad B 
Coupon Register 
W 6060 16 x13 Z (Tat 1206 
Credit Information See aleo Visible Records 
W-J S301 a. K (Deluxe PS, Tatum 50S 
Cross Section Sheets See Charting and Engineers Forms 
Customer's I edger See Ha Records and so Ledger Sheets 
Customers, Record of see Visible Re« i Sect 
Daily Bank Statement. See Bank Records 
Daily Bill and Charge See Duplicate Bill and 
Daily Business Statements See Business St t 
Daily Distribution 
Nationa cs x17 
(= s x.’ 
Cs14 9 x2 NI } kkeepu l ! 
C's! s az 
C's bloxv2 
W-J 50 o x24 j 
554 i2 x17 7 Rd 
14 ] x17 aN 
is? s x11 
IST f x10 
au 10 16 IN 
Daily Memos. See |) “ 
Daily Sales Registers See Sales Re« is 
Daily Time Sheets at Er] Sheets a i ¢ ‘ j 
Day Book Sheets 
Cen s x 0 I 
Debit and Credit Balance Ledger See Ledger Sheet ( t 
Deed Register = Record B 


OFFICE APPLIANCES 
Delinquent Ledger. See Suspense Ac« 
Delivery Receipts ( Merchandise 
1) Cesc 31 glox 5 N 
210 sa4x 7 N 
214 Mx 7 N 
Lefax 221 6%x 3%-—D 
Nati ‘ RR1 11 x & hk 
1) W-J 60101 Slox § N (Deluxe PR 
60104 . Be N (Tatum 1260 
60106 ptoxll N (Deluxe WR Fatum 1258 
60908 6x9 N (Deluxe GR2--I-P Form C135 
Fatum 451 
World Wid 12— 5lex 8 N (2 on Dup 
13 blox 8 N (2 on Triy 
H135 6x9 N Receiving 
Dentists’ Appointment Sheets— 
1) B&P V 26 7igx 4445—I 
1) Cesc 16 74x 44—I 
1) W-J 83205 7 i',—-1 (Deluxe P19--I-P Form P65 
Fatum 519 
Dentists’ Examination Record— 
National RR52--1ll x8 Ix 
Dentists’ Service Record— 
National RR5I li x8 iN 
Dentists’ Ledger 
B&P W225 O',xi1l >) 
W227 74x 44—I 
2) Cesc 23 7 'ex10 R 
G-R 120 7iox 9 XX 
Nation RR53-—11 %« 8 hk 
2 OISDI 7'sxl0 R 
2) P&M 6115 7',4x10 R 
Ideal 6 x v 
6 xii Indexed 
2) Stat ers DS 7 'oxl0 R 
2) W-J 60520 74x10 I Deluxe DI Tatum 978—Ad 
W521 
66440 9lgx1l?,—S (1-P Form P204 
1 83005 7'4x 4 I (Deluxe PIS—I-P 1 P52 
fFatum 518 
Depreciation Record. See Equipment Records: also Visible Forms 
Diary Sheets 
Faxor 7 54x 4—D 
20 H44x a4 I) 
Lefax 29 6%x 34%-—-D 
Oo 64x a, I) 
100 63x 3% I) 
:97— 64x 344-—D (Perpetua 
1) MeM D2 $'ox 2 B 
2 D3 5 x B 
3 D4 6 x ( 
104D1-1083D2 6%qx “4—I7 
112D1-111D2— Stox 5 17 
116D1-115D2—1l x8 K7 
11I5SQH—11 x8 K7 (Quar. H 
Nat | £74139 634x 3%-—I 
h421 39 1 x 2 N 
Trusses 2-25 2'4x 4 Renewable 
1 tO5 flex 2 B 
2 S06 5 «3 B 
3 s07 6 x 3 ( 
Ww-J 89706 oS a ( I-P Form Cl 
Discount Journal. See Bank Records 
Discount Register. See Bank Records 
Distributing Journal. See Journals 
Distribution Sheets. See Purchase Distribution, Columnar and Recapitulation 
Sheets 
Distribution of Disbursements. 
SSS12 Stox 5 D2 Personal Record (Deluxe PF107 
Fratum PFLOT 
Distribution of Expenses. See Bank Ke is 
Distribution of Income— 
W-J 64863— 11 x14 r& Y (Tatum 12 
62140 9'gx11*,.-S (Deluxe C27——-I-P Form C179 
Distribution of Invoices Payable. See Invoices Payable 
Dividend Register— 
Goes 120—1044x 8', 6" CA 
W-J 9070011 x 8S Rect. Puncl 
Docket Sheets. See Attorneys Case and Collection Docket 
Doctors Ledger and Case Records. See Physicians Ledge 
Double Entry Ledger. See Ledger Sheet Sections 
Draft Register. See Bank Records 
Drivers and Carriers Record— 
Lefax 352 H3gx 334 I) 
Duplicate Bill and Charge System 
B& P W59-14 xll Z 
W6O- 14 xll Z2 (2 o1 
2 Wé6l 14 xii Z2 (3 on 
Ces “17 xii Condensed) 9° C.C.2 Dia 
17 xii Multiple) 9° C.C.2 Dia 
1) W-J 601IS5—-14 xll Y&Z2I-P Forn C116 latun 
448 
2 6028514 xll Y&Z2(1-P Form Cl17—Tatur 
149 
Duplicate Monthly Statements— 
1 ,€ P Ws O'gxl1l S (lon 
2 W411 "4x11 r& Y (Lor 
3 W5— 94x11 S (2o1 
4 W611 '4x11 ré& Y (2 
5 W711 4x11 r& Y (401 
6 WSS O', xl S (Garage 
7 WS5 O'yxil S (Patients 
81533—11 x8 ’ 
S1534—11l x8 \ 
S1542 11 xIl ‘ 
S1545 11 x11 \ 
Ces 52—11 x8 PF2 (Fold 
S'oxll S 
11 xll I 
14 xill I 
9',x10 S Self Indexir 
11'4x10 r Indexing 
Ll'gxl2 r Indexing 
G-R 10%\x 9'4s—XX (1 on 
104xx 9'4-—-XX (2 o1 
Nat I 7121 ll xIl I 
7122 11 x11 I 
7123 1! x11 I 
7125—l11 x11 I 
O47GS 9',xll S (Gara 
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P&M 6 x9 XX 6055211 x 8! r (Deluxe 812-1) 
9'4x 9 S (One, tw ! t 6065211 x 8! r (Deluxe 812-2) 
O'gxll S (one, tw ! 6025411 x 8! Y (-P Form C155) 
11 x1! ! ne, tw r 60354 ll x &! Y (1-P Form C156) 
Li'gxll r (one, two or f 6026011 xll I (Deluxe 1012-1) 
Stationers 70-1 O'4xl1l s 6036011 xll r (Deluxe 1012-2) 
70-2 9'4xl1l s 6046011 xll r (Deluxe 1013-2) 
50-2— O'4x1l Ss 2 60267—11'4x117?,¢-—T & Y (1-P Form C112—Tatum 954) 
80-1—11 4x11 I 4 60367—114¢x11?.—T & Y (1-P Form C113-——Tatum 955) 
80-2—11'4xl1l I 5 60467—1144x11?.—T & Y (I1-P Form C114—Tatum 956) 
W-J 60223-— 8'4x10 R (Deluxe 811-1 6 65040— 9'4x117,.—S (Garage—Deluxe C50—-I-P Form 
HOSL S'4xl0 R (Deluxe 811-2 C252—-Tatum 1274) 
1 60540 O'4xl1l S (Deluxe 912-1-—I-l rm C20 66540 — 9'4x11l?,—S (Rental— Deluxe C52—Tatum 
ratum 951 1287) 
60640 G'gxil S (Deluxe 912-2 66740 O'gx1ll?y—S (Hotel Guests—-I-P Form C249) 
3 HOO O'yxil S (U-P Form C251 Patum 952 7 67240 9'4x1l S (Hospital—I-P Form C250) 


Complete 


Analysis 
x53, VIG 


«x53, \ ? 
eX? \ 
4) ext V2G 
x10". V79B \ 622 
4° 4x8 
5 x8 V3D \522 
Attorneys Docket 
ox7 
$°4x8!. 
4° 6x10 
) xs Yoo 
8! x6 
Automobile Prospects 
6X534 V324 
or 3' 4x54, 
>> ahs 
4° 4x10°, \V231B 
Automobile Service 
4° 4x10" 5 
Automobile Used Cars 


>> aXe 
Bank, Central Information 
4°4x10° , Ves4 
Bank, Signature Record 
>> ahd 


X58 Vecx 
V6DX 
Bank Check Tax Record 
4! x6 
Bondholding Record 
4° 6x10° . i() 
Bond Salesman’s Record 
eio"4 
x7 
gx7'y 
Certificate of Deposit 
4° x10", 
$°4x10', 
Club Members Ledger 
4°4x10°. 
5 x8 y, 
Collateral Ledger 
$5 4x10% , \46B 
4° ex lO 
6 .x10 


‘ 
Collection Agency Ledger 


V45B 


> ah . 

Collection Record 
">, 7) s 

#' xb!» 

4° 4x8 

$5 x 108. V36B 
Commercial Credit (See Credit 
Contract Record 


Cost Record 
x5 4 
«Xo 4 

4! x6 

Credit Record 
x55, 
x5 j 
gx 74% VRI57 
gx7 
«XS Vi 
«XS 


$5 4x10!, 


4° 4x10 
Credit and Collection 
x8 
5 x8 
Customers’ Record 
bLAx5 34 
Dentists’ Ledger 
ih 
$5 ov 108, V23B 
454x101, 
5 xs V531 
Depreciation Record 
6' <x108, Vso 
Duplicate Billing Form 
( earn 
Electric Refrigeration Prospects 


3, V333 





Index to Visible 


VRIS 


lrus- 
st W 
76410 
7H51007 
\ 5 
~=2 41) 
7831 
78562 
TRS 
78940 
7449 
ren 
0 
76610 
640 


De- 
1x¢ IP Tatum 
Old Nos. use W. J 
V84 C433 TV84 
4337 
(4 
C47 
\ TV36 
C4 
R7 C43 rvs7 
V40 rV40 
V10 rv10 
C475 
V7 r\ 
\42 TV42 
V34 rvV34 
('480 
V8s2 (431 rvs2 
(4 
V85 C434 TV85 
Vas rv3s 
\18 rvis 
P487 
V5 rvs 


B&P Ceseco Elbe MeM 
Employees’ Record 
3‘ exS!o 
4° 4x8 
4° 6x 10° 5 
45 <x10!5 
5 x8! 2 
Employees’ Dependents 
sh gx5 3 4 
Employees’ Rate Record 
 ] 


V76A 


x8!5 
Faint Ruled (Horiz 
Vil 


5 
73% VR150 


ee 
ee 
4 ww 


4° 4x8 
5 x8's 
6 exl0? 
6! x10! 
Hotel Credit Records 
st x5 34 
31x53 
Blex7 6 
454x8ly 
Installment Ledger 
bbigx5 34 1c 
45 .x105,| V78/60 
4° 4x10!» V78 66 
5 xBle 
Insurance Brokers’ Ledger 
455x108, \77B 
Insurance Expiration and Line 
5 x8. 
Insurance Policy Holdings 


4° 6x10% 5 42 


Insurance Line Record 
4 igxb! yo 
Insurance Prospects 
3 x54 
«x74 
Lex7! 
4! igxblo 
$° 4x8! o 
Journal, 2 cols. 
4° 4x10° 5 
534x9ly 
Journal, 3 cols 


VR158 


45x10! V78/71 V8AB 45 


6!.x105,. V78 8B 
Journal, 6 cols. VoOBB 
Laundry Claim Record 

sh ex6 

7 exlOly 
Laundry Customers 

sh ox8 


si xx10', 

4°6x10° 5 
LEDGER RULINGS 
Double Entry (Dr.-Cr. 


story 


V48B 


skiby Al'y 


Sx VID 
4 igxttlys Vv2bD 
5 x8!y V3c 
$5ox10°,) V78 69 
4° ex10'o 
53 4x9 2 
6) <x105¢ . 
6) <x10lo Vie 
End Balance (Dr.-Cr.-Bal. 
3! x53 4 VID 
3h ex534 
Shex7ly AQ(7 
4 exb!lo 
$5ex10°,) V7 
45<x10'o) V7 
5 xBl, 
534x914 
6!) 4x10" 4 
8x10! 5 
yx8ly 
sx10'5 


VR6A 


V78.9 


: al 


V78/80 V2AC 


6! 
7 
12 


B13 


V35B 12 


A26 


V8B 44 


VIB 1(T)i's 
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atl 


V562 


V544 


V627 
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V539 


V326 


V632 
V526 
V732 


V&a33 





Sta- Trus 
tioners sell w-J 
78462 
77010 
75101 
VR20 75110 
75140 
75130 
VRI3 75162 
V4 75150 
VR3 
VR22 76210 
76249 
VRI5 
77510 
VR9 77562(T 
77330 
76110 
76140 
76130 
VRI9 
V23 
VR31 
7H561 
Buff 
VR30 White 
Blue 
76461 
75330 
Vl 75350 
45\x8! 75362 
VRI2 75862(7 
V21 
VR5 75363 
VR32 75510 
4>ux8!, 
VR 7506207 
533 75550 
22 
VR4 


75365 
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(Old Nos. use W. J.) 
V15 TV15 
V95 C443 TV95 
Vao C438 TV89 
V31 TV31 
(488 
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Vo2 C440 TV92 
V33 TV33 
V86 C435 TV86 
V7 TV7 
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Vo6 C444 TV96 
v39 TV39 
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V60 rV60 
TV6l 
C491 
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V2 Cé52B =TV2 
V2TH 
V70 TV70 
(420 
(490 
V3 C653B =6TV3 
V3TH 
C478 
V2 Cé52B = =TV2 
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Dbl. 3! x54, 
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Dbl. 6', x10 
fixO!, 
N Natl 
t's White 
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5 
Ww 
ww 
1 
O'/x10 
G-l 
W hite 
3 P8202 
; P8203 
4 PS204 
in PR206 
8 P8208 
Ww 
10" PSR210 
12° 
12 PS212 
bP PS212 
16DP ps 
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Double Balance ‘Dr. Cr. Bal.-Dr. Cr. Bal 
I 


5 xBly 
45 9x10! 


6' 9x10", V3 


6 exl0'y 


Center Ruled (Dr. Cr. in Cen 


4°4x10', 


Credit Balance (Dr. Cr. Bal 
ti ax8 Vv2bD 


V2H 


44x10". V2 


5 x8, VG 
6 axl. \ 
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>> ahs y, 
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HH xl 5 
6' x10! 
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«tS V5 


4x10 
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4>ux7 
End of Ledger Sheets 
Liability Ledger 
4° axl", 
H'exlO'>~ 
Lodge Ledger 
4° 4x10 
6' xl’ >. 
Mailing List 
s' x54, 
Perpetual Inventory | «« 
} «X53, Vik 
t'ax7! 
5 x8, V3H 
4° 4x10", 
6 oxlO® 
Personne! (See Employees 
Physicians’ Ledger 
t' uxtly Vas 
4° axl0", 
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#5 4x10', V22 


4° 4x10! 
5 x8l, 
Plain (unruled 
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14 \a24 
Bi4 V724 
Va2 
V3290 
I 
V 626 
V536 
I V726 
7 
I 
‘7 
+! 
V341 
rol 
AS 
K5 
1 
V530 
cM V320 
cM 
cM V620 
¥520 
MeM V720 
¥2320 
¥ 2520 
V2020 
\2720 


VR 


Le 
W-J uxt Ir Tatun 
Old Nos. use W. J 
250 (740 
75262 Vo C657B rvs 
75263 V71 rvii 
75630 ("492 
75062 Vs rvs 
75650 (472 
75450 C477 
75710 Vao €420 TV80 
75740 V32 rV32 
7R363 V72 TV72 
76810 V88 C437 TV8S8 
76850 C474 
7HR62 (655B 
76062 CH54B 
77130 P486 
7716207 \4 rv4 
75001 V50 TV50 
75010 Vi C439) «6oTV90 
75040 V30 TV30 
75030 C484 
75042 
75062 VO C651B rvo 
75050 C469 
75011 Vol C439-2 TVS! 
75062 VO Cé651B rvo 
75031 “484-2 
75059 (469-2 
75004 (651-2B 


BaP Os 


Prescription Record 
Shex73 


Price Record 


bh x74 VRI54 
V72B 


V42B 

x8! 

Purchase and Quotations 
4° 4x10, V42BB 


V40AB 
V42AB 


bh ax5 

VR156 
Slex7 by 

Real Estate Listing 
b gx5 34 

ex54, 


i 
bh gx73, 
ri 


VRi60 
Shgx7ly 
5 x8', 
Real Estate Rental 
4° 4x8 
4° 9x10" , 
Registration of Voters 
4°4x10*. 
Sales tations 
Sales Records 
45x73, 
454x10%< V78/65 V73B 
Sal "s Cust Ss (See 
25gx44 
at rt 
BT yx7% 5 
4° 4x10° , 
Salesman’s Expense 
3h gx534 
Savings Ledger 
459x105, 
Security Holdings 
4'ex10*, 


VI60A 





V44B 


OFFICE 


Stae Trus 


MeM Nat'l tioners sell W-J 


78140 


75201 


3 


See also Salesmen's Records 


75301 


75010 


\o4 7H040 


Vesl 


76841 


V 628 S202 


V6as 


ASS 7H040 


V343 «VR27 


7H042 


$4 


also Prospect Records 


75301 
THOLO 
7H041 


43 7836207 


B16 


Signature Record (See Bank Siqnatures 


Stationery Salesmen Record 
3h x53, 


Stock and Bond Record 


6x53{ 

wr5 34 

«xl0', 

bgx73g 

gx7 ho 

«x10®, V78/62 
sx10'5, V78/67 
x8 V3H 


ee ee Oe 


6) <xl0*. 
6) yx10!y 


Stock Transfer 


Stockholders’ Ledger 
4°4x10% V78/63 V121B 


V120B 


Voters, Registration of 
4° 4x10% 5 
r Tumble head form 


Stock Control (See also Perpetual Inventory 
VIE 


VR40CB 


V49B V40BB 6-35-53 


7TOR1O 


78261 
76142 


V630 45 4x8! 

7THR62 
524 76962 
528 76850 
Be VRI 76950 


soon 


75401 
V362 


V362s8 


Complete Chart to Column Forms 


6 Div 


BPS202 
BPS203 
BPS204 
BPSR206 


BPS210 


BPS212 
216 «=BPRS216 


ng hha 


7 LagxOhs 

G-R B&P 
White White 
P2209 2909 
P2300 2309 
P2400 «2409 
BaP 


Buff White 


B8202 
B8203 
BS204 
BS8206 


BS210 


BS212 
BS216 


181W 
188W 
189W 
is2W 
190W 


183W 


1o8W 
1ooWw 


Cesco 


White 
8DW 177W 


178W 
170W 


Cesco 


Buff 
ISIB 
188B 
189B 
182B 


183B 


1098 


71 oxl0% 73(x10%% STgx 115, 8'oxl4 
Deluxe G-R_ 1-P McM Natl. Stationers Ta- hureka With U nit Rulings 
White White White White White White Buff tum W-J Deluxe 1-P Tatum W-J 
White Use W-J Numbers White 
2 2900 307-2 N710-2 7018-2 8-2 BS8-2 10-2 1121 1122 133-2 8-22 309-2 936-2 
5-3 2309 307-3 N710-3 7018-3 8-3 BS-3 10-3 
5-4 2400 307-4 N710-4 8-4 BS4 10-4 133-4 8-42 300-4 936-4 
133-6 8-2 309-6 36-6 433-6 
133-8 8-82 300-8 936-8 433-8 
133-10 8-102 309-10 936-10 433-10 
133-12 (8-122 309-12 936-12) 433-12 
OLsx1l% 
Deluxe I-P kureka G-R McM National P&M Stationers Tatum W-J 
White White White White White Buff White White Green White Buff White Buff 
For Buff See W-J Ey e Ease 
8AG 10-2 317-2 914-2 8202 BS202 N911-2 7048-2 7048-2E 6031 1-2 Bl-2 11-2 240-2 
SAGW 10-3 317-3 914-3 8203 BS203 N911-3 7048-3 7048-3E 6131 1-3 BI-3 11-3 240-3 
9AG 10-4 3174 914-4 B8204 N9lI1-4 7048-4 70H484E 6231 1-4 BI-4 li+ 04 
9BGW 10-6 317-6 914-6 8206 BS206 N911-6 7048-6 7048-6E 6331 1-6 BI-6 11-6 240-6 
10-8 317-8 914-8 8208 7048-8  7048-8E 1-8 BI-8 11-8 240-8 
10-10 317-10 914-10 8210 BS210 N911-10 7048-10 6431 1-10 BI-10 11-10 240-10 
8212! 
10-12 317-12 914-12 8212 BS8212 N911-12 7048-12 1-12 Bl-12 11-12 240-12 
10-16 317-16 914-16 8216 BS8216 NO11-16 7048-16 7048-16E 6531 1-16 BI-16 11-16 240-16 


uxe ‘ii 


(Old Nos use W. J 


APPLIANCES 


Tatun 


rv45 
Va2 TVé2 
Vea TVi3 
yoo C439 TV90 
V35 TV35 
V46 TV 46 
Vi6 Vie 
V37 Vay 


V8s C432 TV8S 


\4l rvai 


Vea ry 
Vsi C430 «TVS! 
V43 TV43 


V6 TV6 
Vas C437 TV8S8 
Vig TVI9 


C655B 
C654B 
C474 
C479 
C476 


Without U nits 
Deluxe I-P 


Tatum 


Use W-J Numbers 


81-6 
81-8 
81-10 


81-12 


459 
+0 
461 


Single Box Heads, White 


W-J Deluxe 
Use W-J No. 


Tatum 





140-2 (10-22) (932-2 
140-3 10-32) (932-3 
140-4 10-42) (932-4 
140-6 10-62 932-6 


World-Wide 
Buff 
6 Col. H47-6 


16 Col. H47-16 
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9ixI13G 9ix9} 10}x9) 11x8',—Punched for Ring Binders} oe 
Natl G-R  G-R B& P Cesco Deluxe I-P —G- ~ McM Natl. Stationers Tatum W-J Deluxe I-P Tatum 
White White White White Buff White Peerless No.1 Linen Peerless Standard Ledger White Ham'rmill White Buff White* Buff Buf Buff — Buff 
White Buff White White White Buff White Buff White Old Numbers, Use W-J Nos 
l 1 col 1 co! , 
2 2 co 2col. 252/2 605-2 701-2 1515-J2 5907-2 *See W-J 
} secol. 3eol. 252/3 605-3 701-3 1515-J3 5907-3 for Buff 
‘ 2524 38252/4B 200W 20-4 214-4 605-4 701-4 325-4 214-4 8252-4 5007-4 24 B24 S-4 214-4 (B20-4) (701B4) (B-8-4) 
6 252/6 5252/6B 201W 20-6 214-6 605-6 701-6 325-6 214-6 8252-6 5907-6 ; N-ti 214-6 (B20-6) (701B6) (B-8-6) 
be ‘col ‘col 
8 7058-8 
8° 252/8 8252/8B 202W 20-8 214-8 701-8 325-8 214-8 8252-8 8252-8B 2-8 B2-8 8-8 214-8 (B20-8) (701B8) (B-8-8) 
10 7058-10 
0 DP 10 col. 10 col 
12 7058-12 252/12 8252/12B 203W 20-12 214-12 701-12 325-12 214-12 8252-12 $252-12B 2-12 B2-12 8-12 214-12 (B20-12) (701B12) (B-8-12) 
1 
13 605-13 701-13 5907-13 
1) 7058-20 
Jt 7058-24 
} Col. Reversed-3:3 Sco’. R. 3co'. R 
TIxt2%4 ———— lixl4 -—- —_-—- —~—--—-- ~— 
G-R B&P Cesco —Deluxe—IP— Eureka G-R McM National P&M Stationers Tatum W-J Single Box Head, W hite 
White White Green Buff : Deluxe Tatum 
White Buff White Buff White Buff (For Buff see W-J) White White Buff White White ‘‘Eye Ease’ Yorkshire’ White White Buff ve Buff W-J Old Nos. Use W-J 
*For Bu ‘ 
See W-J 
iD P2406 BP2406 2406 B2406 207W 207B 30-4 330A6 918-6 2406 B2406 NI114-6 7078-6 7072D-6 14-6 263-6 
8 P2408 BP2408 2408 B2408 185W 185B 30-8 330-8 918-8 2408 B2408 N1114-8 7078-8 7078-8E 7072D-8 6047 3-8 B38 14-8 263-8 163-8 (30-82) (043-8) 
tH) P2410 BP2410 2410 B2410 209W 209B 30-10 330-10 918-10 2410 B2410 N1114-10 7078-10 7078-10 7072D-12 6147 3-10 B3-10 14-10 263-10 163-10 (30-102) (943-10) 
12 P2412 2412 211W 30A12 330A12 918-12 2412 N1114-12D 7078-12 7078-12E 263A 12 
12* No De- 
seription.. P2412) BP2412} 2412! B2412} 186W 186B 30-12 330-12 2412) B2412} N1114-12 6247 3-12 B3-12 14-12 263-12 163-12 (30-122) (943-12) 
13-DP Dou- . 
ble Page sF-10 
14-DP Dou- 
ble Page... P2414 BP2414 2414 B2414 212W 212B 30-14 330-14 GI8-14 2414 Niii4-14 7078-14 3-14 B3-14 14-14 263-14 
15-DP Dou- 
ble Page 
16-DP Dou- 
ble Page P2416 BP2416 2416 B2416 213W 213B 30-16 30416 918-16 2416 B2416 NI114-16 7078-16 7078-16 7072D-15 3-16 B3-16 14-16 263-16 
17-DP Dou- 
ble Page SF24 691 (Buff 63363 ; Buff) (901) 
18-DP Dou- 
ble Page P2418 BP2418 2418 B2418 214W 214B 30-18 330-18 918-18 2418 B2418 N1114-18 7078-18 14-18 263-18 


”-DP Dou- 
ble Page.. P2420 BP2420 2420 B2420 187W 187B 30-20 330-20 918-20 2420 B2420 N1114-20 7078-20 7078-20E 7072D 20 6347 3-20 B3-20 14-20 263-20 163-20 (30-202) (943-20 
24-DP Dou- 


ble Page 2424 30 24 918-24 7078-24 7078-24E 
6 Div. 3-3.. P2406) BP2406} 2406) B2406} 191W 191B 30-6D 330-6 918-3:3 2406) B2406$ N1114-6D3 7078:3-3 3-6C B3-6C 14-6D3 263C6 
8 Div. 4-4 2408} 
8 Div. 2-6.. P2408} BP2408} 2408) B2408} 208W 208B 30-8D2 330A8 24083 B2408} N1114-8D2 263B8 
19 Div. 3-16 
DP P2419 BP2419} 2419 B2419 192W 192B 30-19D 330-19 918-3:16 2419 B2419 N1114-19D3 7078:3-16 3-19C B3-19C 14-19D3 263C19 
2%”) Div. 2-18 
DP P2420} BP2420} 2420} B2420} 215W 215B 30-20D 330A20 918-2:18 2420} B2420} N1114-20D2 14-20D2 263B20 
i$ Col. Stock Reecord— Double 
Page 2401 B2401 204W 204B 30-51 330-38 =918-SR 7O78C A 38R1 B3SRI 14-37 263-37 
16 Col. Stock Record—Single 
Page 2402 B202 205W 205B 30-S2 330-16 3SR2 B3SR2 14-15 263-15 
»? Col. Stock Record, no De- 
scription Col 2403 =B2403 206W 206B 30-83 330-22 7078CC 38R3 B3SR3 14-21 263-21 
1ixl5§ = 11x15} 11x17 
G-R G-R B&P Ceseo Deluxe—IP—, Eureka 44-R ‘ McM National Stationers Tatum W-J  World- 
Buff White Buff White Buff White Buff WHITE White White Buff White White Green White Buff White Buff wide 
For Buff see W-J **Eye-ease” White 
8 P7208 7208 216W 912-8 7208 5-8 B5-10 
10 10 Col. P7210 BP7210 7210 B7210 195W 195B 50-10 360-10 919-10 7210 B7210 N1I117-10 7088-10 7088-10E 5-10 B5-10 17-10 265-10 
12 P7212 BP7212 7212 B7212 218W 218B 50-12 360-12 919-12 7212 B7212 N1117-12 7088-12 7OS88-12E 5-12 B5-12 17-12 265-12 
If 50-D-14 919-14 7088-14 7088-14E 514} 
14* No Description P7214 BP7214 7214 B7214 196W 196B 50-14 360-14 919-I4ND7214_ B7214. N1117-14 5-14 B5-14 17-14 = 265-14 
18 DP Double Page 919-18 . . 
20 DP Double Page 7220 50-20 =. 360-20 919-20 7220 . 265-20 


1117-24 7088-24 7088-24E 5-24 B5-24 17-24 265-24 
11117-30 7088-30 7088-308 5-30 B5-30 17-30 265-30 


BP7224 7224 B7224 197W 197B 50-24 360-24 919-24 7224 B7224 1 
1 
1117-36 7088-36 7088-36E 5-36 B5-36 17-36 265-36 
1 
1 


BP7230 7230 B7230 226W 226B 50-30 360-30 919-30 7230 B7230 


24 DP Double Page, 24 Col N 
N 

BP7236 7236 B7236 227W 227B 50-36 360-36 919-36 7236 B7236 N 
: N 

N 


30 DP Double Page 
36 DP Double Page 
8 Divided 2-6 

8 Divided 4-4 


117-8D2 17-8D2 265-B8 


BP7208} 7208} B7208] 217W 217B 50:8D2 360A8 919:4-4 } B7208} N . 
117-8D4 7088:4-4 5-8C B5-8C 17-8D4 265-D8 


BP7208} 7208) B7208) 193W 193B 50-8D 360-8 } B7208} 





12 Divided 6-6 919:6-6 7088 :6-6 
20+ Divided 6-14 6 20} BP7220} 7220} } 220W 220B 50-20D 360A20 220} B7220} N1117-20D6 5-20C B5-20C 17-20D6 265-F20 
22 Divided 4-18 2} BP72224 7222! } 19W 194B 50-22D 360-22 919:4-18 7222) B7222) N1117-22D4 5-22C B5-22C 17-22D4 265-D22 
22 Divided 2-20 : 7222; 225W 225B 50:22D2 360A22 919:2-20 7222] B7222} N1117-22D2 17-22D2 265-B22 
24 Divided 4-20 919:4-20 ‘ 7088 :4-20 1 
26 Divided 6-20 919:6-20 7088 :6-20 . , . 
114x103 11jxilj 11}x13} 11}x9} 11}x13} —————__—_——_—_——- 133x122 ———_————— 13 att} M4xl} 14x13 14x13 15Jx13, 
G-R B&P Cesco G-R Nat'l P&M W-J Deluxe’ IP Tatum Cesco G-R G-R W-J Deluxe Tatum W-J Deluxe McM Stationers G-R G-R B&P G-R G-R 
White White White White White White White Single Box Head White White White White White White Buff Buff White White Buff White White White White White 
l Use W-J No teol. 1 col. (Old Form Nos.) (OldNos. ) 1 col. 1 col. 
2 P2902 2902 SLW 2902 7068-2 6050 167-2 (11-22) (332-2) (939-2) SMW 2col. 2 col. (Use W-J Nos.) 61178 (C-11) 2col. P2302 2302 2302 2 col 
; P2903 2903 SALW 2903 7068-3 6051 167-3 (11-32) (939-3) B8AMW 3col. 3 col. 61278 (C-12 3col. P2303 2303 2302 3 dol. 
‘ P2904 2904 OLW 2904 7068-4 6250 167-4 (11-42) (332-4) (939-4) 9OMW 378-4 (70-4) (12-4) 61478 (C-14) N1312-4 7-4 B7-4 P2304 2304 2304 
P2305 2305 2305 
ti P2906 2906 9BGW 2906 7068-6 6350 167-6 (11-62) (332-6) (939-6) 9BMW 378-6 (70-6) (12-6) 61378 (C-13) N1312-6 7-6 B7-6 P2306 2306 2306 
7 col. 61578 (C-15) . 7 col. . 
8 P2908 2008 2008 
8*.. P2908) 29084 2908 | 378-8 (70-8) (12-8) N1312-8 7-8 B78 P2308 2308 2308 
9° 1iixi3]) 82 9 col. ; . 9 col. 
ODP P2910 2910 2910 10 col. 61678 (C-16) : P2310 2310 2310 
12DP_ P2912 2912 2912 378-12 (70-12) (12-12) N1312-12 7-12 B7-12 P2312 2312 2312 
3° 11ix19) 83 
MDP 378-14 (70-14) (12-14) World) N1312-14 7-14 B7-14 P2314 2314 2314 
Wide 
16DP 14x24 S4 378-16 (70-16) (12-16 (C-17)) N1312-16 7-16 B7-16 P2316 2316 2316 
IsDP P2318 2318 2318 
2DP P2320 2320 2320 
21DP 14x30 85 ; 
6 Div. 3-3 °2306 23064 2306} 
8 Div. 4- ae P2308 2308) 2308} 
16 Diy. 2-14DP N1312-16D2 
19 Div. 3-16DP P2319 2319 2319 
20 Div. 4-16DP P2320} 23204 2320) 
3 Col. Reversed-3:3 s col. R.3 col. R 3col. RK Secol. R 


t Two description columns Desc iD Des 14. 

* Indicates column sheets without description or name space 

DP Double page form, otherwise sheets are single page form 

Recapitulation sheets, Figuring Book sheets or accountants columnar analysis pads are not included with this table. See alphabetical. ndes 

t Two and 3 column ring binder sheets are also made in sizes 9! ox6, 12x9'» and 14x8!> by most manufacturers. Price Book sheets on No, 1 Bond paver are also madein 1 col, ($ and ¢) and in 2 col 
Journal) rulings by most manufacturers in all standard price book sizes 








Fifty Years of T'ypewriters 


Note.—D. C. Baldwin has seven- 
ty-five years behind him, fifty of 
which were spent in the typewriter 
business. How he got that way; 
how the family clock suffered as a 
result, and what typewriters 
looked like in “the good old days,” 
are but three of several reasons 
prompting this article, written 
specially for Office Appliances. 


IFTY years in the typewriter 

business. From the “good old 
days” up to now. From the time 
when sample cases were as big as 
dog-houses (and big dog-houses, 
at that), to 1935, when portable 
typewriters take up less room than 
a woman’s hat. 

From the time when it took two 
men and a small boy, equipped 
with a dozen tools, to change a 
ribbon, to now, when a 95-pound 
stenographer does the job in thirty 
seconds. 

I saw my first typewriter when I 
was twenty-four. But I guess I 
was cut out to sell them long be- 
fore that only there weren't any. 
When I was a youngster at home 
in Noble, Illinois, where my Dad 
figured on me following him into 
the retail grocery business, I 
couldn't see it. I got too much fun 
out of pulling the family clock to 
pieces and putting it together 
again. Darned good training for 
a typewriter doctor, too! 

Then again, my writing was 
pretty terrible, due, I think, to eye 
trouble which was not corrected 
until I was forty-five. Perhaps 
the idea of a machine to do my 
writing for me was an incentive 
when typewriters began to make 
their appearance 

Anyway, in 1887 a big coal com- 
pany came to our town, and they 
standardized on the Caligraph. I 
took one look and fell for it. Then 
I obtained the agency for the ma- 
chine and pretty soon they sent 
me a sample case as big as an of- 
fice building I used to lug it 
around with me wherever I went 
One day I was staggering down the 
road with it when our family doc- 
tor stopped his buggy and offered 


me a ride 

“What have you got in that wal- 
nut box?” he asked and I told him 
a typewriter 


He sniffed. Later a 


From the Time Everyone Scorned 


A Machine Up to the Present When 


Everybody Owns or Wants One— 
By D. C. Baldwin, Fort Smith, Ark. 


friend wrote a bit of doggerel 
about what tne doctor said: 
“Even a learned doctor 
Said to him it did not seem 
There could be any advantage 
In a typewriting machine. 
For even while you set the type 
Twenty letters I can write.” 


I will never forget the first rib- 
bon I sold. I heard of a preacher 
who had a typewriter and I went 
to see him. He wanted a ribbon 
and when I delivered it he wanted 
me to put it on 

He handed me a gadget with a 
crank and a few setscrews with 
which to take the old one off (we 
used to send them back to be re- 
inked in those days), and I guess 
we worked for a couple of hours 
before we got the new one in- 
Stalled. It was purple copying. Oh 
yes, it was made by a Mr. Under- 
wood. 

Another time I was waiting for 
a train in a little village near Wel- 
lington, Kansas, when I happened 
to tell the agent I was a typewriter 
man. He welcomed me like a long- 
lost brother, and asked me into his 
office. 

In there was a packing case and 
on top of that was a Premier ma- 
chine. Only it was in about one 
thousand pieces. It seemed an- 
other repair man had pulled it 
apart before he realized it had 
more gadgets than the Graf Zep- 
pelin, and went away from there 
in a hurry. The station agent 
gladly paid me twenty-five dollars 
for reassembling it. 

I came to Fort Smith in 1886 
and went away again, returning in 
1889. Since that time I have sold 
typewriters to every part of the 
world. 

In Florida I met Mr. Patterson, 
founder of Office Appliances. Soon 














Mr. Baldwin 


after we became friends I received 
an offer from a New York type- 
writer company offering me a job 
which would “pay me at least six 
thousand dollars a year.” I al- 
ways attributed that offer to the 
good offices of Mr. Patterson, but 
I did not take the job. 

And there is a reason for that. 
I am in love with Fort Smith. It 
is one of the greatest cities in the 
country and I have told its bene- 
fits time and time again in a great 
many trade magazines. I guess 
I’m a sort of unofficial press agent 
for Fort Smith. And that is the 
reason I wouldn’t go to New York 
for ten thousand dollars a year. 

And, do you know, Im still 
learning, although I’m _ seventy- 
five. Once there was an old lady 
who reached seventy-five and de- 
cided she had learned all there 
was to know, so she went to bed to 
die. Came a neighbor to borrow a 
coal of fire. When asked what he 
had brought to carry it in, he 
placed some ashes on the palm of 
his hand, put the live coal on that, 
covered the whole with more ashes 
and went on his way. The old lady 
concluded it wasn’t time to die yet. 

And I feel the same way about it. 





Staplers Help Trade Upturn 


Discussion of the Position of Stap- 


ling Machines in the Stationery 


Business—By C. A. Hofstetter, Ace 


Fastener Corporation, Chicago 








Mr. Hofstetter 


NOTE.—Mr. Hofstetter’s article 
is timely and to the point, and will 
be read with interest and profit, we 
believe, by office equipment dealers 
all over the country and elsewhere. 
The development of the stapler 
business is remarkable, and more 
than a little interest attaches to 
the growth of the business among 
dealers during recent years. It is 
a satisfaction to realize that the 
stapling machine output sold 
through dealers today represents 
seventy-five per cent of the total, 
whereas it was but twenty-five per 
cent only a little more than five 
years ago. 


TAPLING machines made 

money for stationers during 
the last few years, when making 
money was something to crow 
about. They were a real friend in 
need to the man and the organiza- 
tion who derive a living from sup- 
plying the wants of offices. And, 
by the same token, the stapling 
machine industry turned a pre- 
viously rather indifferent alliance 
with the stationery trade into a 
wholehearted and mutually bene- 
ficial partnership, thus attaining a 
goal toward which manufacturers 
had long striven. 


While we are not concerned here 
with the past of the stapling ma- 
chine business, a brief historical 
review is, nevertheless, apropos, as 
it will afford us a keener apprecia- 
tion of the immediate opportu- 
nities that are in store for the 
stationer and office supply dealer. 

When stapling machines first 
came into use some forty years 
ago, they presented not only a 
marketing problem but a service 
problem as well. Who would sell 
and service these new machines? 
As always, the burden fell back 
upon the creator of the product, 
and since co-operation by dealers 
in office supplies was only spar- 
ingly offered, the manufacturers 
resorted to direct-consumer selling 
and provided their own service 
facilities. 

With time came technical im- 
provements, which released latent 
demand and stimulated dealer in- 
terest. The introduction of wire 
staples gave the business another 
fillip and with the advent of the 
modern frozen strips of staples the 
stationery trade stepped very def- 
initely into the selling picture. 
Still, in 1930, the proportion of 
sales through trade channels was 
only about 25% as compared with 
75° of direct sales. The servicing 
of stapling machines remained the 
crux which kept the stationer from 
taking a more aggressive part in 
their distribution. 


Factors of Influence 


At that time three factors began 
to exert a powerful influence on 
the stapling machine business. The 
first was on the technical side. 
Machines had been developed that 
could be sold over the counter with 
every assurance that the sale was 
final and would not entail subse- 
quent outlays for servicing. Once 
a profit was “rung up,” it remained 


a profit. The second factor was 
that the dealers were eager for 
propositions with a new sales ap- 
peal, because business in most of 
the regular stationery lines was 
dropping off as a result of general 
economic conditions, which had 
just begun to take a turn for the 
worse. And in the third place, 
there existed the fortunate condi- 
tion that the market, which was 
very much undersupplied, re- 
sponded handsomely to the im- 
proved products, which were 
pushed by stationers on every sales 
front. 

Thus the stapling machine be- 
came a factor in the sale of spe- 
cialties and took its appropriate 
place in a large and honorable 
company. 

Today the stationery trade 
stands as the principal gainer in 
the recent progress of the stapling 
machine business, as is evidenced 
by the fact that about 75% of all 
sales are consummated by dealers, 
whereas only a few years ago, as 
already mentioned, dealer sales 
accounted for only 25% of the to- 
tal business. If sales to industrial 
users are omitted, the stationers 
are handling all but about 15% of 
the business that really falls 
within their province. Of course, 
sales of staples are not considered 
in these percentages. 

However, the stationers’ gain 
has not been exclusively accom- 
plished at the expense of the 
direct-selling organizations, for 
total sales have increased at the 
same time. A mere shifting from 
direct-selling to dealer-selling 
might still mean stagnation in the 
business as a whole, but when 
sales are stepped up in all branches 
of the industry, there are bound 
to exist sound underlying condi- 
tions, making for steady progress. 
Advantages of Stapling Machines 

Stapling machines in their mod- 
ern construction offer distinct ad- 
vantages in many fields. The fine 
staple wire tightly clinching the 
papers, adds next to nothing to 
the thickness of the filing matter, 
with the result that there is a dis- 
tinct saving in filing space. Papers 
that are stapled together are easily 
handled; they don’t stick and 
won't get caught. Staples are also 
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a protection against injury. On 
top of all these attributes, the 
modern stapling machine offers 
very certain economies of time and 
money. 

The potential market for sta- 
pling machines in all lines of in- 
dustry is amazing. For maximum 
efficiency and convenience a stap- 
ling machine should be on the 
desk of every executive and de- 
partment head, and on the desks 
of secretaries, bookkeepers and 
filing clerks. 

Outside of offices, stapling ma- 
chines have a diversified market, 
which is being carefully cultivated 
by dealers who can appreciate its 
profit possibilities. Standard office 
stapling machines and tackers are 
suitable for many of the require- 
ments of that market so that the 
dealer can enter it without hav- 
ing to invest his money in special 
machines. Let’s pick some out- 
Standing cases at random. Den- 
tists staple X-ray films to filing 
cards; cleaners and dyers use sta- 
plers to put identification tags on 
garments, tailors for binding 
“swatches” of samples; clothing 
manufacturers use staplers to fas- 
ten work tickets on garments go- 
ing through the stages of produc- 
tion in the shop, while clothing 
stores now prefer to attach sales 
and stock tickets to garments by 
means of staples. 

In the food business stapling 
machines have found extensive 
use. Nut meats, dried fruit, candy, 


peanuts, and potato chips are put 
up in cellophane bags, which are 
folded over at the top and stapled. 
Frequently bags have to be stapled 
to display cards, particularly in 
drug stores. Wholesale grocers 
and smaller print shops have many 
obvious uses for standard, long- 
reach stapling machines. In hos- 
pitals case records are now fas- 
tened with staples, in schools class 
papers, and in modern homes 
checks and other records. And let 
us not forget the farmers who sta- 
ple together the boxes which they 
buy knocked down for shipping 
berries and other small products 
of the farm. 

A large field has been found for 
tackers, that is staplers without a 
base and anvil on which the staple 
is clinched. Architects, engineers, 
and draftsmen appreciate more 
and more the advantages of sta- 
ples for fastening paper to draw- 
ing boards, as the T-square will 
glide freely over staples. Many 
window trimmers have discarded 
hammer and nails and use tackers 
with wire staples for dressing win- 
dows with the colored crepe papers 
that are so much in vogue. Fur- 
riers use modern stapling equip- 
ment for tacking skins on stretch- 
ing boards, while moving picture 
houses and theaters employ tack- 
ers for posting signs. 


Market Worthy of Best Efforts 


A full realization of the extent of 
the market for stapling machines 
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and staples ought to generate 
enough enthusiasm within any 
good selling organization to make 
the men put forth their best ef- 
forts. It is a business worth go- 
ing after, not alone because of the 
initial profit on machines, but the 
steady repeats on staples. If a 
dealer or an ambitious salesman 
wants to get his share of the stap- 
ling business, he should let the 
people know that he can serve 
them. Let him do some advertis- 
ing; enclose circulars and other 
literature in mail to customers; ar- 
range now and then an attractive 
display of stapling machines in the 
window with the aid of display 
stands furnished by manufactur- 
ers, but most of all, use aggressive 
(not high-pressure) salesmanship. 
In most cases the dealer must 
create the opportunity of showing 
the article to a prospect, to dem- 
onstrate a machine to him, and to 
prove, in that demonstration, why 
that machine will best meet his 
requirements. If the dealer has 
implicit faith and complete con- 
fidence in the stapling machines 
he is handling, give the prospect a 
chance to try one out on his own 
work, in his own way. If the 
dealer or salesman succeeds in get- 
ting this far, he has done all a 
hardworking and honest salesman 
can do. From that time on the 
quality of the product has to sell 
itself on its intrinsic merits, and if 
the tests bear out the claims, the 
order will automatically follow. 


WHEN THE “I” IS BIGGER THAN THE IDEA 


There are executives who, without realizing it, allow the “I” 
minds that a mere idea is nowhere. They cannot imagine an idea evolved by someone of less 
importance as being much of an idea. Without the capital “I” as its originator it must be a dud. 

“Printers’ Ink” tells of a factory in which the head chemist was so completely sold on the 
big “I” and the ideas built around it, that it was just too bad for anyone else to suggest any 
possible improvement in the manufacturing formula. A salesman offered an idea to the sales 
manager and was told, “Our job is to sell. Let the factory attend to the other part of the work. 
If you want to stir up a hornets’ nest, just go meddling with the chief chemist of this outfit.” 

“Mind your business and we'll mind ours,” the executive heads of a canal company told 
their young toll collector when John H. Patterson made certain suggestions for the improve- 


ment of their methods. 


to loom up sO big in their 


Andrew Carnegie once said, “To secure promotion a young man must do something 
unusual, and especially must this be beyond the strict boundaries of his duties.” Carnegie was 
thinking of the young man’s welfare when he said that. I am thinking of the welfare of the 
employer who is going to profit by the ideas in the mind of the young man who cares enough 
about his work to think about it constructively. 

Many of the ideas offered to an executive have already been considered and discarded. But 
now and again one comes along that is an epoch-maker, and it usually comes from someone who 
brings to bear a young man’s or a new man’s point of view. A great mass of half-baked ideas 


must be sifted to get the one good idea, but it pays to do the sifting. 


When an executive gets to be a stand-patter, he foregoes the co-operation of his fellows, and 
his company ts in danger of becoming a one-man proposition, and that one man satisfied that 
no idea is as important as the big “I”. 


Frank Farrington’s Business Talks. 


(All rights reserved) 





National Stationers Convention 


HE slogan of the thirtieth an- 

nual convention of the Na- 
tional Stationers Association will 
be “Working It Out for Ourselves.’ 
We are told that accommodations 
in the Hotel Muehlebach, Kansas 
City, are being rapidly taken up, 
and that the outlook is for a well- 
attended meeting. The Eighth 
Regional District, of which Kansas 
City is the center, is noted for its 
old-fashioned hospitality, and for 
the vigor and understanding with 
which the dealers of the district 
face and grasp difficult questions 
of trade policy. 





Harry Morgan. 


President 





W. P. Waddy. 
Auditor 


Program 


Outline of Scheduled 


Activities at Kansas 


City and Some Com- 
ments Concerning 
the Hotel Muehle- 
bach, Convention 


Headquarters 


The formal opening of the con- 
vention will occur on Monday, Oc- 
tober 7, at the Meuhlebach, head- 
quarters hotel, but on the day be- 
fore the National Executive Com- 
mittee will meet at 10:00 A. M., 
President Harry A. Morgan pre- 
siding; and at 2:00 P. M. of the 
same day the Board of Control will 
meet. The latter body is made up 
of the association officers, region- 
al governors and members of the 
Executive Committee. Past offi- 


cers and past governors are also 
invited. 





Impressive exterior of the famous Muehlebach Hotel, 


A meeting of the Banquet, Grid- 
iron and Entertainment Commit- 
tees will take place at 4:00 to dis- 
cuss entertainment plans. 

On Monday morning, October 7, 
there will be a conference of the 
Executive Committee of the Na- 
tional Council of Manufacturers 
and Distributors of Commercial 
Stationery and Office Outfitting. 
Meetings of the Steering Commit- 
tee and local associations will also 
take place. 

The first general session will be 
called to order by President Mor- 
gan after lunch. An address of 














C. P. Garvin, 
Secretary and General 
Manager 





W. E. Stockett, Jr.. 
Treasurer 


which will be the headquarters of the National Sta- 


tioners Convention at Kansas City. 








welcome and response will be fol- 
lowed by the annual reports of the 
President, the General Manager 
and committees. Addresses will 
follow on _ prison-made_ goods, 
chain store competition, trade re- 
lations, etc. A dealers’ meeting 
will be held in the evening, prob- 
ably followed by dancing at 9:30. 

Tuesday, October 8, will be de- 
voted to executive meetings of the 
distributors and the manufactur- 
ers. Both meetings will discuss 
ways and means for getting busi- 
ness on a better basis. 

Wednesday morning’s_ session 
will consist of an exclusive confer- 
ence of members of the National 
Stationers Association, where cer- 
tain work will be discussed for the 
benefit of members only. The 
meeting will be open to dealers, 
manufacturers and field men who 
belong to the Association. Admis- 
sion will be by card. 

Wednesday afternoon’s meeting 
will be the second and last general 
session of the convention. Presi- 
dent Morgan will preside. Several 
committees will report, officers will 


be elected and resolutions adopted. 
Addresses on interesting topics 
will be given, and in the evening 
the thirtieth annual banquet will 
take place with the Commercial 
Stationers Gridiron. 

The East vs. West golf tourna- 
ment will take place on Thursday. 
Certain committees will meet, 
otherwise no business will be done, 
except for a meeting of the new 
Board of Governors—a new idea. 

Throughout the convention the 
N. S. A. Yardstick and Measure- 
ment Distribution Plan, already in 
operation, will come up for com- 
ment at practically every session. 

There will be fine entertainment 
for the ladies, and a big affair is 
scheduled for Tuesday night under 
the sponsorship of the Midwest 
Travelers. 

Superior Advantages of Headquar- 
ters Hotel 

The Muehlebach hotel in Kansas 
City, in which the National Sta- 
tioners Association will meet next 
month, possesses superior advan- 
tages and facilities for handling 
conventions. It has advanced a 
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step into the future when all first 
class hotels will use the newest de- 
vices for the comfort and enter- 
tainment of their guests. The 
Muehlebach is one of the first ho- 
tels, if not the first, to air condi- 
tion all rooms and, furthermore, 
to sound proof them as well. 

This work was done under the 
eye of Barney L. Allis, head of the 
Allis Hotel System and manager of 
che Muehlebach. Not only are the 
rooms air conditioned and sound 
proofed, but the same comforts 
have been extended to the coffee 
shop, the grill room and the Ren- 
dezvous. 

Mr. Allis believes that the ap- 
pearance of the hotel room of the 
future will be much changed from 
what it is now. Simple, unobtru- 
sive furniture will prevail. Dress- 
ers will be more or less built in; 
beds will fold into the wall and 
come forth at the push of a but- 
ton. Lighting will be soft and un- 
obtrusive. For those who want 
them there will be radio and tele- 
vision. In short, the hotel of the 
future will be “different.” 


Keeping Tab On Store Windows 


T IS of undoubted advantage to 

dealers to know which of their 
windows are best for the display of 
certain items. It is to their ad- 
vantage to know at what times of 
the year different items and dif- 
ferent types of merchandise sel] 
best as a result of window display. 
It is of undoubted advantage for 
the dealer to know at the end of 
the year which of his displays dur- 
ing that period were the most pro- 
ductive. He should know not only 
all the things enumerated above, 
but also how to figure the effect of 
weather and local events on 
planned displays. 

Unique and valuable is the visi- 
ble display record system provid- 
ing all of these facts in permanent 
form as worked out by the sta- 
tionery and office supply depart- 
ment of The Out West Printing 
Company, Colorado Springs, Colo. 
The system adopted and herein- 
after explained has proved to be 
one of the firm’s most valuable as- 
sets. 

The records are kept in a loose 
leaf book containing specially 
printed sheets, one sheet to a 
week. On the left hand side of 


Colorado Springs Dealer Keeps 


Graphic Record of Window Display 


Results in Loose Leaf Binder—An- 

other Dealer Rents the Windows 

to His Department Heads—As Told 
to Lucius S. Flint. 


each page appears a diagram 
showing the store’s seven windows 
in their proper positions, also the 
entrance and the front show case. 
At the top of the page opposite 
this diagram, we find space for the 
day, weather conditions, local 
events at the time indicated and 
the answer to the question 
whether sales resulting from the 
window were good, fair or bad. If 
it is possible to give more detailed 
information on the results from 
certain windows, the display man- 
ager puts this data in the form of 
a percentage increase. 

Below this is a list of the differ- 


ent goods shown in the different 
windows and in the front show 
case. Finally, at the bottom of the 
page, space is left for remarks 
which include reference to recall 
to the display manager type of 
trim used in each given window, 
providing it is anything unusual! 
and worth remembering. He will 
also note corrections to be made if 
a similar display is to be used 
again. 

The purpose of the diagram is to 
help the display man visualize the 
windows as he checks down the 
list of items displayed. It is much 
easier to think of a window in its 
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existing position than by a num- 
ber alone. Sometimes these dia- 
grammed spaces are also used for 
rough sketches of backgrounds or 
floor arrangements. The back of 
the sheet is devoted to newspaper 
clippings of advertisements tied up 
with the windows of whatever 
week is under consideration, the 
company always planning to tie up 
its advertising and window dis- 
plays as closely as possible. 

Uses of the System 

One of the more important uses 
for the system above described lies 
in planning new displays. In pre- 
paring these windows for any 
given week of the year, the display 
manager first refers to his book to 
see what display he used during 
the corresponding week of the pre- 
ceding year. If some item sold 
especially well by reason of a dis- 
play used at that time, the chances 
are the manager will show it again. 
If another item failed to move, he 
will, of course, avoid showing it. 

While care is used not to make 
the windows too nearly identical 
even a year afterward, referring to 
the book often recalls ideas which 
can be successfully adapted to the 
display of some other item. When- 
ever the display man is out of 
ideas, he finds his display book a 
mine of valuable suggestions. Of 
course, the longer these records 
are kept, the more valuable they 
become. There is always. the 
chance that experience with a cer- 
tain display may have been a mat- 
ter of luck. Good or bad, but when 
the same things happen two or 
three years in succession, the dis- 
play manager will draw his inevit- 
able conclusions. If two years in 
succession a certain display has 
paid, it is fair to assume that it 
embodies a good _ psychological 
principle. 

Consideration of national and 
local events and weather condi- 
tions is particularly important as 
a part of the record. If the 
weather was bad when a certain 
display was used, the lack of re- 
sults may often be traced to that 
fact. But if the display “clicks” 
in spite of bad weather, the suppo- 
sition is that the item shown is 
one which sells in spite of weather 
handicaps. 

Items which sell well before cer- 
tain holidays and events are indi- 
cated by the local event informa- 
tion as noted in the book. The 
sale of a certain class of merchan- 
dise for instance may be affected 


advantage of that situation again 
during the current year. Then 
again some specific item or type of 
display may have been markedly 
productive on Washington’s birth- 
day or July 4. 

Finally, there comes the firm 
where windows are best for the 
display of different types of items. 
Experiences pictured and de- 
scribed in the book show that be- 
cause of location and layout of dif- 
ferent windows, certain items sell 
better there than in other win- 
dows. By rotating items from win- 
dow to window and recording re- 
sults over a yearly period, the 
company obtains excellent infor- 
mation for guidance in the future. 
Where it was found that station- 
ery specials sold best in certain 
windows, they were kept there the 
year round. 

Charging for Window Space 

Another western store increased 
the effectiveness of its windows by 
impressing on department man- 
agers the high cost of window 
space and the idea that they must 
use it to the best possible advan- 
tage, both in selecting items dis- 
played and in the length of time 
they were on display. This firm’s 
actual one year cost for windows 
was $5,900, broken down as fol- 
lows: $3,000 rent for space used by 
windows, $600 electric light ex- 
pense, $2,000 salaries and equip- 
ment, and $300 depreciation of 
window fixtures. 

This expense was charged back 
to the individual departments at a 
pro-rated weekly rate, according 
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to the space used. Each window 
has a fixed weekly rental which is 
charged up to the department 
using it. Rates are fairly set up 
with relation to value of the space 
as well as its amount. For in- 
stance, the cost of a side street 
window is only four dollars per 
week, as compared with seventeen- 
fifty per week for a practically 
equal amount of space on the main 
street. 

The whole theory of window 
operation was explained in a 
large, bulletin-board poster. In- 
cluded in this was a diagram of 
the windows, on each section of 
which appeared the cost figures 
for that amount of rental space. 


Buyers Use Care in Display 

This system changed the whole 
idea of window operation. Where- 
as department managers had for- 
merly considered window space as 
something to be used as often and 
for as long as possible, without 
thought of results or cost, they 
now plan their displays very care- 
fully. They display only the items 
that will produce a sizable dollar 
volume, that carry a very good 
profit, and are of general public 
interest. 

Then, too, they give close atten- 
tion to time. Daily checks are 
made on sales increases from win- 
dows and when sales on the dis- 
played item begin to drop from 
the peak, it is immediately taken 
out and some fresh number put in. 
If a window has served its pur- 
pose in three days, it isn’t left in 
for a week.—BS 
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by some event at the local educa- ovel Display of Ace Staplers.—The young lady in the window of Marshall Jackson 
_ Company store in Chicago showed passersby how the Ace stapler operates on varying 
tional institutions. The record re- depths of paper. She was assisted by several display cards and a few models of the 
minds the display manager to take Ace itself. 











El Paso, Texas, Dealers 


Offer Ideas on Typewriter 
Publicity and Selling 


ECOGNIZING the value of lo- 

cal newspaper publicity, Mr 
Prather made a study of how to 
obtain it along with the advertis- 
ing he regularly carried in the pa- 
pers. The knowledge thus ac- 
quired has been put to excellent 
advantage. For the last six 
months, we are told, Mr. Prather 
has averaged one interview a 
month in local newspapers, each 
one of which mentioned the name 
of his company. These interviews, 
which Mr. Prather writes himself, 
are not “write-ups” nor “puffs,” 
but consist of information which 
it is valuable for everyone to know 
who uses or controls the use of a 
typewriter. One of the news “in- 
terviews,” for instance, gave use- 
ful information on the care of 
writing machines; another an- 
swered the question, How long will 
a typewriter last? A third “inter- 
view” told what happens to a ma- 
chine when it is taken to any good 
shop for a thorough overhaul, and 
still another presented an inform- 
ative discussion on _ typewriter 
price advances. 

“To obtain newspaper publicity,” 
says Mr. Prather, “one should first 
be an advertiser Regularity of 
advertising counts for more than 
large space. I have advertised 
daily for many years, therefore the 
newspapers feel that my business 
is valuable even though the space 
used is relatively small. 

“But, more important than this, 
one must provide the newspapers 
with material that is really inter- 
esting to the public. People don’t 
care to read puffery, nor will the 
papers tolerate it. But there are 
many interesting things about 
typewriters with which newspaper 
readers generally are not familiar 
These can be handled in such a 
way as to make good reading 


Wherein J. K. 
Prather, Manager, 
Typewriter & Office 
Supply Company, 
Outlines Plan to 
Obtain Newspaper 
Publicity, and E. B. 
White of the E. B. 
White Typewriter 
Company Lays Em- 
phasis on Selling to 
Strangers—By 
Ed. C. Ricks 


“Before writing anything for the 
news pages I ask myself what 
things about typewriters are least 
generally known. And what do 
people most need to know? The 
subject of caring for machines is 
a good example. Most people know 
surprisingly little about how to 
keep a machine in good running 
condition, yet every typewriter 
user would like to know and will 
find the knowledge valuable. Out 
of this situation came a good news 
story. I used this subject on two 
occasions. Once I stressed the 
economy of having machines re- 
paired when they need it, and on 
another occasion I described some 
of the methods in actual use for 
improving efficiency and increas- 
ing the life of the machine. 


Avoid Overdoing Demands 


“Do not try to get too much pub- 


licity. If one becomes a nuisance 
he will find that the papers won't 
give him a line for love or money. 
Not all papers have the same pol- 
icy, nor are all editors alike. I 
found that I could get a news story 
into our papers about once a 
month, and I have established 
that as a regular schedule. One 
should go ahead slowly until he 
finds what a paper’s attitude is. 

“The easier one can make things 
for the paper, the better response 
he will get. Having had advertis- 
ing experience, I am able to write 
my own interviews and always do 
so. I am careful to put my 
‘stories’ together according to 
newspaper copy standards so that 
a minimum of editing will be re- 
quired, and I always keep the in- 
terview brief. When too many 
words are used the whole thing 
will be ‘killed.’ 

“IT have found that it pays to 
work closely both with the adver- 
tising solicitors and the advertis- 
ing department office men. I al- 
ways write my own advertising 
copy and put it in dummy form, 
ready for the desk. The solicitor 
never has to wait to pick up what 
I have. When an advertiser goes 
out of his way to simplify the work 
of the advertising department, its 
members will use their influence 
in his favor with the editorial de- 
partment. 

“We try to get across the idea 
that, since we are regular adver- 
tisers, the paper can afford to give 
us a certain amount of coopera- 
tion by way of publicity, provided 
that we give them material which 
is suitable from the _ editorial 
standpoint.” 

Brief analysis of a few of the in- 
terviews published indicates how 
Mr. Prather handles them. The 
question “lead” used in two of the 
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stories is good because it is calcu- 
lated to stir reader interest. The 
simplest way to give credit to the 
source of information is by making 
a statement followed by “accord- 
ing to.” The use of quotations 
often stimulates reader interest. 
The story explaining methods of 
typewriter cleaning is perhaps the 
best example of a complete inter- 
view. In quotations it outlines the 
major steps of the work. First, the 


gasoline bath is described; then, 


the methods of working over the 
several parts, and finally, the re- 
assembling. 

In every article Mr. Prather 
brings in several points calculated 
to encourage typewriter sales and 
better care of machines in use. In 
the cleaning story he brings out 
the fact that standard typewriters 
contain from 2,000 to 3,000 parts, 
and that it is impossible for any- 
one not experienced in the work to 
make repairs correctly. In the 
same story yearly overhauls are 
recommended for all machines. 
Effective Small Space Advertising 

Mr. Prather has found that 
small advertising space, used con- 
sistently, is much more effective 
than large advertisements used 
only occasionally. 

A three-line classified advertise- 
ment bearing the company’s name 
and address, and announcement 
of new and used machines and 
service, is used every day in the 
year. Every Monday the company 
signature cut is run on a newspa- 
per bargain page, and on every 
Thursday the company runs a dis- 
play advertisement one column 
wide by four inches deep or one 
column by six inches in the regu- 
lar newspaper pages. This carries 
the signature cut, an illustration, 
and several lines of copy. Some- 
times one make of typewriter is 
featured, and again, a list of “spe- 
cials” is announced, or an adver- 
tisement of the service depart- 
ment. 

Another interesting character- 
istic of Mr. Prather’s company is 
discovered in its method of han- 
dling service. Monthly contracts 
are avoided. Mr. Prather says that 
if a typewriter is out of order it 
should be given a complete over- 
haul, which carries a service guar- 
antee of six months to a year, ac- 
cording to the machine over- 
hauled. This covers all service on 
the machine which may be neces- 
Sary during the specified period. 
In this way Mr. Prather’s company 
makes more profit and the cus- 
tomer is better satisfied because he 
pays only for what he gets. 


Cultivate Trade of Strangers, 
Advises Mr. White 


Contact more strangers and 
fewer friends! Such is the selling 
recipe that Mr. White and his staff 
have adopted with success. 
“Friends,” he says, “are good to 
have. We can hardly get along 





SILENCE... 
without SACRIFICE 


This Silent typewriter retains all the 
L C Smith characteristics—easy. nat- 
ural action, interc bie platen. 
type-shift for empitals. ball-beering 
typebars. right or left hgnd carriage 
return: Ap call will bring you a 
trial machine 
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LC Smith 
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NEW AND REBUILT 
CORONA—S. W. Agents—SMITH 
We Buy, Sell, Rent and Repair 

116 Mills St. Main 832 


Sample of Dealer Advertising 


without them. But as sources of 
business, I have not always found 
them lucrative. Over a period of 
some years, I have tried many per- 
sonal contact plans and invariably 
discovered that my highest aver- 
age of sales per number of calls 
comes from total strangers. For 
this reason, I now concentrate my 
efforts on men I have not seen be- 
fore. Most of us contact our 
friends because it is easy and 
pleasant to do so—much easier 
than making cold canvass calls. 
But the thing to consider now is 
how many typewriters a man can 
sell in a day. The number is bound 
to be reduced when several hours 
of the day are wasted in idle con- 
versation. I know in my own case 
that if I go to the bank or into one 
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of the larger buildings, it seldom 
takes me less than an hour to get 
out. A friend calls me and wants 
to talk baseball. Another stops me 
farther on to discuss the political 
situation, and so on. The same 
thing happens when a salesman 
visits the office of a customer he 
knows well. 

“It is easy to conclude that this 
conversation is an essential and 
profitable evil, but is it? I'll ad- 
mit that you have to waste some 
time in getting down to business 
with a man you know. That is the 
very reason I do not call on these 
people any oftener than I have to. 
The most of this trade will come 
in automatically and what little I 
lose through lack of constant fol- 
low-ups is made up many times by 
the immediate sales created 
through contacts with strangers. 

“A typewriter man who has lived 
in a place for many years and 
knows practically everybody has a 
problem to make ‘stranger’ con- 
tacts. My solution has been to get 
out into the ‘sticks’ where I don’t 
know anybody. Like most key 
cities, El] Paso is a center for many 
small towns within a radius of two 
hundred to three hundred miles. 
Some of our best business in recent 
months has come from. these 
places. 

“In a city large enough to justify 
a good sized sales force, the logical 
thing to do if the men are wasting 
too much time with friendly con- 
tact is to switch territories fre- 
quently. 

“In a strange office I have found 
that the best point of contact is 
with the stenographer. I approach 
her first on office supplies such as 
carbons and ribbons and from this 
point I lead up-to typewriters.” 


Sells Portables in Offices 


While the ordinary sales effort 
is of course on standard typewrit- 
ers, Mr. White sells a lot of port- 
ables on his visits to offices. He 
always carries a portable and sug- 
gests its convenience, at the same 
time giving a demonstration. 
Sometimes the office manager of 
the firms being visited travels 
some and needs a typewriter for 
personal use. Again, he may have 
children in school who are in the 
market for a machine. Finally, if 
he or his family aren’t portable 
prospects, the demonstration will 
bring out a tip, perhaps, such as 
the name of a friend who does 
need a portable machine. ‘“Dem- 
onstrations mean more in selling 
portables,” said Mr. White, “than 
any other one thing. Whereas a 
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standard model is strictly a utility 
item, a portable typewriter is a 
piece of sight-sell merchandise to 
a large extent. The average per- 
son is immediately interested in 
the small machine once he puts 
his hands on it. It certainly pays 
to take one along on every call.” 

Mr. White’s plan in canvassing 


a strange towr is simply to go 
down the street making contacts 
with all the sizeable business 
houses. He does not waste time 
picking and choosing, for he has 
found that some of the most un- 
likely appearing places are often 
the best prospects. In each place 
he inquires for leads from other 
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general business establishments. 

If the prospect is at all inter- 
ested, Mr. White attempts to push 
the deal to an immediate close. 
He usually plans to spend at least 
two days in each town so that 
prospects contacted one day may 
have a chance to sleep over the 
purchase. 


Inattention and Walkouts 


IVE years ago—April, 1930, to 

be exact—Office Appliances 
carried the following piece of sage 
advice to stationers in a column 
devoted to repetition of old sug- 
gestions: 

. And this—of which we 
can't be too frequently reminded. 
Have a hard and fast rule that 
every customer who enters the 
store will be promptly greeted even 
if they can’t be immediately 
served. That lack of courtesy 
causes the loss of many customers. 
Most people resent inattention in 
the place they have come to spend 
their money. Last week an old 
customer of a well-known house 
(not in the stationery business) 
received advance notice of a sale 
in one of the departments. 

“He went in to make a consider- 
able purchase. The salesman 
whose name was signed to the let- 
ter was engaged in conversation 
upon subjects unrelated to busi- 
ness. The customer spent ten 
minutes wandering about the de- 
partment in sight of the salesman. 
Becoming impatient, he walked 
out, went to a neighboring store, 
and placed the order there. 

And thus was a walkout created. 

That was five 
years ago and 
the second store 
probably still 
holds the cus- 
tomer’s business 

not through 
any special ef- 
fort of its own, 
but because of 


Apollo Goes Steel. 

The Apollo Sta- 
tionery & Printing 
Company, New 
York City. recently 
installed a com- 
plete set of store 
fixtures manufac- 
tured hy the Art 


the indifference encountered in 
the other establishment. 

Since storekeeping began there 
have been walkouts and reasons 
outlined as their cause. Many 
surveys have been undertaken on 
the question and statisticians have 
attributed this expensive phase of 
business to a dozen reasons. Chief 
among them are: price range too 
high, stock shortage, cut price 
competition, brand not carried and 
stocks jumbled. 

But inattention must rate high 
as a walkout cause. Doesn't it 
stand to reason that a customer 
cannot but leave a store empty- 
handed if he or she never got any 
farther than observing and resent- 
ing an inattentive salesman? 

And here is another factor. Let 
us say that a customer’s resent- 
ment is aroused by something be- 
fore the sale negotiations open. 
Let it be a sticking door, bad 
lighting, a slippery floor or an in- 
different salesman. What happens 
then? 

Shoppers are human. They are 
apt to be somewhat critical of any- 
thing and everything during a 
shopping tour. The crowds irk; 
transportation perhaps isn’t the 





best, and maybe the weather is 
hot. Add to these elements the 
sticking door, plus the inattentive 
salesman, and we have all the in- 
gredients of a lost sale before the 
customer has even made known 
her wants. 

And should the belated atten- 
tion arrive—what then? 

Attempting to sell something to 
that customer would be as profit- 
able as offering hot-water bags to 
Hindus. She is angry and ready 
to find fault. And then, should 
any of the other walkout elements 
arise, there is no possibility of the 
salesman’s ability coming to the 
rescue of the tottering sale. 

Perhaps just a word in the first 
place would have saved the situa- 
tion. There would probably be no 
resentment felt if the customer 
had been greeted politely and 
asked to wait a moment or two. 
There is even a possibility that the 
waiting period would have been 
taken up in an inspection of the 
display cases and a subsequent 
additional sale. 

No stationer can afford walk- 
outs no matter what their cause. 
And the type of cause which 
arouses resentment right at the 
start is the most 
dangerous and 
expensive of 
them all. And 
so inattentive- 
ness on the part 
of clerks cannot 
but be ranked 
high in the per- 
centage of walk- 
out causes. 


Stee! Company, 
Ine. Officials of the 
store said they re- 
ceived scores of 
congratulatory mes- 
sages on the beauty 
and durability of 
the new fixtures. 
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National T’'ypewriter Convention 


T THE tenth annual conven- 

tion of the National Type- 
writer and Office Machine Dealers 
Association held in the Chinese 
Room of The Mayflower hotel, 
Washington, D. C., August 28, 29 
and 30, the following officers were 
elected for the coming year. 

Theodore Schafer, United Type- 
writer Company, New York, N. Y., 
president; C. Elmer Anderson, An- 
derson Typewriter Company, Pasa- 
dena, Calif., vice-president, and 
Elmer Young, Young Office Equip- 
ment Company, Chicago, IIL, 
treasurer. 

The directors of the association 
elected were as follows: 

James P. Ward, Sr., Shipman- 
Ward Manufacturing Company, 
Chicago, Ill.; R. H. Preston, Pres- 
ton Typewriter Company, Knox- 
ville, Tenn.; Harry E. Russell, Of- 
fice Equipment Company, Des 
Moines, Iowa; G. S. Cambias, G. S. 
Cambias Typewriter Exchange, 
New Orleans, La.; W. T. Corney, 
Thomas & Corney Typewriters, 
Ltd., Toronto, Canada; Jack Mit- 
chell, The Mitchell Typewriter & 
Office Equipment Company, Pon- 
tiac, Mich.; W. H. Wolowitz, United 
Typewriter & Adding Machine 
Company, Washington, D.C., James 
Erback, General Adding Machine 
Corporation, Newark, N. J.; Mrs. 
Jessie I. Taylor, Globe Typewriter 
Exchange, New York, N. Y.:; W. F. 
Clausing, International Typewrit- 
er Exchange, Chicago, IIll., and C. J. 
Dean, Dean Typewriter Sales Com- 
pany, Detroit, Mich. 

Kansas City was chosen as the 
1936 convention city. 

William H. Wolowitz, chairman 
of the convention committee, 
called the first session of the con- 








Brief Report Re- 
ceived as this Issue 


Goes to Press 


vention to order. The Hon. Mel- 
ville C. Hazen, commissioner of the 
District of Columbia, pronounced 
the address of welcome. C. Elmer 
Anderson, president of the asso- 
ciation, presented greetings. 

Secretary Casper O. Scott pre- 
sented his report, followed by an 
address by A. B. LaFleur, branch 
manager of the Woodstock Type- 
writer Company, Washington, 
D. C., on the subject “Go-Getting 
vs. Go-Giving.” Following Mr. La- 
Fleur’s remarks came a speech by 
C. P. Garvin, general manager of 
the National Stationers Associa- 
tion, Washington, D. C. 

After lunch James C. Erback, 
president of the New Jersey Type- 
writer and Office Machine Dealers 
Association, spoke on “Portable 
Typewriters.” R. H. Preston, gen- 
eral manager of the Preston Type- 
writer Company, Knoxville, Tenn., 
spoke on “Selling Typewriters for 
a Profit.” 

Wednesday afternoon’s session 
was presided over by James P. 
Ward, president Shipman-Ward 
Mfg. Company, Chicago. Henry 
Simler, president of the American 
Writing Machine Company, New 
York, N. Y., spoke on “Prices and 
Profits.” William Metzger, man- 
ager of the portable division, Royal 
Typewriter Company, told why 
“You can’t lose.” James A. 
Treanor, vice-president of the 
Peerless Key Company, New York, 


N. Y., outlined the subject, “The 
Typewriter Dealer’s Opportunity.” 

The committee in charge did ex- 
cellent work. This committee con- 
sisted of W. H. Wolowitz, chairman 
of the national convention com- 
mittee and president of the United 
Typewriter and Adding Machine 
Company, Inc., Washington, D. C., 
C. E. Bush, chairman of the plan- 
ning committee and manager of 
the General Typewriter Company, 
Washington, D. C., and A. B. La- 
Fleur, chairman entertainment 
committee and manager of the 
factory branch, Woodstock Type- 
writer Company, Washington, D.C. 

The session of Thursday morn- 
ing, was presided over by president 
C. Elmer Anderson. Chester Leas- 
ure, manager, Resolutions and 
Referenda Department, U. S. 
Chamber of Commerce, spoke on 
“Experimentalism.” The other 
speakers included Anton P. Pohl, 
secretary - treasurer, National 
Typewriter and Office Machine 
Dealers of New York. He spoke on 
“Do We Need An Association?” C. 
D. Bills, president, Washington 
Typewriter Dealers Association, 
spoke on “Constructive Selling” 
and Harry E. Russell, Office Equip- 
ment Company, Des Moines, Iowa, 
also spoke. 

The session of August 29 was put 
through in about an hour and a 
half. After Clarence Bills’ re- 
marks, Mr. Anderson called for an 
open discussion on what is best for 
the association. The resolutions 
committee was instructed to pre- 
sent proposals in the morning or 
at noon the following day. 

A full report, including pictures, 
resolutions, etc., will appear in our 
October issue. 





Newly Elected Officers of the National Typewriter & Office Machine Dealers Association 


Theodore Schafer 
President 


C. Elmer Anderson 
Vice-President 


Elmer Young 
Treasurer 
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Dealers Supporting Fair Trade 
Lines 


By Blake Lockard, Secretary, Stationers 


Association of Southern California 


Note.—The cooperation of all manufacturers in the 
field under the California law would, says Mr. Lockard, 
“contribute to the establishment of a normal, economic 
balance, right prices to the consumer, enable the sta- 
tionery trade to pay its bills, pay fair wages for proper 
working hours and proper conditions.” 

We do not recall any requirement in the California 
law affecting wages, working hours and working con- 
ditions. Should improvements in these result from the 
California enactment and similar enactments in other 
it would appear that many national difficulties 
For all such laws cover trading in 


states, 
would be resolved 
very many commodities. 

We incline to the opinion that “Price Maintenance” 
had been a better term than “Fair Trade” to signify the 
laws that have been passed in several states and are 
pretty sure to be passed in some others. For the design 
of these enactments is to stabilize retail prices of all 
commodities at a point which will afford reasonable 
profit for all who produce and distribute them. 

The term “fair trade laws” carries the intimation 
that all who enter into the covenant are fair traders 
while those who for one reason or another do not sign 
the agreements are not fair traders. The mere mention 
of the fact is sufficient. 

Price maintenance is a highly important factor in 
fair trading but it is by no means the only one 
Whether “fair trading” in the full meaning can be es- 
tablished by law is to be determined. Conditions which 
favor one person may put another at disadvantage. 

Elsewhere in this number is an article on certain fea- 
tures of the new laws and on the editorial page is a 
suggestion by a manufacturer well known in the field, 
that has some bearing upon the matter. 


HE stationery industry in southern California re- 

cently made a very practical demonstration of their 
intention to push those lines of merchandise which are 
under the California Fair Trade contract plan. Some 
fifty stationers in southern California made simul- 
taneous window displays of Sanford, Waterman and 
Carter inks and the group of photographs* accom- 
panying this article give some impression of the 
thought and care put into these window displays. Every 
city in southern California was represented in this 
demonstration of support to the Fair Trade manufac- 
turers and the dealers report a great deal of interest 
created through this display program. 

* Note.—Of the two-page plate of pictures referred to 
above, consisting of thirty-four displays of the three 
ink lines, twenty-seven are too small to show the ar- 
rangement effectively. The five of the larger plates 
shown were chosen for the designing of the displays. 

There are other reasons for omitting some of the pic- 
tures. As many other groups are to be similarly grouped 
for future displays, the number of the pictures from 
California alone will run into the hundreds. Moreover, 
if so many displays of three lines were shown in a 
single number, other lines of goods displayed by dealers 
in other towns and cities should receive similar atten- 


tion 
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The Five of the Four Window Displays Referred to in the Ae- 


companying Article Selected for Their Designing. 


In addition to this display of Fair Trade merchandise 
in their windows, many of these dealers displayed in 
their stores the three lines covered by Fair Trade con- 
tracts and suggested and endeavored to sell these inks 
to all customers. This policy is being carried out by 
the industry in southern California with the object of 
increasing the sales of these lines, the prices of which 
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are stabilized through the California Fair Trade act 
and it is the intention of the dealers in this district to 
have these simultaneous window displays and drives 
regularly, covering the various classes of merchandise, 
such as pencils, loose leaf, blank books, and other com- 
modities. Each group will be handled in turn and this 
plan of continuously and aggressively supporting the 
Fair Trade lines will be carried on indefinitely, in the 
hope that ultimately all standard commodities will be 
included. 

The dealers in southern California are enthusiast- 
ically supporting Fair Trade merchandise and are ex- 
periencing a very gratifying volume of business, on 
which they are enjoying a legitimate and proper profit. 

Realizing that they must do their part to receive the 
benefits of this constructive law, these dealers in this 
district are not only demonstrating their faith but, 
reaping in profit, the benefit of that faith. As a result, 
they are urging all manufacturers in the industry to 
comply with the requests of the California stationers to 
stabilize the prices of their various lines under the 
California Fair Trade act and thus make their contri- 
bution toward the establishment of a normal, economic 
balance; the right prices to the consumer and fair 
profit to the dealers. Through this type of operation 
the stationery industry will be rehabilitated, enabled to 
pay its bills, employ its help with fair wages, proper 
working hours and conditions and generally improve 
the outlook for the stationery business. 


The concerns participating in the cooperative displays were Belcher 
& Schacht, Long Beach; Savel Commercial Stationery Company, Los 
Angeles; West Coast Stationery & Printing Company, Los Angeles; 
The Stationery Shop, Alhambra Huling Stationery & Printing Company, 
Los Angeles; Stationers Corporation, Hollywood; Arey Jones Com- 
pany, San Diego; Trasher’s, Pomona; Golden Rule Stationers, Long 
Beach; Stationers Corporation, San Diego; Monrovia Stationery Com- 
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pany, Monrovia; Tiernan-Sanders Company, Riverside; Wolcotts Inc., 
Los Angeles; Carlisle Thompson Company, Santa Monica; J. C. Pack 
ard, San Diego; Pasadena Stationery Company, Pasadena; Bluemel 
Company, Los Angeles; Commercial Office Supply. Company, Santa 
Barbara; Serr Stationery Company, Redlands; San Diego Office Supply 
Company, San Diego; Pacific Coast Publishing Company, Santa Bar 
bara; Atlas Stationers, Los Angeles; J. J. MacGregor, Ventura; Floyd 
Stationery Company, San Pedro; Bands Stationery Company, Santa 
Barbara; Green's, Inc., Long Beach; Industrial Printing Stationery 
Company, Long Beach and Dinwionten Park; Schwabacher-Frey, Los 
Angeles; Grimes-Stassforth, Los Angeles; Stems Stationery Store, Santa 
Ana; Stationers Corporation, Los Angeles and Stockwell & Binney, San 
Bernardino. 
* * * 

Since the bulletin containing the picture of the 
thirty-four windows, some of which are shown here 
and are referred to in the note on the opposite page, 
the Stationers Association of Southern California has 
sent to all its members the following bulletin dated 
August 22 and signed by Blake Lockard, secretary: 

“As you have been informed in previous bulletins, the 
Carter’s Ink Company—Sanford Manufacturing Com- 
pany—L. E. Waterman & Company—and H. Edwards 
Manufacturing Company have cooperated with sta- 
tioners in California by placing their products under 
Fair Trade Act contracts in this state. These contracts 
stipulate resale prices to California consumers. 

“The W. A. Sheaffer Pen Company, of Fort Madison, 
Iowa, have cooperated with stationers for many years 
on a price maintenance program of their own by refus- 
ing to sell to persistent price cutters. In view of the 
fact that for some time they have been before the Fed- 
eral Trade Commission as a result of this cooperation, 
they have felt that it was not wise, indeed imprac- 
ticable at the moment, for them to sign and issue Fair 
Trade Act contracts in California. They have, however, 
quickly extended their cooperation to Iowa stationers 
by issuing contracts under the Iowa Fair Trade Act, 
recently enacted, as their factory is located in that 
state, and their action is, therefore, purely local in 
character. 

“We are explaining this so that you will understand 
why the W. A. Sheaffer Pen Company has not taken 
advantage of the California Fair Trade Act, and so that 
you will continue to extend to them the same support 
you would have extended had they placed their prod- 
ucts under Fair Trade Act contracts in California, along 
with Carter’s, Sanford’s, et al. 

“This bulletin is sent you to correct any possible mis- 
understanding which may exist as a result of the re- 
cently distributed photographic circular of member 
display windows, featuring Fair Trade Act inks and 
adhesives only, and which, therefore, did not show 
Sheaffer products.” 

—_$$$$<>—____— 
NETHERLANDS MARKET FCR DUPLICATING 
MACHINES 


The Netherlands offers an extensive market for low 
price duplicating machines, according to the United 
States Department of Commerce. Approximately 
twenty-five different makes are offered in that market. 
The demand for such equipment originates principally 
with small business establishments, and secretaries of 
sports clubs and other social organizations. German 
manufacturers were formerly predominant in this 
trade, but British, French and domestic manufacturers 
have been competing for the business during recent 
years. 

In view of the recent development of low and medium 
priced duplicating machines in the United States and 
the favorable exchange value of the dollar in relation 
to the florin, the Department of Commerce is of the 
opinion that American manufacturers of such equip- 
ment should be able to develop a satisfactory outlet for 
their product in the Netherlands market. 
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BOSTON STATIONERS PUBLISH DIRECTORY 

Designed for the use of the retail stationery merchant 
and containing a complete list of manufacturers, their 
products and their representatives, a new business en- 
cyclopedia is being prepared by Arthur King, president 
of the Boston Stationers Association. 

In an article published in the N.E.T. Club News, the 
official organ of the New England Travelers Club, Mr. 
King issued an appeal to members of the club to assist 
him in his huge task in order that the directory may be 
published in the early fall. 

For the benefit of those in New England who have 
not received a questionnaire from Mr. King the follow- 
ing information is desired: 

Do you publish a sales manual? Do you have a pre- 
scribed course of training for salespeople? Will you 
conduct sales meetings for individual dealer’s sales 
forces? Have you a special film or other educational 
feature materials? 

——— <j 


HAWAIIAN TYPEWRITER VETERAN VISITS U. S. 

Mr. R. T. Moses, member of the firm of The Moses 
Company, Ltd., Hilo, Hawaii, recently visited the fac- 
tory of the L. C. Smith & Corona Typewriters Inc., at 
Syracuse, N. Y. In the accompanying picture Mr. Moses 


is shown with his automobile, in which he made the 
trip overland from Hawaii to Syracuse. 
the Typewriter City July 16. 

Mr. Moses’ itinerary, after Syracuse, included New 
York, Philadelphia, Washington, Dallas, Fort Worth, 
and El Paso, Texas; the San Diego Exposition, Los 


He arrived at 





Hawaiian Business Man.—Here is R. T. Moses, of the Moses 

Company, Ltd., Hilo, Hawaii, who left his island of the famous 

voleano to come here and visit the Smith-Corona typewriter 

factory at Syracuse, N. Y. The visitor from Hawaii, imported 

the first L. C. Smith typewriter to the Hawaiian Island in 1904 

and later persuaded his brother, E. H. Moses, to take the agency 
for the islands. 


Angeles and San Francisco. He will sail this month 
from San Francisco to Hilo with the United States 
delegation to the convention of the Mystic Shrine, 
which will be held at Honolulu. 

Mr. Moses imported the first L. C. Smith typewriter 
into the Hawaiian Islands in 1904, the serial number 
being 153. He bought this machine for his own use 
and was so well pleased with it that he induced his 
brother, E. H. Moses to take on the agency for Hawaii. 
E. H. Moses was then president of The Moses Company, 
Ltd. This business has held the L. C. Smith agency 
ever since, without interruption. 
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New York Business Show to be 


Outstanding 
A Thousand Guests to be Entertained at 


Luncheon on Opening Day 


A* a result of some splendid cooperative work on the 
part of a number of the prominent firms exhibit- 
ing in the thirty-second annual National Business 
Show, arrangements have been made for a grand 











Thomas J. Watson F. E. Tupper 


luncheon at the Waldorf-Astoria on Monday, October 
14, the opening day of the show. 

This luncheon will be sponsored by the exhibiting 
firms in the show and attended by their executives and 
representatives as well as executives of a large number 
of prominent users of business machines and equip- 
ment. Details and invitation arrangements will be di- 
rected by a committee made up of representatives of 
exhibitors. It is anticipated that more than one thou- 
sand business men will be present at this luncheon. 

Thomas J. Watson, president of International Busi- 
ness Machines Corporation, will preside at the lunch- 
eon and act as toastmaster. Col. E. A. Deeds, chairman 
of the board of The National Cash Register Company, 
will be guest speaker along with one or two other prom- 
inent leaders in American business. 

This get together luncheon is expected to be the 
largest gathering of representatives of makers and 
users of business machines and equipment ever assem- 
bled in the metropolitan area. 

This special interest of the exhibitors indicates the 
spirit that will dominate the forthcoming exposition. 
Another factor which keys up the zeal of Frank E. 
Tupper, president of the National Business Show Com- 
pany, is the fact that the event will mark the twenty- 
fifth anniversary of his connection with the enterprise. 
First as manager and later as owner and chief execu- 
tive. So Mr. Tupper is striving to discover new ways for 
making the satisfaction of both exhibitors and visitors 
equal to his own. In which he is pretty certain to 
achieve success. 

The show will be held in Commerce hall, Port 
Authority building, Eighth avenue and Fifteenth street, 
New York, and will continue for one week. Besides the 
variety of exhibits, visitors will be impressed with the 
extensive displays of the companies whose lines are 
composed of a number of units. 
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Absence of Sales Pressure Best 
System in Typing Classes 


California Firm Avoids Asking Students 
to Buy 


helene classes bring the best results in the way of 
typewriter sales and general favorable publicity if 
all hint of sales is banished. The typing student must 
not get the impression that the free classes conducted 
under the auspices of a typewriter and office appliance 
store are bait for later sales aggression. 

This is the statement of Bob Fernandez, vice-presi- 
dent and general manager of the R. A. Tiernan Type- 
writer Co., Inc., Santa Ana, California, a company oc- 
cupying a new store there and operating three other 
stores in southern California. Three of these stores 
have made use of the typing class idea to make con- 
tacts, an average group of 250 receiving instruction in 
each of three of the stores. 

The main store at Santa Ana is drawing its students 
from every part of Orange County. The ages vary 
from seven to sixty-five years with the majority of 
entrants between the ages of fifteen and thirty-five. 
The classes average forty per cent male and sixty per 
cent female in each of the three stores using the plan. 
Approximately fifty are enrolled in each two-hour class. 
Four classes are conducted each Saturday. 





New Store of R. A. Tiernan, Inc., Santa Ana, Calif., Where 
Typing Classes Were Held. 


“The method has proved a remarkable way of con- 
tacting a large numer of prospects in a short time,” 


says Mr. Fernandez, “and is one of the best friend 
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builders we have tried. The cost is not large in pro- 
portion to the number of contacts made. One good 
advertisement brought in the 250, our full quota for this 
Santa Ana store, in three days. After that the students 
themselves have been all the advertising needed. 


Is Public Service 


“We have been especially careful to show the public 
that this is in the nature of a public service. Home 
work is assigned for practice between classes and we 
have been careful to advise the students to get by as 
economically as is possible during the eight weeks of 
the course. We have advised them to borrow or rent 
typewriters, and have not advised any of them to buy 
one now. 

“The result has been the good will of everyone. 

“There can be little doubt that when all the begin- 
ners who are learning typing scientifically in our stores 
go out into the world they will tell about us for we 
have not allowed their confidence to be imposed upon. 
Immediate sales where the students have taken the 
initiative have been encouraging in number, however. 


Learn Their Status 


In these classes the status of the student is of course 
thoroughly learned and catalogued. The general con- 
versation brings out many points and leads to discovery 
of prospects among friends. When a student has fin- 
ished the eight weeks the store management has a 
complete picture of the student’s financial condition, 
ambitions and intentions, likes and dislikes, in the mat- 
ter of office supplies, and has booked information 
otherwise impossible to obtain. “However,” says Mr. 
Fernandez, “an open effort to sell a typewriter to a 
student would in many cases not only scare the student 
away prematurely but would immediately dry up the 
sources of information. Two of our employees work 
with the teacher in these classes. 

“The result of our complete banning of high pressure 
in these classes showed up tangibly when we discov- 
ered that practically all of the flowers sent to our grand 
opening came from those to whom we sell and not those 
from who we buy. 

“The plan is used in co-operation with the Reming- 
ton Typewriter Company, and our store has a large 
upstairs room which has been modeled into an ideal 
school room.”—JET 

—_—-—_—~<>_-—- — 


AIGNER ISSUES NEW CATALOGUE 


The G. J. Aigner Company, 503 South Jefferson street, 
Chicago, recently announced the completion of a new 
catalogue completely listing and describing the many 
products of the company sold through the retail sta- 
tioner. 

The catalogue, it was reported, is fully illustrated and 
incorporates many new features which will be of serv- 
ice not only to the buyer but to the retail salesman. 
Copies of the catalogue, which also describes the Aigner 
Company’s special work service, may be obtained by 
writing to the headquarters of the firm. 


a 
HANO ANNOUNCES “UPRIGHT” LOOSE LEAF LINE 


The Hano Paper Corporation, Long Island City, N. Y., 
recently announced a new line of loose leaf ring books 
to be marketed under the name “Upright,” for which 
exclusive dealer franchises will be arranged shortly. 
The new line, it was said, will give the dealers a good 
mark-up while the quality and price assure a large 
volume turnover. 
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SHEAFFER'S NEW FOUNTAIN PEN DESK SET 

Created to overcome the “over-night drying out” dis- 
agreeable feature of former sets, a new dry-proof socket 
has recently been invented and applied to its products 





GOLD 
PEN POINT 


Above illustrates dry 


Pen. 
Pen in free-fitting position and (right) 


Sheaffer's Dry-Proof Socket 
proof socket: (Left) 
firm-seated position. The locking finger is shown (1) 
engaged seat (2) and forms airtight compartment for gold nib. 


as it 


by the W. A. Sheaffer Pen Company, Fort Madison, 
Iowa. 

As shown in the illustration the socket has a sleeve 
which is engaged by a key in the desk pen. Turning 
the pen only a half turn to the right causes the sleeve 
to move downward in the socket. This effectively 
blocks out the air from the point. A half turn to the 
left again releases the pen for action. 

Another feature of the invention is that it completely 
eliminates the possibility of the pen falling from the 
holder once the half turn has sealed it in the socket. 

The new sets are made in several new designs se- 
lected from prize-winners in art school competitions 
and from some of the foremost designers in the coun- 
try 
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TWO-LANGUAGE USED TYPEWRITER APPEARS 

A modernized Remington typewriter upon which can 
be written the Hebrew and Jewish languages. That is 
the new offering of the Typewriter Circle Company, 
New York City. 

The company, in its announcement, declared the 
two-language typewriter can be supplied select rough, 
re-conditioned or 100 per cent rebuilt, with a combina- 
tion of Jewish and Hebrew keyboards. These type- 
writers are so equipped that both languages may be 
written on the one machine. 

Dealers in America and abroad may obtain additional 
details and prices by writing the company at 359 Broad- 
way, New York City. 

GE HAS AIR-CONDITIONING MACHINE FOR 
OFFICES 

A self-contained air-cooling unit for offices, which 
operates on an ordinary 110-volt A.C. light circuit, has 
recently been manufactured and placed on the market 
by the General Electric Air Conditioning Institute, 
Bloomfield, N. J. 

The new unit, which is itself air-cooled, does not re- 
quire a special power line, water supply nor drain pipe 
connections. It operates by a simple adjustment of its 
intake air channels to the bottom of a window and 
plugging it into the nearest electric light socket. 

According to engineers of the company, the unit, 
which may also be used in board rooms, hotel rooms 
or the various living rooms of the home, cools, dehu- 
midifies, cleans and circulates 275 cubic feet of air per 
minute, and has a cooling capacity nearly equivalent to 
the melting of a half ton of ice per day. 

oe 
NATIONAL’S NEW LEGAL PAD 

A new “Tumbler” legal pad, known as the No. 3011T 
has recently been placed on the market by the National 
Blank Book Company, Holyoke, Mass. It is said to pos- 
sess several new and convenient features created for 
the benefit of legal establishments. 

Bound in coiled wire the sheets come fifty to the pad 
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New National Legal Pad 


The coiled wire permits 
Stiff top 


and are size 8'5 x 14 inches. 
the easy turning of sheets which lie flat. 
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and bottom covers prevent curling, soiling and waste. 
Tumble head ruling permits continued writing on both 
sides of the sheet until brief is completed. 

The sheets are made of green-white “Eye-Ease” pa- 
per and are said to be glare free and easy on the eyes, 
while the new tumbler binding holds them in consecu- 
tive order as written without danger of disarrangement. 


a _ 


DORSON’S NEW MODEL TIME STAMP 

A new and improved model of the “Dorson, Junior,” 
time stamp has just been completed and placed on the 
market by the Dorson Time Instrument Company, 605 
West Washington boulevard, Chicago. 

While still retaining the working principles which 
have featured Dorson time stamps for many years, the 
new stamp has several additional features as a result 
of research work of Dorson engineers. 

The new model is equipped with a beautiful dial, and 
white numerals against a black enamel background. 
It has nickel-plated hands which blend with the body 








Dorson Jr., Time Stamp 


of the machine while the case and base is finished in 
brilliant chromium. 

Among the other features of the time stamp are the 
following: a durable and accurate forty-hour lever 
clock movement assembled in a sturdily-built shock- 
proof unit, the printing dial and type arranged so that 
they do not touch the ink pad when not in use, and a 
new and simple wheel method of changing or setting 
the date. 

> 


MASTER GRADE UNDERWOOD REBUILT HAS 
NEW FEATURES 

The Wholesale Typewriter Company, New York City, 
has developed a Master Grade Underwood rebuilt type- 
writer in which are embodied several new and up-to- 
date features. 

The Master Grade machine, according to officials of 
the company, is now equipped with a new and modern 
finish, chromium-plated parts, optional crackle finish 
or plain front plates, and white or black keyboards. 

Further details of the machine may be obtained by 
writing the Wholesale Typewriter Company, 155 Sixth 
avenue, New York City. 
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AUTOMATIC MODEL SPEED-O-PRINT ANNOUNCED 

The Speed-O-Print Corporation, 180 West Washing- 
ton street, Chicago, has placed on the market a new 
model rotary stencil duplicator featuring automatic 
feeding. The new machine is simple in construction, 
all gears and complicated mechanisms virtually having 
been eliminated. It will handle all sizes of sheets from 





Automatic Speed-O-Print 


postcard to legal size. Efficiency and speedy work are 
assured by accurate registration, a reliable stripping 
device and adjustments for raising or lowe~ing of print 
and for varying thicknesses of stock. The machine has 
a speed of 5,000 impressions per hour. 

One of the principal features of the automatic-feed 
model is the new method of operation for the feed arm. 
This arm lifts up and goes back to the position to feed 
without sliding over the impression paper, thus elim- 
inating any feathery reproduction. 

The automatic model retails at $32.50 and is said to 
be the lowest priced automatic duplicator in the world. 

The Speed-O-Print hand feed model is a full size 
rotary stencil duplicator, having practically all the 





Handfeed Speed-O-Print 


features of the automatic model with the exception of 
the feeding device. It weighs only fifteen pounds and 
like the automatic model is of modern streamline con- 
struction with a crackle-finished chassis and nickeled 
parts throughout. The hand feed model retails for 
$22.50. 


——_—_ <> 


“O. P. C.” OFFICE CLEANER 

The Office Produce Company, 123 West Madison 
street, Chicago, Ill., is marketing the “O. P. C.” cleaner 
for office machine cleansing. It was compounded pri- 
marily for cleaning all parts of typewriters and other 
office machines. When used on the platen it cleanses 
and prevents the slipping of paper, and aids in pre- 
serving the life and resiliency. Machine type is cleaned 
easily, removing all lint and accumulated dirt. “O. P. 
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C.” is effective in cleaning office machines and rubber 
stamps. 

The manufacturer claims that this new product con- 
tains nothing injurious to any part of the typewriter 
enamel, bright parts, or rubber; it dries almost simul- 
taneously after use. 

> 
SENGBUSCH ANNOUNCES NEW LINE 

A new line of desk sets has recently been created and 
placed on the market by the Sengbusch Self-Closing 
Inkstand Company, Milwaukee, Wis. The new articles 
are described as the metal Dip-A-Day sets. 

Modern in design, the new sets are finished in chrome 
with black, red or green enamel trim. They come com- 
plete with stainless steel pens and are available, at a 
slightly higher price, with fourteen-karat gold iridium- 
point pens. 





One of Many New Sengbusch Models 


The inkstands used in all sets are the Sengbusch 
self-closing No. 73, made of hard rubber. They are also 
trimmed in chrome to match. Each set, as an addi- 
tional selling feature, is attractively boxed and covered 
with silver-striped green or red paper, with a silver- 
coated fitted mat. The company is also furnishing a 
tasteful counter or window display called the “Dis- 
player.” 

ae 
AIR CONDITIONER USES WATER 

A new air-conditioning machine, known as the Miller 
Conditionair, which is operated by being attached to 
the air circulating water supply of a building, is offered 
by J. H. Miller, 515 Van Nuys building, Los Angeles. 

The machine, which in appearance is similar to a 
radio cabinet, utilizes hot water for heat and cold water 
for a lowered temperature. The air is drawn into the 
machine from a window, circulated over pipes cooled 
or heated with running water, and distributed into a 
room by a 1/20 horsepower centrifugal fan driven by 
a water-cooled induction motor. Humidity is reduced 
by passing the air around the cooling coil. 

The air is washed by circulating it through a fine 
spray and filtering it through a wool filter. Vitiated 
air passes out through a series of shutters at the top 
of the window.—JET 

' ai 
MADAME BUTTERFLY RIBBON IS HERE 

A new unit of the Miller Line of the Miller-Bryant- 

Pierce Company, Aurora, IIl., which has recently made 





OFFICE APPLIANCES 


its appearance is the Madame Butterfly silk typewriter 
ribbon. 

Guaranteed to be of pure silk, the new ribbon is said 
to produce a perfectly even and uniform writing on the 
typed page. Although it is of a thin, smooth fabric, its 





New M-B-P Silk Ribbon 


manufacturers claim for it a notable endurance under 
severe writing conditions. 

A special feature of the new offering is the dainty 
container in which the ribbon is marketed. These 
boxes are enameled in Chinese red, gold, black and 
white, with no printed matter whatever on the cover. 

Likewise, the carton, containing twelve ribbon boxes, 
is similarly decorated and strongly constructed, making 
an ideal gift or handkerchief box. 


> 


THE “3” CUTTER MAKES APPEARANCE 


A new and handy cutter, known as the “3” because 
it may be adjusted to that number of positions, has re- 
cently been placed on the market by the Arr-Bee Sys- 
tem, Los Angeles. 

The little instrument, no more than two-and-one- 
half inches at its widest point, is of non-rusting alumi- 
num alloy and is exceedingly light. It is composed of 
two pieces which can be clamped together and between 
which is placed a safety-razor blade to furnish the cut- 
ting edge. 

Operated in one position the device becomes a cut- 
ter and trimmer; in another, it is a scraper or skiver 








The “3” Cutter 


for skiving leather. The third, or safety position, cov- 
ers the cutting edge, making the instrument safe for 
pocket or purse. A principal feature of the cutter, it 
is said, is its ability to cut anything from tissue to ten- 
ply card in one stroke, and it is particularly adapted 
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to artists for what they describe as a “flowing” cut. 

The “3” is expected to be marketed principally 
through stationers, one such firm having recently con- 
tracted for the distribution of the cutter in the state 
of California. 

Further details of the “3” cutter may be obtained by 
writing to the Arr-Bee System, industrial designers, 
1919 North Van Ness avenue, Los Angeles. 


> 
FOUNT-O-INK WRITING SET 


A combination of a pen equipped with a special feed 
for holding ink and a base carrying an ink supply bottle 
is offered under the trade name “Fount-O-Ink” by 
Martin J. Bacon, 815 S. Hill street, Los Angeles, Calif., 
as general sales agent. 

As is apparent in the accompanying illustration, the 
main supply of ink is retained in the bottle which is 
screwed in an inverted position in the base of the set. 





Fount-O-Ink 


A capillary feed rod in the bottle is positioned so as to 
control the flow of ink into a reservoir well in the base. 
When the pen is placed in the aperture of the base, it 
seals the ink supply against evaporation and dirt. The 
nib rests in the ink. A special feed fills by capillary 
attraction while the point is in the ink, permitting 
writing a page or two of copy without dipping. While 
the idea of the feed of the pen holding ink is not new, 
the combination with sealing of the ink is an innova- 
tion. 

Fount-O-Ink sets are made in two sizes, one for a 
two ounce bottle of ink and the other for a four ounce 
bottle. Each size is offered in the following combina- 
tions: Jet black base with black Pyralin bottle cover 
and pen holder, and jet black base with Burgundy or 
green Pyralin bottle cover and pen holder. The points 
are stainless chrome steel or Duragold as desired. 


ee —— 
INTRODUCING FOLIOFIX 


Something new in the way of a filing device has 
just been announced by J. H. Raeder, of Niteroi, Est. 
Rio, Brazil, inventor of the article which he has named 
the Foliofix. 

While the official description of the Foliofix is some- 
what complicated, the accompanying diagram shows 
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the device to be of simple construction. It is merely a 
clip capable of holding fifty or more sheets of paper 
in book form. The pressure necessary to hold the 
papers is provided by a second clip which fits over 
the first one and, being of spring construction, gives 
sufficient tension to form the needed grip. 

Among the advantages claimed for the Foliofix are 





Foliofix Filing Device 


that it cannot crinkle, fold, pierce or tear papers to 
which it is attached, and does not break or spring out 
of shape despite constant removal and replacing. 

In a letter to Office Appliances, Mr. Raeder said he 
is anxious to communicate with anyone in the United 
States who might be willing to aid him in marketing 
the article. 


— a ae — 
MINIATURE GREEN EDGE FILE 


C. L. Barkley & Company, 517 South Jefferson street, 
Chicago, are distributing to the stationery trade small 
demonstration samples of the improved “Green-Edge”’ 
storage file. The sample is only 3 x 5 x 11 in size and 
is a neatly-compact item to show to prospects and cus- 
tomers. 

An attractive label on the inside of the lid carries a 
description of the chief features of the “Green-Edge” 








Miniature Green-Edge File 


together with special information, standard sizes and 


price lists. 
Dealers wishing to secure one of the novel display 
cases may obtain them by writing the Barkley Com- 


pany. 
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TYPEWRITER WITH THREE PHASE SPACING 

Burghagen’s Zeitschrift fiir Biirobedarf, Hamburg, 
Germany, reports some details of a typewriter manu- 
factured by the firm of Seidel & Naumann, Dresden, 
Germany. 

This is a radical departure from standard construc- 
tion, as instead of uniform spacing of the type charac- 
ters, these are variable, according to the breadth of the 
type face. The mechanical details have been worked 
out so that with ligatured characters—those carrying 
double characters on a single type bar—the machine 
compensates automatically for the variation in breadth 
of the character, both with regard to the horizontal 
distance from the preceding character, and that of the 
following character. It will be noted that German 
typewriter type, as well as German printers’ type, uses 
the archaic long or double “s,” as well as the ligatured 
“ch,” etc. The English printers’ type has a parallel in 
the ligatured “fl,” and “ffi.” 

“Lean” characters such as “i,” “j,” and “1,” on the 
new machine are spaced about one millimeter; broader 
or “fatter” letters like “w,” and “m,” occupy a space 
of about three millimeters. Still other characters of 
normal width, as “n,” occupy a space of about two 
millimeters 

A Chicago typewriter mechanic of German extrac- 
tion analyzes the new machine as having several racks, 
which are brought into action automatically as the 
keys are struck. 

The manufacturer of this typewriter states that it 
is the only machine made with three-phase spacing. 
The Varityper, made by the Ralph C. Coxhead Corpora- 
tion, 17 Park Place, New York, N. Y., has this faculty; 
its operation serves to print the characters uniformly 
with more or less space between the letters. A shift 
device provides for the change in space between let- 
ters; that space is uniform on all letters, dependent on 
the amount of expansion or contraction desired, and 
is not affected by the “leanness” or “fatness” of the 
type. The most important advantage of the Varityp- 
er’s adjustable spacing device is to permit condensing 
the matter written on the horizontal line to economize 
space in instruction books, or to condense tabular mat- 
ter for the planographic process. 

The typewriter world will watch the further devel- 
opment of the new German machine with interest. 
There are revolutionary changes in prospect should the 
innovation find a responsive market. 

_ 
STRETCHING LACQUER IS DEVELOPED 

Said to rival the flexibility of live rubber, a new lac- 
quer coating has recently been developed by the 
Roxalin Flexible Lacquer Company, Elizabeth, N. J. 

A test of the lacquer was made, according to the com- 
pany, by applying the liquid to a section of live rubber. 
Although the rubber was stretched to the breaking 
point, the lacquer failed to chip or become brittle and 
snap off, it was said. 

The new lacquer coating can be supplied in clear and 
aluminum color and may be applied by dip, brush or 
spray gun. _ 

PAWNBROKERS IN GERMANY WANT PORTABLES 

According to Papier Zeitung, German pawnbrokers 
are discouraging loans on standard typewriters. The 
portable machines are taken in on loans, but corre- 
spondence machines are declined. 

> 
SWITZERLAND CHANGES TYPEWRITER DUTIES 

The Swiss government has set the duty on type- 
writers and parts at 500 Swiss francs per 100 kilograms. 
Our information comes from Biiro-Bedarf Riindschau. 
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BETTY JEAN SEYMOUR GOES TO PARIS 

Betty Jean Seymour, daughter of Mr. and Mrs. Fred 
P. Seymour, sailed for Paris on the twenty-fifth of 
August, where she will spend her junior year at the 
Sarbonne, specializing in languages and ancient his- 
tory. Miss Seymour takes the trip and the work as a 
member of the “Delaware Group.” 

Dorothy Seymour has entered the University of Ari- 
zona. 

The Seymour children run true to the traditions of 
their strain of British blood from the “Horder” source. 
Some one in pleasant spoof of the British inclination 
to travel has expressed it thus—“if there’s a place far 
away, let’s go there.” 

We venture the prediction that “Dorothy” and “Betty 
Jean” by way of maintaining the Horder-Seymour fam- 
ily tradition, will give good account of themselves in 
their respective schools. 
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Fountain Pen a Prop in Motion Picture.-A debate over the 
origin of fountain pens on the “Way Down East” set at Fox 
Movietone studio started when some one said they were out of 
order in a picture dated 1890. The research department of the 
studio discovered that L. E. Waterman obtained a patent on his 
first pen in that year, but that a pen with ink contained in a 
quill handle was originated in the seventeenth century. 
Fountain pens were in use as writing instruments many years 
before 1890, the year that the Waterman pen, a great improve- 
ment over fountain pens in existence up to that time. was pat- 
ented. Turning the pages of a single issue of the American 
Stationer in 1889 we encountered the advertisements of the fol- 
lowing fountain pen manufacturers: Aikin, Lambert & Com- 
pany; J. F. Bogart; Caw’s Ink and Pen Company: The Cross 
Pen Company; the John Holland Gold Pen Company: J. UIlL- 
rich & Company, and Paul E. Wirt. Going back to 1885, the 
year the Wirt patent was granted, the advertising pages reveal 
announcements of the Gollner Manufacturing Company, the 
Howard Pen Company and the Yale Fountain Pen Company. 
In the famous case of Wirt versus The American News Com- 
pany in 1896, the latter company in its evidence cited a patent 
granted to A. F. Warren on December 23, 1856, “for an im- 
provement in fountain pens.” 
i 

GERMANY’S TYPEWRITER EXPORTS INCREASING 

The exports of typewriters and calculating machines 
from Germany the first half of 1935, especially type- 
writers, have shown a marked increase. Portable type- 
writers have shared in the improved status of the Ger- 


man typewriter export trade. 
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Air - Conditioned 
Stationery Store for 
Chicago Loop. 

This modern estab- 
lishment was re- 
cently opened by 
Cameron, Amberg 
& Company, pio- 
neer stationers and 
printers, in the 
Field building, 142 


CAMERON, AMBERG SETS PRECEDENT WITH NEW 
AIR-CONDITIONED SHOP 

One may now purchase almost any kind of merchan- 
dise in comfort in the hottest weather in air-condi- 
tioned stores—stores with uniform temperature and 
humidity; why not stationery, printing and office sup- 
plies? With this thought in mind, Cameron, Amberg 
& Company, Chicago stationers and printers since 1870, 
have opened just such a store at 142 South Clark street 
in Chicago’s newest skyscraper, the Field building—an 
air-conditioned establishment combining comfort, con- 
venience and beauty. 

Its restful grey walls are relieved by touches of vivid 
red. Latest type indirect lighting fixtures give perfect 
visibility without eyestrain. The ceiling is white, 
striped in red, and the grey shelving is relieved at sev- 
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South Clark street, 
one of Chicago's 
modern sky- 
scrapers. Lower 
picture shows sec- 
tion devoted to 
printing customers. 
The entire shop is 
modernistic in de- 
sign and air-condi- 
tioned throughout. 


eral points with built-in glass display cases, gaily lined 
in red. 

A. A. Amberg, the present head of the company, 
states that this store is to be devoted entirely to retail 
selling of stationery, printing and office supplies. 
Ample space has been secured in the lower arcade for 
the company’s general offices, accounting department, 
stock rooms and other activities. 

— -—~ > - 
CAMPBELL TO REPRESENT “ELSIE” AT 
YOUNGSTOWN 

A. C. Campbell, well-known in the field for a number 
of years, has been appointed to represent L. C. Smith 
& Corona Typewriters Inc., at Youngstown, Ohio. Ac- 
cording to A. J. Brewster, advertising manager of the 
company, Mr. Campbell will operate under the Cleve- 
land office. 


PERSONAL 
FILE 


Symmetrical Dis- 
play.—?'nis display 
of Green Edge 
Period files was re- 
cently shown in the 
windows of the 
Marshall - Jackson 


Company, Chicago. 





This popular sta- 
tionery item is 
manufactured by 
C. L. Barkley & 
Company, 517 5S. 
Jefferson street, 
Chicago. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, ts the 
authorized representative of Office Appliances in the 
British Isles. 


London, August 10, 1935. 

7a.m. Iam writing this in a tent in my garden. It 
is a glorious summer morning. For several weeks now, 
we have had more or less continual sunshine. The 
holiday spirit is abroad. Folks are enjoying themselves. 
Bank note circulation is considerably increased. Un- 
employment is still further down. The near future 
offers excellent prospects. 

I haven't met a pessimist for a long time. I suppose 
all the present conditions set out in the first paragraph 
have contributed to the very cheerful atmosphere 
which abounds in business and private life. In a de- 
tached sort of way, we are aware of and concerned with 
the trend of affairs in the Mediterranean, but for- 
tunately, or unfortunately, few people stop and think 
as to the possible re-action of any conflict on the 
European situation. Let us hope that matters are 
peaceably settled by arbitration and not by war. 

Being a holiday month, there have been practically 
no “official” activities during the last three or four 
weeks. The usual monthly luncheon of the Office Ap- 
pliance Trades Association was not held, and one con- 
tinually hears of various executives being away on 
holiday. As a matter of fact, a week or so ago, the 
association tried to arrange a golf tournament amongst 
members of the association, but they had to call it off 
through lack of support. Many executives were away, 
and the few left were short-handed and therefore too 
busy to play even golf. 

There have been two interesting incidents since I 
last wrote. Messrs. Block & Anderson, who market the 
“Ormig” and “Brunsviga” amongst other office equip- 
ment, have just moved into new premises. Knowing 


the directors very well, they will not mind we adding 
that it was about time! Their previous accommodation 
was far too limited for both showroom display and 
office staff, but their new premises provide them with 
ample room for present needs and for expansion for 
some time to come. The directors marked the occasion 
by a very well arranged and cheerful “house warming.” 
They had along the band and catering staff of the 
Hungaria restaurant and did the job exceedingly well. 
They must have had three or four hundred guests one 
way and another during the afternoon. One could 
appear intelligent and businesslike and take a serious 
interest in the fine array of office machines in their 
showroom on the ground floor, or one could admire 
the luxurious comfort of the directors room and the 
board room, or finally on the top floor partake of a 
wonderful array of refreshments. Conversation in the 
various groups at individual tables was punctuated by 
the cheerful and sometimes “wild” nature of the Hun- 
garian musicians. Mr. Anderson, Mr. W. E. Block and 
Mr. Edgar Smith were making folks feel at home by 
moving from table to table, and altogether there was 
a delightful air of informality and no speechifying. 

Unfortunately, the chairman of the association, Mr. 
E. C. Rylands, had been called out of town, so that his 
place was taken by Mr. W. E. Desborough, O. B. E., im- 
mediate past chairman. Amongst others in the crush, 
I noticed Mr. Joseph Halsby, Hon. Secretary of the 
O. A. T. A., Mrs. S. E. Elliott, the assistant-secretary, 
Mr. A. C. McLellan, exhibition director of the associa- 
tion, and in fact nearly all the well known figures in 
the trade. 

This company is to be congratulated upon their con- 
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tinued progress and for their courage in taking such 
fine big premises in which to conduct their business. 

Another combined social and business event was the 
first of a series of visits to factories of members of the 
association. It had been suggested that it would be 
a good thing if the association arranged parities to the 
factories of other members. The initiative was taken 
by Addressograph-Multigraph, Ltd., who issued through 
the association, an open invitation to all and sundry 
to visit their fine works. Considering the number of 
absentees on holiday, the party of twenty-four was 
quite a good one. The association’s party was led by 
the chairman, Mr. E. C. Rylands, and was received by 
Mr. A. R. Porter, the managing director of Addresso- 
graph-Multigraph, Ltd. We were conducted in small 
parties round their fine factory and eventually arrived 
at their canteen for a very welcome cup of tea, for it 
was a hot day. After partaking of the excellent fare 
provided, Mr. A. R. Carruthers, general sales manager, 
thanked the visitors for coming out to see them and 
presented each one on behalf of the company with a 
souvenir in the way of a very attractive ash tray. Their 
premises already occupy nearly 51,000 square feet of 
space and they have just started an extension which 
will bring this up to nearly 64,000. After being thor- 
oughly refreshed with the rest and entertainment, we 
returned to town just in time to sign our letters. I 
might mention that for the benefit of those who had 























The New Showrooms and Offices of Block & Anderson, Ltd. 
London, England.—One of the largest office equipment estab- 
lishments in Great Britain. 


not their own cars, Mr. Porter had provided a number 
of Daimler saloons, so that everyone travelled the seven 
miles of out town in comfort. 

Amongst Executives known to some of your people 
I noticed Mr. A. G. Stiles, managing director of L. C. 
Smith & Corona Typewriters, Ltd., Mr. Edgar Smith 
and Mr. W. E. Block, directors of Block & Anderson, 
Ltd., Mr. S. J. Love, director of Halsby & Co., Ltd., 
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Mr. A. C. McClellan, exhibition director for The Office 
Appliance Trades Association, and Mrs. S. E. Elliott, 
the assistant secretary of the association. 

It is very gratifying for us to read over here of more 
cheerful reports of prospects in U. S. A.. It would 
seem that the many new experiments and ideas that 
have been tried out by your president during the last 
few years are now adjusting themselves to practical 
economics and finance. We must not forget, that the 
prosperity of England is very largely dependent upon 
your prosperity, and we hope the slow but sure success 
you are meeting with is real and not artificial—VEJ 

—_—~<_——_ 
FAIRS AND EXPOSITIONS 

La Revue de Bureau commented on fairs and exposi- 
tions, noting that in spite of the restrictions which the 
economic situation imposes the organizers of fairs and 
expositions testify to an increase in the number of their 
exhibitors. 

From the managers of large French exposition enter- 
prises we have received data and can give encouraging 
confirmation. 

So far as concerns the fairs and expositions at Paris, 
Lyon, Bordeaux, Lille, Milan, Brussels and Leipzig—to 
mention only these among the most important—the 
number of exhibitors is greater than during the course 
of the past years. 

The Paris fair of 1935 gathered together 8,200 com- 
mercial and industrial exhibitors. This fair has the 
attraction of a universal exposition, for there one sees 
the sections of many foreign countries—above all, of 
Europe. Already Japan is there, and tomorrow there 
will be the United States. No one could dream of be- 
ing able to visit the more than 8,000 exhibitors, and of 
interesting himself in all sorts of industries; so the fair 
has established sections which group certain businesses 
and industries. So it is that furniture has one large hall; 
the radio industries another, electricity, still another; 
and so on. Office equipment likewise has its own par- 
ticular hall. Typewriter exhibitors are gathered to- 
gether under a single classification. Visitors could not 
pretend to see everything in the fair, but may go to 
those halls specializing in the industries to which the 
particular visitor is interested. 

However, we have seen large houses taking a par- 
ticular booth in the section of other industries, be- 
cause they believed that the visitors to the exhibit of 
that particular industry would be more easily attracted 
by office appliances, which were shown close together 
with machines of an entirely different category. 

—_ ~<a 
APOSTOLIC NUNCIATURE ORDERS L. C. SMITH 
MACHINE 


The L. C. Smith & Corona Typewriters Inc., has re- 
ceived a letter from its representative at Warsaw, Po- 
land, Teofil Glocer, stating that he has sold a L. C. 
Smith model 9/14 inch, to the Apostolic Nunciature. 
Mr. Glocer enclosed a copy of the official certificate, a 
translation of which follows: 

“One American typewriter, L. C. Smith model 9, with 
a carriage of fourteen inches ordered by the Apostolic 
Nunciature in the firm Teofil Glocer, sole representa- 
tive in Poland, designed for the personal use of His 
Excellency Apostolic Nuncio X. Francois Marmaggi— 
June 12, 1935.” 

—_—_~>—__——_ 
BUSINESS SHOW AT FRANKFURT 

A business show for manufacturers of Southwest 
Germany will be held at Frankfurt a. M., October 12 to 
20. The displays will be made in the Frankfurt “Fest- 
halle.” 
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MAGOWAN, OF LONDON, TAKES NEW QUARTERS 

Coincident with the appointment of Sir E. Fairless 
Barber as a director of the firm, Magowan & Company, 
Ltd., London, England, has recently moved to new 
quarters at 7-8 Stationers Hall Court, London, E.C. 4. 

The move was made necessary by continued increases 
in business which officials of the company declared 
have maintained a steady upward trend over a period 
of several months. 

Among the American lines carried by the Magowan 
Company are those of the Bates Manufacturing Com- 
pany, New York 

an 





Noted Swiss Chef Praises Royal.-This is Michel, noted as 
the best cook in Switzerland and owner of the oldest res- 
taurant in Zurich. The interesting notation which he placed 
on the photograph before presenting it to a Royal repre- 
sentative, reads: “To the Royal typewriter, which is as good 
as my food, Ch. H. Michel.” In view of Mr. Michel's record 
this is lavish praise, indeed. 
> 
LACKED TYPEWRITER—LOST BRIDE 


The Booksellers, Stationers and Fancy Goods Jour- 
nal of Melbourne, Australia, quoted George R. Sims, a 
noted dramatist, who regretted that the typewriter had 
not been invented in his young days. “Had it been, I 
would have been happily married. As it was, I indited 
a love letter to my fiancee, and the attempt to decipher 
brought a mental breakdown and a trip abroad, where 
she met someone who wrote a proposal she could read, 
and she married him.” 





> 
AUTOMATIC OILING FOR TYPEWRITERS 

Sparwirtshaft (Vienna) reports that a French me- 
chanic has invented an automatic lubricating device 
for typewriters. Once a month the typist presses a 
button, which serves to oil all parts of the typewriter. 
The lubricant is scented. 

The editor questions if the typist using this device 
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alone for oiling, will be able to nurse a typewriter into 
lively action. The thought is expressed that regular 
attention on the part of the typewriter mechanic may 
well be continued. 
~_ 
DUTCH ASSOCIATION HOLDS EXHIBITION 

Featuring an imposing array of American-made office 
machines and other articles, an Efficiency Exhibition 
will be held at Amsterdam, Holland, September 12 to 
19 under the auspices of the Dutch Association of Im- 
porters and Manufacturers of Office Machines. 

According to D. I. Cardozo, secretary of the associa- 
tion, the exhibition will be held in the Bellevue building 
in which space has been rented by nearly two score of 
the country’s leading office equipment firms. 

Among the companies which will occupy booths and 
the products they will display are: 

N. V. Blikman & Sartorius, Amsterdam, showing 
Royal typewriters, Varityper, Elliott addressing ma- 
chines, Victor adding machines and Art Metal steel 
furniture; H. W. K. de Brey’s Handelmy, Ediphone dic- 
tating machines; N. V. Burroughs, Burroughs products; 
Haussman & V. D. Akker, den Haag, Dictaphone dic- 
tating machines; N. V. Nationaal Kasregisters, National 
bookkeeping machines and cash registers; N. V. Rem- 
ington, Schryfmachine My, Remington typewriters and 
bookkeeping machines, Dalton adding and bookkeeping 
machines and steel furniture. 


- he - 
SMITH-CORONA BOOST FROM GERMANY 


How one man in Germany has used Corona typewrit- 
ers continuously for twenty-five years was described 
in a recent letter of which L. C. Smith & Corona Type- 
writers Inc., is justly proud. 

The letter was sent to L. C. Smith & Corona Schreib- 
maschinen, Berlin, by Guido Gialdini, of Berlin-Wil- 
mersdorf, Laubacherstr, and read: 

“When I was in America for the first time in 1910, 
my ardent wish was to own a ‘Corona Typewriter,’ 
which I finally purchased at that time in Chicago. 
Since then, it is exactly twenty-five years ago, I have 
been using only ‘Corona’ and can assure you, I am more 
than satisfied with your make. The object of the pres- 
ent, on my ‘Typewriter-Jubilee’ is to express my sin- 
cerest thanks to you.” 

In March, 1932, Mr. Gialdini traded his Corona Three 
for a Corona Four. 

a 
STATIONERY EXHIBITION AT MANCHESTER 


The Stationery Trade Review, London, reported that 
the Co-operative Wholesale Society held an exhibition 
of stationery and office equipment at the Manchester 
headquarters. Everything required in a general or 
check office seemed to be on view, including the latest 
model typewriters, bookkeeping machines, duplicators, 
addressing machines, card index and vertical filing 
cabinets, office furniture, steel filing equipment, etc. 
Experts were present to give any information required. 
Loose leaf systems, account books and commercial sta- 
tionery items were also shown. 


— 
BUSINESS EXPOSITION IN SWEDEN 


An item in Buro-Bedarf Rundschau reports that an 
office efficiency exposition will be held in the trade high 
school at Stockholm. This is sponsored by the Dagens 
Nyheter, and “Affarsekonomi,” from September 7 to 15. 
This will be the first office equipment show in Sweden 
in six years. 
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“GRAPHOLOGY” OF THE TYPEWRITER 

The “Biiromaschinen-Mechaniker,” a German publi- 
cation devoted to the interests of typewriter mechanics, 
commented on the viewpoint of a tradesman regarding 
the identity which every typewriter has when its work 
is examined closely by an expert. Under the micro- 
scope the “write” of the machine shows idiosyncrasies 
which can be interpreted by a skilled typewriter man. 
In fact, numerous cases have been decided in court on 
the basis of professional evidence. In such cases it is the 
custom to make photographic enlargements of writing 
from the machine in question. The Biromaschinen- 
Mechaniker” makes the point that the evidence de- 
pends largely on the variations in the inking of the rib- 
bon. Every machine has its individual characteristics, 
which are revealed by the microscope, and often serve 
to identify the typewriter used. Not long ago a letter 
writer was convicted on an identity proved by a type- 
writer man. 

When typewritten matter is enlarged, variations in 
the writing sufficient to identify the machine used are 
brought out and can be used as evidence, in case the 
machine on which the questioned matter was written 
can be produced. 

~~ 
SPANISH IMPORTS OF OFFICE ITEMS 

Spanish American Trade, the official publication of 
the American Chamber of Commerce in Spain, reported 
imports of office machines and supplies, among a large 
number of raw materials and manufactures. 

Under Tariff Section 717-720 are reported calculating 
machines, cash registers and similar mechanisms. The 
United States was the chief supplier in 1934, shipping 
machines to the value of $298,506 gold pesetas. 

Germany was the chief supplier of office supplies not 
included elsewhere, exporting merchandise valued at 
1,638,838 gold pesetas. 

The United States was the chief supplier of type- 
writers and detached parts thereof, with a total of 1,- 
734,431 gold pesetas. 

To convert gold pesetas into dollars reckon $0.193 to 
the peseta. 

GERMAN REBUILDERS MUST CONFORM TO 
STANDARDS 

Official regulations in Germany require that type- 
writers rebuilt for the use of official work must con- 
form to standards established by the government. 


\ Display Room in Holland.—Pictured is 
a part of the office equipment store of 
Marius Bamberger, Amsterdam, Holland. 
The inset at top shows Mr. Bamberger 
and his secretary in the former's private 
office and discloses the home-like atmos- 
phere prevailing in European business 
establishments. 
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REVELATION OF A MANUFACTURING SECRET 

Le Chef de Comptabilite reported on a decision of the 
Court of Cassation (appeals) showing the implications 
when an employee divulges a manufacturing secret. 

In order to constitute a manufacturing secret in the 
sense of Article 418 of the penal code, it is not necessary 
that there come into question a new invention, pat- 
ented or patentable; but it is sufficient that the process 
of manufacture offer a practical or commercial interest 
and be placed in operation by an industrialist and held 
by him secret from his competitors. 

A mechanic renders himself guilty of divulging a 
manufacturing secret when, after having been in the 
service of a manufacturer and having made himself 
familiar with a special device or a particular turn of 
the hand giving to the manufacturer an advantage over, 
his competitors, he proceeds after having left the serv- 
ices of his employer to install the same device in the 
quarters of other manufacturers. 


UNIQUE MAIL SERVICE IN GERMANY 

Carl Teege, proprietor of a typewriter repair agency 
at Hamburg 5, Germany, has recently inaugurated a 
unique mailing service which is available to members of 
the industry in that country. 

For nominal charges, Mr. Teege issues pamphlets 
dealing exclusively with matters of interest to type- 
writer dealers. Among these are the following: 

List of production dates of marketable typewriters, 
together with statement of the ribbon width of various 
models. List of recommended prices of used typewrit- 
ers, and a “ribbon spool list.” 

ieiiaeaittdite 

STATIONERY ITEMS PRODUCED IN PALESTINE 

There have been established in Palestine within re- 
cent years several industries producing stationery 
items, as narrated by Burobedarf Rundschau. The out- 
put includes typewriter ribbons, writing ink and india 
ink. Imports of writing ink into Palestine are propor- 
tioned thirty per cent from Germany and seventy per 
cent from England. 


hisemaiiiaiaaiaad 
ADVERTISING OF STATIONERY IN GREAT BRITAIN 

In reporting the thirtieth annual convention of the 
Stationers Association of Great Britain and Ireland at 
Cheltenham, The British Stationer commented on the 
turnover of the British stationery trade. In Great 


Britain sales amount to approximately £15,000,000 a 
year. 


If readers will consider carefully the number of 
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Stationery shops in the country and the amount of 
turnover a store keeper must have in order to keep his 
shop open, the turnover is not large. Available sta- 
tistics fail to show that any important sum has been 
expended by any manufacturer of note paper and en- 
velopes. In fact, there is only one class of manufac- 
turers in the stationery trade which advertises at all 
extensively, and that class consists of the manufac- 
turers of fountain pens and mechanical pencils. Thir- 
teen such concerns spent in the last three months of 
1934 £37,000 in order to send the public into stationery 
stores to buy goods. The manufacturers of other lines 
sold by stationers spent so little that the amount is not 
even noticed by the trade statisticians. Apart from 
that there has been recently a campaign for ink by two 
manufacturers. Apparently the British stationers ex- 
pect a turnover of £15,000,000 a year for the sum of 
£37,000 in advertising which is confined mainly to foun- 
tain pens and mechanical pencils. 
-——_——~—-: 
ADVANTAGES OF THE INDIVIDUAL STATIONERY 
STORE 


The British Stationer commented on the economic 
advantages of the individual stationery store as con- 
trasted to the large store or chain store branch. An 
explanation was offered by a distribution expert at the 
International Scientific Management congress held at 
London in July. 

“The typical unit is small and has advantages of situ- 
ation as against the large store,’”’ Mr. Hugh Weeks told 
assembled management experts, “while the economies 
of a large chain of small shops would seem to be more 
in buying than in operation. The growth of branding 
and the associated practices of advertising, packaging 
and price maintenance have made the work of the re- 
tailer safer and easier. 

> 
SHOULD ORDERS GO TO TRAVELER? 

The Stationery Trade Review (London) discussed the 
problem of wholesalers when requested to send their 
orders direct to the traveling salesman rather than to 
the “house.” One wholesaler stated that it is “really 
a difficult human problem. When orders are sent 
direct to the house the traveler may lose some of his 
commission. 

“IT would gladly give the traveler my order if he were 
to call on me at the particular time when I am wanting 
goods,” said the merchant, “but when he does not I 
dispatch orders to head offices so that deliveries can 
be obtained in the shortest possible time. If I were to 
write to the traveler, delay would occur, a delay per- 
haps of at least a day.” 

The wholesaler asked if anyone has any ideas of a so- 
lution to the problem, which, while insuring quick de- 
liveries, will also secure for the traveler, who might 
have made many fruitless calls, his just due? 


— 
FRENCH LIKE AMERICAN FOUNTAIN PENS 


Despite their relatively high cost in France, the 
superiority of American fountain pens has enabled 
them to dominate the French market, states a report 
from Consul Hugh S. Fullerton, Paris. It is estimated, 
according to this report, that more than sixty per cent 
of all fountain pens sold in the French market are of 
American make. The remainder is made up chiefly of 


lower priced domestic made pens. 

Production of fountain pens in France has been a 
comparatively recent development, and there is no 
present indication that the domestic production will 
seriously affect the sale of the American product. 
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GERMAN RAILROAD USES OVER A HUNDRED 
TABULATORS 

The Deutsche Reichsbahn (government railroad) is 
considered to be the largest employing concern, with 
over 600,000 employees and officers. According to the 
latest information 104 tabulating machines and 118 
card sorting machines are in use, besides 1,000 card 
punching and control machines. In 1935 140,000,000 
punched cards were used for statistical work. The na- 
tional railroad has special literature concerning the 
best methods of employing tabulating machines, sort- 
ers and card punches. One of the functions is to con- 
trol all the railroad wagons (cars) crossing the Ger- 
man boundaries and returning. This affords means 
of close control regarding the wagons going abroad, 
and returning. More than ten European countries 
trading with Germany are receiving wagons, and re- 
turning them. Each wagon has a registered number, 
including the kind of cargo, etc. The details are re- 
corded on a punched card; the latter are sorted to 
produce the details required. All automobiles coming 
and going across the German frontiers are controlled 
in the same way.—ERB 

—__~.>___—. 
HYPERGRAPHY 


Le Sténographe Illustré recently devoted some space 
to Hypergraphy. It said that in “Information steno- 
dactylographique” (shorthand and typing information) 
Mr. Louis Roussell, whose pedagogical and stenographic 
competence are recognized, analyzes the work of our 
distinguished Swiss colleague, Mr. G. Christin, 2 rue 
de la Muse, Geneva—Hypergraphy. 

“IT note in the exposition of the system (the first 
grade) some ingenious tricks which denote long experi- 
ence and an understanding appeal to the intelligence. 

“T am struck by the resemblance between Hyper- 
graphy (second grade) and my “Tachistography”—(1) 
appeal to the intelligence—one may choose among vari- 
ous abbreviations of the same word. (2) a meaning is 
attributed to the lifting of the pen; (3) the symbolic 
vowels keep their value as vowels, but imply a like con- 
sonant besides. The outlines obtained seem to me to be 
rapid and legible. 

~~ 
GERMANY’S OLDEST PENCIL FIRM TO CELEBRATE 

The Staedtler Manufacturing Company, Nuremberg, 
Germany, this year will celebrate its 273rd birthday 
with a jubilee festival and other fetes in honor of the 
founder, Frederick Staedtler, who formed the firm in 
1662, fourteen years after the close of the Thirty Years’ 
War. Operated for three centuries by descendants of 
the founder, the company achieved additional honors 
when Johann Staedtler, a later director of the organ- 
ization, invented and produced the world’s first colored 
pencils. 

> — 
RUSSIA PLANNING PORTABLE TYPEWRITER 
MANUFACTURE 

The Russian typewriter factory near Leningrad is 
working out plans for the manufacture of portable 
typewriters. In 1934 this factory produced 3,224 corre- 
spondence machines. Our information comes from 
Papier Zeitung. 

——— 
LIVELY INTEREST IN FRANKFURT BUSINESS SHOW 

Papier Zeitung reports that there is a goodly interest 
on the part of prospective exhibitors in the Southwest 
Germany business show, to be held at Frankfort, a. M., 
Germany, October 12-20. 
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GERMAN STATIONERS’ TRAINING CAMPS 


For the double purpose of training its members to a 
thorough knowledge of the aims and policies of the 
government and to imbue them with increased busi- 
ness knowledge, the German Stationers Association has 
inaugurated a series of special training camps through- 
out the nation. 

Far removed from cities, and completely equipped for 
their visitors, the camps have been placed on a sched- 
ule which includes an equally-balanced diet of learn- 
ing and health-giving exercises. At 6:30 a.m., a half- 
hour walk begins the day, followed by breakfast and a 
“school” from 9 a.m. to noon. Special instructors are 
assigned to the camps to acquaint the stationers with 
national matters. 

In the afternoon periods specialists instruct the 
classes on fundamental business methods, including 
bookkeeping, sales promotion and other essential 
knowledge. Historical lectures and motion pictures are 
included. 

While attendance is not compulsory, members of the 
industry are urged to attend the camp closest to their 
business locations for a period of one week.—ERB 

_ atone 
THE FRENCH NATIONAL COMMITTEE 
OF ORGANIZATION 


(Translated from L’Organisation) 


The Comité National de l’Organisation Francaise has 
just created a section which has for its object the study 
of printed matter which might contribute to the con- 
trol of stocks and to rational restocking of stores. 

Persons who are interested in these questions may 
request of the secretariat that their names be recorded. 
They will be called together at opportune times for 
working meetings, which as a general rule will be held 
once a month at 8:45 in the evening at the headquar- 
ters at 11 bis Rue d’Aguesseau, (Paris). 

Useful co-operation may likewise be given to this 
study undertaking by sending to the president of the 
section notes descriptive of work done in this domain. 

We believe we ought to recall to readers that the 
Comité National de l’Organisation Francaise is an asso- 
ciation without the objective of profit, and that it has 
as a fixed program: 

First—to collect, classify, and distribute studies of or- 
ganization; 

Second—to foster common research for the best solu- 
tions of the problems of organization. 


Ee 
SIXTY YEARS OF SOENNECKEN INDUSTRY 


The office supplies business established in 1875 at 
Bonn, Germany, by Friederich Sonnecken, celebrated 
its sixtieth anniversary several months ago. It is the 
outgrowth of a small printing business which expanded 
with the improvement in office technique. Writing ap- 
pliances, work classifiers, fountain pens, ring binders, 
memo pads and other desk utilities were followed by 
office furniture. The Soennecken business is credited 
with having been the founder of the office supplies 
industry in Germany. [From Burghagens Zeitschrift 
fiir Buro-Bedarf.| 

ation 
RUSSIA MAKING ADDRESSING MACHINES 


An item in Papier Zeitung (Berlin) reports that the 
Electro-Mechanical factory at Kaluga has embarked 
in the manufacture of addressing machines. One 
model is to have a capacity of 2,500 addresses per hour; 
another model planned is to have an output of 10,000 
addresses per hour. 
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MORE OFFICE EQUIPMENT FOR PERU 

The United States Department of Commerce reports 
that improved business conditions in Peru during 1934 
were reflected by a notable increase in imports of office 
equipment. The Lima office of the department states 
that receipts of office equipment items in 1934 were in 
excess of those recorded in 1933. The increase was 
more pronounced in the second half of 1934, especially 
in the case of calculating machines and typewriters. 
Total imports of typewriters during 1934 amounted to 
28,863 kilos, valued at 270,357 soles, as compared to 6,180 
kilos valued at 60,330 soles in 1933. 

Although the lack of detailed figures precludes an 
analysis of the principal source of supply of Peru’s of- 
fice equipment imports, it is believed that the United 
States was able to maintain its position as principal 
supplier. Germany, Great Britain and Japan offered 
keen competition in the case of stencil duplicators and 
other small items. American exporters also felt some 
competition in typewriters and calculating machines, 
particularly from German and Swedish products. 

(Value of the Peruvian sole in 1934, twenty-three 
cents, U. S.—Kilo equals 2.2 pounds.) 

camneniiiiinaitials 
PRAGUE CHAMBER OF COMMERCE HONORS 
SVESTKA 

Miroslav Svestka, head of the stationery company 
bearing his name at Prague, Czechoslovakia, has re- 
cently been appointed councillor with the Prague 
Chamber of Commerce. 








Miroslav Svestka 


Mr. Svestka, who was nominated for the position by 
the Minister of Commerce, has been engaged in the 
office equipment business since 1922, at which time he 
took over the control of the firm which his father 
founded in 1899. 

Well known in the European business world due to 
his activities and extensive advertising programs, Mr. 
Svestka is also an honorary secretary of the Prague 
Golf Club. 

AMERICAN HONORED IN GERMANY 

Transatlantic Trade, publication of the American 
Chamber of Commerce in Germany, reported that Dr. 
Elihu Thomson, known as the “father of alternating 
current distribution,” was awarded the medal of honor 
of the Verein Deutscher Ingenieure, on the eighty-sec- 
ond birthday anniversary of this great engineer. 

—$—$<a—__— 
OFFICE EQUIPMENT FAIR AT ’S-GRAVENHENGE 

An exposition of office and factory efficiency systems 
will be held at ’s Gravenhag, Badhuisweg, 145, Septem- 
ber 12-19. 
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Transcribing Contest by Blind Typists 


SPEEDY TRANSCRIBING OF BLIND DICTAPHONE 
TYPISTS 

The Mecklenburg County Association for the Blind, 
Charlotte, N. C., sponsored a speed contest for blind 
Dictaphone transcribers. The contest was won by Miss 
Laura Snead; Miss Marcelle Blanton and Miss Lona 
Kiker took second and third places, respectively. The 
detail arrangements were made by T. C. Wohlbruck, 
representative of The Dictaphone at Charlotte. 


<> 
TYPEWRITER TRENDS IN NETHERLAND MARKET 

A slight decline in imports of American typewriters 
and a notable increase in receipts of German machines 
characterized the office equipment trade of the Nether- 
lands, the first half of 1935 as reported by the United 
States Department of Commerce. 

Total imports of typewriters into the Netherlands 
in 1935 amounted to 9,633 units, an increase of 14.5 
per cent over the corresponding 1934 period. Imports 
from the United States amounted to 6,081 units, a de- 
cline of 5.6 per cent over the same period in 1934, while 
imports from Germany rose to 2,944 units, an increase 
of 142 per cent. 

The decline in the Netherlands imports of type- 
writers is not important, in view of the fact that dur- 
ing 1934 imports were unusually heavy as a result of 
the appreciation of Netherland currency in relation to 
the dollar. Although the number of American ma- 
chines imported during January-June, 1935, declined, 
the total landed value increased by 2.5 per cent. This 
indicates larger purchases of high priced machines, 
that is, new standard typewriters. 

The increased imports of German typewriters is gen- 
erally attributed to low prices and the relatively im- 
proved quality of the equipment. Netherland imports 
of British typewriters registered a considerable reces- 
sion in the period under review. It is said that British 
machines have never been very popular in the Nether- 
lands market, and local dealers anticipate that the 
demand for them will continue to decline. 


AMERICAN A. E. S. COMPANY 
OPENS LAMP SALE DRIVE 

Featured by low prices and variety of models, a 
national campaign on an attractive line of lamps for 
office use will be started this month by the American 
Automatic Electric Sales Company, Chicago. 

The company, which manufactures the Burns tele- 
phone brackets and other office specialties, and main- 
tains ten branches between San Francisco and Bos- 
ton, has turned out a series of lamp models to fit every 
office and home need. This line, according to S. A. 
Martin, sales manager for the company, will be intro- 


duced to practically every stationery store in the 
country. 
> 
IMPROVED NEW ZEALAND DEMAND FOR 
EQUIPMENT 


The progressive improvement in business conditions 
in New Zealand has been accompanied by a whole- 
some increase in the demand for office appliances, is 
reported by the United States Department of Com- 
merce. Sales of such items in the first half of this 
year were appreciably higher than in the same period 
of 1934, which in turn had registered a substantial 
improvement over 1933. 

Calculating machines led the field in sales during the 
first six months of 1935. Imports in this period rose to 
£10,990 from £9,077 in the first half of last year. Ameri- 
can machines accounted for £9,464 and £8,239 respec- 
tively. 

Imports of cash registers increased from a total 
value of £2,207 in the first half of 1934 to £8,691 in the 
period under review. A feature of the cash register 
import trade was that machines of Canadian manufac- 
ture for the first time exceeded those from the United 
States, the respective values being £5,967 and £1,891. 

The betterment of New Zealand’s office equipment 
trade in the current year extended to typewriters, 
dspite the fact that the level of typewriter imports in 
the first half of 1934 was notably high. Imports were 
valued at £16,121 in the first six months of 1935, of 
which Great Britain supplied £8,820, and the United 
States £6,226. The value of typewriter receipts in the 
first half of 1934 was £15,782. British products were 
valued at £10,159, and those from the United States 
were £5,318, 
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UNITED STATES DOMINATES SOUTH AFRICAN 
APPLIANCES 


The competition in office appliances in the South 
African market is becoming increasingly keen, accord- 
ing to a report from the United States Department of 
Commerce. 

This business is divided between four principal sup- 
pliers, the United States leading. It is followed by the 
United Kingdom, Germany and Canada, with Germany 
participating in the case of adding and calculating 
machines. There is a growing local production of steel 
tables, desks, filing cabinets and similar metal furni- 
ture, which is affecting imports of this group. 

South African imports of typewriters increased from 
2,804 units in 1933 to 6,793 units in 1933, to 6,793 in 
1934, or approximately 250 per cent. The value of the 
1934 shipments, amounting to £83,855, was almost dou- 
ble the total of £44,975 recorded in the preceding year. 
According to the local trade, the advance in 1934 was 
due to increased sales of portable typewriters, which 
were supplied in greater proportion by Canadian 
branches of American manufacturers. Total type- 
writer imports from the United States in 1934 
amounted to 3,569 units, valued at £38,241, compared 
with 1,586 units valued at £28,637 in 1933. British type- 
writers imported into South Africa totaled 2,277 units, 
valued at £32,508, against 831 units valued at £12,887 
in 1933. German typewriters became a factor in South 
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Africa the first time during 1934, accounting for 226 
units valued at £3,829. 

British addressing, duplicating, numbering and per- 
forating machines continued to enjoy the bulk of the 
South African sales. Of the 1,967 units, valued at 
£23,788 imported in 1934, the United Kingdom supplied 
1,301 units, valued at £17,852. 

Imports of adding and calculating machines in 1934 
totaled 828 units, valued at £39,421, of which American 
machines accounted for 617 units valued at £32,470. 
The total for the United States in 1934 was approxi- 
mately three times that of the preceding year. 

Imports of metal office furniture reached a total 
value of £18,308 in the year under review, against £7,231 
in 1933. Metal office equipment is finding a larger de- 
mand, although the local industry enjoys the greater 
part of the sales. 

Sales of office appliances of all kinds in South Africa 
during the current year are reported well in advance 
of 1934. The general business outlook for the remain- 
der of the calendar year is encouraging and a steady 
expansion in the demand is anticipated. 

ows £ 
ALEXANDER AGRONICK DIES 

Just before going to press Office Appliances received 
a meager dispatch telling of the death of Alexander 
Agronick, president of the Capitol Stationery Com- 
pany, Inc., Providence, R. I. 
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CURRENT CORPORATION FINANCIAL STATEMENTS 

An offering of $5,500,000 of 434 per cent Champion 
Paper & Fibre Company debentures, due 1950, was re- 
ported yesterday to have sold satisfactorily. The Chi- 
cago office of Goldman, Sachs & Company, said that 
all its allotment was sold. The offering of 60,000 shares 
of six per cent preferred stock of the same company 
includes an exchange to holders of the old preferred; 
consequently, until the stockholders indicate whether 
they are taking the new preferred it will be impossible 
to say how the issue is going. (Chicago Daily News, 
August 16, 1935.) 


+ 


Stockholders of Remington Rand at a special meet- 
ing at New York today, approved the company’s plan 
of recapitalization. Under the plan each share of out- 
standing first and second preferred stock would be 
classified and exchanged into one share of five per cent 
prior preferred stock and one share of $6.00 cumulative 
preferred stock, plus one-half share of common stock. 
The common stock is undisturbed. The new securities 
will be listed on the New York Stock Exchange. 

Dividend accumulations on the first and second pre- 
ferred issues, under the terms of the plan, are cleared 
up and the way is said to be paved for the refunding 
of the company’s present issue of 542 per cent deben- 
The plan was approved by a vote of more than 
(Chicago 


tures. 
seventy per cent of each outstanding issue. 


Tribune, July 31, 1935.) 


* « * 


In reporting net profit of $642,851 for the first half 
of this year as against net of $476,156 in the first half 
of 1934, Royal Typewriter Company, Inc., appears to 
be strengthening its position and bringing its affairs 
nearer to a point where it can take some action of ac- 
cumulated dividends on the preferred stock. 

First half net was equivalent to $1.90 a share on the 
common, but if all the earnings are applied to 37,698 
shares of seven per cent preferred they are equivalent 
to $17.05 a share on the preferred, on which there are 
ance sheet (December 31, 1934) showed a ratio of 
accumulations totaling around $800,000. The last bal- 
current assets to current liabilities of better than five to 


one. (Wall Street Journal, July 27, 1935.) 


> 


McLEOD STOCKS BOUGHT BY HORNE 
OF ATLANTA 
The entire stock of the McLeod Furniture Company, 
Laurel, Miss., has been bought by The Horne Desk & 


Fixture Company, Atlanta, Ga., for cash. The amount 
is not indicated. The stock of finished material con- 
sists of approximately ten carloads of desks, tables, 
chairs, costumers, waste paper baskets, telephone tables 
and cabinets. The Horne company also acquired work 
in process, consisting of desks, chairs, tables and other 
items. 

The McLeod stocks have been moved to Atlanta, 
where the unfinished equipment will be assembled and 
finished. The Horne Desk & Fixture Company has 
been in continuous operation at Atlanta since 1912. 
W. A. Horne is president and W. A. Horne, Jr., is treas- 


urer. 
> 


HUOTT REPLACES VOGEL AS 
PRESIDENT 
Following the recent retirement of George C. Vogel, 
as president and director of the Frank A. Weeks Manu- 
facturing Company, New York, Edmond J. Huott, who 
joined the organization twenty-five years ago, has been 
appointed to fill the high executive position. 
Mr. Huott joined the firm as a salesman. From that 
position he worked his way up to the post of treasurer 


WEEKS COMPANY 








a. 


Edmond J. Huott George C. Vogel 
which he held until his recent appointment upon the 
retirement of Mr. Vogel. 

Mr. Vogel’s career with the company began forty-two 
years ago when the firm was known as the A. A. Weeks 
Manufacturing Company and occupied premises on 
Gold street, New York City. He won rapid promotion 
until in August, 1925, he was appointed president upon 
the retirement of Frank A. Weeks. 

Accompanied by his family Mr. Vogel plans to spend 
a considerable time in a leisurely tour of the world. 
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OSTRANDER AND WRIGHT 
JOIN CORRY-JAMESTOWN STAFF 

The Corry-Jamestown Manufacturing Corporation, 
Corry, Penna., recently announced the addition to its 
staff of C. C. Ostrander, and E. G. Wright. 

Mr. Ostrander, who has traveled the Southwest for 
a number of years, will establish headquarters in 
Okmulgee, Oklahoma, while his territory will be under 
the jurisdiction of the Chicago office. 











C. Ostrander 


E. G. Wright CG 


Mr. Wright has been placed in charge of the Corry- 
Jamestown warehouse and office in Los Angeles, Calif., 
where he is prepared to serve all of Southern California. 

In connection with the Los Angeles branch, it was 
reported that the company recently found it necessary 
to expand its warehouse space there and has now taken 
new quarters at 314 West Olympic boulevard. 

~~ 
GITS BROS. KNIFE DEPARTMENT BECOMES 
SEPARATE CORPORATION 


Coincident with the launching of an intensive ex- 
pansion program and selling campaign, the Gits Bros., 
Manufacturing Company has placed its knife depart- 
ment under a separate organization to be known as the 
Gits Corporation. 

The change in the manufacturing plan was an- 
nounced by officials of the company who declared it 
was made necessary by continued increase in business 
together with ever-growing demands for the popular 
“Gits-Nife.” At the same time they reported that more 
than 20,000 square feet of additional floor space and a 
large quantity of new machinery had been secured at 
the plant at 1853-62 South Kilbourn avenue, Chicago. 

In speaking of the expansion program one official 
said: 

“We have added several new numbers for the Fall 
campaign, and with additional floor space and machin- 
ery at our disposal, will probably add more. The Gits 
Corporation will, in a short time, launch an energetic 
selling campaign with cooperative dealers helps.” 

ae 
DENNISON STORE MOVES 

The retail store of the Dennison Manufacturing Com- 
pany, New York City, will move to 411 Fifth Avenue. 
The company is expected to occupy the new quarters 
and to be open there for business by September 3. 

avacncniiliatiaagiieds 
A.W.M. COMPANY MOVES BRANCH 


Because of the added convenience to salesmen and 
members of the office staff, the American Writing Ma- 
chine Company branch at Kansas City has moved to a 
former location at 1005 Grand avenue. 
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HORDER HISTORY REVIEWED BY JOURNAL OF 
COMMERCE 


The Chicago Journal of Commerce of August 9 refer- 
ring to the recent listing of the stock of Horder’s, Inc., 
on the Chicago Stock Exchange, recites some of the in- 
teresting facts of the founding of the business. How a 
man with “two hundred fifty dollars and out of a job 
in 1901 were the seeds from which the two and a half 
million dollar Horder’s, Inc., has grown.” 

“E. Y. Horder, seventy-four-year-old president of 
Horder’s, Inc., had been a distributor of newspapers on 
the west side of Chicago prior to 1901 but in that year 
the competitive situation caused a Chicago paper to 
undertake its own distribution, thereby throwing Mr. 
Horder out of his job at forty years of age. With two 
hundred and fifty dollars he had saved, he rented a 
basement store at LaSalle and Washington streets at 
one hundred dollars a month, investing the other one 
hundred and fifty dollars in inventory. The present 
business is an outgrowth of that investment.” 

With the story of how the seeds of the Horder busi- 
ness took root and foliated into the outstanding sta- 
tionery business in the country, readers of this journal 
are familiar. How under the management of E. Y. 
Horder for several years, which was later taken over 
by Harry Horder, his son, and Fred P. Seymour, his 
son-in-law, the business was expanded and developed, 
makes an outstanding chapter in the history of the 
stationery trade. Initiative, enterprise and intelligent 
industry account for the achievement. 

The “Journal of Commerce” story tabulates the com- 
pany’s earnings through the past seven years and re- 
fers to its present strong financial position. 
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UP PLEs 


Here Is a Window That Pulled.—Completeness of sales argu- 
ment and generous display of the product itself marked this 
window display of Oxford files recently featured by Stationers, 
Ine., of Indianapolis. Dealers interested in installing a similar 
display in the early fall should get in touch with Oxford Filing 
Supply Company, 340-A Morgan avenue, Brooklyn, N. Y. 
a 


JESSUP ON WIDE TOUR 


Edgar B. Jessup, president and general manager of 
the Marchant Calculating Machine Company, passed 
through Chicago August 4 while on an extensive trip 
to the company’s branches in the United States and 
Canada. After covering the northern states and some 
of the Canadian provinces, he spent some time in the 
east, from where he planned to visit offices in the 
southern states on his return to Oakland. He reports 
an attractive volume of business and is optimistic about 
the future. 








SHEAFFER PEN COMPANY’S PENCIL-SKRIP OFFER 

Beginning September 10 and lasting through that 
month, and in this country only, the W. A. Sheaffer Pen 
Company, Fort Madison, Iowa, will give free a package 
of special H. B. Pencil-Skrip with every two ounce, four 
ounce or family sized bottle of permanent or washable 
blue or blue black Pen-Skrip sold. 

“The intent of the plan” says the Sheaffer Company, 
“is to revive interest in and restore to dealers the 
fifteen-cent refill lead business.” “Also to introduce 
Pencil-Skrip, successor to lead, to the American pub- 
ie.” 

The offer is being advertised in color in the Satur- 
day Evening Post and other magazines as well as in 
metropolitan newspapers and college publications. 

> 


OVERSEAS EDITION OF “JAPAN” ARRIVES 

Office Appliances is in receipt of a copy of the over- 
seas edition of “Japan in Pictures,” an illustrated 
monthly magazine published by the Asahi Shimbun 
Publishing Company, Ltd., Tokyo, Japan. 

The magazine, mailed through the courtesy of the 
Masaki Yamato Pencil Company, Ltd., Tokyo, is printed 
in English and French and contains more than thirty 
pages of illustrations dealing with the news in pictures 
of the fashions, sports, agriculture, architecture, indus- 
tries, national conservation works, businesses and arts 
of the Nipponese. A page of humor and another of 
leading Japanese screen actors and actresses completes 
the issue 

> 
VALLADERES TO REPRESENT WEBER COSTELLO 
COMPANY 

Manuel Valladeres, whose long tour in calling on the 
stationery trade takes him to South America and the 
West Indies, has recently completed negotiations 
whereby he will represent the Weber Costello Company, 
of Chicago Heights, Ill., manufacturers of blackboards, 
globes, maps, erasers and other stationery lines. Mr. 
Valladeres has traveled through his present territory 
for the past fourteen years and reports a steady in- 
crease in business all over his district. 








Pontiac Store Opening Is Gala Event.—Every- 
one in Pontiac, Michigan, turned out last month 
to witness the celebration attendant upon the 
opening of the Mitchell Typewriter and Office 
Equipment Company's new store at 150 North 
Saginaw street. Jack Mitchell, the genial pro- 
prietor, was host to all callers and did a flourish- 
ing business from the time he threw open the } 
doors. Mr. Mitchell features Royal standard 
and portable typewriters. The accompanying 
picture is from an artist's drawing. 
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PONTIAC TYPEWRITER HOUSE MOVES 

The Mitchell Typewriter & Office Equipment Com- 
pany, Pontiac, Mich., has moved to an imposing new 
location at 150 North Saginaw street, Pontiac, Mich. 

The opening of the new store was a gala event. The 
structure is mounted on a steel frame. The store front 
is covered with black structural glass, with chromium 
trim. The interior finish is solid oak, silver finish. The 
store has modern air conditioning and heating facili- 
ties, and is an important addition to the city’s business 
houses. 

Aggressive merchandising was done by the store on 











Jack Mitchell 
the opening day, with a comprehensive line of office 
equipment and supplies. 

This business was established in 1928 by Jack 
Mitchell, who had been connected with the Royal Type- 
writer Company, Inc., at Detroit before venturing on 
his broadened career. He is an active member of the 
National Association of Typewriter and Office Machine 
dealers. 

In addition to Royal standard and portable typewrit- 
ers, the Mitchell business handles fountain pens, me- 
chanical pencils, office furniture, leather goods, adding 
machines, etc. 


1] 














SEPTEMBER, 


THE GUEST BOOK 

C. H. (“Jack”) Johnstone, Atlanta, Ga., who covers 
considerable territory for Ruxton Products Inc., signed 
the Guest Book at the end of July, the termination of 
a short vacation with Mrs. Johnstone and the young- 
sters at Lake Elizabeth, one of Twin Lakes in southern 
Wisconsin, where the family has a cottage for the sum- 
mer. Expressing enthusiasm for his “Ruxtons” and for 
the look ahead, “Jack” set out a day or so later for a 
swing around part of his midwestern field. Increased 
activity apparent in the trade. The outlook for autumn 
encouraging. 

Jose Alonso, representative of the Heyer Duplicator 
Company in Mexico and Cuba, dropped in for a brief 
visit at the offices of this publication. He was in Chi- 
cago primarily to spend some time with the Heyer 
company. He expressed his enthusiasm over the recent 
Heyer models and the sales opportunities presented. 

Ward Harris, Ediphone agent in San Francisco and 
seven other California cities, looked in upon us on 
August 5th, and stimulated our determination to re- 
main on tiptoes, despite the recommendation of a 
casual caller a few minutes before that we might as 
well settle back on our heels. Ward was on his way 
to Orange to attend a convention of Ediphone agents. 
We have an impression that he will be called upon for 
a little talk about “how we do it on the Pacific Coast.” 
Should Fortune lead us to the city of the Golden Gate, 
we expect to increase our acquaintance with San Fran- 
cisco Bay on Ward’s nifty motor cruiser: to see the 
construction of the new bridge at close hand and to 
camp at a certain place and cast a line with the hope 
of landing something big. Ward Harris is an intensive 
cultivator who has always given good account of him- 
self. Our acquaintance dates back to the time when he 
was a star salesman on the staff of The Dalton Adding 
Machine Company, Poplar Bluffs, Mo.: when the late 
James L. Dalton (outstanding personality) was presi- 
dent of the company and Griff Glover (foursquare) 
sales manager, inspired the zeal of the organization and 
established the ten-key adding machine in the markets 
of the world. 

Mr. D. Jimenez, special representative of Foreign 
Manufacturers Representatives, Bogota, Republic of 
Colombia, called upon us on August 8. Mr. Jimenez 
has been in the country for two and one-half months, 
three weeks of which he unfortunately had to spend in 
a hospital in New York on account of illness. He ex- 
pects to return to Bogota early in September. 

The “Foreign Manufacturers Representatives” does 
substantial business in U. S. office equipment and utili- 
ties and operate in other fields. Among the lines in 
our industry they have sold in Colombia are Amer- 
ican numbering machines, Wilson-Jones loose leaf, 
Acme card systems, Woodstock typewriters, and some 
others. The concern does a substantial business with 
the government. 

The object of Mr. Jimenez’ visit was to contact the 
manufacturers with whom they have relations and to 
look over the market for other office utilities. As Mr. 
Jimenez’ time was too limited to permit personal calls 
upon all of the companies in whose goods his concern 
might be interested, this journal has notified each of 
them by bulletin. 

Frank E. Tupper, president, National Business Show 
Company, New York, N. Y., affixed his signature to the 
Guest Book on August 9th. Mr. Tupper was in Chicago 
to confer with Charles H. Hunter, western representa- 
tive of the show company, about dates and plans for 
the Chicago show which will be held in the spacious 
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exhibition hall of the Stevens hotel from November 11 
to 16 inclusive. Some particulars about both exhibi- 
tions are given elsewhere in this number. 


Mr. Tupper, with Mrs. Tupper and son “Bill” had 
recently returned from a delightful two weeks’ vaca- 
tion to his old home in Nova Scotia. Conversation 
about that reminded us of his first trip to Chicago 
when he came down from Canada for an interview 
which resulted in his connection with the journal. 

Mr. Tupper is highly enthusiastic over his plans for 
the shows this year. They are to be made outstanding 
in the company annals by way of special celebration 
of the twenty-fifth anniversary of his management of 
the enterprise. We recall with special interest the 
circumstances which led to Mr. Tupper’s purchase of 
the show company. We also recall the improvements 
made in the methods under which the enterprise was 
conducted, some of which the journal had long advo- 
cated in its consistent support of the exhibition idea 
under private ownership. The immediate effect of Mr. 
Tupper’s ownership and management was a new stand- 
ard of service and cooperation. These continued and 
expanded through the years, have made the business 
show an institution in the industry and a factor in 
advancing its prestige. 

C. W. Hamilton, advertising manager of The Globe- 
Wernicke Co., Cincinnati, Ohio, signed the Guest Book 
on the fourteenth. He spent a busy day and evening 
with Ham Warnock, manager of The Globe-Wernicke 
branch in Chicago, but took time off to favor Office 
Appliances with an interesting visit crowded into a 
half hour which went all too fast. His comments on 
conditions as his company found them were full of 
encouragement. Mr. Hamilton has a mind stored with 
sound, practical sales ideas. The conversation with 
him was an inspiration to the members of Office Ap- 
pliances’ staff who participated. 

T. R. Crayston and J. P. McNair of Toronto gave us 
the pleasure of a call on August 17th. It was nice to 
have another visit with Crayston, who until a year or 
so ago was for some time Canadian manager for the 
Dictaphone Company. And we were glad to make the 
acquaintance of Mr. McNair, who introduced Frigidaire 
to its Canadian users. These gentlemen are associated 
in a plan for establishing a Canadian agency for U. S. 
lines for certain purpose. Mr. Crayston’s experience in 
the industry naturally gives him an interest in products 
of this field. We hope that some of the concern’s ac- 
tivities will be in the office equipment industry. 

Floyd D. Ransom, president of Proveedor de Oficinas, 
S. A., Mexico City, dropped in for a pleasant chat and 
signed the Guest Book on the twentieth. He maintains 
branches in other important centers of the Republic. 
His visit in the United States is partly vacation, partly 
business. While in Chicago he called at the general 
offices and factory of Ditto, Inc., and at the office of 
R. B. Buswell, western division manager of Underwood 
Elliott Fisher Company. There he met and visited with 
W. F. Arnold, sales manager of the adding machine 
division. He intended to make stops in Michigan, Ohio, 
and elsewhere and to return to Mexico City about the 
first of October. The manufacturers his organization 
represents include Underwood Elliott Fisher Company, 
Ditto, Inc., The General Fireproofing Company, Monroe 
Calculating Machine Company and the Gardner Com- 
pany. He commented favorably upon opportunities 
which exist in Mexico and the improvement in various 
lines which is being brought about by the steadily in- 
creasing American tourist travel. 
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MEETINGS—CONVENTIONS—DINNERS 


I. R. C. A. HOLDS GOLF MEET 


Members of the Inked Ribbon and Carbon Associa- 
tion of Illinois held their first golf tournament, July 9, 
at the Medinah Country Club, Chicago. Cash prizes 
were awarded to Frank Cooper, Codo Manufacturing 
Company; C. W. Hitch, Remington Rand, Inc., and 
Howard Rotherick, Old Town Ribbon and Carbon Com- 
pany. The affair was an enjoyable one for those who 
attended and the members are looking forward to many 
Similar events during the next few months, according 
to E. D. Roberts, chairman of the entertainment com- 
mittee 


~ 
OKLAHOMA STATIONERS STEP OUT 


A one hundred per cent attendance marked the en- 
joyable picnic held by members of the Oklahoma City 
Stationers Association and their employes at Belle Isle 
park, July 19. The early activities of the day included 
all sorts of outdoor games and a Dutch lunch at which 
C. H. Wigger, president of the Association, acted as 
toastmaster. An evening of dancing in the park’s pri- 
vate pavilion brought the affair to a happy end.—_ATW 

_ 
CHICAGO MANAGERS AT WESTWARD HO 

The Office Appliance Managers Association of Chi- 
cago held its final outing of the season at Westward Ho 
Golf Club near Melrose Park, Illinois. Perfect weather 
and a fine course contributed to a most enjoyable after- 
noon. The outstanding feature of the golf game was 


the remarkable putting of Harry Balch of the Quality 
Park Envelope Company. Twenty and thirty foot putts 
were his specialty. 


No record of putts was kept, but 





Two Snapshots from the Chicago Office Appliance Managers 
Outing.-Top row, reading left to right: Harry Cross, Dicta- 
phone Sales Corporation; Harry Shifflette, Marchant Calculat- 
ing Machine Company; Clark Hayes and E. L. Capehart, both 
International Business Machines Corporation; Harry Balch, 
Quality Park Envelope Company; and Ned Leighte, Under- 
wood Elliott Fisher Company. Bottom row: James T. Stewart, 
Gilkey Printing Company: M. G. Hoffman, guest; A. E. Black- 
stone, Dictaphone Sales Corporation. 


he averaged somewhat less than one and a half a hole. 
Blind bogey prizes, which were shared by several, fur- 
nished interesting locker room diversion. The golf 
game was followed by a chicken dinner and cards. 

Arrangements for the use of the Westward Ho club 
were made through the courtesy of Charles A. Stevens 
of Stevens, Maloney & Company, Chicago stationers, 
who in his spare time serves as club treasurer. 


On THE Opposite Pace, SNAPSHOTS FROM THE NortTHWeEsT TRAvy- 
eLerRS’ Goir Party 

l. Sid Lippin, Janesville, Wise.. Al Sundberg and Fred John- 
son of A & E Supply Company, Duluth, Minn., and Claude Fleet 
of Eberhard Faber Pencil Company. 

2. Herb. Morgan, Associated Stationers Supply Company, Chi- 
cago: Bob Jerue, McClain & Hedman Company, St. Paul; Bob 
Roberts, St. Paul Office Equipment Company, St. Paul; Stan. 
Griebel, Yawman and Erbe Manufacturing Company. 

3. Clarence Benson, Farnham Stationery & School Supply 
Company, Minneapolis; Elmer Dalldorf, John Leslie Paper 
Company, Minneapolis; Merrill Hasty, Sengbusch Self-Closing 
Inkstand Company. 

1. The winner of the tournament, L. M. (Joe) Bush of 
Wileox, Mosher, Leffholm Company, Minneapolis. 

5. Bob Dawies, Miller-Davis Company, Harry Spurlock, Na- 
tional Blank Book Company, president of the North West 
Travelers Club: Ed. Hansen, Miller-Davis Company. 

6. Floyd Kongsvik, Curtis 1000, St. Paul; George Seidel, Farn- 
ham Stationery & School Supply Company, Minneapolis; Bill 
Clifford, State Capitol, St. Paul; Karl Castle, Weis Manufae- 
turing Company. 

7. Bob Lee and M. H. Dahlen of the Dahlen Printing Com- 
pany, Minneapolis; Ham Kendrick, American Pencil Company, 
Jimmie Smith, The Wahl Company. 

8. Fred Geiger, Rogers & Company, Minneapolis; Billy Allen, 
Joseph Dixon Crucible Company; Cliff Talty, Poucher Printing 
& Lithographing Company, Minneapolis. 

9. Milt. Schuster, Hampden tacks; Art Ingleston, pro. South- 
view Country Club; Roy Clarke, F. 8. Webster Company. 

10. Mrs. H. R. Tregilgas; Miss Myrtle Oliver; Charlie Regan, 
Globe Publishing Company, South St. Paul; Mrs. H. H. Krinsky. 

ll. L. M. (Joe) Bush, Wileox, Mosher, Leffholm Company, 
Minneapolis: Karl Kiesel. The Carter’s Ink Company; Dorr 


Perkins, St. Paul; O. S. Bertelson, Bertelson Bros., Minne- 
apolis; John Dougherty, Curtis 1000, St. Paul. 
12. Marion Follin, manufacturers’ agent, Chicago; Babe 


(Tiny) Roos, Autographic Register Company, Hoboken, N. J.; 
Fred Fenne, Neva-Clog Products, Ine.. Chicago; Vie Irgens, 
Miller-Davis Company, Minneapolis. 

13. Al. Nordstrom, Smead Manufacturing Company; Bob Val- 
leau, manufacturers’ agent: Charlie Regan, Globe Publishing 
Company, South St. Paul; Einer Carlson, Poucher Printing & 
Lithographing Company, Minneapolis. 

14. Art Gravston, Thomas & Grayston Company, Minneapolis; 
Fred Foster. The Globe-Wernicke Co.; Herb. Fall, Japs-Olson 
Company, Minneapolis; Bill Troost, John Leslie Paper Com- 
pany, Minneapolis. 

15. Sterley Jerue, McClain & Hedman Company, St. Paul; 
E. W. Gurney, St. Paul; Al Thom and Tom Erickson of Bertel- 
son Bros.. Minneapolis; Ed. Hansen of Miller-Davis Company, 
Minneapolis, tries his art with a putter. 

~~~ 


DEALERS AGAIN TRIM NORTHWEST TRAVELERS 


The third successful golf tournament between mem- 
bers of the Northwest Travelers Club and Twin City 
dealers was held at the Southview Country Club, South 
St. Paul, last August 16, and when the smoke of battle 
cleared away the dealers were the victors for the third 
consecutive year. 

But the defeat for the travelers was taken in good 
part by the losers as well as the crowd which gathered 
for the event and which was said to be the largest turn- 
out on record. Although the dealers were jubilant over 
again walking away with the cup with the largest mar- 
gin ever scored, they loudly applauded the fine spirit 
shown by the travelers. 

Following a dinner Harry Spurlock, president of the 
club, awarded prizes to the various winners, L. M. (Joe) 
Bush, of the Wilcox, Mosher, Leffholm Company, holder 
of the low score on the winning team, was presented 
with the cup. Others to whom prizes were given were: 

Claude Fleet, Marion Follin, Bob Roberts and John 
Dougherty. 

The boys were all pleased to have as out-of-town 
visitors Al Sundberg and Fred Johnson of the A & E 
Supply Company, Duluth, and Sid Lippin, formerly in 
the stationery business at Janesville, Wis. 
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Following dinner President Spurlock called upon a 
number of those present for remarks. Among those 
who responded were Art Walker, Sterley Jerue, Bob 
Jerue, his son; Bob Roberts, Dorr Perkins, Roy Clarke, 
and Babe (Tiny) Roos. Herb Morgan, chairman of the 
tournament, paid a nice compliment to his committee 
partner, Charlie Regan. 

In the evening the golfers took over the clubhouse 
and spent an evening with barber shop harmony de- 
veloped to the nth degree of perfection, two of the lead- 
ing pencil men, Claude Fleet and Ham Kendrick, lead- 
ing the chorus. 


NEW YORK STATIONERS GOLF ASSOCIATION 

Members of the New York Stationers’ Golf Associa- 
tion moved another step towards the end of their play 
for the season’s cups when they gathered at the Forest 
Hills Field Club, Forest Hills, N. J., August 13, Richard 
Morris, host. 

When the play came to an end the standing of the 
leaders in the three classes were: 

Class A: J. Kahn, J. Kemp and W. Hueglin. Class 
B: E. Geehring, P. Elias and M. Becker. Class C: M. 
Popper, B. Abrahams and H. Yager. 

The next scheduled game was to be held at the Pel- 








ham Country Club, Pelham, N. Y., August 27, and 
which will be described in the October issue of Office 
Appliances. 
a 
CONFERENCE OF COLLEGE STORES 

Members of the National Association of College Stores 
gathered at the Hotel St. Francis, San Francisco, from 
July 31 to August 3 for the annual convention. Officers 
chosen for the following year are: Walter A. Baude, of 
the University of Cincinnati Cooperative Society, Cin- 
cinnati; James H. Lott, vice-president, New York Uni- 
versity Press Book Store, New York, N. Y.; A. Chris 
Daniels, University Book Store, University of Southern 
California, Los Angeles. 

The following directors were chosen: Herbert Zettel- 
meyer, Western Reserve University, Cleveland, Ohio; 
Jeff Coleman, University of Alabama Supply Store, Tus- 
caloosa, Ala.; May E. Dennis, Washington University, 
St. Louis, Mo.; Harold D. Smith, Engineers’ Book Store, 
University of Minneapolis, Minneapolis, Minn. 

The conference was called to order at ten o’clock 
Wednesday morning, August 7, by President Jeff Cole- 
man; a welcoming address was given by Paul C. Irvine 
from the Oregon State College. Then followed the key- 
note address by the president. Mayor Angelo Rossi 
was the guest speaker at the luncheon. After an after- 
noon spent on the University campus at Berkeley, din- 
ner was served at Lucca’s restaurant. 

At a business session in the evening Walter A. Baude 
detailed “The Control System at the Cincinnati Store.” 
Thursday morning was devoted to the discussion of 
books, textbook codes, and a report of committee rela- 
tions with publishers. Dean J. Hugh Jackson, of Stan- 
ford University, was guest speaker at the luncheon. 
The evening session was devoted to reports of commit- 
tees. The meeting adjourned in time to inspect the 
manufacturers’ exhibits in the Italian room. Friday 
morning Donald G. Lyman, of Columbia University, 
reported on association activities; Donald Linn, presi- 
dent of the Associated Students of San Jose State Col- 
lege, told “What a Student Expects from a College 
Store.” In the afternoon all delegates joined in a visit 
to Stanford University, and short sight-seeing trips to 
San Francisco. The annual dinner and dance that eve- 
ning was a gala affair. A portable Royal typewriter 
was donated by the Royal Typewriter Company, Inc., 
as a door prize. This was won by Harold D. Smith, 
University of Minnesota, Minneapolis. 

The Saturday morning session was devoted to the 
election of officers, as narrated above; to the hearing 
of reports, and the completion of unfinished business. 
A launch trip was taken to inspect the two Bay bridges 
of San Francisco, now in course of erection. This trip 
closed the entertainment features. Cincinnati was se- 
lected as the location of the next meeting, the date left 
to the decision of the officers at the December meeting. 


Immediately prior to the meeting of the national 
convention, the Western states district of the College 
Bookstore Association held its annual meeting in San 
Francisco. Paul C. Irvine, of Oregon State College, 
officiated in the chair. New officers were chosen for 
the ensuing year as follows: A. Chris Daniels, presi- 
dent, University Book Store, University of Southern 
California; J. E. McRae, vice-president, University of 
Southern California; Robert E. Rasmus, secretary- 
treasurer, University of Southern California, Los An- 
geles. Seattle was named for the 1936 convention, the 
date to be announced later.—SS 
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Pace, Svapsnors Taken avr rue Wrs-lns 


Coup OUTING 


1. G.H. J. Aigner, G. J. Aigner, W. D. Comstock, A. C. Aigner, 
G. J. Aigner Company. 

2. Robert Olson, J. E. Bernard & Company; Erle Steinbeck, 
S. K. Smith Company; Harry Balch, Quality Park Envelope 
Company; Ralph Maneval, A. W. Faber, Ine.; Ben Powell, A. 
W. Faber, Ine. 

3. The Wis-IIl Chorus: Top Mrs. Bill Schuster, Harry Mois- 
san (guest), Mrs. Harry Moissan (guest), Bill Schuster, Harry 
Balch. Lower-——-Gordon Kickels, Mrs. Kickels, Erie Behmer, 
Charles Ziesk. 

4. Solid comfort under the trees. 
Mrs. Steinbeck (a marvelous hostess), Robert Olson. 
Erle Steinbeck. 

5. Robert Krumwiede at bat, Bill Dalton catching. 

6. Bill Cox, The Carter's Ink Company; Mrs. Cox; 
Powell, A. W. Faber, Ine. 

7. Elmer Krumwiede, Mrs. Harry Balch, Russell Carpenter. 

8. D. R. Pinney set for a triple. 

9. Miss Florence Huck, Mrs. Gordon Kickels, Mrs. Eda Com- 
stock, Mrs. Charles Huck, Miss Eleanore Mulholland, Mrs. Ida 
Ziesk, Mrs. George Cormack. Mrs. G. O. Stevens. 

10. Tom Wardell, Automatic Electric Company; Helen Enger; 
Mrs. H. O. Atwood; H. O. Atwood, Eberhard Faber Pencil 
Company. 

ll. Dick Gingland, Esterbrook Steel Pen Manufacturing Com- 
pany; T. MacCorkindale, Just & Son; Charles Underwood, 
Fulton Specialty Company; George Griffiths, Koh-I-Noor Pencil 
Company. 

12. Leo Stein, Stein Bros. Manufacturing Company; Ollie 
Hamilton, F. S. Webster Company; G. O. Stevens, Stevens, Ma- 
loney & Company; John Kreuger, F. 8. Webster Company. 

13. Mrs. George Cormack, George Cormack, Wilson-Jones 
Company; George Cormack, Jr.; Mr. and Mrs. W. F. Durchslag. 
bride and groom. 

14. One happy family. Mrs. Cox feeding Bill Morrison (fore- 
ground) with background composed of Bill Cox, showing past 
Mrs. Cox, Mrs. Mayer, Mrs. Morrison, almost entirely hidden 
by Mr. Morrison, and William Mayer. 

15. A. Schiller, Schiller & Schmidt; Mrs. 
Brohm, Eagle Pencil Company; Mrs. A. D. Armstrong; 
Armstrong, Eagle Pencil Company. 

16. Mesdames G. H. Griffiths: D. R. Pinney: 
A. C. Holt: H. O. Atwood; G. O. Stevens. 
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ON THE OPprpostitt 


W. J. Dalton, Miss Shipley. 
In front, 


Ben 


Schiller; B. H. 
A. D. 


William Mayer: 





Left to 

right: D. Kollmer, a guest: William Durchslag, Stevens 

Maloney Company; Laurence Griesel, a guest, and Eldon 
Just, Just & Son. 


Horseshoe Pitchers at Wis.-Ill. Club Outing. 


WIS-ILL CLUB HOLDS PICNIC AT LAKE VILLA 


The Wis-Ill Club, whose members are representatives 
of manufacturers selling to dealers in Illinois and Wis- 
consin, had an all-day golf party and picnic August 4 
at the Cedar Crest estate which is located near Lake 
Villa. The entertainment was mostly in the form of 
golf, swimming, horseshoes, baseball and bridge. There 
was a fine attendance of club members and of Chicago 
Stationers as well. 

Numerous prizes were provided for the golf games. 
They included donations from W. A. Sheaffer Pen Com- 
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pany, Bankers Box Company, Sanford Manufacturing 
Company, F. S. Webster Company, S. K. Smith Com- 
pany, Eagle Pencil Company, A. W. Faber, Inc., Eber- 
hard Faber Pencil Company and Koh-I-Noor Pencil 
Company, and prizes provided by the club. Following 
are the names of the prize winners: Leo Stein, Charles 
Underwood, Ralph Maneval, Miss Neuman, R. A. Huck, 
Mrs. Balch, Tom MacCorkindale, Eldon Just, Harry 
Balch, L. Griesel, Mrs. L. S. Turner, Dick Gingland, C. 
N. Huck, S. Campbell, Harold Atwood, Ollie Stevens, 
Gordon Kickels, George Cormack, Bob Olson, Mrs. Cum- 
mings, Russell Carpenter, Elmer Krumwiede and C. 
Ziesk. 

The travelers provided a silver and gold trophy cup 
and earned the privilege to retain it for a year. A 
travelers team composed of Russell Carpenter, Harry 
Balch, Gordon Kickels, Dick Gingland, L. S. Turner and 
H. O. Atwood turned in an average score of 98 gross 
against a score of 102 by the dealers team. The dealers 
were represented by A. Flown, T. MacCorkindale, Paul 
Cummings, Oliver Stevens, C. Ziesk and Eldon Just. 
Russell Carpenter won the honor of becoming custodian 
of the cup by turning in the lowest score on the win- 
ning team. 

Following the day’s activities at Cedar Crest the en- 
tire party adjourned to Lone Oak Inn, a nearby resort, 
for a chicken dinner, where the prizes were distributed. 

a 
NEW YORK TYPEWRITER DEALERS MEET 

For the purpose of discussing and completing final 
plans for the local association’s activities at the com- 
ing Washington convention, a meeting of the National 
Typewriter and Office Machine Dealers Association of 
New York was held in the Dixie hotel, August 14. De- 
spite the excessive heat a large number of dealers at- 
tended the gathering. It was reported that plans for 
transportation to Washington were progressing nicely. 

ee 
REMINGTON RAND FOREMEN CELEBRATE 


The foremen of the Syracuse plant of Remington 
Rand, Inc., held their annual outing and enjoyed a day 
of sports and play at Hinerwadel’s Grove, North Syra- 
cuse, N. Y., last July 27. 

The old school of skilled engineers was well repre- 
sented by R. Moffatt, foreman of the heat testing divi- 
sion, and C. Ross, foreman of the final assembly di- 
vision, and many others who have served the company 
for thirty years or more. Leaders among the “old 
timers” were Mr. Moffatt and R. Cummings, both of 
whom have a service record of over forty-six years. 

Although there were no official timers present, many 
of those attending the outing laid claim to newly- 
established records in the various amateur sports. 
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Chief among these were Vice-Presidents Zellers and 
Benner, and Factory Manager Straub, who constituted 
the leap-frog team. And practically everyone set new 
records at the combination farm-shore dinner which 
featured the day. 

> 


HORDER’S BOWLERS TAKE UP GOLF 

To prove that their athletic prowess is not limited to 
bowling, the members of the Horder’s Bowling League 
gathered early Sunday morning, August 11, at the 
Northbrook Country Club, ten or twelve miles north of 
Chicago, and swatted little white pills about the golf 
course. 

Fifty-one players responded to the starter’s calls. 
Each foursome was given a good send off by Homer 
Schulenburg and Ed Schapiro, who asked such mys- 
terious questions as, “What is your handicap?” and in- 
sisted on getting answers before permitting aspiring 
players to begin rounds of divot digging and rough 
visitations. 

After completing eighteen holes of tournament play, 
members of the foursomes reported their scores and 
then made tracks for the dining room, where dinner 
was served “on demand” and in exchange for a ticket. 
Some ardent golfers went out for another eighteen 
holes of play, but the majority remained close to the 
club house so as to be on hand when the prizes were 
awarded. 

It was a perfect tournament, at least from the stand- 
point of the golfer with an inferiority complex, because 
there were more prizes than players. Consequently, 
some non-players such as Ben Powell of A. W. Faber, 
Inc., who helped in figuring net scores and was general 
handy man, and John Gilbert of Office Appliances, who 
took pictures of participants, received awards in recog- 
nition of their helpful toil. 


The Prize Winners 


The low gross player of the day was H. G. Horder, 
who chose a leather duffle bag from the vast array of 
prizes. Other prize winners and their prizes, are as 
follows: 

First, Al. Skibbe, $5.00 merchandise certificate; sec- 
ond, George Cormack, Chipper golf club; third, E. 
Krumwiede, utility bag; fourth, P. D. Lloyd, sweater; 
fifth, H. Balch, Sheaffer fountain pen set; sixth, H. 
Hinson, cigarettes; seventh, F. H. Jones, golf balls; 
eighth, A. J. Hedman, Carter set; ninth, Al. Melohn, 
cocktail shaker; tenth, E. E. Long, Parker set; eleventh, 
Russ Carpenter, cigarettes; twelfth, F. Seymour, Water- 
man set; thirteenth, J. W. Wilkinson, cigarettes; four- 
teenth, Bill Cox, broadcloth shirt; fifteenth, Ben Kania, 
cigarettes; sixteenth, C. Bird, cigarettes; seventeenth, 
Bill Saunders, Parker set; eighteenth, Harold Wilson, 
cigarettes; nineteenth, W. Snelling, broadcloth shirt; 
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No. 25 in pie- 
Straub, factory manager; No. 26 is R. E. Benner, vice president in charge of production and No. 27 


is J. A. Zellers, vice president and assistant general manager. 
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GoLrers AT THE OutING or Horper’s Bowiine Leacue. 


Ave Are Mempers or THE Horper OrGANIZATION UNLESS 


OTHERWISE INDICATED. 


l. L. te R-F. H. Jones, Bill Saunders, Harry Horder, 
Elmer Long. 

2. F. P. Seymour, Charles Carpenter, guest, George Herr- 
man, Heyer Corporation, Al Skibbe. 

3. Bill Cox. Carter’s Ink Company, Eddie Schapiro, C. 
S. Considine, William Goodman. 

1. M. F. Eggert, Leo Stein, Stein Brothers Manufacturing 
Company, Russell Carpenter, Sanford Ink Company, P. D. 
| lovd. 

5. J. G. Orr, W. A. Sheaffer Pen Company, Don Tmey, 
guest, J. W. Wilkinson, H. H. Hinson. 

Inset: Mrs. C. W. Kingstrand and Mrs. Harry 
guests. 

6. E. Flown, A. J. Hedman, Harold Wilson, A. J. Krelle. 

7. W.S. Lennartson, Office Appliances, Dick Fuller, guest, 


Balch, 


twentieth, R. V. Maneval, chair; twenty-first, W. S. 
twenty-second, E. Schapiro, 
golf balls; 
twenty-fourth, J. A. Peck, greeting cards; twenty-fifth, 
Tom White, greeting cards; twenty-sixth, J. G. Orr, 


golf balls; 
twenty-third, 


Lennartson, 


cigarettes; A. K. Moore, 





Tom Aldrich, Jack Lydiard. 

8. S. Sieband, S. H. Ohlman, Harry Hegg, J. B. Anderson. 

9. G. H. Griffith, Koh-Il-Noor Pencil Company and Mrs. 
Griffith. 

10. George Cormack. Wilson-Jones Company, H. C. 
Schulenberg, Harry Balch, Quality Park Envelope Company. 

11. O. W. Stahl, Seat Chemical Company, Ben Powell, 
A. W. Faber, Ine. 

12. E. J. Heidersbach, guest, A. Melohn, C. 
George A. Boehm. 

13. J. A. Peck, A. K. Moore, K. Schultz, W. S. Snelling. 

14. R. Krelle, Elmer Krumwiede, G. J. Aigner Company, 
Ralph Maneval, A. W. Faber, Inc., F. J. Rainey. 

15. A. J. Peters, Ben Kania, T. White, G. White, guest. 


H. Bird, 


greeting cards; twenty-seventh, W. Peters, cigarettes; 
twenty-eighth, G. A. Boehm, greeting cards; twenty- 
ninth, George Herrmann, social stationery; thirtieth, 
Wm. Goodman, scrap book; thirty-first, A. J. Krelle, 
golf balls; thirty-second, Jack Lydiard, broadcloth 
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Shirt; thirty-third, C. Carpenter, social stationery; 
thirty-fourth, J. B. Anderson, greeting cards; thirty- 
fifth, H. C. Schulenburg, golf balls; thirty-sixth, R. 
Krelle, greeting cards; thirty-seventh, Leo Stein, golf 
balis; thirty-eighth, Tom Aldrich, golf balls; thirty- 
ninth, Ed. Flown, golf balls; fortieth, S. H. Ohlman, 
golf balls; forty-first, F. J. Rainey, box of candy; forty- 
second, M. J. Eggert, box of candy; forty-third, Harry 
Hegg, box of candy; forty-fourth, K. Schultz, golf 
ticket; forty-fifth, S. Siedband, box of candy; forty- 
sixth, C. Considine, box of candy. 

Guests who won prizes included Don Tmey, golf 
balls; G. White, golf balls; E. J. Heidersbach, golf ticket, 
and Dick Fuller, golf ticket. 

Following the awarding of prizes, the group split up, 
some to pitch horse shoes, some to play soft ball, some 
to indulge in the less strenuous activity of the card 
table, and some less hardy spirits went home to take a 
Sunday morning nap in the afternoon. 

> 
MILWAUKEE DEALERS TO MEET 

With James P. Ward, of the Shipman-Ward Manu- 
facturing Company, slated to be a guest of honor and 
principal speaker, a meeting of the Milwaukee Type- 
writer and Office Machine Dealers’ Association will be 
held Tuesday, September 10, in the Schroeder hotel. 

According to E. W. Doepke, president of the associa- 
tion, plans have been completed to assure the appear- 
ance of a large crowd of representative dealers. Invi- 
tations to attend were mailed to every dealer in the 
state to hear the important message Mr. Ward will 
bring with him. 

The promise of Mr. Ward to address the gathering 
at the September meeting was given when he attended 
a meeting in Milwaukee last April, where the members 
of the Chicago Typewriter Dealers Association were 
present as guests. 

—<_>  — 
CALIFORNIA DEALERS ELECT 
ASSOCIATION OFFICERS 

At a well-attended meeting of the Carbon and Rib- 
bon Dealers Association of Northern California, held 
August 9 in the Tahiti Club, San Francisco, the follow- 
ing officers were elected: 

W. H. Huston, Pacific Coast manager for Mittag & 
Volger, Inc., president; R. S. Clark, Neal, Stratford & 
Kerr, vice-president; L. H. Chapman, A. Carlisle, Up- 
ham & Rutledge Inc., re-elected treasurer. 

Charles Johnson, representing H. S. Crocker, Inc., 
William Taylor, Remington Rand, Inc., R. S. Clark and 
W. P. Funck, F. S. Webster Company, Inc., were elected 
directors. The following members are also on the 
board: T. J. “Ted” Gibson, manager, Miller-Bryant- 
Pierce Company; J. F. O’Connor, president, Pacific 
Carbon and Ribbon Manufacturing Company, and Mel 
Hoffman, Panama Carbon Company. 

amtailions 
GEORGIA STATIONERS CONSIDER 
ADOPTION OF FAIR TRADE ACT 

The Georgia Stationers Association, at a meeting 
held August 9 in the Dempsey hotel, Macon, Ga., made 
the first move to determine whether or not it would 
sponsor a Fair Trade Act, similar to the one in Cali- 
fornia and other states. 

With Henry I. Coleman, president of the organiza- 
tion, presiding at the meeting, the members appointed 
a committee which is to report at the next meeting 
on the advisability of the association joining with other 
Similar organizations in an effort to bring about the 
passage of a fair trade bill. 
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CHICAGO STATIONERS’ GOLF TOURNEY 

With several added attractions arranged for in order 
that everyone will have a good time, the annual golf 
tournament of the Stationers Club of Chicago will be 
held at the Northbrook Golf Club, Sunday, Septem- 
ber 8. 

Teeing off will begin promptly at eight o’clock in the 
morning and continue as long as there are players. 
The usual array of prizes will be awarded to skilful 
players and those who guess their handicaps accu- 
rately. 

All the necessary arrangements have been com- 
pleted by a golf committee composed of T. MacCorkin- 
dale, chairman, of Just & Son; Clark S. Roland, Mar- 
shall-Jackson Company; George O. Stevens, Stevens, 
Maloney & Company, and W. A. Martin, Graver-Dear- 
born Company. 

But that isn’t all. Anticipating the appearance of 
a large number of non-golfers, the committee has also 
arranged a big baseball game, horseshoe pitching and 
cards. In this connection Eric Behmer and Gordon 
Kickels will organize the stationers and the travelers 
teams respectively and Russell Carpenter and Clark 
Roland will perform the same honors for their travelers 
and stationers golf teams. 

According to Mr. MacCorkindale the fee of $2.50 per 
person will include the golf, cards, prizes, all other 
sports and the dinner. 

oe 
WINNIPEG STATIONERS NEAR 
GOLF TOURNAMENT ENDING 

Members of the Stationers Association of Winnipeg 
have forgotten business and are concentrating on their 
putting and driving as the final game for the Luckett 
and Savoy golf trophies draws near. The final qualify- 
ing game will be played at the Southwood country 
club, September 5. 

The last game, played August 8 over the Elmhurst 
course, ended with Jim Irvine qualifying to play in the 
final with a net of seventy-two. Others to whom went 
the honors of the day were: 

H. Gregory, second low net; Gordon Fraser, low 
gross; Keith Vogan, second low gross; Jack Martin, 
best score, first nine; Harry Ramsay, best score, second 
nine; Mat Esdale, Cliff Smye and H. Bernstein, birdie 
three’s. 

Among the firms donating prizes to the golfers were: 

Office Specialty Manufacturing Company, Clark 
Brothers & Company, Ltd., Richardson & Bishop, Ltd., 
Dennison Manufacturing Company, Ltd., Reliance Ink 
Company, Ltd., and Barber-Ellis of Winnipeg, Ltd. 

tte nibs 

CLEVELAND DEALERS HOLD ANNUAL PICNIC 

With a number of manufacturers’ representatives 
present as guests, the Cleveland Typewriter and Add- 
ing Machine Dealers Association held its annual picnic 
and outing at Wildwood Park last month. 

The event was a strictly stag affair featuring a base- 
ball game between dealers and mechanics. The dealers 
were short several players and a number of mechanics 
were drafted to fill their ranks. The game resulted in 
a score of eleven to ten in favor of the mechanics. 

The committee on arrangements consisted of Ed. 
Knecht, George Sherlock and L. Metzger who an- 
nounced that the organization is planning a clambake 
to be staged in the near future and to which the ladies 
will be invited. 

The weekly meetings of the association will be re- 
sumed September 10 when the members gather in the 
Allerton hotel for dinner.—AED 
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Wuat tHe Camera CAUGHT AT THE Recent Ruope Istanp STATIONERS ASSOCIATION OUTING.— 


1.—A few stationers of Woonsocket, R. I. 2.—The 
Committee in charge. 3.—L to R: Sadie Agronick, 
Betty Coville, Mae Dacey, Jack Bainbridge, and Al 
Rebhan. 4.—Tug of War. 5.—Just Boys. 6.—Lurena 
G. Adams. Alexander Agronick, Chairman of Out- 


RHODE ISLANDERS STAGE CLAMBAKE 

When an automobile caravan drifted to a stop out- 
side the Warwick Club, Longmeadow, R. I., last July 24, 
the annual outing of the Rhode Island Stationers As- 
sociation was officially opened with about 300 in at- 
tendance. 

The day started with a luncheon, following which the 
golfers in the party left for the Warwick Country Club 
for their yearly joust with niblicks while non-golfing 
visitors found a host of competitive sports waiting for 
their attention. Many winners of the various events 
were awarded fine prizes donated by members of the 
industry. 

Among the association members who graced the 
affair with their presence were: Frank Sanger, Oxford 


8.—Mr. Goodwin 
Mr. Flaxington and 
H. R. “Bud” 


ing Committee, and Mrs. Agronick. 
and Mr. Ross. 9.—Joe Cook. 10. 
Mr. Wylie. 11.—The Shoe Race. 12. 


Spooner. 


Filing Supply; Mort Chute and Jack Bainbridge, of 
Bainbridge, Kimpton and Haupt; James March, Fay 
Paper Products; Jim Armington, Mohican Pencil Com- 
pany; W. S. Waterhouse, Worcester Envelope Com- 
pany; Harry Ferry, National Blank Book Company; R. 
G. Bohaker, Oakville Company; Jack Dacy, Sheaffer 
Pen Company; Jack Kennedy, Trussell Company; Jim 
Hobart, Eberhard Faber Company; Bob Riddell, Wahl 
Company; Arthur Shearman, Wilson-Jones Company, 
and Will Taylor, Waterman Pen Company. 

The big event of the day, the much-heralded clam- 
bake, got under way at six-thirty with everybody ap- 
parently ready to show how much chance a poor little 
clam had against New England appetites. Following 
this event, and before the night’s dancing began, Walter 
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Suaw-Watker Deacer SALes Scnoot Hetp at THE PLANT 1n Muskecon, Micn., Jury 8 tro 13 


Seated, left to right: Guy F. Boyd, Fletcher J. Swan, 
A. Walter Stevenson, Jack Forster, Chester Panfil, Al 
Gorman, Norman Watts, Harold J. Lee, Hector Morrow, 
LaVerne Gillette, Fred L. Brous, C. Tritschier, Arthur F. 
Shipley, John L. Stephens, W. R. Randall, John Salomon, 
H. M. Bundy, and Omar T. Johnson. 

Kneeling, left to right: John H. Wyatt, J. O. Bonney, 
Charles Eckerman, Richard F. Tucker, H. S. Miller, 
Herman Rogers, R. S. Engle, R. J. Ridley, H. E. Martin, 
L. C. Walker, president of the Shaw-Walker Company, 
Albert W. Gill, F. C. Kuenzie, W. A. Koeppelin, Maurice 
O'Connor, George Shaw, Albert E. Tripp, Ray P. Lewis. 


and D. R. Jordan. 


R. Dolliver, Providence Paper Company, received con- 
gratulations upon his recent election as Regional Gov- 
ernor to succeed Al Rebhan. 

Members of the arrangements committee were: 

Al Agronick, chairman, Capitol Stationery Company; 
Mr. Dolliver, Lurean Adams, Providence Paper Com- 
pany; Mae Sullivan, Sullivan Office Supply Company; 
H. R. “Bud” Spooner, Arthur C. Arnold, Inc.; Nate 
Weiss, New England Stationery Company, and Dick 
Freeman, E. L. Freeman Company. 


a ae 
GEORGIA STATIONERS MEET 

The Georgia Stationers Association met at Macon on 
August 9 for an informal discussion of plans to pro- 
mote business contacts. 

Offices of the association are Henry I. Coleman, Sa- 
vannah, president; G. A. Booth, Athens, vice-president, 
and A. D. Hubert, Jr., of Atlanta, secretary-treasurer. 
In addition, members of the executive committee are 
Charles Marshall, Atlanta; Hollis Oliver, Valdosta, and 
W. W. Shepherd, Macon. 


Standing, left to right: C. R. Garrett, Thurman Frock. 
F. Earle Mayville, J. D. McKinney, J. B. Hurston, A. S. 
Andrews, Herbert S. Hanna, Howard Kraft, Arthur K. 
Johnson, S. E. Wardin, J. H. Baker, G. E. Marian, H. J. 
Bisig, N. V. Moreland, T. R. Patton, C. A. Smith, H. J. 
Magne, J. R. Klaase, W. C. Sandberg, Frank Baldwin, 
Robert Saltmarsh, R. L. Stroud, Floyd Richards, Carl 
Burkhead, M. Stewart, L. H. Rietdyk, J. A. Shields, G. F. 
Boyd, and C, A. Oberg. 

Men in attendance who failed to “see the birdie”: 
Thos. Groom, C. R. Storey, A. S. Arnold, D. E. Hunter, 
L. H. Walker, and W. H. MeNiff, vice-president of the 


Shaw-Walker Company. 


SHAW-WALKER CONDUCTS TWO SALES SCHOOLS 

Coming from thirty-five states from Maine to Wash- 
ington, 130 salesmen attended two sales schools held 
by the Shaw-Walker Company, Muskegon, Mich. 

The first school was held from July 8 to 13 inclusive 
and the second from July 22 to 27 inclusive. When the 
courses ended it was found that the classes attending 
formed the largest total ever recorded by the company. 

A regular class-room was set up with chairs and 
tables for the students and a complete collection of 
demonstrating samples. Each division of the Shaw- 
Walker line was explained by a company lecturer. 
Proper sales methods for each division of products were 
explained at length by twelve home office men who 
were on the instructing staff. 

Although the weekdays were devoted to school, the 
classes were taken on Friday evenings to the Muskegon 
Country Club where an elaborate dinner was given for 
the students. 





THOSE IN 


Front row. left to right: M. L. Olson, L. S. Schregel, Don 
Gillian. Lee J. Fitzsimmons, C. F. Eckerman, L. D. Bolton, John 
Solometo Malcolm MacDonald, A. W. Bingel, W. H. Oehmler, 
Arthur G. Paul, Charles Anderson, J. A. Shields, James F. Duffy, 
L. B. Herr, Jr.. C. A. Garver, and C. A. Oberg. 

Second row, left to right: John H. Grimm, W. L. Fisher, S. 
E. Bover. W. N. Curry. Elmer E. Kelly, H. H. Darnell, Hubert 
Freville, Owen A. Teague. John Oltmans, A. M. Hatton, E. H. 
Brainerd. Jim Walsh. J. C. Leonard, Jr. J. C. Leonard, W. S. 
Jones, J. S. Warrington, H. J. Strickland, E. F. Monaghan, L. W. 
Gillette, J. P. Allen, C. Andrews, Charles F. Sherman, Roger A. 
Turner, Robert G. Heston, and F. H. Earthrow!l. 


ATTENDANCE AT THE SHaw-Wacker Deater Sates Scuoot Herp at tHe Factory Jury 


22 to 27 
Standing, left to right: G. F. Boyd, Arthur Hopkins, D. E. 
Hunter, William C. Bidlack. W. B. Snyder, O. F. Lovett, L. A. 
Fowler, C. L. Quoyeser, Ralph Greer, Henry Fleeman, John R. 
Osswald, George Shaw, Harry C. Williams, Joe Hamilton, Clyde 
R. Roberts, J. D. McKinney, Edward J. LeBlanc, J. H. Me- 
Keever, Jay See Getz, Albert F. O'Daly, C. R. Garrett, W. H. 
McNiff, vice-president of the Shaw-Walker Company, E. H. 
Broekema, Jack Wolffis, R. H. McGowan, vice-president in 
charge of the wholesale division of the Shaw-Walker Company, 
Winston E. Buby, Al Andrews, George Rodgers. Jr., Pete Hoe- 
kenga, Lester Erbes, Edward Powers, F. C. White, Howard 
MacDowell, Harold F. Burgoon, F. C. Kuenzie, Leonard B. 
Wilcox, J. R. Southard, L. A. Fowler, and F. C. Buchanan. 
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When words fail, pictures and charts often 
make things clear. The cellulose-ester sten- 
cil brought a wealth of illustration to the 
fine art of Mimeographing—and thereby 
revolutionized it. The Mimeotype stencil, 
an exclusive Mimeograph development, has 


opened a new world of possibilities for the 
process. 


Unlike any other stencil ever pro- 
duced! It makes practical the illustrating of 
typewritten sheets, and does a superb job at little 
cost. Get latest information concerning its many 
uses from A. B. Dick Company, Chicago, or see 


your classified telephone directory for local address. 
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HE WHO CONTROLS HIS WORDS 
CONTROLS HIS WORLD... 


Words Move the World— 


Our most influential words are 


transmitted by typewriter. 
The ribbon is the 


tongue of the 
typewriter. 
. 


DON’T WRITE 
A TONGUE.-TIED LETTER 
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4 o ~ 
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MANIFOLD SUPPLIES COMPANY 
Manufacturers of PANAMA and BEAVER 
188 THIRD AVENUE, BROOKLYN, N. Y. 


COPYRIGHT eyYm 
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NORTHWEST TRAVELERS NOTES 
By Fred C. Schaefer, Correspondent 


Charlie Underwood, of the Fulton Specialty Company, 
was back up in the Twin Cities and the Northwest dur- 
ing August, after his long siege of illness. The boys of 
the Northwest Travelers Club were all glad to see him 
again. While in Minneapolis he was one of a foursome, 
playing golf with Oscar Bertelson, Claude Fleet and 
Fred Fenne. 

The Williams Book and Stationery Company of Wi- 
nona, Minn., recently sold its printing plant. The space 
which was occupied by the printing department is being 
remodeled and is now a part of the firm’s enlarged 
stationery store. 

Is our noble president Harry Spurlock popular with 
the gals or is he popular with the gals? That question 
may arise some time and for answer the would-be ask- 
ers need merely paste this photograph in their hats. 

It seems this little snapshot was taken while our 
leader was basking in sunshine at the beach at Minne- 
tonka with his family. At least that is what he told us, 
but it does seem to be quite a large family. 

Herb Morgan and our club president, Harry Spur- 
lock, were neighbors during July and August when they 
occupied adjoining cottages at Lake Minnetonka. For- 





Northwest Travelers On Vacation.—Top is Harry Spurlock for- 

getting work for a while for obvious reasons and (below) pos- 

ing for a picture with Herb Morgan, his vacation next-door 
neighbor. 


getful of everything pertaining to the industry, these 
two spent an ideal existence dividing their time equally 
between golfing and fishing. They were taken together 
in this photograph and we hereby ignore rumors that 
the snapshot was used as a sort of alibi for another 
“shot” shown in this column. 


* > *« 


Although members of the Northwest Travelers Club 
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AUTUMN 1935 


Window Display Material 
for CORONA DEALERS 





This is part of the help we promised Corona 
Dealers who entered our “Rodeo”. And other 
Corona Dealers can have it too. 

Boys and girls everywhere are going back 
to school and college this month. They will 
do better work if they go back with a Corona! 

Use this new and effective display material 
...and your own ingenuity. Tie up with local 


school interests—make your window WORK 


—and you can sell a dozen Coronas for every 
one you've sold before. 

For remember—no portable dealer has ever 
before had the values to give his customers 
that today’s full Corona line offers. Five models 

and three of them with Floating Shift and 
Touch Selector! The business is there... go get it/ 

L C Smith & Corona Typewriters Inc., 701 


E. Washington St., Syracuse, N. Y. 


TO “BUCKAROOS”: Don’t forget the September School Window Display 
Contest, one of the features of the Corona National Rodeo—"'the wind-up of 
the round-up.’’ Photographs of your windows are due in Syracuse October 10. 
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CASH IN ON: 











PEN-SKRIP PENCIL-SKRIP 


SUCCESSOR TO INK SUCCESSOR TO LEADS 


THIS REVOLUTIONARY OFFER 


only lasts from September 10th to November Ist 
and will not be repeated! One package of Pencil- 
Skrip, “Successor to Leads”, is being given free 
with every bottle of Blue or Blue Black Pen-Skrip ~~ 
between these dates only! Since Pen-Skrip is SP 
already so generously used by the American 
public we are using it to introduce our new 
Special HB Pencil-Skrip, “Successor to Leads”’, 
which fits all pencils using 
round or square leads. 


































it takes six gallons of liquid to 
make one gallon of Pen-Skrip, 
the famous writing fluid which 
is absolutely free of sediment. 
Permanent Pen-Skrip is for 
business—washable Pen-Skrip 
for schools. Pencil-Skrip for 
mechanical pencils is in round 

stick form. It writes blacker, 
a smoother, and has greatest 
we one tensile strength. 





SKRIP-WELL 


= t. 





Uses 
the 


Last “a 
Drop‘. - 









“ Purchase your supply of Pen- 
Skrip in the family size bottle 
with the Skrip-Well that allows ‘ 
you touse the last drop of fluid. —_ 
na 
No smudgy fingers.Remember ROUND LEAD 
sclarceeseetmay ? during the period of this offer Sectional Views of round 


a free package of Pencil-Skrip, ails camaee — 


“Successor to Leads”, is in- shown in diusram fit the 
cluded free with your purchase 
of Pen-Skrip. Buy your winter 


supply while this offer lasts. 
FAM ] LY S IZE This offer appties onty in the United States) SQUARE 


W A. SHEAFFER PEN CO. Fort Madison, lowe 
? ’ ntario 2nodo 





Over 30°. 














THIS AD IN 4-COLORS APPEARS IN SATURDAY EVENING POST (INSIDE FRONT COVER), 
OUT SEPT. 10, OTHER MAGAZINES AND 116 NEWSPAPERS 
(COLLEGE AND METROPOLITAN) 


ORDER SKRIP NOW TO CASH IN 


ON THIS GIGANTIC CAMPAIGN TO INTRODUCE PENCIL- 
SKRIP, SPECIAL HB GRADE, AND RESTORE THE RE-FILL 
LEAD MARKET FROM Sc TO 15c. ONLY A FEW DAYS LEFT! 
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were defeated at the Twin Cities tournament, it was 
not for lack of trying that they again lost the cup to 
the dealers. For more than two weeks the various golf- 
ers practiced daily in an effort to improve themselves 
for the fray. But they are not down-hearted and plan 
a bigger and better try next year. 

* - > 

Clarence Smith, who places the orders for the Pierce 
Company, Fargo, N. D., spent a few days in Minneapolis 
during August. 

* * * 

Ed Friedmann, past president of the Northwest Trav- 
elers Club, has moved to his new home at 560 South 
Brimhall avenue, St. Paul. Ed is making a trip East to 
visit the factory at Gloucester, Mass., some time this 
month. 

TRAVELING OFFICE PROVES SUCCESSFUL 

A traveling office, in fact two of them, have proved 
exceedingly handy for H. M. Harris, an automobile ac- 
countant in Los Angeles. For a long time he figured 
ways and means of carrying the tools of his trade to 
the various firms for which he worked and the end of 
the figuring resulted in the novel plan of putting the 
business on wheels. 

Although the idea is not exactly new—a company in 
the Pacific Northwest having ten such roving offices— 
Mr. Harris went a step farther when he did a really 





The Traveling Office of Harris Accounting Service. 


ingenious job of “furnishing” the rambling business 
places. 

He installed built-in wood desks which were fixed to 
the side walls and floor. Lock drawers and space for 
all kinds of office equipment were figured out to a 
nicety. A particularly notable feature, however, is the 
glass expanse which provides more light than an or- 
dinary office enjoys. 

“We find it the most practical way of reaching our 
various customers,’ Mr. Harris said. “This way we 
carry all our equipment with us. Also it’s a cheaper way 
for us to make contacts.”—BS 

— 
HORN, INC., OPENS NEW STORE 

The Horn Equipment Sales, Inc., recently opened a 
new store at 2729 Prospect avenue, Cleveland, Ohio, 
with a complete service department on rebuilt Mimeo- 
graphs, Multigraphs and typewriters. The new con- 
cern is headed by Robert A. Novak, president, long 
active in the office equipment supply line, and Walter 
T. Horn, secretary and treasurer, well-known in the 
direct mail field. The company would be pleased to 
hear from manufacturers and distributors of supplies 
for the above-mentioned machines. 





‘“‘LOWEST PRICE LOOSE-LEAF 
SHEET PROTECTION” —here itis! 
The 


Accopress Binder 


Red, Grey or Black 
Pressboard 










Binds | 


2000 


letter size 
sheets for 


30c 




















* Two-piece cover construction of 
genuine pressboard— all loose-leaf 
sizes and centers—using the World's 


famous ACCO PAPER FASTENER 
for binding. 


* Prove to your customers they can 
"Bind a Lot for a Little." 


* Prove to yourself that you have 
"Loose Leaf for the Masses." 


Make Sales with Real Profits 


Send for sample and proposition 





ACCO PRODUCTS, INC. 


LONG ISLAND CITY, N. Y. 







CANADA 


Acco Canadian Co., Ltd. 
454 King St., West 
Toronto 

















| 














Size No. 11] 12’x 
10 \4"x24" for Let 
ters, Case Records, 

anything stored in letter 
size folders 























No Service Can Come 
Out of a Storage Box 
That Isn’t Built In 


Every LIBERTY Storage Filing Box 
is quality built—to serve the user. 
Many of the first boxes built—over 17 
years ago—are still giving good serv- 
ice. The best obtainable materials 
are used—the construction of the box is determined by 
the demands of safe, systematic, economical storage 
filing. Proof that LIBERTY Boxes do satisfy users 
and that these boxes are preferred by users is evident 
in the leadership of LIBERTY Boxes—today they far 
outdistance all competition combined. From the re- 
tail stationer’s point of view also it is obvious that the 
best seller is the best profit-maker. 





The fall season is opening. Let us aid you in 
building up larger sales. LIBERTY dealers in 
need of advertising folders or salesmen’s helps, 
If you plan a new catalog, be sure to 


please write. 
we will furnish layout 


include LIBERTY Boxes 


and copy 


no charge. 






The lowest-cost, systematic 
way to do storage filing 









Made in sizes for every ‘ 
filing need 





storage 




















BANKERS BOX CO., INC. 


536-538 S$. Clark Street, Chicago, Ill. 


Are you familiar with LIBERTY Permanent Binders 
and LIBERTY String Binders? Let us lay our prop- 
osition before you. Both these new lines are profit- 
makers. 
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SPARKS ELECTED PRESIDENT OF A. C. McCLURG 

Continuing his rapid rise in the business world, 
started shortly after the World’ War, Denton H. Sparks 
was recently elected president of A. C. McClurg & Com- 
pany, stationery and office supplies firm of 333 East 
Ontario street, Chicago. 

Mr. Sparks, who succeeded Joseph E. Bray, now chair- 
man of the board, has attained his present position at 
the age of forty. He will be remembered by scores of 
college football fans as one of the members of the 1913 
championship team of the University of Chicago from 
which college he was graduated just before his enlist- 
ment in the Army during the war where he was an 
officer in the Aviation Corps. 





D. H. Sparks 


Previous to going to A. C. McClurg & Company, Mr. 
Sparks was associated with the MacMillan Company as 
sales manager of the book department. He began his 
service with his present company as superintendent 
and rose rapidly to sales manager, director, and vice- 
president of the firm. 

Other officers elected with Mr. Sparks and Mr. Bray 
were: 

Ed R. Peterson, vice-president and treasurer; Ernest 
W. Hewitt, secretary, and Gertrude S. Hinkley, John A. 
Chapman, Peter Walker and John J. O’Connell, direc- 
tors. 

The A. C. McClurg & Company has had a continu- 
ous business history in the wholesaling of office sup- 
plies, books, stationery and fancy goods since 1844. The 
sales representatives of the firm cover all the Midwest- 
ern states and several in the far west. 

alien 
PRINTED SALESMANSHIP BECOMES A QUARTERLY 

Printed Salesmanship, an issue of Dartnell Publica- 
tions, Inc., 4660 Ravenswood avenue, Chicago, IIl., has 
changed its frequency of publication to the quarterly 
basis. The sub-title becomes “The Printing Art Quar- 
terly.”. The summer issue is bound in stiff covers, 12x 
13’ inches, with the sheets secured by a “plastic” bind- 
ing to secure flat opening and easy reference. 

An outstanding feature of the present issue is “An- 
Idea-a-Day in Preparation for the Fall Upturn,” which 
offers in calendar format a suggested schedule of sales 
promotional munitions to employ in the fall campaign 
for business. 

es 
LINN RETURNS FROM CUBA 

C. Linn, export manager for the Bates Manufactur- 
ing Company, New York City, recently returned from a 
brief business trip to Cuba where he found good con- 
ditions flourishing and business increasing. Mr. Linn 
reports a steady demand for stamping machines and 
other products of his firm during the summer months. 
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MISS VERONICA SHEEHAN, Under- 
wood Sundstrand Operator for Big Com- 
munications Company, Demonstrates Speed 


of Touch Figuring under the Stop-Watch. 







ISS SHEEHAN, whose picture you see above, operates an Under 0 (): ite ral Key 
wood Sundstrand, as part of her daily job...and accepts its speed nl y 

as a matter of course. Only when told how much longer it would have thats all / 

taken another machine to do the same amount of work, was she really 


impressed. You see, stop- watches had registered her figuring at the rate 


of 5040 items per hour! ° e 


The big Underwood Sundstrand speed factor is Touch Figuring. Only 
the fingers of one hand are on the keyboard. The eyes and the fingers of 
the other hand are free to follow the work. 

Underwood Sundstrand Adding - Figuring Machines are establishing 
figuring records in all types of business today. They add, subtract, mul- 
tiply and divide. They write figures on the tape 15% to 25% faster. 
Through 3-Point Control, a new exclusive feature, they provide amazing 
figuring short-cuts and simplify machine division and multiplication. 


Adding Machine Division 
UNDERWOOD ELLIOTT FISHER COMPANY 
Adding Machines...Typewriters... Accounting Machines 
Carbon Paper, Ribbons and other Supplies 
342 MADISON AVENUE, NEW YORK, N.Y. 

Sales and Service Everywhere 





In speed, accuracy, durabil- 
ity and simplicity, the Un- 
derwood Sundstrand is 
supreme. It is backed by Un- 
derwood Elliott Fisher, with 
its nation-wide, company- 
owned service organization. 


, UNDERWOOD SUN DSTRAND 


ADDING-FIGURING MACHINES 
Underwood Elliott Fisher Speeds the World’s Business 











OFFICE APPLIANCES 





WY HE N your customer needsa filing container 
for his bulky correspondence >>>>> 


Show him a Leatheroid Expanding File 


Pocket or a Quality-Bilt heavy manila 
Double Top File Jacket >>> 


It°s No Use, Boys —Those Corners 
Simply Won’t Give Way! 
2 sik, 























/1 
They’re REINFORCED Where Wear Is Greatest 


This means increased sales for you and better service to your cus- 
tomers. . . . Leatheroid File Pockets also have foldover gusset tops 
and double fronts and backs. Glue welded throughout. Made in 
all sizes with 134, a and 5-inch expansion. 


“TntESe FHE YSOST 

(TABS ARE re) WONT BREAA Q i i 
e uality-Bilt 
Ca) coe 


Double Top File Jackets 


Especially designed for bulky correspondence, 

contracts, orders and grouped letters. Rein- 

forced tabs withstand continual handling and 

5 insure longer use. Made in letter and legal sizes 
) ) with 1, 14% and 2-inch expanding gussets. 





We'll gladly send samples and prices 


Keatheoroid, 
QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
Chicago, III. 


Factory at St. Paul 
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HEDSTROM BUYS CHICAGO BUILDING 

Forced to adopt an expansion program because of 
rapidly-increasing business, the Oscar W. Hedstrom 
Pattern Works, makers of patterns for the office equip- 
ment industry, recently purchased a new combined of- 
fice and plant at 4836-42 West Division street, Chicago. 

The building is a one-story brick structure and occu- 
pies the entire ground area of 100 x 125 feet. It will 
undergo a complete remodeling and will be ready for 
occupancy about October 1. 

Founded in 1907, the Hedstrom works has served the 
industry for twenty-eight years. Starting as a small 
pattern shop it rapidly expanded its activities until 
today it represents one of the most complete concerns 
of its kind in the middle west. 

Among the firms supplied by the Hedstrom works are 
the Ace Fastener Corp., Ditto, Inc., the Victor Adding 
Machine Company and many others. 


OAKVILLE SALES MANAGER TAKES TRIP 
C. C. Shee, sales manager of The Oakville Company, 
a division of the Scovill Manufacturing Company, Wa- 
terbury, Conn., has just completed a trip through the 
south and the Pacific Coast. He spent several days in 
Dallas and vicinity with his company’s representative, 
Horace T. Hamilton, who travels for The Oakville Com- 





Show Window of the E. L. White Company, Fort Worth, Texas, 


This 


Featuring the Oakville Lines of Pins, Paper Clips, Fte. 
window attracted much favorable attention. 


pany in the southwestern territory. His sample and 
sales office is at 718-19 Mercantile building, Dallas, 
Tex. 

Mr. Shee was favorably impressed with general con- 
ditions in the southwestern section, finding all of the 
dealers in a rather optimistic frame of mind. 

When Messrs. Shee and Hamilton reached Fort 
Worth, they discovered a handsome Oakville window 
display which had been installed in the show windows 
of E. L. White & Company of that city. The president 
of the company is the genial Lee Coleman, Jr., who is 
widely known in the southwest. The picture gives only 
an imperfect presentation of the beautiful trim accom- 
plished by the “Yellow Box” line of pins and clips. 

HARCQ GOES TO N. Y. FOR MILWAUKEE CHAIR 

A. H. Harcq, for many years connected with the Mil- 
waukee Chair Company, has gone to New York to take 
charge of all Eastern sales for his firm. Mr. Harcq, 
who bears an enviable record throughout the industry, 
was appointed to the new post September 1. 


| 
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MY CUSTOMERS GO 


FOR A.W. FABER'S 
NEW TYPE THIN EDGE 








Ceg ANCE in a great while a manufacturer comes out 
with a product that is the answer to the Stationer’s 

Prayer for Sales. 

“A. W. Faber’s New Thin Edge Eraser is such a product. 

For the first time in many years | have something new to 

talk about in typewriter erasers. | point out to my 

customers the narrower ellipse and the wafer-like edge of 


_ this new eraser which enables a typist to do a quicker 
and cleaner erasing job. 


“Beveling the eraser to a thin edge is an excellent idea. 
The typist can now erase one or two letters of a word 
without blurring the surrounding area. Stenographers 
interested in turning out clean letters certainly appre- 
ciate this feature. 


_ “Thanks for stimulating my eraser sales!” 


For ordinary work A. W. Faber stock erasers are still 
pre-eminent in quality. But for especially delicate era- 
sures every office should have on hand No. 7080 and No. 
7080B (with brush) Erasers. 


Cross-section view of 
the A. W. Faber Thin 
Edge Eraser, showing 
wafer-like edge which 
facilitates erasing. 





FABERc 


Write to our Factory at NEWARK, N. J.. U.S. A. 














YOU CANNOT 
TAKE THIS 
MACHINE 
AWAY FROM 
RI” 


THIS CLERK WAS READY 
TO SPEND HER OWN 
MONEY FOR AN 


' EE a So 
= MACHINE 


In a large Eastern 
office an ACE Fas- 
tener was left with 
a clerk who, over a period of 
years, had used every other 
well-known make of stapling 
machines. Several weeks 
later the 
back and politely reminded 
the clerk that 
was still his property. ~ You 
take this 
from me, sir,’ she protested. **This 


salesman called 


the machine 





cannot machine away 
is the first stapler I have seen 
that never jams or clogs, and if 
the office won't buy it I'll pay for it 
But quality got its re- 
ward and ACE Fasteners were adopted 





myself.” 
for the entire organization. 


Alert Dealers 


all around the globe have similar ex- 
They make money 
It pays to 


periences every day. 
selling stapling satisfaction. 


Back a Winner! 


AceFastener Corp. 


3415 N. Ashland Ave. Chicago 


ACE NO. 102: PILOT NO. 402: CADET NO. 302: 
Permanent or pin stitch! | Will give years of | Sturdy, compact. De- 
Fastens 35 to 40 sheets | wear Has no equal |tails same as Pilot 
average weight paper in its price range. | Loads 105. staples 
Loads 210 staples. Weight | Loads 210 staples. | Weight 11 oz. Retail 
0 Retail price $6.00 Retail price $4.00 price $3.00 


Prices Apply East of Rockies 


THE WORLDS SEST STAPLING MACHINES 
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KOEHN IS NAMED LEGION COMMANDER 

George L. Koehn, president of the Stenno Ribbon & 
Carbon Manufacturing Company, Portland, Ore., was 
tendered high honors by veterans of the World War 
when he was elected Department Commander of the 
American Legion in Oregon. 

Mr. Koehn, who for years has devoted a great deal 
of his time to matters pertaining to the Legion and to 
disabled veterans, was elected to govern Oregon when 
the American Legion held its state convention at The 
Dalles, Ore., August 15, 16 and 17. 

“I appreciate the high honor vested in me by my 
buddies throughout Oregon,” Mr. Koehn said, “and it 
is my intention to reciprocate to the best of my ability 
by doing all in my power on behalf of all the veterans, 
particularly those who are occupying beds in our gov- 
ernment hospitals.” 

<_ 

LIPMAN TOUR TO INCLUDE CONVENTION CITY 

Charlie Lipman, traveler and “ambassador-at-large” 
for the George B. Graff Company, Boston, will shortly 
undertake a country-wide tour on behalf of his firm. 

All of which is as it should be and smacks of a zeal- 
ous salesman doing his duty in a big way. But Charlie, 
who is noted throughout the nation for knowing all the 
answers, adds a line or two to the above information. 
He says, without so much as a blush: 

“And, would you believe it, my tour works out so 
that I wind up the trip in Kansas City in time for the 
national convention. Funny, isn’t it?” 

Meanwhile the genial traveler reports better sales 
everywhere. As proof of this he cites an order closed 
last month for a half-million Graffco signals and adds 
that sales are being boosted by the recently-created new 
display packing on this useful commodity. 

a ae 
TEXAS BUSINESS IS FLOURISHING 

Bearing optimistic signs of a banner year in the office 
equipment industry, reports from San Antonio, Texas, 
continue to describe vast increases in sales over last 
year. 

W. R. Van Derveer, branch manager for Underwood 
Elliott Fisher, is among the Texas boosters with a state- 
ment that his office has recorded a gain of sixty-one 
per cent over 1934 in the sale of Underwood typewriters. 

E. P. Heye, branch manager for L. C. Smith and 
Corona Typewriters, Inc., reports sales thirty-five per 
cent over last year with difficulty in obtaining sufficient 
machines. 

Office equipment and adding machines continue to 
show a steady gain, reports declare, and there has been 
no letdown in the sales of stationery throughout the 
San Antonio section —BCR 

HARDING COMPANY EXPANDS 


For the purpose of increasing production of its line 
of Tempo stencils, the Milo Harding Company, Ltd., 
Los Angeles, Calif., recently obtained larger manufac- 
turing space. 

The change, according to officials of the company, 
has created 10,000 square feet for the manufacture of 
stencils alone for which new and larger equipment has 
been installed. 

As part of the expansion program J. D. Patton, rep- 
resentative of the company, is on a tour of the Eastern 
states where he is calling upon dealers to introduce the 
Harding lines of Tempograph, rotary duplicators, dupli- 
cator supplies and Tempo dry stencils and inks. 


RC Clon. 


ADDING 


T MACHINES : 





D0vith Iubtraction! 


MODEL No. 95 AT $95 


Handles the Greatest Variety and 
Volume of Work per Dollar of Cost 


AWEN 


CALCULATORS 


INCORPORATEO 


EXECUTIVE OFFICES: 40 RECTOR STREET, NEW YORK CITY 
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guy SHIPMAN-WARD> 


( services 


1. DeLuxe Grade Platens for all makes typewriters and adding machines. 





2. Typewriter tools and accessories—all precision manufactured. 
3. All makes of typewriter parts. No matter what you need, we have it. 
4. Enameling —all kinds of typewriter and adding machines parts, etc. 
5. Nickel plating (anything) expertly done. 
6. Welding (anything). Let us do it for you. 
7. Complete line of ribbons and supplies. 
%. Crusader Grade Underwoods and Royals. 
%. Blue Ribbon rough Underwoods & Royals. 
10. Underwood fanfolds — perfect condition. 


11. 100% rebuilt Underwood typewriters. 





SHIPMAN-WARD MFG. CO. 


4401 RAVENSWOOD AVENUE 
CHICAGO, ILLINOIS 
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WIS.-ILL. CLUB NOTES 

They said it couldn’t be done. No organization, they 
moaned, including the Wis.-Ill. Club, could hold weekly 
meetings in the summertime and get away with it. 
Nobody would attend, they sighed. It would be too hot, 
they gasped. 

But the Wis.-Ill. Club did it. 
full attendance at the weekly luncheons all through 
June, July and August, but five new members were 
signed up, making the total 104. 

- * . 

And despite the heat many visitors and guests of 
honor attended the Friday doings. M. B. Neuman and 
T. J. Maruca, of the May Company, Denver, stationery 
department, dropped in early in the month. Harold 
Hawkins, vice-president of the Stationers Loose Leaf 
Company, Milwaukee, looked in and Harry T. Moss, of 
the Office Equipment Company, Louisville, Ky., was a 
guest of Lyle S. Turner, of the W. A. Sheaffer Pen 
Company. .. -s 

J. G. Orr, who is in charge of the office of W. A. 
Sheaffer Pen Company in Chicago, has returned from 
an extensive motor trip with his family. He drove to 
California following the old Santa Fe trail part of the 
way, stopping at Albuquerque, the Grand Canyon and 
other points of interest. He returned by a more north- 
ern route, stopping at Denver and other places. Al- 
though he traveled nearly a month he encountered 
only one day that was uncomfortably warm. Back at 
his desk, he reports a nice increase over last year, with 
excellent prospects of maintaining the percentage of 
gain during the remainder of 1935. 

- * ~ 

Carl Kiesel of the Carter’s Ink Company and a mem- 
ber of the North West Travelers Club, was a guest on 
Friday, August 23. 

At this luncheon, Gordon Kickles arose to announce 
the Chicago Stationers Golf Tournament to be held 
at the Northbrook golf course near Wheeling, Sunday, 
September 8. Players are expected to tee off between 
eight and ten o’clock in the morning. A picked Wis.- 
Ill. team and a picked stationers team will compete. 
In the afternoon, a soft ball game between the sta- 
tioners and the Wis.-Ill. Club will be a feature. The 
cost of a ticket including greens fee and a steak dinner, 
is $2.50. As usual, Tom McCorkindale of Just & Son, 
is in general charge. 

—_ <<. 
CHICAGO ADDING MACHINE MAN RIDES HIGH 

R. J. Smith, representative of Allen Calculators, Inc., 
at Chicago, made an extended motor trip in August, 
covering some 4,000 miles. He went as far as Idaho. 
taking in the Black Hills country and other points of 
interest. 

On his return to Chicago Mr. Smith spent several 
days in the territory, and then went to the Allen Cal- 
culators factory at Grand Rapids, Mich., for con- 
ferences with Mr. Allen. The Chief travels by airplane 
on his visits to the factory. 

——_ ~< -- —_ 
DEALER SEEKS MISSING TYPEWRITER 

Arthur M. Johnson, secretary of the I. I. Central 
Typewriter and Office Machine Dealers Association, 
Princeton, IIll., is seeking information on the where- 
abouts of Royal Typewriter, serial No. 1304618, assert- 
edly stolen from the Kewanee high school, Kewanee, 
Ill. 

In the event the machine is found Mr. Johnson asks 
that the finder notify the secretary of the Board of 
Education of the school or J. T. Misch of the Galesburg 
Typewriter Company, Galesburg, III. 


Not only was there a | 
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The “PERFECT HARMONY” 
Stapling Combination— 


work together like a charm! 


The 1935 


SUPER “7” 





















mw © ; 

= Acclaimed by DEALERS as 

~ the greatest achievement in sta- 

< 4 pling machine construction! 

~ ae Dealers welcome the SUPER "7" because it sells 
28 on sight! Let your customer try it! Feel how 

<P se easily the sharp staple plunges through and 

- oe fastens! New patented stroke-control device 

<= and patented ribs embossed in the side plates 

= & eliminate clogging and make for continued, 

= easy operation. 

a @ 

S be The SUPER “7” Makes Stapling a Pleasure ! 





The 100% 


ROUND 
WIRE 


STAPLES 


* BEST FOR ALL / 
STANDARD MACHINES - 


New freezing process eliminates glue clogs in machine, 
the cause of many stapling troubles. 


Increased rigidity insures greater penetration. 
Makes for smoother action in operation of the machine. 
Rustproof—cadmium coated. 


For more information 
write to 


+ 













PARROT SPEED FASTENER CORP. 
363 Broadway New York, N. Y. 














A LOWERED PRICE ON THE 


PREMIER NOISELESS! 


Here is your biggest 
sales opportunity of the year! 
\ new low price on the finest 
rebuilt ever offered to the pub- 
lic and a Noiseless. 





The PREMIER NOISE- 
LESS is the only genuine, Dealer, 
factory rebuilt and at this lowered 
price offers sales opportunities un- 


precedented in the industry! Here 
is a machine the public has wanted 
and waited for. It is a beautiful job. 
High serial numbered machines: 
thoroughly rebuilt in the plant of 
original manufacture; rigid fac- 
tory inspection. Refinished in the 
modern crackle and smooth finish. 
\ “sweet”? machine if there ever was 
one. And a sweet profit-maker for 


you. 
Your customers are 


“Noiseless conscious.”’ Forget *‘at- 
tention, interest, desire.’ But 
don’t forget ““ACTION.” Act NOW! 
Write, phone or wire New York or 
see the nearest AWMCO branch. 


AMERICAN WRITING MACHINE Co. 


374 BROADWAY NEW YORK 


Branches in Principal Cities 
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SMYTHE CONCLUDES SEVEN-MONTH TRIP 

Ending a seven-month tour of the entire South and 
southwest for J. S. Staedtler, Inc., and the Frank A. 
Weeks Manufacturing Company, C. Fred Smythe re- 
cently returned to New York. 

The long journey took Mr. Smythe into practically 
every section of the southern states and he made an 
exhaustive study of conditions in that part of the 
country. 





C. Fred Smythe 


“I found in my travels that business conditions have 
without a doubt greatly improved in both the South 
and the Southwest. Dealers are more optimistic and 
they all speak of continued increases in sales of all 
kinds,” Mr. Smythe declared. 

The traveler left New York late last month on the 
last lap of his 1935 journey. 

a Se 
MINIATURE FILING FOLDER HELPS SALES 

The use of a miniature filing folder for a calling card 
is helping to build sales for the Steve’s Office Supply 
Company, Ogden, Utah, according to A. Walter Steven- 
son, who created the novel advertising scheme. 

Printed inside the little card is the following letter, 
addressed to Mr. You Yourself: “For every filing need 
you will find a Shaw-Walker folder that has more 
actual strength and more durability; reinforced, Ma- 
nila or Kraft. Tough and stiff, smooth and snappy, 
with reinforced tabs, Shaw-Walker folders are the 
standard by which other folders are judged. The dou- 
ble-thick edge makes a good folder better. Sincerely, 
Steve.” 

The printed matter also contains the name, address 
and telephone number of the firm.—ATW 

—< 
LAWLESS IS HANO CORPORATION OFFICIAL 

Appointed to give his personal attention to the 
Metropolitan district, New England and Philadelphia 
sections, Arthur Lawless has recently been named gen- 
eral sales manager of the Hano Paper Corporation, 
Long Island City, New York. Mr. Lawless, who will 
represent the Hano complete lines of converted paper, 
tablets, composition books and other articles, will en- 
deavor, through his sales policy, to build up a mutually 
profitable and pleasant relationship between his firm 
and the trade. 

— ~~ 

BOORUM & PEASE TO ISSUE NEW PRICE LIST 

A revised price list covering all loose leaf items to 
meet competitive conditions is now on the press and 
will be mailed within the next few days, according toa 
statement of the Boorum & Pease Company, Brooklyn, 
N. Y., recently. According to officials of the firm all 
orders received while the new list is being produced are 
being billed at the new prices. 
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The New 


= SE 
SEES math MARCHANT 


NEW SILENT SPEED... 


operation without noise . . . adjustable to operator ease. 
i J 


QUIET ALL-ELECTRIC OPERATION ... 


. key controlled . . . completely electric. 


Unprec edented, easy, fast 


Feather 
touch . 


COMPACT KEY CONTROL BOARD... 


right or left. 


Under 
the fingertips of one hand... . 
AUTOMATIC ELECTRIC CLEARANCE... Keys 
conveniently grouped . . . a single touch clears all 3 
dials. 


SOFTLY GLIDING CARRIAGE... 


easy sliding either direction at the touch of an electric 
key. 
3 CHECK DIALS... 


cluding keyboard set-up. 


PERFECT 3 DIAL ALIGNMENT... All three 


check dials closely grouped in operating alignment. 


Smooth . 


One for each factor... in 


Unrivaled in performance . 
The easiest to buy of all calculators! 


It’s a natural! 


MAKCHANT ae. 


PRE-SET DECIMAL ... Always right! Easy to read 
. definitely pre-determined. 
COMPLETE CARRY-OVER... 


sive throughout entire carriage capacity. . . 


FASTEST MULTIPLICATION ... 


continuous, flowing dials. 


AUTOMATIC DIVISION .. . At the mere touch of 


the division key . . . electric and fully automatic. 
AUTOMATIC ADD & SUBTRACT BARS... 5B 
direct operation . . . no keys or levers to set... 
always ready. 


OVAL KEYS... 


positive keyboard. . 


ATTRACTIVE APPEARANCE .. . Streamlined 


. soft colors, small, light. . . portable. 


Smoothly progres- 
20 places. 


Smooth ... 


Fit the fingers . . . condensed 
. Closer dials . . . easier read. 


. unduplicated in silence. 


QUIET AUTOMATIC 


Marchant Calculating Machine Company...0akland, California 
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Cooluic CALCULATOR 
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n Exclusive Agency 


on “GRAND 
PRIZE 

Quality Carbons 

and Ribbons is a 


Sure Step Toward 


Increased Profits 


* WRITE FOR OUR DEALERS 
PROPOSITION BOOKLET 





GRAND PRIZE 


CARBONS AND RIBBONS 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


HEAD OFFICE AND FACTORY: 
1451 Harrison St., San Francisco, Calif. 


%& SEND FOR HELPFUL BOOKLET 


Write Now for Your Copy of 


CARBON PAPER FACTS! 


This interesting booklet will help to increase you! 
sales! Gives important information about manufac- 
ture and use of carbon paper and typewriter ribbons. 


Free—yours simply upon request! 
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GENERAL TAKES NEW QUARTERS 

Following out an expansion program created because 
of increased business, the General Office Supply Com- 
pany, Appleton, Wis., recently moved into larger and 
more modern quarters at 214 East College avenue. 

The new location is a new one-story and basement 
building measuring twenty-two by eighty feet. It is 
modern in design with black and chrome front and 








wi. > 
Exterior of Handsome New Store of the General Office 
Company, Appleton, Wis.—Lower picture shows in- 
terior of the establishment. 


Top : 
Supply 


two large display windows. It has a tile floor, sound- 
proofed ceiling and the latest in indirect lighting. 

According to C. W. Swanson, manager of the firm, 
the company occupied former quarters at 121 North 
Appleton avenue for nearly six years prior to moving. 
Among the lines handled are General Fireproofing 
Company furniture, Royal typewriters, Victor adding 
machines and the Tatum line of loose leaf and record- 
keeping equipment. 

CARRAD REMAINS WITH REMINGTON RAND 

In the August issue of Office Appliances appeared 
a story of the retirement of R. H. Carrad from the 
European staff of Remington Rand, Inc. The story 
was incorrect in that Mr. Carrad has not severed his 
connection with Remington Rand, Inc., but has merely 
withdrawn from active service. He will continue in a 
consulting capacity as chairman of the European Ad- 
visory Committee, with headquarters in London. This 
additional information was sent to Office Appliances 
by Remington Rand, Inc., after the August issue was 
printed. 

aii : 
BULGER VISITS N. Y. HOME OFFICE 

E. A. Bulger, manager of the St. Louis branch of 
the American Writing Machine Company, stopped for 
a visit recently at the home office of his firm in New 
York City while on a motor tour of the East. Accom- 
panied by his wife, Mr. Bulger visited Atlantic City 
and Philadelphia en route to New York 
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TWO TYPES OF IMPRESSIVE INSTALLATIONS 


The upper picture shows the elaborate creations of the Stow-Davis Furniture Company 
recently installed in the office of Vidriera Monterrey, S. A., Monterrey, Mexico. It 
shows the trend towards more classic design in modern furniture. Exposed wood sur- 
faces of the chairs are walnut of special modern design and finish. Upholstery is in 
Eagle-Ottawa top-grain leather. The table, shown individually on page 129 of this 
issue, has a top of modern grain, special walnut finish with ebony border and walnut, 
candle effect, mounted on a carved base of ebony and silver. 

The lower picture shows a recent installation of Globe-Wernicke equipment in the 
Tompkins County Court House at Ithaca, N. Y. Here is a view of the county clerk's 
office showing a counter built up with a combination of stock and special G/W counter 
height sections with grained walnut finish. There are many sizes of drawers, storage 
cabinet with doors and many other features. This sale was made by Jd. E. Van Natta, 
well-known office equipment dealer at Ithaca, who has handled the Globe-Wernicke 
line for many years. 








Office Furniture Big in 
Opportunity 


Better Demand Observed— 
Some Suggestions on the Char- 


acteristics of Good Furniture 


HE office furniture business is looking up. It has emerged from the doldrums 

of the past few years, and seems now to have set its course toward an expand- 
ing vista. When, a few years ago, many businesses ceased to function and the com- 
mercial structure threatened to collapse, many theretofore prosperous concerns, 
particularly those connected with the stock market, closed their doors and their 
equipment was disposed of for what it would bring. Other failures, and the clos- 
ing of banks, some permanently, augmented the glut of used furniture on the 
market. Much of this furniture was of high grade and some had seen compara- 
tively little use. Warehouses were full, and the condition of the market for new 
furniture and new installations may readily be imagined. There was no market. 
Hardly anybody was buying office furniture. The old furniture was made to serve 
until times grew better. 

Now the immense stocks of used furniture have been absorbed, and that which 
has continued in use for the last five years has become largely obsolete. Today 
the office furniture dealer is confronted with an opportunity instead of a deficit. 
There is a new market. 

The opportunity is present and awaits the application of intelligent and ener- 
getic salesmanship. Aiding this new demand is the slight impulse to general busi- 
ness which is noticeable, for the peak of depression seems to have passed and we 
appear to be emerging into a period of more activity. Office furniture manufac- 
turers have noted this impulse and report augmented demand, particularly in the 
Pacific Coast and Rocky Mountain regions. 


Value of Good Office Furniture 


In spite of the fact that much furniture today is obsolete, good furniture retains 
its virtue long after indifferently-made pieces are reduced to their elements. It 
survives the buffetings of use and the weight of time. Cared for and kept in repair 
it will last for years, till the long arm of circumstance terminates its existence. 
We speak of the old times as the good times, but we would never consent to return 
to them. We refer to the Golden Age, when the masters of furniture design had 
their day, yet in any office furniture store carrying a high-grade stock we can find 
pieces worthy of a Sheraton, a Chippendale or a Duncan Phyfe. Styles are differ- 
ent—more subdued, perhaps, but more comfortable and equally attractive. One 
ought not to compare certain mediocre pieces of our day with the good pieces of 
old which have survived. We should compare the best with the best. The medi- 
ocre of other days has disappeared and has taken with it all possibility of compari- 
son with modern furniture of similar quality. 

For many years office furniture has been an outstandingly profitable branch of 
the office equipment business. It is the hub of the wheel around which other 
departments revolve. Office furniture is intimate—it is essential to the conduct 
of affairs. Displayed in the store it adds prestige to the business and sheds its 
influence throughout the establishment. It lifts the tone of selling. 

The office furniture department is the point of contact between the store and the 
executives of customer concerns. When minor items are purchased the buying is 
seldom or never done by the chief, but is done by his secretary or someone else 
employed in the office. But the purchase of office furniture is quite another mat- 
ter, and the chief feels obliged to superintend its purchasing. In doing so he 
usually buys more than any subordinate would take over; and if he is in the hands 
of a good salesman, he is shown before he leaves many of the other things the 
store has to offer, including office specialties and machines which would fit the 
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requirements of his business. Thus the office furniture department is the source 
of many sales which otherwise might not be made. The department, stocked with 
high and medium-priced furniture, is also equipped to handle systems and sup- 
plies for the filing cabinets, desks, etc., and is headquarters for desk accessories, 
chair pads, cushions and other office requisites. 

Some of the office furniture that is regarded as the very latest word in design 
and construction will not endure, because nothing lasts which is the expression 
of a transient impulse unless it possesses the germ of further growth in use and 
beauty. 

Several years ago we pointed out in this department that the dealer who han- 
dles office furniture has more than one string to his bow. He has different types 
of desks; chairs for all purposes, filing cabinets—everything, in fact, to create an 
acceptable office. In these resources the furniture department enjoys an advan- 
tage over other departments which can handle but one machine of a given make 
for a particular purpose. This is nothing against the specialties, however, since 





every office must have machines for the daily conduct of its business. 

In the same issue we pointed out that practically every one is eye-minded. Even 
a really good sales presentation is hardly to be compared with an actual view of 
a desirable line of merchandise. The successful dealer, therefore, gives thought and 
labor to his windows and to the interior arrangement of his store. He also ener- 
getically promotes sales and keeps his outside and inside men alive with 


enthusiasm. 


Desks of Steel 


ONSIDERING the popularity 
which the steel desk has 
achieved, it seems hardly possible 
that only fifteen years or so ago 
there was considerable doubt 
whether it would ever become a 
great factor in the office equip- 
ment market. Long before the ad- 
vent of the steel desk, the steel file 
had captured the filing division of 
the field. Before its advance files 
of wood had retreated, destined 
never to retake the position which 
they had held from the introduc- 
tion of the vertical filing system. 

But despite the general accept- 
ance of the steel filing cabinet for 
many of the same reasons ad- 
vanced in behalf of steel desks: 
the desirability of eliminating as 
far as possible office equipment of 
combustible nature, the claims of 
steel’s protection against mice, 
vermin, etc., its imperviousness to 
changes of temperature and hu- 
midity, and other features upon 
which the manufacturers based 
claims for greater utility and sat- 
isfaction of steel over the wood, 
the steel desk encountered consid- 
erable resistance. 

In choosing desks, users were at 
first disinclined to consider them 
in the same terms as the files. 
Probably because the relation of 
the user to his desk is more per- 
sonal than his relation to the files. 
With the file he is not in contact. 
With that innovation, there was 
nothing personal. There was a 


different psychology in a desk 
transaction. To adopt steel would 
change old custom. The mere sug- 
gestion brought some thought 


-about grained woods affording 


something of beauty and warmth 
which it was suspected would not 
be furnished by steel. Some preju- 
dice resulted. 

But the prejudice with which 
the steel desk at first contended 
did not long endure. It soon be- 
came a rival with wood in every 
division of usage, capturing its fair 
portion of the business. 

In one division of the field, the 
office of the chief executive and 
certain other private offices, the 
more ornate designs possible in 
wood only have held the prefer- 
ence. But even here desks of steel 
have made great progress. A high- 
er developed artistry in graining 
put into the metal desk some of the 
same qualities of charm which had 
hitherto been confined to wood. 
Special matched suites in steel, 
impressive in design and finish, 
made some claim for the “private 
office” business. So that there is 
now no desk usage in which the 
steel productions do not share to 
some extent. 

Modern finishes on steel are 
highly durable. They are on to 
stay. It is said that one can take 
a band of steel enameled in the 
modern fashion and bend it until 
it breaks without damaging the 
enamel except at the point of 


breakage. If a dent occurs in a 
desk or table top it can be 
smoothed out. We have it on the 
authority of a widely experienced 
office furniture dealer that if the 
enamel on a well-made piece of 
steel office furniture does become 
marred it can be sanded and 
sprayed in the office where it is 
used and made ready for service 
the next morning. 

For installation in large offices 
where equipment is of a perma- 
nent nature,manufacturers of steel 
furniture have urged its adop- 
tion with considerable success. 
Emphasis is put upon its “san- 
itary features” and upon the point 
that steel desks give the maximum 
interior space in proportion to ex- 
terior dimensions because steel 
sheets which form the body and 
make up the drawers are thinner 
than panels made from wood. 

Whatever the arguments and 
whatever the experience of users 
by which the prejudice against the 
steel desk was overcome, it is now 
generally accepted. Although the 
steel file has practically replaced 
the wooden filing cabinet, the steel 
desk will not replace the desk of 
wood. It will but share an increas- 
ing market. For desks of wood are 
preferred by many. For them 
wood has an appeal of appro- 
priateness: a charm of natural 
grain which they feel is lacking in 
applied surface design: and for 

(Turn to page 93, please) 
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A Fine Chair Is Its Own Recommendation 


And when high quality materials and construction and 
attractive designs are provided at no greater cost than 
that of ordinary goods, the dealer is well equipped to 
secure maximum sales. Jasper chairs supply all these 
advantages. The line embraces styles to meet every 
logical requirement. Prices are reasonable, yet afford a 
satisfactory profit to dealers. 


The Home of 
“The Right Chair 
at the Right Price” 


Pictured above are related numbers 844 and 845—swivel 
and leg styles respectively. Solid walnut, with genuine 
leather upholstering. Comfortable seats, having six 
springs on steel frames. Available in Dixie Vealskin, 
New Eagle Grain or Full Top Grain leathers. Our cata- 
log presents opportunities for increasing your office chair 
business. We'll gladly send a copy upon request. 


Chicago Representative 
. H. Brown, 

6708 Glenwood Ave., 

Tel. ROGers Park 3644 





JASPER CHAIR COMPANY, JASPER, INDIANA 
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LINE Makes Office Planning Easy, 


Pleases Customers, Profits Dealers 


DEALERS who concentrate on the GF Line might well be called “Office-Planning 
Consultants.”’ There isn’t a furnishing problem in the business world they can’t 
answer with a GF product. They don’t need to “shop around” among competitive 
lines, nor offer an item which will “serve the purpose,” even though it’s meant 
for something else. The GF Line contains every piece of office furniture your 
customers could ask for . . . made specifically for the job it is to perform. 

Service like this makes a hit with prospects, and converts them into satisfied 
customers. That means continuous sales, for both replacement and expansion. And 
continuous sales of GF products mean continuous profits for the dealer. 

Selling GF products gives you 3400 reasons for calling on a customer. . . 3400 
ways to make sales and profits. Start collecting your share now. Write for our 


dealer proposition. 


THE GENERAL FIREPROOFING COMPANY, YOUNGSTOWN, OHIO 
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Prospects Succumb to the 


“FREE COMFORT” TEST 


by Learning New Caster Comfort— 
possible only with FAULTLESS FAMOUS FEATURES 


Here is a selling idea — originated and intro- 
duced by Faultless —to help dealers open the 
way to new profitable business. All you need isa 
set of Faultless easy swiveling, double ball-bearing 
office chair casters, and one foot in the buyer's door. 
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You bet a Hard-Boiled buyer hell 
be in bliss for five care-free days 
by riding on Faultless Casters. 


g 











Then let the Faultless 
Free Comfort Test do 
the rest! See pictures. 
















As an entree to new 


business, the Faultless The Faultless gpy 
Casters go to 
Free ComfortTest pays work as true é YJ 







silent salesmen 


tangible dividends. It's should, and run rings . 
around your prospects old casters. 






just a Common s2nse 
way of selling a good product. 








Faultless office 
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chair casters represent the finest type of construc- The HB buyer agrees you won the 
tion. Their exclusive features and modern pack- ey phe. mana nice 


aging take them out of the common-place and make 
them a live, moving number for enterprising 
dealers. Just equip every salesman with a dem- 
onstrating set of Faultless Office Chair Casters, use 


the Free Comfort Test and watch the profits roll in. -asitiess chair ; eo 
Glides, made of ‘< . 
at TAL ment saves 


Complete information upon request. live rubber ineutation. a AM NR 
.) | ergy. 


NOELTING i ey 


FAULTLE$ $ 


CASTER $§ 


FAULTLESS CASTER CORPORATION 


Factory & Executive Offices—Evansville, Ind. 


Branch Offices—tin Principal Cities 
Canadian Factory—Stratford, Ont. 








1. Two complete 
rows of ball 
bearings. 








3. Low over- 

all height 
prevents tipping 
of chairs. 


4. Quiet operation as- 
sured by dustproof con- 
struction and factory 
lubrication, 


Ss. Long life because 
of superior workman- 
ship and materials. 
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(Desks of Steel—Continued from 
page 88) 

the artistry of form and ornamen- 

tation to which wood lends itself 

they develop a sentiment which 

the metal does not inspire. 


On the other hand is that large 
number who delight in the posses- 
sion of the “latest” things, the 
most modern utilities for home 
and office. Their satisfaction is not 
in merely following fashion but in 
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having possessions which indicate 
their “keeping up with the times.” 
For them the fine matched suites 
of steel have strong appeal. They 
find in steel furniture the desired 
quality of modernness. 


Office Furniture Woods 


eid are the three principal 
office furniture woods? The 
answer is, broadly speaking, ma- 
hogany, walnut and oak, but in 
what order they come at the pres- 
ent time is perhaps open to argu- 
ment. Oak once predominated and 
perhaps still leads in the less ex- 
pensive pieces. But for offices of 
the highest class walnut and ma- 
hogany lead, with the honors ap- 
parently fairly equal. 

Our first school desks 
were of oak and for years 
thereafter we did our writ- 
ing on an oak desk having 
a top that slanted upward 
to a narrow ledge for the 
inkwell and other accesso- 
ries. The legs were turned 
and were quite similar to 
the heavy legs of that day’s 
grand pianos—a prodigal 
use of good wood. Our next 
desk was an all-oak roll-top 
six feet long with innumer- 
able pigeon holes. Nothing 
that went into them ever 
came out. The bed was a 
solid oak board an inch 
thick for, in those days, 
veneering was discredited 
as being shoddy — cheaply 
imitative, in other words. 
Since then the art of ve- 
neering has achieved an 
honorable position, for a 
good veneering job pre- 
serves the grain and figure 
of the predominant wood, 
and achievesastrength 
and non-warping quality 
said to be superior to the 
solid board. 

Other woods than those named 
find occasional use in office furni- 
ture, notably hard maple, which is 
valuable for desk drawers and is 
occasionally used for exteriors. It 
is a tough wood and takes paint 
readily as well as being susceptible 
to a fine finish. For inlays on 
high-priced desks, we find many 
woods used, such as fruit woods, 
etc. 

Many different woods have been 
used in the manufacture of house- 
hold furniture, but not so many in 
the construction of the more re- 


Something About 
the Raw Materials 
from Which Desks, 
Tables, Etc., Are 
Fabricated 





An Example of Matched Mahogany 


cent articles of office furniture. 
Desks and so-called secretaries of 
a by-gone era reflect the spirit of 
their surroundings. Strictly office 
and counting house furniture was 
of the plainest description except 
in occasional instances, for “busi- 
ness” was not honored as of one’s 
life, but rather as a thing apart, 
not to be mentioned among the 
polite activities of the hunt, or the 
party, or the reception. According 
to C. R. Clifford, author of an en- 
cyclopedic work on period furni- 
ture, there were no less than 93 


kinds of wood used by the older 
designers, many of them for inlay 
purposes. All the woods used to- 
day were no doubt used a century 
ago and in even greater variety on 
account of the marquetry work 
usual in such furniture. The list 
of woods is too long to present 
here, but the principal ones in- 
cluded oak, walnut (in several va- 
rieties) and mahogany, followed 
by birch, cherry, ash, pear- 
wood, maple, cedar, rose- 
wood, elm, etc. 


Mahogany 


In “The Mahogany Book” 
by George N. Lamb, mana- 
ger of the Mahogany Asso- 
ciation, Inc., Chicago, the 
author relates that our 
knowledge of mahogany as 
a furniture wood dates back 
only to the discovery of 
America. The destruction 
by Cortez and his successors 
of the pre-Columbian li- 
braries of the native civili- 
zation no doubt deprived us 
of much information con- 
cerning the part this wood 
played in the activities of 
early American  civiliza- 
tions. 

“Knowing the importance 
of wood in the development 
of European civilization,” 
says Mr. Lamb, “and the 
prevalence and excellence 
of mahogany in the lands 
of the Inca, Maya, Toltec 
and Aztec, we may assume 
that the use of mahogany 
in these all but forgotten 
civilizations dates back as far as 
the use of the olive tree or the 
cedars of Lebanon in the days of 
Babylon, the Pharaohs and King 
Solomon’s temple.” 

Early explorers in the new world 
used the wood for repairs, and 
Cortez built ships of mahogany for 
further voyages of discovery after 
the conquest of Mexico. Mahogany 
was used in part of the Spanish 
Armada; it supplied the hulls of 
many of the Spanish galleons, and 
was common in the homes and 
public buildings pillaged and 
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burned by the buccaneers of the 
Spanish Main. After two to four 
centuries the carved mahogany 
altars of old Spanish-American 
churches look down upon the wor- 
shipers, while the ancient mahog- 
any screen in the Cathedral of 
Santo Domingo is said to be the 
finest wood carving in the world. 

In England mahogany early 
came into use. In 1743 Catesby 
mentioned the excellence of ma- 
hogany for domestic purposes and 
for shipbuilding. But the golden 
age of this wood came in the 
Eighteenth and the early part of 
the Nineteenth Centuries, wit- 
nessing the rise of the Georgian 
and American master craftsmen. 


Characteristics of Mahogany 


There are three kinds of genuine 
mahogany—West Indian, Ameri- 
can (Mexican, Central American 
and South American) and African. 
The kind first named leads for 
parts of the finest furniture be- 
cause of close grain, silky texture 
and beautiful color. It is yellowish 
white when newly sawn, but after 
exposure to sunlight and air be- 
comes golden brown and some- 
times a deep, rich brown-red. It is 
heavier than other mahoganies. 
It takes stain well, is beautifully 
figured and takes an exquisite 
polish. 

American mahogany is fre- 
quently beautifully figured, takes 
stain well and is suitable for all 
kinds of furniture, particularly 
large pieces, such as office and 
bank furniture. 

African mahogany is obtainable 
in especially large sizes. It is 
salmon pink when freshly sawn, 
changing to a pale golden brown 
on exposure to light and air. The 
wood has slightly larger pores and 
is lighter in weight and more lav- 
ishly figured than other mahog- 
anies. Because of the enormous 
size of the logs it is most often 
converted into veneers and boards, 
used in the making of interior 
trims, large panels, etc. 

Numerous Philippine hardwoods 
are imported into this country, 
and this grout is sometimes called 
Philippine mahogany. These 
woods vary greatly in quality, but 
none of them have the peculiar 
characteristics of mahogany. The 
two types, we are told, are not re- 
lated. 

Mahogany office furniture of a 
decade ago was given a very dark 
unnatural stain which virtually 
concealed the beauty of the wood. 
Today mahogany office furniture 
is being finished in a lighter, more 


natural color which permits the 
tone of the wood to become deeper 
and richer with age. 

Formerly the figure mostly used 
in office furniture was quartered 
wood that gave a ribbon stripe. 
Occasionally the crotch figure was 
used. Today mahogany is used in 
a wide variety of figures including 
broken stripes, broken shades, flat 





Example of Matched Walnut Grains 


cut leaf figure, swirls, fiddle back, 
mottles, and various combinations 
of these figures. The variety is 
endless. 

In addition to the beauty of ma- 
hogany which has made it a fa- 
vorite wood among designers and 
cabinet makers, it is, according to 
scientific test and tradition, one of 
the most stable of cabinet woods, 
which is the reason why so many 
of the Eighteenth Century master- 
pieces have come down to us in 
first class condition. 


American Walnut 

In “The Story of American Wal- 
nut,” published by the American 
Walnut Manufacturers Associa- 
tion, Chicago, it is said that fos- 
silized remains of great walnut 
trees have been found in the Plio- 
cene deposits of Europe, laid down 
long before mankind appeared on 
earth. In the buried caves of Neo- 
lithic man, rudely carved pieces of 
walnut are to be found, and wal- 
nut ornaments perfectly preserved 
have been discovered in the 
mounds of the mound builders in 
the United States. East India wal- 
nut was used in the time of Solo- 
mon. Later the Romans used it 
extensively. During the Italian 
Renaissance walnut was the fre- 
quent vehicle for the workers in 
wood, whose genius found expres- 
sion in a wealth of ornament never 
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since surpassed. Walnut was used 
in cabinets and panelling, its fine, 
close grain making it possible to 
do the most intricate and exact 
carving. 

In England the Romans intro- 
duced walnut trees, but the wood 
was not to be found extensively in 
England until 1565 A.D. Walnut 
was a favorite wood in the time 
of King George I, Napoleon and 
others. It is interesting to know 
that walnut furniture of the Tudor 
period still exists in England. 
Walnut was the favorite furniture 
wood in the time of Queen Anne. 
Pianos were made of it, not only 
the case but the keys being walnut. 
The famous English designers, 
Chippendale, Heppelwhite, Shera- 
ton and Brothers Adam, used wal- 
nut as a favored wood, while in 
Colonial America native walnut 
was used by cabinet makers almost 
to the exclusion of other woods. 
Today the master furniture mak- 
ers of America are producing work 
superior to that of the ancients 
and it is said that the modern, 
really high-class walnut produc- 
tions have no equals in antiquity. 
Walnut is much used for walls and 
panelling as well as for furniture. 

The natural color of real walnut 
and the pleasing variety of its fig- 
ure and grain, give such warmth 
and life to furniture and wood- 
work that even the simplest wal- 
nut designs have a distinctive 
elegance all their own. It com- 
bines moderate weight with max- 
imum strength, never becomes 
warped and its remarkable quali- 
ties have preserved for us the fine 
furniture of the past and will 
make the furniture of today the 
treasures of a future generation. 

Walnut has a beautiful natural 
brown color which is in the wood 
and not on it, and age serves only 
to enhance its beauty. Walnut 
has an endless variety of figures 
and is, therefore, applicable to all 
furniture purposes. It takes a fine 
finish and is the accepted wood 
for carved furniture in the most 
delicate styles. 

American (black) walnut grows 
in the eastern, middle western and 
southern states. The European 
walnut is a related species, the 
wood of which is known as Eng- 
lish, French, Italian and Circas- 
sian walnut. 

The exceptionally beautiful burl 
figures are obtained by slicing up 
one of the huge knots or burls, 
which sometimes form on a walnut 
tree, like great warts. The use of 
black walnut seems to be endless 

(Turn to page 99, please) 
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Again something new—from Security—the "Period Presidential," 


a more modern and beautiful desk, worthy of the finest Ameri- 


can offices. You will find it a real sales builder too. For 


it appeals not only to the Sight but to the Hearing as well. 


Available in all types—flat tops, drop heads typewriters, 


pedestal typewriters, tables, etc. Write for full details and prices. 


SPECIFICATIONS 


Period type legs ... Full 1544” seam- 
less top, with rounded contours to 
harmonize with the legs...Highest 
grade battleship linoleum covering 
... Ingenious construction of pedes- 
tals eliminating noise in drawer op- 
eration... Fibre cushions to absorb 
noise and shock of slammed draw- 


ers .. . One-piece back panel... 
Improved slides on drawers .. . All 
drawers interchangeable, including 
letter drawer .. . Automatic locking 
device controlled by center drawer 

Top plate reinforced by full 
length saddles and bars, thus over- 


coming any vibration when writing. 


THE SECURITY LINE 


Filing Cabinets, Storage Cabinets, Bookcases, Transfer Cases, Waste 
Baskets, Desks, Shelving, Trays, Tables, etc. Planned equipment built 
to specifications for banks, courthouses and other public institutions. 
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Quick as 

a Wink! 
This Simple 
Key Adjusts 


The New Harter Posture Chair 


The key with the 1935 Harter Chair is the key that opens 
the doors to greater efficiency in office and factory work. Only 
Harter offers this simple, positive new locking mechanism. Only 
Harter offers a chair that can be instantly adjusted for any in- 
dividual, without the use of screw drivers or wrenches .. . with- 
out awkward nuts, bolts, or hand wheels. 


This fundamental improvement insures every worker's chair 
being perfectly adjusted at all times for maximum comfort and 





efficiency . . . a great help in eliminating ‘‘afternoon fatigue.”’ FREE! 
, ; - This Valuable 

Harter Posture Chairs have paid handsome dividends in hundreds Harter Catalog 

of offices and tactories. Now .. . the 1985 Harter Chair ex- Write for It Today! 

presses the principles of correct posture still more perfectly. I Ee 
seating posture as affecting the 

To responsible dealers, the Harter Line offers possibilities for vol- ar sang 4 -_ and, faster 
workers. in u wha 

ume business, under the protection of an exclusive sales fran- Harter Chair offers YOU! Write 

chise. Write for new catalog and full details. — a a ee 





The HARTER CORPORATION Sturgis, Michigan 


Manufacturers of the World’s Finest Steel Seating Equipment 
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the SALES APPEAL of 
ockers to work for you! 








Double Tier 
A-S-E Lockers, 
group of four 


Dealers are making money with the A-S-E 
line of lockers and other steel equipment 


In your community, there are plenty of sales oppor- In A-S-E lockers you have such selling points as: 
tunities with A-S-E lockers. Here are just a few The 16-gauge door that will withstand abuse no 
suggestions: offices, shops, clubs, schools, gym- other door can take. The sagproof hinges that are 


nasiums. Other dealers are selling these markets. built in as part of the door itself. The simple, 
You can, too. effective latching device. The tight, overlapping 


The A-S-E locker line meets every locker need. construction of the frame and body members that 
A-S-E lockers are unmistakably good looking. And keeps out dust and vermin. The cadmium-plated, 
you can show dramatic strength tests that less rustproof clothes hooks. The baked-on enamel 
sturdily built lockers cannot pass. In addition, finish with fronts lacquered for long wear. 
there is the splendid record established by hun- Start today on the road to profitable sales with this 
dreds of thousands of A-S-E lockers in service. quality locker line. Send for catalog C-29. 


ALL-STEEL-EQUIP COMPANY, INC. 


A FEW OF THE OTHER A-S-E PRODUCTS THAT MEAN DEALER PROFITS 


602 JOHN ST. AURORA, ILL. 
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(Office Furniture Woods—Con- 
tinued from page 94) 


and the supply through the ef- 
forts of the Walnut Association 
and others is being kept up to a 
normal figure. 

Walnut is particularly beautiful 
in matched panels. It is a real 
“heirloom” wood. 


Oak 


On pages 54 and 56 of Office Ap- 
pliances for November, 1931, under 
the title, “Enduring Oak,” ap- 
peared a recapitulation of an ar- 
ticle by Sterling Lord, secretary of 
The Leopold Company, Burling- 
ton, Iowa, the complete article 
having previously appeared in The 
Memphis Lumberman and South- 


ern Woodworker. The article dis- 
cusses wood in general as a vehicle 
of the finest expression in furni- 
ture making, but pays particular 
attention to the beauties and ad- 
vantages of oak, and its apparent- 
ly increasing popularity. 

“The subject previously under 
discussion,” said Mr. Lord, “is 
oak, its acceptance today and its 
future possibilities, and the time 
to bring oak back to its own.” 
Mr. Lord believes that oak is re- 
turning to popularity, tempered 
with more understanding and an 
enlightened appreciation. Dis- 
carding creations that are finished 
in strong contrasts, he suggested 
that the wood itself be given a 
chance. It is not necessary to 
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over-stimulate oak, which has 
plenty of power to draw attention 
to itself without highlighting. If 
it is to be darkened, it should not 
be too dark, for it is a happy, 
cheerful wood. 

There are many types of good 
taste in oak, with variations for 
quarter-sawn oak, plain oak, rift 
sawn and pollard or English oak. 
When properly used, oak is beau- 
tiful, strong, dignified and practi- 
cal, and it is up to manufacturers 
and the trade generally to find and 
bring out its many desirable fea- 
tures. 

The features of other furniture 
woods might be described, but lack 
of space permits discussion of only 
the predominant woods. 


An Old Woolen Mill Desk 


HIS walnut “high-boy” desk 

was used in the office of a 
woolen mill on Roaring Creek at a 
little Indiana village called Cincin- 
nati, of which nothing remains to 
mark its site today, located about 
three miles southwest of Turkey 
Run state park. The mill was a 
water power mill and built in 1845 
by Engle and Chapman. Mr. Chap- 
man had the desk made at An- 
napolis, Ind., which was a lively 
industrial center located near 
there in 1845. It was made by Un- 
cle Davey Best in his cabinet shop 
at that village. 

The desk is made of walnut with 
the exception of the bottom, which 
is made of poplar, and it is put to- 
gether with pegs. The bottom is 
nailed in with cut nails. The pat- 
tern in general is one that was 
used in mills at that time and some 
since, but the other desks were 
usually more plain than this one. 
This one was built to be used in a 
private home later. 

The desk is forty-nine inches 
high and the top is thirty by 


thirty-six inches and the bottom 
side of the desk proper is thirty- 
four inches above the floor. The 





The Old Woolen Mill Desk in Its 
Original Setting 


turned legs are of a pattern used 
exclusively in the Best shop and 
were turned on a foot power lathe. 

Lifting up the slant top lid dis- 
closes two rows of pigeon holes on 
the inside and at the back. 

The chair is a very unusual spec- 
imen of the ladder-back type and 
is thirty-seven inches tall and the 
seat is thirteen by fifteen inches. 
It is made of hickory and ash and 
the seat is hickory splints. 

Despite age of ninety years or 
more, both desk and chair are very 
sound and are in use today. 

On top of the desk in the center 
is a small piece of light brown 
glazed crockery which is an old ink 
bottle. The label, still clearly read- 
able, shows the original contents 
to have been Arnold’s chemical 
writing fluid made by P. & J. Ar- 
nold, chemists, 135 Aldersgate 
street, London. 

The desk, chair and ink bottle 
are owned by Melvin Davies, a de- 
scendant of the Chapman family 
and are in his home at Rockville, 
Ind. 
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Some Principles of Office F'ur- 


niture Window Dressing 


EFORE entering upon the topic 
suggested, it may be well to 
say that since the writer opened 
his own business a year ago, he has 
been operating with show rooms in 
one of the modern skyscraper 
buildings, with a warehouse in the 
back part of town in the low rent 
district. The show window in the 
average store has great potentiali- 
ties and we find here that we miss 
a proper window display of goods 
which would be helpful in our 
business. However, on the other 
hand, there is no doubt, particu- 
larly in New Orleans, that furni- 
ture can be displayed advantage- 
ously in a modern building—even 
better than in an old building with 
ground floor space. 

The writer had ten years’ experi- 
ence in the decoration of windows 
and the arrangement of office fur- 
niture when he was in charge of 
the furniture department of a lo- 
cal dealer. He, therefore, ven- 
tures with a certain degree of con- 
fidence to make the following sug- 
gestions: 

It is much better to keep the 
public guessing as to what one will 
show in his window, for the reason 
that many of the same people con- 
tinually pass the establishment 
and if they see the same old thing 
day after day, they will get out of 
the habit of examining what is in 
the window. On the other hand, 
there are certain materials or mer- 
chandising articles that may be 
termed seasonable or periodical, 
such as transfer material for the 
first of the year at transfer time. 
This is invaluable to the dealer 
and should be shown at least dur- 
ing the month of December and 
possibly for the first two weeks of 
January. Transfer material for 
the files is almost a sure sale. 

The best trade-pulling window 
displays are to be found when 
mechanical devices are used pro- 
viding for a moving article such 
as a device to pull the drawer of a 
filing cabinet in and out continu- 
ously. Most people are curious 
and such a display always draws 
attention. 


Being a Discussion 
by J. D. LeBlanc, 
President of J. D. 
LeBlanc, Inc., Of- 


fice, Bank and 


School Equipment, 


New Orleans, La. 


The concerns for whom I have 
worked have found it profitable to 
show high-grade pieces in their 
windows, fine office suites, etc., 
and also from time to time to put 
on stunts in the window to break 
the monotony of a continuous fur- 
niture display. Here in New Or- 
leans particularly, the dealer 
should present a seasonable or 
periodical display of fine suites, as 
all leases expire here October 1, 
and there is a chance for such dis- 
plays before that time. 

The only time to put prices on 
furniture in this writer’s opinion 
is when one wants to close it out 
at a special price. This applies 
particularly to suite furniture, the 
reason being that such furniture 
is rarely if ever bought like gem 
clips, pencils, etc. The window 
can be used only to attract the 
prospective customer and from 
the time he steps into the estab- 
lishment, it becomes purely a sell- 
ing job, the outcome depending 
upon the salesman himself as to 
his own personal liking for beau- 
tiful furniture, his enthusiasm 
and whether or not he can con- 
vey to the prospect the prestige, 
pride, self-satisfaction and com- 
fort the customer would obtain in 
owning the furniture. Showing 
the regular price on fine suite fur- 


niture not only prevents prospec- 
tive buyers from coming into the 
store to inquire, but will actually 
scare them away, in which event 
the salesman or dealer gets no 
chance to sell him whatever. 


Arrangement of Office Furniture 
Department 


In general, I might say that the 
best arrangement is to display a 
few suites properly rather than 
many pieces all jammed up on top 
of one another. One of the prin- 
cipal offenses against the proper 
arrangement of furniture display 
is the “ganging” of the furniture 
all together. This prevents proper 
selling, because the prospective 
purchaser does not get the right 
conception of how well the furni- 
ture really looks or would look in 
his own Office. 


The Mode Moderne 


It is the writer’s belief that the 
most popular lines today consist 
of a semi- or what might be called 
modified moderne design. The ex- 
treme moderne motif in furniture, 
although it seems to be becoming 
increasingly popular, is still a rad- 
ical change and is not yet accepted 
by the buying public. The modi- 
fied patterns, however, of moderne 
designs are popular at this time 
because, after all, this is a modern 
age and although the prospect 
may not want to make a radical 
change, nevertheless he does want 
something new. This idea may be 
compared to new designs in auto- 
mobiles—the purchaser is always 
striving to obtain the newest and 
latest model which he is proud to 
own. Desks such as those to which 
we have made reference have been 
recently introduced by The Macey 
Company of Grand Rapids. They 
have a general appearance of be- 
ing almost square from all angles 
of vision. 

Displaying Suites 

The best way to make up and 
display suites in the _ writer’s 
opinion is to make each suite ap- 
pear as much as possible as if it 
had been put into use in the cus- 
tomer’s own private office, and in 
this connection—although the 











Duo-Top Filing Folders 


Eweey month records more and 
more dealers adopting Weis Duo-Top Filing Folders to the 
exclusion of any other kind of a filing folder. 


Des Tops now cost so little 
more than single top folders that dealers find it worth 
while to put a little extra effort in the selling of Duo Tops. 
They find users willing to pay a little more for a folder 
that will wear and last a lot longer. 


le you are not now pushing 
Weis Duo Tops among your customers, decide today to put 
in a stock and go after the Duo Top File Folder business, 
which will eventually lead you to more folder business and 
the easy discontinuance of the single top kind. Remember 
this—your competition will be less on Duo Tops than on 
folders of the single top style. See page 4 of this insert. 
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VICTORY 


Fibre Board Storage Cases, made without gummed tapes, have 
created a sensation and proven to be universally satisfactory. 
Remember, Weis was the first to see the need and introduce 
this new type of vermin-proof fibre storage case. Victorys are 
made to stand the gaff. Extra heavy, solid fibre board with 
water-resisting outside surface. Wherever it is necessary to 
attach one part to another, they are copper stitched—therefore 
nothing to catch, nothing to wear, nothing to come loose. Made 
to stay and they stay. One fastener does the locking job and 
does it well, making the case dust and vermin proof. Shipped 
knocked down, but very easily set up—no sponge, no water, 
no fuss to set up a Victory. Made in 22 sizes. Send for demon- 
strating sample and imprinted circulars for mail and package 
distribution. Victorys are easy to sell, especially since their 
recent price reductions. 


The Weis Manufacturing Company 


Sf ile 


Monroe, Michigan 


New York: Chicago: Boston: 
The Weis Mfg. Co., Inc. Associated Stationers Adams, Cushing & Foster, 
54-56 Franklin St. Supply Co. Incorporated 








WIZARD 


Pull Out Drawer Fibre Storage Cases offer a satisfactory method 
of filing old records with easy access for reference. The out- 
side shell of this Improved Wizard is made from extra strong 
corrugated fibre board with heavy 30 point liners; has four front 
flaps which turn in, thus strengthening the shell. The drawers 
are also made from extra strong corrugated fibre board; metal 
stitched on sides and four ply thick at each end. Extra Heavy 
Duty Wizards are made out of the Letter and Cap sizes by at- 
taching Wizard steel supports to the front edge of two sides of 
outside shell. This puts all the weight on the steel supports and 
guarantees free and easy drawer movement. Also keeps cases 
in alignment and prevents side-sway. The new metal bar method 
for attaching front pull is a decided improvement. They hold. 
Demonstrating cases, imprinted circulars and display cards yours 
for the asking. And the new lower prices are also interesting. 


The Weis Manufacturing Company 


Sv 


Monroe, Michigan 


New York: Chicago: Boston: 
The Weis Mfg. Co., Inc. Associated Stationers Adams, Cushing & Foster, 
54-56 Franklin St. Supply Co. Incorporated 





Why Hesitate Any Longer? 


If you have been one of those dealers who have hesitated about putting 
in a stock of Duo Top Folders, because you did not want to carry a 
double inventory of folders, delay no longer, for you can now offer your 
trade Duo Tops at very near the price of the single top kind. 


Here's Another Important Feature 


The difficulty one encounters in making a double top filing folder is to 
have turned over stock stick tightly and not buckle or break. This 
annoying feature has been whipped by Weis. The machine, costing many 
thousands of dollars, which was made especially for us, and on which we 
make our popular Duo Top Filing Folders, is so accurate and careful in 
its work that the turned over material on the straight edge or cut tabs 
sticks and stays stuck. Test ’em, bend them, and you will find that Duo 
Tops are the kind of double top filing folders you will want to sell. 
Don’t let someone else sell your customers a double top folder. Get to 
‘em first and offer them Duo Tops made by 


| oe 
The Weis Manufacturing Co.. Monroe. Michigan 


New York Chicago Boston 
The Weis Mfg. Co., Ince. Associated Stationers Adams, Cushing & Foster, 
54-56 Franklin St. Supply Co. Incorporated 





SEPTEMBER, 1935 


writer has been in business on his 
own account but one year, having 
recently celebrated the first anni- 
versary of the business—he has 
not yet adopted this plan of dis- 
play and selling. There have been 
many other things to do of more 
apparent urgency. However, he 
believes that a very good arrange- 
ment would be to employ knocked 
down partitions which could be set 
up at any time in dimensions to 
correspond approximately with 
the prospect’s private office space 
and after setting up these parti- 
tions in the accepted shade, to 
display the furniture in the man- 
ner one would recommend in the 
customer’s private office. This 
plan could be bettered when car- 


The Modern Filing 


N THIS discussion, I have 

avoided reference to modernis- 
tic office furniture because our ex- 
perience with it has been ex- 
tremely limited, and while such 
furniture no doubt has a definite 
place in business, the people of 
this section have not taken to the 
extreme designs. So little has been 
sold that we do not feel qualified 
to speak on the subject. 

I may, however, say something 
about modern filing cabinets be- 
cause I find myself on firmer 
ground with that subject, so to say. 

Within the last decade or two, 
notable improvements in filing 
cabinets have taken place. These 
consist of a marked change from 
the horizontal type of cabinet to 
the vertical style and its conse- 
quent increase in filing space with 
relation to floor area required. 

Drawer slides have been greatly 
improved as to durability and ease 
of operation, and on the better 
grades, drawer latches have been 
added to insure drawers remaining 
closed when the cabinet is placed 
on an uneven floor or when cab- 
inets are tilted. 

Cabinets insulated against fire 
are a comparatively new develop- 
ment and in many instances they 
are replacing the heavy and more 
cumbersome steel safes in the eco- 
nomical and efficient housing of 
records. 

With respect to drawer slides, 
the great improvement in bearings 
and in construction of slides now 
provides maximum filing capacity 
by permitting the full extension of 


ried out in detail as to curtains, 
pictures, rugs, etc. 

The value of harmonious ar- 
rangement is misunderstood by 
many people. Contrast rather 
than harmony is desirable. For 
example, brown leather and brown 
rugs take away from the appear- 
ance of a beautiful walnut desk. 
On the other hand, contrasting 
colors of blue, red and green in 
rugs and leather make the beauti- 
ful walnut desk stand up as if on 
a platform. 

To jam the straight line com- 
mercial desks up in rows or one on 
top of the other like cans of to- 
matoes in a grocery store is poor 
arrangement. The best way to ar- 
range this type of furniture is to 


Some of the Fea- 

tures of Modern 

Filing Cabinets— 

By E. S. Howard of 

the E. S. Howard 

Company, Oswego, 
eo 


the drawer outward, the mechan- 
ism also providing for heavy load- 
ing without any sacrifice of opera- 
tive ease. The slides are much 
more durable than formerly on the 
better grades, in fact, tests have 
revealed that they are capable of 
rendering even a century of serv- 
ice under hard usage. This is as 
much as anyone can ask of a file 
even in the best quality steel. How 
much longer they might last me- 
chanical tests have not shown. 


The Five Drawer File for Floor 
Space Economy 

Five drawer files, which have 
been added to lines of several 
manufacturers during the last few 
years, are an important develop- 
ment, useful where floor space is 
at a premium. It is interesting to 
note that most designs even in the 
added height provide features of 
accessibility and ease of filing for 
the operator with a considerable 
increase of filing inches available 
in units which occupy no more 
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try to place it as it would appear 
in the office where it is to be used. 
That is, by placing the proper type 
of chair for the operator as well 
as the side chair for the caller. An 
occasional costumer or waste bas- 
ket completes such a display. 
Enough room should be allowed 
each individual set-up so that peo- 
ple can walk around it and see it 
from all angles. One of the big- 
gest mistakes made by many deal- 
ers is to put all desks in a row re- 
gardless of the grade, design, etc.., 
and all chairs in some other place. 
In some cases desks and chairs are 
on separate floors. Such arrange- 
ment makes it difficult for the 
buyer to select something to pur- 
chase. 


Cabinet 


floor space than those which con- 
tain three or four drawers. 

Another improvement has been 
the development of means of using 
various insert drawers in cabinets 
to house cards, documents, etc. 
For example, we are thinking par- 
ticularly of the Yawman and Erbe 
cabinet in which these inserts are 
interchangeable and may be in- 
stalled conveniently by users. 

Standardization within certain 
limits of the heights and depths of 
units, and greatly improved in- 
dexes and index systems, make the 
modern filing cabinet much more 
convenient and economical in use 
than any of the older types. Mod- 
ern indexes, particularly promote 
efficiency and make the use of the 
most modern units highly desir- 
able. 

Our filing cabinet sales are al- 
most entirely of steel. New in- 
stallations are practically all of 
this type. Lower prices which 
have come about, grained finishes 
which almost exactly duplicate 
natural wood, fire and water re- 
sisting quality, resistance to cli- 
matic and atmospheric changes, 
make the metal filing cabinet an 
outstanding value under practi- 
cally all conditions. 

We find some tendency toward 
the use of wood files to match the 
fine wood suites in executive of- 
fices, but it is my opinion that the 
metal cabinet satisfactorily fulfills 
all requirements as to beauty and 
utility and that the wood file will 
in no sense replace metal in aver- 
age offices. 
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New 


F’urniture 
Installations 
Indicative of 


The Private Office of Frederick Stearns, of the 

Frederick Stearns Company, Detroit.—The elab- 

orate furniture shown in this picture was manu- 

factured by the Stow-Davis Furniture Company, 
Grand Rapids 


Counter-High Equipment.—This systematic in- 
stallation in the offices of Brown Harriman 
Company, Inc., was made by the Peerless Steel 
Equipment Company, Philadelphia. The instal- 
lation is said to have resulted in making the 
Brown Harriman Company offices one of the 
most complete and up-to-date in Philadelphia. 


Recent Installation of Imperial Desk Company’s 
No. 200-A Grade Walnut Desks in the Old 
Age Security Department, Erie County (Buf- 
falo), New York.—This installation was made 
through the J. W. Mumma Business Service, 
Buffalo. It is one of several installations of Im- 
perial desks in various Erie County departments 
by the Mumma Service. 





the 
Reviving 
Demand for 
Equipment 


Novel Director’s Room.—This distinguished en- 
semble was installed in the director’s room of 
the Woodmen of the World Life Insurance As- 
sociation by the Orchard & Wilhelm Company, 
agents for the Leopold Company, Burlington, 
lowa. The center of interest is the unusual 
table built of straight grain walnut with ebon- 
ized trimming and base. 


This Picture Shows the Sales Department of the 
Colgate, Palmolive, Peet Company in Their 
New Jersey City Location.—The installation is 
one hundred per cent Shaw-Walker throughout 
the entire organization. One of the features of 
the new establishment is the fact that the Shaw- 
Walker Company re-located every office furni- 
ture item in every department when the big 
concern moved from Chicago to Jersey City. 


Private Office Installation by the Brower Furni- 
ture Company, Grand Rapids, for Ohrbach’s, 
New York City.—This suite was made especially 
for the office shown in picture. It was manu- 
factured to harmonize with the oval-shaped 
room. The wood is a fine, striped walnut and 
the upholstered pieces are covered with blue 
and sandstone leather. 
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The Office in the Home 


LOOR displays of appropriate 

equipment for AN OFFICE IN 
YOUR HOME will open a new 
channel for a substantial amount 
of business 

Probably all business men occa- 
sionally take some of their office 
work to their homes. With some it 
is habitual. For there, away from 
the noise and interruptions of the 
office, more deliberate considera- 
tion can be given to important 
matters in hand. And then it fre- 
quently happens that office hours 
do not permit the accomplishment 
of all that is necessary. 

The green felt “brief bag” which 
closed with a draw string and 
which thirty or forty years ago 
used to identify Philadelphia law- 
yers on their way to and from 
work, has given way to the leather 
portfolio carried daily by many 
business and professional men to 
and from their homes. 

The custom of “home work” is 
established. And much of it is 
done at considerable inconven- 
ience. To furnish conveniences 
for its accomplishment would ap- 
pear to afford an opportunity for 
the dealers. 

Three or four decades ago, 
fashion popularized the “den” as a 
room where the man of the house- 
hold could express his ideas of 
comfort and decoration without 
destroying family harmony. Old- 
timers will recall some “den” own- 
er’s satisfaction and pride over ex- 
hibiting the evidence of his taste 
and certain symbols of his inter- 
est. In those rooms hunters and 
fishermen displayed trophies of 
their skill. Pipe smokers adorned 
the walls with pipe racks and those 
who delighted in the foaming bow] 
were pretty sure to have a variety 
of steins, each reminiscent of 
some pleasant occasion. Most of 
the pictures on the walls were 
chosen with some particular ap- 
propriateness to the owner’s whims 
and habits, but if the room was 
not so harmoniously decorated, it 
was a place free from the restraint 
of certain household conventions. 
Perhaps its name was appropriate. 


Concerted Action to Popularize 
Home Office 


It would seem that a little con- 
certed action on the part of the 


In Which Discus- 
sion We Suggest 
Some Local Public- 
ity for the Idea of 
the Home Office, 
and Describe aTen- 


tative Floor Display 


manufacturers and dealers might 
popularize - the more practical 
room—the home office. Such a 
room can be furnished in harmony 
of color and design with other 
decorations and fittings in the 
home. And at the same time af- 
ford all the conveniences desirable 
for its office usage. 

One such room, comparatively 
small, which the owner calls his 
office and reading room, is admir- 
ably furnished for the purpose. 
An oblong mahogany desk, maybe 
five feet by three, with one end 
against the wall, affords ample 
surface for whatever work is to be 
done. On each side of the desk is 
a comfortable arm chair cushioned 
in colors to match the blue long 
pile carpet. The right hand pedes- 
tal of the desk is arranged with 
letter file below a shallow drawer. 
The file contains correspondence, 
receipts for household bills, etc. 
The other pedestal consists of 
three drawers. They are used for 
stationery and other supplies. 
Within eesy reach of the right 
hand is a small steel cabinet of 
desk height. Several inches above 
it are book shelves which extend 
across the wall and contain the 
owner’s favorite volumes. Off to 
the left is a spacious reading chair 
and floor lamp. Along another 
wall is a small davenport covered 
with “Indian red” colored fabric. 
This color, which makes striking 
contrast with the dull blues of the 
floor and chair coverings, appears 
in some other places in the room: 
in the draperies and in a fabric 
panel on one of the walls. Ona 


special table of proper height is a 
typewriter with an appropriate 
chair. This home office has all the 
charm of design and color of any 
other room in the well furnished 
house. It represents a consider- 
able outlay. 


A More Modest Office in the Home 


A room equipped as an office in 
another home much less preten- 
tious is much more simple but 
equally satisfying. It is the front 
room on the third floor of a city 
house. The room had been used 
as a “catch-all”: a place for dis- 
carded furniture and other “save 
that, we may need it some day” 
things. The room was cleared. 
Three or four chairs done over at 
small cost on the premises. The 
floor was covered with olive green 
denim and a couple of attractive 
rugs added. An old roll top desk 
from the downtown office was 
moved out to the house. A filing 
cabinet was installed also a type- 
writer and stand. A substantial 
round table was placed in the cen- 
ter of the room and the chairs ap- 
propriately located. 

That home office, equipped at 
very small expense, became the 
place of a good many of the own- 
er’s business transactions. And 
when no business was in hand, it 
was the favorite place for family 
rendezvous. 

Not all houses, of course, have 
room available for a home office, 
but many in each community have 
and among their owners will be 
found some responsive to the idea 
of equipping them appropriately. 
The “home office” also affords all 
of its conveniences to the house 
wife who has many business trans- 
actions. Alphabetical files for 
her papers. A drawer containing 
indexes for her list of addresses. 
Proper files for much correspond- 
ence. A place for keeping many 
documents and papers which can 
be located immediately when 
wanted. 

A little local publicity for the 
idea of the home office, a care- 
fully arranged floor display around 
a desk of medium dimensions and 
a special window with cards set- 
ting forth the desirability of estab- 
lishing an office in the home will 
produce results. 
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An important asset of every Art 
Metal dealer never appears on his 
balance sheet. It is the complete 
stock of desks, files, and other office 
equipment in the Art Metal ware- 
houses, ready for immediate ship- 
ment. 

Dealers carry only the faster 
moving models on their 
floors. 


Other models are at- 


AGENCY DIVISION, ART METAL CONSTRUCTION CO., 








* * 


tractively illustrated . . . easily sold 
by means of the comprehensive Art 
Metal catalog. Deliveries are made 
promptly. 

The complete line of Art Metal 
equipment, including 107 types of 
desks, steel shelving, files, transfer 
cases, and safes, contains a wide 
variety of models and is 
priced to meet every 


Art 


customer's needs. 
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* * * 


Metal’s active and consistent sales 
promotion program is continually 
bringing the story of Art Metal ad- 


vantages to new prospects. 


The quality and sturdy construc- 
tion of Art Metal steel equipment 
makes for satisfied customers and 
large repeat orders. Write today 
for information on an Art Metal 


franchise in your territory. 


JAMESTOWN, N. Y. 
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has consistently maintained quality 
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URING the trying period of the past half dozen years, Stow 

Davis of Grand Rapids has clung persistently to the fundamen- 
tals of quality and good taste in the manufacture of high grade office 
furniture—principles which are true for all time, but which are 
particularly difficult to uphold in times of economic distress. 


STOTT AANA AY Ohtake: 
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In an era of price cutting and product cheapening, Stow-Davis has 
not lent itself to speculative fads nor seized upon passing fancy for 
easy but short lived gain. As a result this company emerges from 
the foggy turmoil with the conviction that no manufacturer regards 
the production of fine office furniture with more of a feeling of obliga 
tion to maintain a standard, that no furniture is designed more in- 
telligently, built more sincerely or with finer craftsmanship. 
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New York Show Rooms: 11 East 44th St. Parke R. Hicok in charge 
Chicago Show Rooms: 201 West Monroe St. Leo J. Warren in charge 
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VERTICAL GUIDES 


Made of materials in 
several styles of tabbing— 
plain, flat celluloid, flat and 
PUNT ae i ocleeelalemetarutirts 
Pratttiteitemectieag (oc eeaieiae 
ing are available. 


best 





“TUFTEAR” FOLDERS 


“Tuftear’ manila folders 
unusual wearing 
qualities, assuring extra long 
useful service. Furnished in 
all types of standard system 
re leleltatcoes tam ereleameitard (or tare 
Pefeltiel ts tabs. 


possess 
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7 Ft Andrews Age Ce. 


t. Louis, Mo. 


e 20 Klieman Purniture Co., 





San Francisco, Cal. 












GUMMED FOLDER 
LABELS 


Insure accuracy and speed 
in filing and finding. Sup- 
plied in strips of ten, con- 
venient for typing. Avail- 
able in six colors. They also 
strengthen the folder tab. 
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PREPARE FOR INCREASED SALES OF 
TRANSFER CASES AND SUPPLIES 


















“DUO-VAL" 
STORAGE CASES 


Strong steel frame and outer 
jacket—drawers have metal 
front and back with sides 
and bottom of fibreboard, 
combining low cost, long 
life and splendid service. 
Each drawer at right will 
carry a load of 60 pounds, 
yet operate easily and 
smoothly. ‘‘Duo-Val"’ stor- 
age cases are shipped 
“*knocked-down" and can 
be set up in a few minutes. 
Available in letter, bill, 
check, and cap file sizes. 


WITH THIS 
LINE YOU CAN 
MEET ALL 
REQUIREMENTS FOR LOW COST STORAGE FILING 


Globe-Wernicke transfer cases are made in three standard grades at 
prices that meet the demand for economical and efficient storage filing. 





Globe-Wernicke all steel transfer cases are extra strong and rigid with 
welded joints. They can be stacked ceiling high. Drawers operate 
smoothly on roller bearings and follower is easily adjusted. ‘‘Duo-Val’’ 
storage cases give satisfactory service for a long time, yet are quite inex- 
pensive. Their utility value has been proven by many tests. The new 
Norwood storage file with all steel drawer front and steel reinforced fibre- 
board case will meet ordinary storage needs at very low cost. Cases inter- 
lock and may be stacked as high as desired. Shipped ‘‘knocked-down." 


Soon many offices will transfer correspondence and records. Be pre- 
pared to get your share of this profitable business. Stock up on fast 
moving items so you can supply the needs of your customers. Send us 


your order early. The best selling season of the year 1s just ahead. 





Globe-Wernicke 


MAKERS OF 


‘OAS Oe ar 20018 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, 
and Wood Equipment for Libraries, Schools and Public 


Cincinnati, Ohio 


| \ 


IN OFFIC 


Partitions 
Buildings Filing Supplies, 


ITEMS NEEDED 


spec ial Steel 


Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 








OFFICE APPLIANCES 
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Furniture by Macey 


IN THE FINE OFFICE .... 


EATHER upholstering exerts a decisive influence on the 
general result. In fact, leather of superior quality con- 
tributes much to the rich appearance of the entire ensemble. 
It is for this reason that Eagle-Ottawa leather is so frequently 


found in the finer offices. Office furniture dealers know that 


e 
Salesrooms: in choosing Eagle-Ottawa they may place complete reliance 
New York—2 Park Ave. . . . ° 
Chienge—012 W. Wesb. on its attractiveness, service and economy. Specify Eagle 
ington Blvd. 
9s teatneteth Gaede Ottawa leather on every occasion. 
San Francisco—569? How- 
one oA We will gladly send you samples of the 
te Rage tone highest grade leathers and newest finishes 


Broadway Place 
Portland—1i238 N. W. 


High Paint. N.C—P. 0 EAGLE OTTAWA LEATHER CO. 
. GRAND HAVEN, MICHIGAN 
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Concerning Posture Chairs 


ORRECT seating is receiving 
more consideration than ever 
before. Its advantages are becom- 
ing increasingly clear. Even if 
considered from the single point 
of profit alone, these advantages 
would be preeminent, but more 
than that it is the factor of com- 
fort for the worker—“It pays.” 

Throughout the National Cash 
Register plant, Dayton, Ohio, there 
used to be, and may be now, many 
signs—“It pays.” Visitors asking 
what it is that paid were informed 
that it was the company’s interest 
in the welfare of all employees and 
the system for making the opera- 
tors as comfortable as possible in 
attractive surroundings. One who 
visited the great plant and ob- 
served the many “welfare” activi- 
ties covered by the system was 
sure to be convinced. Indeed, the 
NCR system inspired new welfare 
standards in industrial plants 
throughout the country. 

It is a long step from the high 
desk and bench of Scrooge’s vic- 
tim, with the dim light and the 
heavy ledgers, the heat of summer 
and the cold of winter, to posture 
seating. But since the days of 
Bob Cratchit, the researches of in- 
dustrialists and the discoveries of 
medical men have demonstrated 
that it is cheaper to maintain ex- 
perienced workers in health and 
happiness than it is to train peo- 
ple to replace an older staff. 

Today with the advantages of 
better light, proper ventilation, 
shorter hours, etc., we have better 
seating as discovered in the pos- 
ture chair which in providing com- 
fort promotes efficiency. Efficiency 
not only for office workers, but for 
operators at the bench and lathe. 
In shops and factories of the land 
are millions of such workers whose 


Prize Winning Dis- 
play of The B. L. 
Marble Chair Com- 
pany. Posture 
chairs in the win- 
dow of the Bizness 
Equipment C om- 
pany, Huntsville, 
Ala.—The arrange- 
ment was not elab- 
orate, but the effect 
was striking. This 
first prize window 
was one of many 
entered in a win- 
dow display com- 
petition put on as 
part of a successful 


Advantages of Cor- 
rect Seating Dis- 
cussed, with Some 
Comment on the 
Value of Beauty in 


Surroundings 


comfort and relative freedom from 
fatigue are of prime industrial im- 
portance. Heads of factories are 
realizing more and more that, 
along with proper light, tempera- 
ture and clean air, workers must 
have correct posture, for aching 
backs and cramped muscles bring 
down the output and elevate the 
cost of production. Posture chairs 
of plain design especially made for 
factory workers are to be had at 
small expense considering the tre- 
mendous benefits which their use 
brings to workers and to the shops 
and factories in which they are 
employed. If there are any deal- 
ers in factory towns who have not 
tapped this industrial market for 
posture chairs, let them begin at 
once to study the situation with a 
view to the type of chairs needed 
and the proper approach to use in 
presenting them. 


On Selling 


The selling arguments favoring 
the general adoption of the pos- 
ture chair—and we include the ex- 
cellent products of no less than a 
dozen or more manufacturers—are 
as simple and to the point as they 
are incontrovertible, but it is a pe- 
culiar fact that both employers 
and workers in many cases fail to 
grasp the advantages of proper 





seating and are inclined to resent 
a forthright suggestion that pos- 
ture seating be adopted. The em- 
ployer has difficulty in seeing the 
advantage claimed when set off 
against the cost, while the typists 
and bench workers sometimes re- 
sent the suggested change in their 
seating habits. For these reasons 
acceptance must be built up before 
the salesman can be sure of a 
favorable reception for the posture 
chair. Many dealers have found it 
of advantage to explain to the cus- 
tomer the value of posture seating 
and ask permission to put in one 
or more posture chairs on trial. 
The salesman, with permission 
granted, then brings in a chair 
and demonstrates its construction, 
its features and its various adjust- 
ments, showing that each chair 
can be made to fit the user with as 
much comfort as an old pair of 
shoes. Perhaps during his demon- 
stration he goes briefly into the 
scientific advantages of posture 
seating—an interesting talk is pos- 
sible while showing the features of 
the chair. Often the listeners and 
observers become interested and 
the demonstration results in one 
or more sales. One chair well sold 
is the open sesame to other sales 
in the same office. In the event 
the prospective customer is still 
coy, the salesman avails himself 
of the permission previously given 
and leaves a chair on trial. It is 
said to be well not to stress the 
idea of an immediate sale during 
the demonstration, but to let the 
thought arise in the mind of the 
would-be purchaser. He under- 
stands instantly, of course, the ob- 
ject the salesman is seeking, and 
if the latter says nothing about it, 
the prospect may ask questions 
and in so doing unconsciously put 


selling campaign 
conducted by The 
B. L. Marble Chair 
Company through 
its dealers. 

The sales cam- 
paign was outlined 
in an elaborate 
booklet for B. L. 
Marble dealers em- 
bodying ideas on 
selling and recom- 
mendations for 
newspaper advertis- 
ing, window cards 
and window dis- 
plays, and direct 

mail campaigns. 
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himself in the hands of the sales- 
man. 
Length of Time for Trial 

Some dealers leave posture 
chairs on trial a week, some ten 
days and others two weeks, mak- 
ing one or two calls during the pe- 
riod to see that adjustments are 
properly made and that the users 
are realizing the worth of the 
chair in increased comfort and ar- 
rest of fatigue. When the time 
comes to remove the trial chair or 
chairs the dealer often finds that 
the sale is made; if not, then he 
can present his talk, being con- 
fident that, no matter what the 
customer decides, the germ has 
been planted and will in many 
cases bear fruit. Cases are re- 
lated where the posture chair after 
trial so well pleased the prospect 
that he ordered a full equipment 
for his typing staff. Sales of one 
or two chairs frequently result, 
and where the head of the con- 
cern does not wish to buy, his 
stenographer sometimes buys a 
chair for her own personal use. 
In the event that the prospect is 
interested but hesitates over the 
expense, it is usually possible to 
arrange for easy payments. Such 
an offer often brings about a sale. 
One dealer offers chairs to indi- 
vidual typists at a dollar a month 
with the understanding that when 
that sum, which is rental, shall 
equal the value of the chair, then 
the dealer will hand over a bill of 
sale to the renter, whereupon the 
chair becomes her property. 

The structure of our bony and 
muscular systems permits great 
variety of motion and position. 
Watch a baby unconsciously exer- 
cising himself. In a few months 
the motions begin to take on def- 
inite coordination. Thus habits 
begin to form without which we 
could accomplish nothing, yet 
with which we are finally con- 
trolled for good or ill. Habits are 
likened to grooves worn in the 
nervous organization whereby ac- 
tions often repeated become easier 
and easier of repetition and harder 
and harder to overcome. Hence it 
occasionally follows that people 
resent the adoption of articles like 
posture chairs, which really bene- 
fit them 

The chief executive of one of the 
best known houses manufacturing 
posture chairs (W. S. Ferris of the 
Do-More Chair Company) states 
that the estimated cost of fatigue 
in the offices and factories of the 
United States is twenty cents a 
day for each employee, or more 
than one and a half billions of 


dollars per year. This gentleman, 
however, reports instances where 
from forty cents to two dollars a 
day were saved by proper seating, 
which facts lead him to the con- 
clusion that the estimate of twenty 
cents a day is much too low, and 
that the loss, great as it is in the 
first estimate, would be more than 
doubled by a more careful check 
of industry. He likened typists’ 
fatigue to a drowning man cut off 
from his air supply. Poor posture 
constricts the lungs and reduces 
air capacity by one-seventh of the 
normal, hence the more rapid ac- 
cumulations of fatigue poisons in 
the system, poorer elimination and 
all the ills which follow in this 
condition. Each recurring day 
makes matters worse until a 
breakdown occurs and the small 
time losses are multiplied into big 
ones and other expenses are added. 


Selling Suggestions 

Paul L. Barrett, director of 
sales, the Johnson Chair Com- 
pany, commenting upon the im- 
portance of correct seating, says: 

“The amount of scientific data 
which has been gathered by such 
concerns as ours and others inter- 
ested in good posture is very large. 
As in many investigations of a 
medical or scientific nature, there 
are a variety of different conclu- 
sions which might be confusing 
unless carefully analyzed. Dr. 
Herman N. Bundesen, commis- 
sioner of health of Chicago, once 
likened the body to a watch. The 
organs he likened to the works and 
the case to the bones, muscles and 
flesh. If the case were bent the 
watch would not work properly. 
If one habitually sits in a position 
contrary to the intention of na- 
ture, the organs will not function 
properly. To explain this simple 
fact is usually sufficient for sales 
purposes. 

“The salesman should make sure 
that the product he is selling has 
the features which will insure good 
posture. He does not have to be a 
physician to understand this. In 
order to make certain of a good 
sitting position the seat of the 
chair should be correctly shaped 
and of the proper size. It should 
be the right distance from the 
floor, according to the stature of 
the individual, and the back sup- 
port should hold the back in the 
center of the curve of the spine, 
and support it in all sitting posi- 
tions. 

“Many salesmen may be more or 
less mystified by the subject of 
posture, but this, I think, consti- 
tutes only a mental hazard, be- 
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cause any man capable of being a 
salesman is able to think con- 
structively enough to assemble the 
few simple facts of good posture 
and select chairs that will meet 
the requirements. 

“The subject of simplicity of ad- 
justment and of the several ad- 
justments is, of course, important, 
and is open to more or less sales- 
manship in connection with the 
several posture chairs on the 
market.” 

The Uhl Posture Chair 

The Uhl posture chair takes its 
name from Joseph F. Uhl, presi- 
dent of The Toledo Metal Furni- 
ture Company, Toledo, Ohio. Mr. 
Uhl was a pioneer in the produc- 
tion of correct position seating. 
The original chair bearing the 
name was created by Mr. Uhl a 
number of years ago after an ex- 
haustive study of the conditions 
by physicians, surgeons, scientists, 
welfare people and others compos- 
ing the American Posture League 
of New York which measured over 
five hundred adults and children 
before reaching definite conclu- 
sions. The company’s line now in- 
cludes swivel and  non-swivel 
chairs, chairs with arm rests, high 
chairs for bookkeepers, etc. There 
are two types of vertical adjust- 
ment, each with adjustable backs 
which effect the proper posture 
for all users. The Uhl line is wide- 
ly used in offices throughout the 
country. 

An All-Metal Posture Chair 

The General Fireproofing Com- 
pany of Youngstown, Ohio, has 
produced an aluminum posture 
chair known as the “Goodform,” 
the excellent characteristics of 
which have caused it to become 
one of that company’s leading 
lines, notwithstanding the fact 
that it is one of the newer prod- 
ucts sponsored by the G.-F. organ- 
ization. 

The “Goodform” is light, but 
sturdy, furnished with complete 
five-point adjustment to all the 
chair parts which have a bearing 
on correct seating for any type of 
individual. These adjustments 
serve to place the back rest in a 
comfortable position at the cor- 
rect height, the right position in a 
horizontal plane, and fitted to the 
curve of the occupant’s back. The 
chair has a one-piece aluminum 
base equipped with one and five- 
eighths inch self-lubricated com- 
position casters; an improved 
swivel mechanism; seat correctly 
die-formed to give uniform dis- 
tribution of weight, the seat being 
ventilated and upholstered; and 
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curved, upholstered and ventilated 
hinged back rest which gives con- 
tinuous support in whatever posi- 
tion the operator may be seated. 


Milwaukee Health-Comfort Pos- 
ture Chair 


Recent circular advertising of 
the Milwaukee Chair Company, 
Milwaukee, Wis., emphasizes the 
conclusion that there is only one 
correct posture for the seated 
body, viz., erect, because the or- 
gans of the body function to the 
best advantage when one is sitting 
in that position. The Milwaukee 
Health-Comfort posture chairs, we 
are told, are recognized as an im- 
portant contribution to the health 
and efficiency of seated workers. 
Correct seat design is the first 
principle considered. The seats of 
these chairs are of molded wood 
of deep design. Their shape is 
said to eliminate nerve interfer- 
ence and the restriction of blood 
supply. These chairs are hand- 
somely designed and add much to 
the appearance of the offices in 
which they are used, embodying 


the charm of beautifully grained 
woods. 

When these posture chairs were 
offered to the dealers, the Mil- 
waukee Chair Company discovered 
that the selling method which pro- 
duces the best results is to work 
through the dealers’ salesmen, who 
are instructed to offer these pos- 
ture chairs to business firms on a 
ten-day free trial. In every place 
where this plan was put in force 
the selling organization of the 
Milwaukee Chair Company held a 
general meeting with the dealers’ 
salesmen to bring to their atten- 
tion the merits of the Health- 
Comfort posture chairs. The re- 
ports compiled at that time indi- 
cate that with very few excep- 
tions where the ten-day trial was 
accepted, chairs were purchased 
from dealers. Few will refuse the 
offer of the ten-day test. 


Dealers Urged to Promote Sale of 
Posture Chairs 


R. N. Thomas, assistant sales 
manager of The B. L. Marble Chair 
Company, Bedford, Ohio, in a re- 
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cent letter to Office Appliances 
urged the point that dealers 
should put some real effort back 
of their selling of posture chairs. 
These chairs are specialties and 
should be sold as such in order to 
secure the right results. If the 
dealer, no matter what factory he 
represents, will get back of his 
firm with the right effort on the 
posture chair line, he will be pleas- 
antly surprised by the results. 
The B. L. Marble Chair Com- 
pany has outlined quite an elab- 
orate method of sales promotion 
directed to dealers and their sales- 
men and intended to build volume 
sales of the normal correct pos- 
ture chairs. The sales plan em- 
bodies newspaper advertising, win- 
dow cards, and a direct mail cam- 
paign including a definite sched- 
ule of mailing to a selected list of 
prospects, thus establishing con- 
tact to be followed by personal 
calls of dealers’ salesmen. Each 
circular is sent out with its ac- 
companying letter on the dealer’s 
letterhead. He is thus able to 


On the left is the “Goodform”™ all-aluminum posture 
chair, a famous product ef The General Fireproofing 
Company—light, strong, fully adjustable and efficient. 

In the middle is the new 445-D. S. Sturgis Cashier 
chair, made by the Sturgis Posture Chair Company. 
Seat is 1444 inches by 16 inches wide. The chair has 
the new Sturgis double-support assembly. It is easily 
and quickly adjustable without tools and has tubular 
guard over the threaded spindle. Seat back is uphol- 
stered in genuine leather over curled hair. Foot rest 
is made of straight sections of half-inch rod, which 


causes the occupant to toe straight forward. The chair 
is regularly equipped with revolving metal gliders, but 
casters are supplied when ordered. 

The right-hand picture is one of three new posture 
chairs made by the Milwaukee Chair Company. The 
chair illustrated is No. 8344 F. L. Health-Comfort chair. 
Other models not shown are Nos. 5344 W. and 514% W. L. 
Chair No. 83% and its brothers fulfill to a nicety the 
requirements of good posture seating. All three chairs 
are substantial, fully adjustable and convenient to use. 
All models are handsome in line and finish. 
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cover his list at a minimum of ex- 
pense by the use of his duplicating 
machine. Window cards and 
newspaper mats are illustrated on 
another advertising sheet topped 
by the picture of a girl seated in a 
posture chair in the correct sitting 
position. Other circular letters 
are provided with their appro- 
priate enclosures. There are sug- 
gested letters for first mailing and 
second mailing, and a circular ask- 
ing the customer to permit the 
dealer to install a B. L. Marble cor- 
rect posture chair on trial. 


The Harter Corporation, Sturgis, 
Mich. 

This company is one of the pio- 
neer manufacturers of posture 
seating equipment and controls 
all operations from raw material 
to finished product. In a recent 
catalogue they presented a new 
line of steel posture chairs and 
seating equipment characterized 
by exclusive and valuable features. 
These new chairs are said to be 
correct in anatomical design, and 
to possess new comfort features 
without sacrifice or characteris- 
tics which insure correct seated 
posture. The seats are of a new 
and comfortable type which ab- 
sorb vibrations, shaping them- 
selves to fit the occupants; a new 
type of upholstery is provided, and 
new and attractive finishes to 
match surroundings. The line 
comprises the Executive model, 
secretary chairs, other types of 
swivel chairs, swivel arm chair, 
bookkeepers’ swivel chair, swivel 
chair for factory use, a four-post 
model, etc. The models first 
named are richly upholstered in 
leather of various tones and in 
short nap mohair. The uphol- 
stery is deep, comfortable and 
lasting. 


Do/More Chair Company, 
Elkhart, Ind. 


About a score of types of pos- 
ture chairs in aluminum and steel 
are manufactured by this com- 
pany which, from a moderate be- 
ginning and a single line, now has 
a posture chair for every purpose 
for which such chairs are used. 
The line includes the Masterpiece 

a high type fully adjustable 


Executive's chair; the Woodfield, a 
lighter chair of adjustable ar- 
rangement designed for Executives 
of varied duties; the DeLuxe Exec- 
utive; the Executive; No. 586 Ex- 
ecutive; the Secretary, companion 
model to Executive 586; the 6-N 
Executive; the 7-N Executive; two 
numbers of stenographic and 
clerical chairs and one without 
swivel base; swivel chairs for high 
tables and bookkeepers’ desks— 
two styles; a swivel chair for high 
bench or machine work in fac- 
tories, and three standard height 
chairs for factory workers, one 
swiveled. 

The Do/More Chair Company 
claims to have a chair for every 
type of seated worker. The com- 
pany is headed by W. S. Ferris, who 
has studied the subject of correct 
seating for many years, and has 
surrounded himself with an expert 
mechanical staff. 


Sturgis Posture Chair Company 


The Sturgis Posture Chair Com- 
pany of Sturgis, Michigan, are 
said to be the first posture chair 
house to introduce the single post 
steel posture chair adjustable 
without tools. Three years ago 
they offered two models specially 
designed for the executive and 
secretary respectively, the first be- 
ing an arm chair with adjustable 
back and rubber bumpers, soft 
rubber casters and other features, 
including attractive upholstery. 
Later the company brought out 
other types of posture chairs, in- 
cluding the stenographic model 
with saddle seat. Sturgis recently 
announced a new two post back 
(double suspension). This type of 
back is available on all models 
when specified. Still another 
model announced last spring is 
known as No. 850-DS stenographic 
model. No. 545-DS came on the 
market about the same time. This 
is a new chair with a roomy seat 
and back support adjustable up 
and down, forward and back in 
one motion. This chair is uphol- 
stered in genuine leather and has 
hard rubber casters. The Sturgis 
Posture Chair Company is one of 
the distinguished makers of this 
type of chair and their products 
are widely distributed. 
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Interesting Type of Posture Chair 

The American Automatic Elec- 
tric Sales Company of Chicago 
has announced a new member of 
the Burns line of office specialties. 
This consists of a posture chair 
which is said to have many desir- 
able features. Adjustable back 
rest is simple to operate and seat 
adjustment is non-slip and posi- 
tive locking. Both adjustments 
can be quickly and easily made. 
Seat and back rest are upholstered 
in embossed leather cloth. Up- 
holstering comes in three colors— 
brown, green and blue. The chair 
is made of metal. 


Indiana House Specializes on Cor- 
rect Position Chairs 


The Jasper Seating Company of 
Jasper, Indiana, are the makers of 
a largely extended line of wood of- 
fice chairs finished in American 
walnut, birch, imitation walnut or 
mahogany. A feature of the line 
is a posture chair made in two 
types known as 44 and 45. Both 
posture chairs have saddle seats. 
No. 44 has a double post back, 
Slatted. This chair is equipped 
with casters and comes in any of 
the woods named. No. 45 is a 
stenographic chair with a single 
post back. It is to be had in se- 
lected oak or birch. The height of 
back is adjustable 131% to 16 in. 
The chair is equipped with casters. 


A Line of Correct Posture Chairs 
for the Office 


The High Point Bending and 
Chair Company of Siler City, N. C., 
announces in a recent catalogue a 
large line of unusual type of chairs 
with the addition of four types of 
posture chairs. One chair has an 
adjustable slatted back and comes 
in pecan walnut or mahogany and 
has a large saddle-like seat. Type 
8314 is similar to the one just de- 
scribed but is made in quartered 
oak with a padded back covered 
with leather. Two single rod 
chairs are known as 8004 and 
8014-UB. Both come in plain or 
quartered oak, pecan walnut or 
mahogany. The back is adjust- 
able on both chairs and the height 
of the seat as well. Adjustability 
of seat height applies on all four 
models. 


GLOBE-WERNICKE ANNOUNCES BIG INSTALLATIONS 


The Globe-Wernicke Co. has just 
completed the installation of a 
large amount of stock and special 
steel equipment in the Bergen 
County Administration building, 
Hackensack, New Jersey. 


The order included desks, filing 
equipment and counters. It speci- 
fied delivery and installation with- 
in sixty days. Many carloads of 
merchandise were required to fill 
the order, which is one of the larg- 


est placed with any office equip- 
ment manufacturer this year. 
Globe-Wernicke is also complet- 
ing a large contract for steel hos- 
pital equipment for the Allegheny 
General Hospital at Pittsburgh. 
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MODERN BUSINESS 
HAS ACCEPTED THIS 
A NEW DESK LINE / 


Never before in our history 





have dealers and their cus- 
tomers, the country over, shown 
such enthusiasm for a new Steel- 
case product as they have for 
this new line. Tuned to the key- 


[sr EELCASE| 
Sastirese Equiprnent 





note of the hour efficiency, 
stability, beauty and price — it 


is winning everywhere. 





The new Steel- 
case line has 
‘everything.’’ 
You owe it to 
yourself to know 
more about this 
new outstanding 
line of desks. 


Business Equipm enTr 
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TO OPEN~— Simply PULL 


PULL-TUCK— the simplest, most convenient improve- 
ment ever made in file pockets or wallets, completely 
does away with tape-ties or strings. A slight pud/ and the 
container is open. Contents are instantly accessible. To 
close, just res. in the flap and the container is securely 
closed. 


Made of high quality, heavy duty Red Rope stock, mois- 
ture and wear resisting, Pull-Tucks are strong enough to 


IN THE BUSINESS ® 


PULLS 
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TO CLOSE —~ Just TUCK 


serve as a salesman’s brief case. The flap or closing sec- 
tion and pull tongue are lined with tough cloth and scored 
for easy opening and closing, regardless of contents. 
Elimination of tape, stops all the annoying catching in 
papers and other material on your desk or in the files. 

This attention compelling sales leader make it easy to 
introduce the complete “YawmanotE” Line to your cus- 
tomers. Try it tem watch the orders increase. 


TUCKS AWAY THE PROFITS 
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The market for expanding paper products is getting bigger and 
bigger every day. Added to the already tremendous number of 
users, this offers the progressive dealer a hugely profitable market. 
Completely revised, the famous “ Yawmanotk” Line is the one line 
that will get you the biggest share of this business — at the profit 


you want. 
Five New Sure-Fire Pull-Tuck Items 


Five Piece Wallets with cloth gussetts 
Five Piece Wallets with Red Rope gusseits 
Five Piece Pockets with cloth gussetts 
Five Piece Pockets with Red Rope gussetts 
One Piece Wallets — the kind everyone will be carrying soon 


Other Fast Sellers Just Added to the ” YawmanotE” Line 





ec: Five Piece Wallets with cloth gussetts 
ed Five Piece File Pockets with oth gussetts 
its. One Piece Red File Pockets 
in One Piece Manilla File Pockets 
One Piece Red Wallets 
to One Piece Manilla File Jackets 
al One Piece Open and Legal Envelopes 


All of the 100 and more other“ YawmanotE” Items we have been 
making for more than 30 years have been improved. Construction 
and material have been bettered — sales appeals have been in- 
creased. It’s the line that gets the business. 


THEREISA YAWMANOTI], FOR EVERY PURPOSE 








SALES HELPS FOR THE “Y and E DEALERI 


Here’s your best 
Pull-Tuck Sales- 
man—this hand- 
some gray-crinkle 
Steel Sales and 
Service display 
case fits any counter or display 
table and works for you every 
minute. Contains an assortment 
of twenty fast sellers. Dust elim- 
inating curtain protects stock when 
not in use. 


WINDOW OR COUNTER DISPLAY 


Merchandise well displayed 
is half sold. That's one of 
the truest business proverbs. 
The novel new Pull-Tuck 
Display Stage shows the actu- 
al product in full size — The 
little “Y and E” men tell the 
story. Handsomely done in 
silver, green, red and black. 
A sure-fire attention getter. 


This miniature catalog is a piece of sales 
literature that really sells the kind your 
prospects will read and use. Illustrates and 





describes the complete “ YawmanotE” Line, 
listing all items in convenient chart form. 
Folds to envelope stuffer size. Profusely illus- 


trated in two colors. 








“Y and E” Visual Labels are such 





convenient time savers that our deal- 





ers demanded them for “YawmanotE”. 
We repackaged the whole line — 








using the small unit per package idea 





so popular with all dealers. Now 
you don’t have to over-order to fill 


your needs. 

















Pull for Pull-Tuck this Fall—and you'll tuck away the satisfaction of out-selling your com- 
petitors. Start right now — write or wire for Free Pull-Tuck Sample, Free Window or Counter 
Display, complete information on “YawmanotE” Display Case and “Y and E” Visual Box Labels 
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Our 


Salesman 
will call soon 


if he has not already done so, and will 
explain to you more fully the extraor- 
dinary advantages of our NEW Key- 
stone Grade FLOATING ROLLER BEAR- 
ING non-suspension file. 


We have succeeded in getting away com- 
pletely from the old type non-suspension 
unit and have created an entirely new 
file that with its FLOATING ROLLERS 
and FRICTIONLESS bearings, will rev- 
olutionize the market on this type of 
uprights. 


Give your customers an opportunity to 
purchase the most modern and most 
efficient of files by placing samples on 
your retail floor at once. 


There is NO INCREASE IN PRICE, which 
to you means more profits, more sales 
and many more satisfied customers. 
All sizes are available. 


WRITE FOR FURTHER DETAILS. 


Peerless 


Steel Equipment 
Company 


Unruh & Hasbrook Sts., Philadelphia 


OFFICES 
Philadelphia New York Boston 
Los Angeles Baltimore Chicago 











THIS POSTURE CHAIR 


Pleases Everybody! 


The new Burns Posture Chair for 
secretarial service is being very cor- 
dially welcomed by all concerned. 
The secretary is delighted with it be- 
cause it provides healthful and rest- 
ful seating. The boss likes it because 
it looks efficient and is efficient. 
Yes, and even the treasurer is secretly 
pleased with it because the bill for it 
is much smaller than he expects. 

Despite its low price, the Burns 
Posture Chair gives the stationer and 
office outfitter a very liberal margin 
of profit. Dealers who wish to take 
full advantage of the posture chair 
story and to get real volume of posture 
chair business are urged to write for 
prices and discounts. Address Amer- 
ican Automatic Electric Sales Com- 
pany, 1033 West Van Buren Street, 


Chicago, Hl. 


BURNS 


OFHCE SPECIALITIES 




















—and Along Came Posture 


HERE is nothing we do so 

much and so poorly as sitting. 
A person who sits correctly cannot 
help but express alertness, self- 
reliance, energy, poise and power. 
This fact is the basis of a compara- 
tively new but exceptionally prof- 
itable field for wide-awake dealers 
in office furniture. At first dealers 
and their customers were slow to 
grasp the full significance of this 
new industry. It takes time to put 
over a new idea. However, the ed- 
ucational and promotional efforts 
of manufacturers and dealers are 
beginning to show definite results. 
Right now the demand for this 
type of equipment is steadily in- 
creasing. 

The field of posture seating 
rightly belongs to the office furni- 
ture dealer. Posture chairs, be- 
cause of their easy, quick, adjust- 
able features and their beneficial 
results to the workers are just as 
important in office routine as the 
latest styles in desks, files, office 
machines and other equipment. 
Buyers of office furniture naturally 
look to the dealers for information 
on this subject. 

Now that general business is 
definitely on the upgrade, there is 
no time like the present for the 
dealer to identify his store as a 
source of posture chairs. If he 
will develop the potential business 
on such chairs in his community, 
he will be surprised at the results. 
If he is one of the first to go after 
this type of business, he can hardly 
help but secure for his store a ma- 
jor part of the installations. 

Investigation in many cities will 
show a sufficient potential business 
in posture chairs to warrant train- 
ing one member of the dealer’s or- 
ganization to specialize in this 
field, all inquiries and prospects to 
be turned over to him for atten- 
tion. This will leave other sales- 
men free to go after business in 
the many other items which the 
dealer sells. An arrangement such 
as this will often work out to the 
advantage of all concerned. 

In selling posture chairs the 
dealer is selling much more than a 
chair—he is selling increased effi- 
ciency, mental alertness and im- 
proved health among office em- 
ployees. This idea must be made 
clear to the prospect, who is natu- 
rally interested in the dollars and 
cents angle. Increased efficiency 
means increased output, and in- 


building in the city first above named. 
the room was the end sought. 


By R. C. Huntley, 
President, Sturgis 
Posture Chair Com- 


pany, Sturgis, Mich. 


creased output per employee 
means a saving in actual cash. In 
other words, the chairs will pay 
for themselves over a period of 
time. This important point is of 
great interest to employers. 


Easy Adjustability Necessary 


No two people have the same 
physical proportions. This fact 
makes it necessary that a true pos- 
ture chair must have easy, quick 
adjustable features to permit of 
individual adjustment to the phy- 
sique of each occupant. The chair 
must be adjusted to the person— 
not the person to the chair. Only 
then are the benefits of correct 
sitting habits available. 

Every dealer in his experience 
has discovered how helpful a good 
demonstration can be. It is really 
ninety per cent of the sale. Cus- 





tomers naturally like to see and try 
out an article before definitely 
committing themselves to buy it. 
Under these circumstances it pays 
carefully to select a list of pros- 
pects, and leave chairs on trial for 
a few days. Experience has shown 
that a majority of the chairs 
“stick” and in many cases lead into 
a standardization program where- 
by several chairs a month are pur- 
chased and the office is fully 
equipped with posture chairs. 

Fatigue is a natural result of 
work and shows itself in a dimin- 
ished capacity for doing work. 
Fatigue is the biggest obstacle that 
confronts maximum output. The 
dealer can render a real service to 
his customers and their employees 
by the sale of posture chairs. Why? 
Because posture chairs reduce fa- 
tigue, increase output, and im- 
prove the health of those who use 
them. A healthy, happy worker is 
an efficient worker. 

Let the dealer make a survey in 
his city. Let him identify his store 
as a source of supply in the type 
of equipment here discussed, and 
“get in on the ground floor” while 
the demand for easily and quickly 
adjustable posture chairs is grow- 
ing. 


~™ 














Sioux City Dealer Installs Fine Insurance Offices.—The Verstegen Printing Company 
of Sioux City, la., recently made a fine installation of Leopold Company desks and 
Johnson Chair Company chairs in the office of Loyd B. Gettys, general manager of 
the Mutual Life Insurance Company of New York, on the eighth floor of the Badgerow 
Simplicity that would reveal the character of 
The desk is the Leopold Webster suite and the chairs 
are of Johnson make and represent lounging and relaxation style. An almost sound- 
proof ceiling is made of light colored nu-wood material. Four indirect lights about 
twelve inches from the ceiling supply a soft illumination. The high-quality Venetian 
shades have brown strips to match carpet and furniture. These lend an air of com- 


pieteness to the room. No drapes will be used. 











The History of Leather 


HE ART of converting the hide 

of a steer into the rich and 
beautiful upholstery of a chair or 
other piece of furniture may seem 
like a prosaic business to most peo- 
ple but, in reality, it involves an 
art teeming with romance and re- 
plete with the mystery of distant 
prehistoric ages. 

No one knows when the first 
hide was stripped from an animal, 
its hair scraped off and, through a 
chemical process, turned into what 
we now know as leather. Although 
tanning was one of the arts of the 
ancient Egyptians, beyond that 
point it is shrouded in mystery and 
its origin hidden, perhaps, for all 
time in oblivion. 

Because of the wonderful strides 
made in experimental work and 
the discoveries which sprang from 
them, the manufacture of leather, 
especially for upholstery purposes, 
has progressed so far in recent 
years that tanning of today and 
that of the ancients resemble each 
other in only one point: that hides 
were and still are taken from fur- 
bearing animals. Aside from that 
one point, twentieth-century tan- 
ning resembles a newly-discovered 
art. 


Hide on the Hoof 


It is a far step from hide on the 
hoof down through the various 
processes to the rich and hand- 
some upholstery of modern office 
furniture. And it is, too, a far step 
from the crude, haphazard tan- 
ning of the prehistoric man, in his 
ceaseless fight against the ele- 
ments, to the tanning known to 
the world today. 

Hides are bought by the tanner 
with the hair still on. The first 
step is to remove the hair, the sec- 
ond to tan the hide, third to split 
it, fourth to “finish” or color the 
various cuts, and fifth, to “grain” 
or put an attractive finish on the 
surface of the leather. 

The best leather of all is known 
as the top grain. Taken from spe- 
cially-selected hides, it is cut right 
next to the hair. This leather, too, 
can easily be distinguished from 
the under cuts which are not as 
choice from a standpoint of dura- 
bility or appearance, by barb-wire 
scratches, horn marks and other 
scars. The next cut for quality is 
known as snuffed, or corrected, top 


By J. Chris Hempel, 
Assistant Secretary 
and Sales Manager, 
Eagle-Ottawa 
Leather Company, 
Grand Haven, Mich. 


grain. This is obtained by the re- 
moval of some leather, not more 
than a light dust, by the buffing 
machine which merely cleans up 
the worst wire cuts scars on the 
hide. In this connection it is well 
to remember that the term “top 
grain snuffed,” “corrected grain,” 
and “hand buffed” mean exactly 
the same thing—leather from 
which the worst scratches have 
been removed by a light sanding. 


Furniture Field Importance 


The full top grain and the top 
grain snuffed leathers both have 
an important place in the leather 
upholstery field, the former being 
the finest steer-hide leather money 
can buy, and the latter a durable 
but less expensive leather. Eagle- 
Ottawa’s Colonial Grain, Warwick, 
Super-Veal, Ottawa and Down- 
Cushion leathers are all full top 
grain, while the Moorish Grain, 
Iroquois, Mohawk and London 
Glaze are top grain snuffed 
leather. 

Machine buffed leather has an 
actual piece of leather removed 
from the surface by a process 
known as buffing and as the grain 
of the hide is the wearing surface, 
the machine buff is naturally in- 
ferior to the first two qualities be- 
cause half the wearing surface has 
been removed. The cut under ma- 
chine buffed or top grain is known 
as deep buff, the cheapest grade 
that can be used in upholstered 
furniture. 

Top grain, top grain snuffed, 
machine buffed and deep buffed 
are all made into leathers that will 
wear and look attractive for years. 
But of course no amount of human 
ingenuity can make a machine 
buffed look and wear like top 
grain, nor make a deep buffed just 
as good as a top grain snuffed. 


The prehistoric man who, seek- 
ing warmth, first tanned leather 
probably stopped right there. And 
quite likely the tanning was a 
crude, makeshift job hardly fit for 
its purpose—that of keeping out 
the cold. But in this day and age 
the world demands not only serv- 
ice and durability, but beauty in 
its office furniture and it is here 
that coloring or “finishing” enters. 


Four Finishing Methods 


Leather can be finished in four 
ways: dye, pigment, pyroxylin and 
japan. Some very beautiful effects 
can be obtained from aniline dyes, 
but dye-finished leather is practi- 
cally never made in the United 
States because fast dyes for leather 
have never been discovered. Wa- 
ter-soluble pigments, while used to 
color luggage and shoe leather, 
cannot be used on leather furni- 
ture, as the colors rub off even 
more readily than on dyed leath- 
ers. 

Pyroxylin or Dope finish, al- 
though not without certain merits, 
has never been as successfuly em- 
ployed as a finish for leather as 
for metals. Several types of finish 
containing pyroxylin are produced, 
but for technical reasons these 
products make only the thinnest 
possible film on the leather. Their 
durability is, therefore, definitely 
limited. 

And so we turn to japan finish, 
the best all-around and most re- 
liable type of coloring for uphol- 
stery the world knows today. 

The process consists of a num- 
ber of successive coasts of varying 
linseed oil preparations, each coat 
being oven-baked for twenty-four 
hours. 

The first coat is made by boiling 
vast quantities of the raw linseed 
oil for hours. While still very hot 
the reduced oil is mixed with pure 
naphtha. The resultant jelly-like 
material is spread over the hide 
with a steel slicker and worked 
into the hair pores by hand. Suc- 
cessive coats of the oil are thinner 
and contain color pigments. These 
coats are applied with brushes. 
Other processes used by Eagle- 
Ottawa produce exquisite two-tone 
effects which cannot be described 
here due to lack of space. 

Although the japan process is 
much more expensive than the less 
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FILING CABINETS 


The beauty and charm of fine GLOBEART FILES 
















DESKS AND TABLES NON-SUSPENSION 





f : bi Our finest line of steel files with Many exclusive features make G/W steel TYPE FILES 
wood urniture are com ined Tri-Guard | principle...large desks and — ver, ——— for office Strong, durable filing equip 
4 YP B capacity...sturdy construction... use... they are built to last a business life time. at minimum cost. Drawers oper- 
with efficient mechanical tea- attractive finishes. ate on four rollers. 


tures desired in modern 


or GLOBE-WERNICKE OFFERS DEALERS 
TWO PROFITABLE LINES OF OFFICE 
EQUIPMENT — STEEL and WOOD 


Steel and wood office furniture made by Globe-Wernicke includes a 
wide variety of products to meet many business needs. Efficiency, 
LIBRARY EQUIPMENT economy and long life are combined with attractive appearance, con- 


7 “ting misma our venience and useful service. 
ealers tind opportunities to } 
soll netionsily-known Ge Our products are sold through dealers and we co-operate with them. 


Wernicke library equipment. Write for catalogs, prices, discounts, and information about our ex- 
clusive franchise. 





ryan 
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New, modern, open type 
solid end -bookcases with 


adjustable shelves. They add 
to the appearance of the STORAGE CABINETS HIGH LINE CABINETS SECTIONAL BOOKCASES 


G_ W storage and wardrobe cabinets G /W high line sections are used Available in steel or wood. Permit 
for filing legal records. 


Globe-Wernicke 

















home and office. meet every storage requirement. expansion to meet individual needs. 





Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 





OFFICE APPLIANCES 


124 

















Nothing 
like THIS 


POSTURE 


















ASCO card cases and card drawer units 
are made in a wide range of capacities 
from 300 to 4500 cards. For all standard 
card sizes, 3x 5,4x6,5x8,6x9, 
6x4,8x 5 and9x 6. Just what you 
want the way you want it. 








Short Depth File 
Letter & Legal size 
with or without lock. 
All finishes. 


ASds HAS IT/ 


If there is a stock unit for any card filing or storage 


problem ASCO has it. Here is the widest assort- 
ment made— always in stock—popular priced — has ever been offered 


ready to ship at once. BEFO RE! 


Our new catalog shows our complete line of office 
equipment in steel. Made of the finest furniture 
steel. Our products maintain their reputation as— 
The line of quality at popular price. 





Now for the first time you can offer 
a POSTURE CHAIR that induces com- 
fortable, correct posture by the 
simple act of sitting in it. Just 


Fall business will be big. Get our new cata- adjust for height. That is all. No 
log today. Now is the time to stock up. bolts, SCrews, OF springs to set, 
tighten or loosen. No complicated 
ART STEEL CO., Inc. adjustments, no servicing. 
300 E. 145th St. NEW YORK, N. Y. : ad , 
S ‘cell ; Comfort, simplicity, sturdiness 
everal ASCO combination units of a wide variety ont 
in the ASCO Line of desk, counter, standard and are built in. Manufactured by an 
five drawer height cabinets. organization of recognized experi- 


ence in posture research, this chair 
sells on sight—at an attractive price. 


Send now for complete facts. 


ADDRESS DEPT. OA9 
Responsible dealers will be considered 


For exclusive selling rights to other than 
educational institutions. 


AMERICAN 
@ SEATING y 
© COMPANY ~ 


Makers of Dependable Seating for Offices, Schools, 
Churches, Public Auditoriums. 


General Offices: GRAND RAPIDS, MICH. 
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durable methods, the Eagle-Ot- 
tawa Company has solved the 
problem of price through the econ- 
omies of mass production. 


Other Leathers Used 


Other leathers made by Eagle- 
Ottawa are pigskin (imported); 
calfskin, and Morocco, which is 
nothing more or less than goat- 
skin, but an imported goatskin 
which is finished by a method of 


their own which was perfected be- 
cause it is the most suitable to 
conditions and climate of that 
country. 

From this point on the process 
of manufacturing your office chair 
is not relevant to this article. But 
when your chair arrives and you 
admire its noble proportions, its 
sturdiness, its soft, pliant and 
beautifully-colored leather, it 
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brings with it the curious thought 
that it represents all the pains- 
taking experiments of the Eagle- 
Ottawa laboratories in an art the 
beginning of which no man 
knows. An art which, unlike its 
creators, has not disappeared from 
the face of the earth but has re- 
mained and is, in this twentieth 
century of ours, one of the great- 
est boons ever produced for the 
benefit of mankind. 


Office F’urniture in the South 


Note.—Mr. Gill is an experienced 
man in the office equipment field. 
His firm, with which he has been 
associated for a number of years, 
is a dealer for the Shaw-Walker 
line of filing equipment, supplies, 
machine posting equipment, safes 
and Skyscraper desks. The com- 
pany also handles B. L. Marble 
chairs, General Fireproofing Com- 
pany steel shelving and storage 
cabinets, and Stow-Davis and 
Grand Rapids desks. The com- 
pany consists of W. W., Albert W. 
and Robert S. Gill. 


E REGRET the necessity of 

stating that during the past 
several years office furniture in 
our territory has moved very slow- 
ly. During the peak years of 1929 
and 1930, we had orders for a 
large number of new installations 
of steel desks and took in ex- 
change a quantity of used wood 
desks. The greater number of in- 
Stallations at that time were steel 
desks and we found little tend- 
ency on the part of local buyers 
to go into matched suites of wood 
furniture. Out of some one hun- 
dred fifty to two hundred desks 


By Albert W. Gill, 
Gill Printing & Sta- 
tionery Company, 


Mobile, Ala. 


only about four were of the mod- 
ern period designs. 

Since 1931, we know of no siz- 
able installation of new desks in 
the city, but on the other hand, 
the tendency has been to employ 
used equipment wherever addi- 
tional desks were required. We 
have sold out all of the used desks 
which we took in trade during the 
good years and still there is a 
steady demand for used equip- 
ment. 

We do not anticipate any imme- 
diate improvement in buying con- 
ditions, but we believe that when 
it does come, the trend will be to- 
ward substantial commercial steel 
desks rather than toward modern 
period designs in wood. This may 
arise from the fact that we have 
what we term a strictly local mar- 
ket, that is, we are not a center 
for manufacturing concerns or 
distributing agencies such as is 


the case in New Orleans, Atlanta 
and Birmingham. We have no 
large home offices of insurance 
companies, branch offices or selling 
agencies of steel companies or oil 
companies or the like. 

We have not followed any fixed 
allowances for trade-ins, but 
rather judge each individual in- 
stallation on its own merits. We 
know from experience that the 
average sixty by thirty-four flat 
top oak desk will bring from $20 
to $30 as used equipment, accord- 
ing to its appearance, and the 
trade-in is usually based on about 
twenty-five per cent off these 
prices, varying of course according 
to the size of the installation and 
the quality of the new desk sold. 

It has not been necessary for us 
to give much attention to used 
furniture taken in trade because, 
as I have already said, we have 
found a steady demand for used 
equipment and it can usually be 
sold readily without being over- 
hauled or refinished. In fact, we 
find it easier to sell used equip- 
ment as is from the warehouse or 
show room than to try to refinish 
it and put it in stock along with 
new equipment. 





Thirty-Five Macey Steel Upright Cabinets Recently Sold by 
Grand Rapids, J. D. LeBlanc, Inc., New Orleans, La., to the ERA. 


New Orleans Distributor of The Macey Company, 
This first shipment was but a part of an in- 


stallation totalling considerably more than one hundred units. Quality at a reasonable price is said to have been 
the determining factor in this sale. The illustration shows Mr. LeBlane standing beside a part of this interesting 


filing cabinet order. 











The Art of Veneering 


HE Encyclopedia Britannica 

says with regard to the produc- 
tion of veneers: “The art of pro- 
ducing and using veneers dates 
back to the earliest days of civil- 
ization, and it may be looked upon 
even as a standard of human de- 
velopment, since efficient veneer- 
ing has always followed in the 
wake of human progress.” 

Veneering has undergone many 
ups and downs. Its history is ro- 
mantic. It extends into the far 
distant past. A mural painting 
from the tomb of an Egyptian no- 
ble who lived in the time of the 
Pharaoh who lost his life when the 
waters of the Red Sea engulfed his 
host, records in detail the methods 
used in making veneered pieces 
long before the birth of Christ, and 
in museums throughout the world 
are pieces of veneered furniture 
taken from the tombs of Egyptian 
monarchs. The art declined in 
the Middle Ages and flowered 
again in the Renaissance. It 
reached a peak in the eighteenth 
century, then declined, but after 
the World War began again its up- 
ward swing 

A good veneer (plywood) is 
prodigiously strong—stronger than 
the solid wood and weight for 
weight, stronger than steel. It is 
said that it will not warp, check 
nor crack, and that it is possible 
with veneer to produce beautiful 
effects which cannot be achieved 
in solid wood. What is said to be 
the finest example of plywood con- 
struction in the world is the desk 
built by Jean Henri Riesener for 
King Louis XV and which now 
stands in the Louvre museum, 
Paris. This desk took nine years 
to build and cost over a million 
francs. It is said to be as good to- 
day and as free from blemishes as 
it was on the day it was finished 
over two hundred years ago. 

Then came the veneered furni- 
ture of the great eighteenth cen- 
tury masters in England and the 
work of the American, Duncan 
Phyfe, whose labors extended from 
1802 to 1810. Phyfe had a shop at 
35 Partition street, now Fulton 
street, New York. 

Because of the fact that solid 
mahogany was hard to come by, 
owing to the expense of getting 
the logs to mills over many thou- 
sands of miles of salt water, it be- 
came popular to use veneered ma- 


A Brief Outline of 

the History of One 

of Mankind’s Oldest 
Arts 


hogany on account of the scarcity 
and value of the logs. 

Following the vogue for veneered 
furniture of the eighteenth cen- 
tury, there was a recession in the 
latter part of the nineteenth 
and early twentieth centuries, 
when veneered furniture was per- 
haps hastily made and put to- 
gether by machinery, resulting in 
products in many cases which 
would better have been kept off 
the market altogether. Before 
long veneered furniture became 
regarded as a cheap imitation of 
the real thing. This feeling, while 
it has not entirely passed, is grad- 
ually being overcome, and it ap- 
pears to be up to the manufactur- 
ers and dealers and their salesmen 
to bring to the public an under- 
standing of what modern veneer- 
ing is and why it is to be preferred 
in some cases over the solid wood. 
Since the war, remarkable ad- 
vances have been made in the 
manufacture of glue so that now a 
properly veneered piece of plywood 
will break across the grain of the 
wood before letting go at a glued 
place. 


Temperature Changes React on 
Wood 

The first thing to remember 
about any piece of wood, says 
Home Furnishings Art, is that just 
as metal changes its character 
with temperature fluctuations, so 
does wood change with humidity 
conditions. There are six points 
about plywoods which it is essen- 
tial for the salesman to remember: 

1. The plywood construction re- 
duces the tendency to shrink or 
swell. 

2. Matched, balanced and sym- 
metrical effects are possible only 
with veneers. One cannot expect 
to match two pieces of lumber an 
inch thick from the same log for 
the configuration of the grain or 
figure is certain to change within 
the fraction of an inch. Veneer, 
however, is cut thin enough so that 


the next slice will carry similar 
grain and figure markings. 

3. Plywood achieves a better and 
more practical distribution of 
strength. 

4. It permits the use of fine fig- 
ured woods. 

5. Curved and irregular shapes 
are more easily made with ply- 
wood. 

6. Only best quality logs are 
sawed or sliced into veneers. 

Prospecting for fine woods is 
carried on today much as it was 
fifty and a hundred years ago. 
Rare woods are sought in the re- 
mote places of the earth, while 
surpassing finds are sometimes 
made in the immediate vicinity of 
the mill. Wood hunters brave the 
jungle, the desert, the swamp, in 
fact, they have to overcome all of 
the obstacles that Nature puts in 
the way of pioneers. 


Plywood Manufacturing Processes 


Veneer may be had in three, five 
and seven or more layers. Ply- 
wood manufacture involves three 
major processes. Matching the 
veneer, building the cores and 
glueing. The foundation piece of 
a plywood panel is the core. Like 
all lumber, it is dried, then dimen- 
sioned. After the core has been 
dimensioned, it is jointed at the 
edges, glued, placed in clamps and 
allowed to dry. After removing 
the core from the clamps, it is sur- 
faced and made ready for the lay- 
ing on of the cross bandings, face 
and back veneers. By means of an 
automatic glue spreader, the ve- 
neers are built up, taking care that 
the grain of the panels runs the 
same way on each side of the 
piece. A typical piece of five-ply 
veneering consists of a piece of 
veneer perhaps one-sixteenth of 
an inch thick, another piece of 
wood set at right angles to the 
grain of the veneer, then would 
follow the core running in the 
same direction as the outside 
veneer, then another cross band- 
ing piece at right angles and at 
last, in the final piece of veneering 
the grain runs in the same direc- 
tion as the top or opposite side of 
the built-up board. 

In order to get the public out of 
its misconception of the realities 
of the art of veneering, the deal- 
ers, manufacturers and salesmen 
must operate together and simply 
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“Proud to Represent 
Columbia” 


A well known dealer in Connecticut, of long experience 
in handling office equipment and who represents Co- 
lumbia on an exclusive basis in his city, writes us as follows: 


**Allow me to congratulate you on one of 
the most beautiful special jobs I have ever 
seen. The 12 cabinets just received were 
examined in every detail and complimen- 
tary opinions expressed by both the officers 
and clerks who will come in actual contact 
with these files.” 


There is nothing exceptional about this dealer’s pride in our equip- 
ment. It is shared by a large number of dealers, and is easy to 
understand. 


The Columbia line is widely known for its complete variety, all- 
around strength, fine workmanship, and attractive appearance. 
The Columbia organization, in addition, cooperates to the fullest 
possible extent with the dealer—referring retail inquiries to him, 
filling orders promptly, maintaining a consistent policy, and giving 
him a square deal at all times. Why not write today for full infor- 
mation about Columbia products and service? Our catalog and 
price list will be sent at once. 


COLUMBIA STEEL EQUIPMENT C0. 
Office and Showroom 
Lincoln-Liberty Building 

N. E. Cor. Broad & Chestnut Streets 
P. 0. Box 2241 Philadelphia. Pa. 


COLUMBIA 


THE QUALITY LINE OF OFFICE EQUIPMENT 
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Two NEw SUITES 


by BRIGHT Stylists 


Strikingly modern, richly impressive 
these two new numbers effect that 
quiet charm and dignity eagerly 
sought but which only craftsmen can 
produce in leather. They are a 
revelation to the eye and easy on the 
pocketbook. 

Typical BRIGHT values these—lux- 
urious, beautiful, durable yet popular 
priced. 

Dealers, you can sell this line—at a 
profit. We invite your inquiry. 


BRIGHT CHAIR Co. Ine. 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 












Our profusely illus- 
trated catalog will 
be sent to every in- 
quiring office furni- 
ture dealer. Write 
for it now. Your 
first order will con- 
vince you. 


No. 2400 
SOFA TO MATCH 








7070 


The Modern | 
Desk for 
Typists 


25% inches wide 
closed, dust tight 
and tamper proof. 


Greater stenographic output with less effort—larger 
capacity than afforded by the ordinary pedestal type- 
writer desk and requires far less floor space. All ma- 
terial at finger tip reach—no drawers to push and 
pull. When not in use, side leaves are folded up 
and the built-in steel roll top is pulled over and 
locked, protecting contents from dust, ete. Wide car- 
riage typewriters can be accommodated by means of 
extension boxes especially fitted in side leaves. Domed 
bronze feet permit moving desk easily smooth steel 
legs cannot splinter, which prevents damage to cloth- 
ing. Solidly constructed of cold rolled steel—lasts a 
lifetime. Exceptionally convenient working and stor- 
age space. In a few months saves its moderate cost 
by increased output and accuracy and quality of work. 


Dealers 


Demonstrate the many features of these fine 
desks. In points of service, convenience and 
price, they offer «trong sales appeal. Your order 
for three, can be made a most profitable invest- 


ment. Write for details. 


The Toledo Metal Furniture 
Company 


1582 Hastings Street Toledo, Ohio 
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educate the public to an apprecia- 
tion of modern veneers. Furniture 
manufacturers would gladly sup- 
ply samples and literature on the 
subject and veneer jobbers could 
easily be induced to loan samples 
of their stock. The furniture 
salesman no longer needs to take 
the defensive nor wait for the 
prospect to ask about veneers. He 
can forestall comment and imme- 


diately kindle interest by swinging 
into his story at the start. Forti- 
fied in this manner, he avoids 
apologies and substitutes expert 
knowledge for guesswork. Sales- 
men are warned against becoming 
so enthusiastic about veneers that 
the value and purpose of solid 
woods may be underestimated. In 
most pieces of good furniture now- 
adays both veneering and solid 
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wood are freely employed. 
The foregoing is, of course, ele- 
mentary, but it is hoped that it 
may be of some use in stimulating 
thought and investigation of the 
qualities and possibilities of ve- 
neers. For the foregoing sketch 
we are indebted to a fine article 
published in the Spring-Summer 
1935 Home Furrishing Arts by the 
Veneer Association of Chicago. 





Directors’ Table Made by The Stow-Davis Furniture Company and Installed in the Board of Directors’ Room of 


Vidriera Monterrey, S. A.. Monterrey, Mexico. 
of this issue. The installation shows the trend toward more classical design in modern equipment. 


This table is part of a complete installation pictured on page 86 


Additional 


particulars will be found on the page above mentioned. 


Purchase and Sale of Used 


Note.—Mr. Kline’s experience in 
the office furniture business takes 
in a rather wide territory. His 
company represents the lines of 
The Berger Manufacturing Com- 
pany; Shelbyville desks; Marble 
and Shattuck chairs; Decker 
leather furniture and the Uhl 
metal line of The Toledo Metal 
Furniture Company. Besides of- 
fice furniture, the company han- 
dles a valuable line of systems, 
loose leaf, stencils, filing supplies, 
carbon papers, etc. 


— problem offered by used 
furniture has been of recent 
years not how to sell it, but how 
to obtain it to satisfy a demand 
for it and at the same time to ad- 
vance the sale of new furniture. 
The majority of sales of new desks, 
chairs, etc., involve taking care of 
the used furniture which the cus- 
tomer wishes to replace. It has, 
of course, a distinct value, as a 
rule, and today it is sought by 
those who need additional furni- 
ture and feel they cannot spend 
the money necessary for new 


Furniture 


Suggestions by 
Hugh Kline, The 
Rogers-Miller 
Company, Office 
Furniture Dealers, 


Canton, Ohio 


equipment. This demand has a 
tendency to stiffen the price of 
used equipment and bring it a lit- 
tle nearer to that of the new lines 
the dealer offers. 

Allowance on old furniture is 
based on what we believe we can 
sell it for to another person as it 
stands, and we let this other man 
purchase it direct from our cus- 
tomer. We do not pretend to han- 
dle used furniture commercially, 


but find a customer for the furni- 
ture and let our new furniture 
buyer make the deal on the used 
furniture in his possession. In 
other words, we step out of the 
picture as soon as we place our 
customer in touch with a buyer. 
In the occasional cases where we 
have taken the used furniture in 
ourselves, we have followed the 
practice of placing it in a sep- 
arate room, putting a price on it 
that will leave a reasonable profit 
and showing it only when price 
buyers cannot be separated from 
the notion that they want to buy 
on a price basis. 

The conditions or considera- 
tions governing the selling price 
of used furniture involve determi- 
nation of its market value, its con- 
dition, and the credit of the pur- 
chaser. A cash buyer will be given 
a better price than a time buyer. 

At the present time in this dis- 
trict there is very little used fur- 
niture available. It is generally 
snapped up by some friend or ac- 
quaintance of the seller before any 
outsider knows about it 
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Presidential Desk Announced.._The Period Presidential desk is the newest 
offering of the Security Steel Equipment Corporation, Avenel, N. J. A new 
desk embodying artistic conception and execution and a capital example of 
steel furniture craftsmanship. Its “period” design is said to have set a 
precedent in office furniture beauty. Fibre noise absorbing cushions are 
provided, the top plates being reinforced by full strength saddles and bars 
to overcome vibration. Other features include interchangeable drawers, 
automatic locking device controlled by the center drawers, improved slides, 
Battleship linoleum covering, one-piece back panel and a seamless full top 
with rounded contours and period legs. The new units come in all types 
of desks and tables. 





Alma 400 Line Popular.—A new series in the Alma Desk Company’s line 
at High Point, N. C., is receiving public favor. The desk illustrated above 
is a part of this new series known as the 400 suite. It is a turned post 
combination walnut design of ample dimensions and is nicely equipped. 
The series includes sixty, fifty and forty-inch flat top, single and double 
pedestal drop head typewriter desks and a thirty-six inch table. The finish 
is a rich, deep walnut tone, velvet dull. Tops are veneered with se- 
lected walnut. Hardware is antique English finish and there is an automatic 
locking device controlled by the knee drawer. 





Aseo Brings Out New File.- The accompanying illustra- 
tion shows the new Asco plan file of the Art Steel Com- 


pany of New York. It is known as 4226 P. F. It is a 
six-drawer unit, 42 inches wide by 264 inches deep. 
Bases and top are separate and units may be built up 
as required. Drawers slide on rugged channels with 
safety stop and each drawer has 3'4 inch hood and 6 inch 
compressors to prevent contents from curling. 


urniture Lines | 





New Roller Shelf Unit by Globe-Wernicke.. The cut ib 
lustrates the new high-line roller shelf unit recently an- 
nounced by The Globe-Wernicke Co.-On the right is the 
initial unit, additional section and end panels, and on 
the left we see them as they are when put together. 


Each section has sixteen roller shelves, adjustable every 
half inch. More shelves can be furnished if desired. 
Units are available in green or walnut and mahogany 
grained finishes. 


This new unit permits expansion by adding sections 
as needed-—an economical method. It is particularly use- 
ful in city and county departments where record storage 
requirements are frequently changed owing to new legis 
lation, especially tax laws. 





New Bookcase by Imperial Desk Company, 
Evansville, Ind.—This bookcase, briefly de- 
scribed in these pages last month, is built with 
or without glass doors. It has a walnut top, 
ends and front. It is 42 inches wide and 56 
inches high; has reeded pilasters, turned feet 
and moulding around the top. There are four 
adjustable shelves: and a grille on the closed 
model. 
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New Lombardy 
Suite Flat Top 
Desk Made by the 


Burlington, Lowa. 

This is part of a 
suite the company 
has just built, com- 
prising the flats, 
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This Art Steel Unit 
is for Printers Who 
Do a Lot of Letter- 
Head Work.—Top 
drawers hold ecard- 
index, the shallow 
drawers are for 
plates and the two 
bottom drawers are 
for samples of fin- 
ished work which 
have been filed 
away. 
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New St. Johns Table. Illustrated herewith is table No. 24 of 
the St. Johns Table Company lines. The company claims this 
table to be one of the best values it has gotten out in sixty-seven 
years of is existence. The sizes of this line of tables run from 
24 by 36 to 34 by 72. Office golden oak, mahogany and walnut 
are the finishes offered. Dovetailed drawers with three-ply bot- 
toms are used and tables are designed to cover almost any re- 
quirements for office use. They will stand hard usage. The 
specifications of the 
No. 24 are Northern 
gray elm, golden fin- 
ish. Top. % inch thick 
legs, 214 inches square. 
Six different sizes. 





as the No. 44. 


in all 





Leopold Company, 


tables, cabinet, 


. 

‘ 

. . 

- chairs, bookcase 
co and other pieces. 
: This is an excep- 
— tionally beautiful 
: suite. 


New Macey Non-Suspension Cabinet. 
Moderately priced, this item is known 
It has a trim appear- 
ance, heavy drawer bars, wide shoulder 
and double-anchored rollers. The cabi- 
net comes in four-drawer legal and 
letter size, with or without a lock and 
finishes. 


No. 342 Chair, a New Member of The Howell 
Company’s line, St. Charles, IL. 
the following specifications: 
inches, depth, 20 inches, height of back, 17 
inches, upholstered inner spring construction on 
the seat and back with upholstered arms. The 
chair has an adjustable swivel base with tilting 
back and all members of the line are equipped 
with sliding casters and are shown in DuPont 
super grade Fabrikoid for the upholstery. 
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New Browne-Morse Line. The illustration presents a front view of a new 
line of steel desks and tables in a low price field, made by the Browne- 
Morse Company, Muskegon, Mich. There is a full range of sizes in flat 
top desks, stenographers’ desks and tables. The “Typist Desk,” a new model, 
has a fixed well for the machine instead of a drop head. In all models. 
storage drawers are made to take cards of all sizes up to five by eight and 
card guides. Drawers are made ready to receive three by five, four by six 
and five by eight card trays. All desks have linoleum tops, full panel backs 
and detachable legs. Drawer pulls are of statuary bronze, recessed; drawers 
operate in frictionless ribbed channels. and have rubber bumpers and drawer 
stops. Desk trays are provided in center drawers and vertical partitions in 
storage drawers. All stenographers’ desks have stationery racks. The finish- 
ing colors available are olive green, walnut and mahogany. 


This chair has 
width of seat, 20 











Taking in Obsolete Furniture 


S A rule when a customer of- 
fers to trade in his old furni- 
ture on new, he has an exagger- 
ated idea of the value of his prop- 
erty. However, we point out the 
fact that a wood desk that has 
been in use ten or twenty years has 
more than paid for itself and 
neither in style nor appearance 
can it approach a new article. We 
try to appeal to the customer's 
pride and endeavor to make him 
realize that his old furniture is no 
whit different from an old worn 
out suit of clothes which he would 
under no circumstances wear in 
his office 
When we have obtained the old 
furniture, it is then well cleaned 
and given a coat of shellac. This 
increases its sales value at least 


Some Brief Notes 
on a Live Subject 
by C. H. Armstrong, 
Vice-President, The 
Stationers, Inc., 


Tacoma, Wash. 


twenty to twenty-five per cent. 
We keep most of our used furni- 
ture on another floor entirely sep- 
arate from the new lines and do 
not show it to the customer unless 
it is specifically asked for or as a 


last resort when unable to make a 
sale of new furniture. 

It is interesting to note that 
ninety per cent of the people who 
inquire for used furniture are in- 
terested in sixty-inch flat top 
desks and four-drawer steel letter 
files. We also have a great de- 
mand for used safes. 

We have encountered practical- 
ly no difficulty in disposing of any 
used furniture or filing equipment 
during the last three years. Our 
principal problem has been to ob- 
tain used furniture. The market 
has practically been drained and 
we have found that a good many 
of the low-priced desks and files 
are being substituted to fill the de- 
mand for used furniture, which 
cannot be had. 


New Form of Wood for Desks 


NOTE.—Grover J. Daly, creator 
of the Imperial-Masonite “Tem- 
perdesk,” has had an experience in 
furniture covering over eighteen 
years. He started in the office fur- 
niture field and his experience has 
embraced both the institutional 
and the household furniture fields. 
The last eight years he has put in 
as creator-designer in furniture. 
At present he is designer in Presd- 
wood as related to the furniture 
industry for The Masonite Corpo- 
ration, Chicago 


HE “Temperdesk,” made by 

the Imperial Desk Company, 
Evansville, Ind., brings to the fur- 
niture industry a design in new 
wood form which is manufactured 
by The Masonite Corporation of 
Chicago, and is called genuine 
tempered Presdwood. Masonite 
products are made of wood fibres 
which are arrived at in mass form 
by exploding small wood parts, 
minimum one and one-half inch 
lengths of wood chips for the min- 
imum one and one-half inch fibre 
lengths. This operation finished, 
the mass is then compressed to the 
desired thickness for sheets. The 
natural lignant or fibrous growth 
of the tree holds the sheet to- 


gether, no artificial binder being 
added. The sheet for tempered 
Presdwood is then tempered by the 
same process as that used in sheet 
metal. The compressing of the 
mass into sheet form and the ap- 
plication of the tempering method 
give the sheet a hard glazed sur- 
face of great density. 

The new “Temperdesk” is mod- 
ern in every way. There is no over- 
hanging of the top and the sides 
are flush. The leg base is mop- 
proof, kick-proof, rust-proof, etc. 


The legs on the “Temperdesk” are 
chrome plated up to about eight 
inches from the floor and are satin 
finished to match the drawer 
pulls, which latter are streamlined, 
which is both decorative as well as 
practical. Because of the severity 
of line in the mass effect of the 
body of the desk and the absence 
of any trim, over-hang, inset 
panel, recession, raised surface or 
ornamentation of any kind, the 
streamlined bar pull gives the sole 
decorative effect to the mass. 





Imperial-Masonite “Temperdesk”™ 
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Sell 
Filing Supplies 


with these 10 pi ee 


Here is a simple illustrated 
leaflet especially designed for 
retail salesmen. It presents 
graphically ten fundamental 
checking points on proper filing 
practice in such a way as to 
open up excellent sales oppor- 
tunities for file folders, guides, 


index cards and filing accessories. 





A salesman with this leaflet is 
You'll want a copy for each of your 
men. Write today for your supply, and 


organize a campaign for several weeks this 
about it, either. It is equally use- Fall on building up some profitable filing 


Ful to new and old salesmen. supply business. 


On FILING SUPPLY eo 


340-A Morgan Ave., Brooklyn, 


able to give real filing service— 


and there's nothing complicated 
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GUNN OFFICE FURNITURE 


» 
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Our record of recent deliveries to Gunn dealers proves that really . The Gunn line is one of the most complete in the industry. 


fine office furniture is selling again. And why not? ... People It gives you a full selection fitted to your especial public. And, 
are tired of getting along with clothes, cars, and office equipment po Gunn —. furniture Is pe et od he sell than “cheap 
which advertise poverty! . . . Let them see, handle, and admire ‘yet the prot to you ts considerably better. 


really fine equipment, and a profitable proportion will BUY. W rite for complete information. 


GUNN FURNITURE COMPANY ®™fhis#®? GRAND RAPIDS, MICHIGAN 


Stock and Display These A NEW ee 
2 NEw GLOBES of Steeland Wood . . . in the Price 


piel Class of Corrugated Cardboard 
Cash in on these two NEW W. C. Globes. : 


They are priced for popular appeal and 








will show you a handsome profit. 


No. 70L—A 7 inch globe with a 
NEW strictly up-to-date map. 
It has a full meridian mounted 
on a genuine walnut base. In 
the base is inserted a decorative 
mirror, a real innovation that 
will appeal to buyers. Retails 


at $1.75... $1.50 without the se : PATENTS 
ane PENDING 





mirror. 





No. 801—An 8 inch globe. out- 
standing in appearance and 


Here at last is the ideal transfer file that fills the long wanted 
demand for a practical, efficient, low cost filing of records. 
They are made of substantial materials—wood, steel and fiber- 
board, fabricated to give years of service, yet are very neat 
and attractive in appearance. Interlocking is easy and positive, 
permitting them to be stacked ceiling high. The framework 
supports the drawer so that it will always slide as readily as 
those of your personal file. 


finish with a streamline semi- 
meridian, designed especially 
for the beautiful metal base. 
Finish is bone white, antiqued 

an effect buyers will like. 
Retails at $2.50. 


A test will convince you of the superiority of Add-A-Unit 
files. Before ordering your transfer files, investigate these fine, 
low priced files. 





ph bag eg gy me Made in All Popular Sizes 
“GLOBES of the WORLD” 


Address Dept. G948 


WEBER COSTELLO CO, 


MANE TACTIUREESN - = = PMC ace PECTS, TE. 








Hedges Mfg. Company 
2700 Wentworth Ave. Chicago, Ill. 
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SPONGEX 600" 








Pioneering 








Fourteen Years Ago 


DoMore The Pioneer began the first ex- 
periments in corrective seating. Based 
on constant research by a competent 
investigating staff, DoMore has de- 
voted its entire energies and resources 
during these fourteen years solely to 


LUXURY FOR THOSE the development of Health Chairs, and 
who want the deepest SPONGEX rendering to the public of a complete 


Seating Service. 
The ‘'60”’ Line 





The name "DoMore™ today has be- 


\ REALLY de luxe Cushion filled with 2” of soft / 
Sponge Rubber, upholstered in thick pile come the symbol of practical, healthful, 
velour with boxed cord edges. Choice of colors: comfortable seating for office and fac- 


Brown, Green, Blue, and Maroon. A luxurious, 
long-wearing Cushion, designed chiefly for the 
executive chair. 


tory. 


DoMore's prestige in its field enhances 


Made only in solid colors 


No. SIZES List the value of a local dealership. If there 
63 15 x 15!9" for Stenographers $3.50 ° ° . . 
64 1514x 17" for No Arm Chair... 3.75 is none in your city, we invite you to 
65 17}2 x 19" for Executives 4.00 write us to learn the mutual advantages 
Equip Your Office With Spongex Seat Cushions of representation. 

1 size and style for every purse and purpose 

NO. 1 TYPE- 

WRITER PAD 

SIZE 


13° x 13° x %° 


A cushion The Woodfield, 
especially de one of DoMore's 


signed to reduce 


noise and vibra- 

tion. The solid most P © P “ | ial 
black sponge ildi 
base absorbs b ° d Y building 
shocks. rhe chairs for Execu- 
special acousti- 
cal black sponge ° 
top absorbs tives 
nome. 





be anes Hapa ; 4 List $1.00 


New displays. New folders. Write 
DoMore Chair Company, Inc. 
T h e S Pp O N G E R U B B E R Licensed by Posture Research ie 


PRODUCTS CO., Inc. 901 Monger Building Elkhart, Ind. 
DERBY, CONN. 
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THE NEW 


DROR-TYPE 


Ve 
8. 
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Further evidence of the progressiveness of the Wagemaker line, 
already distinguished by the well known “10-point” construction 


features. 


ns fb 





PATENT APPLIED FOR 


LETTERS AND ORDERS FROM ALL 
STATES ENTHUSIASTICALLY APPROVE 
THIS IMPROVED TYPEWRITER DESK 


13 REASONS WHY 


Opens easily from a sitting position. 

Stationery rack built into typewriter drawer, also com- 
partment for note books, dictionary, etc. 

This releases the usual stationery drawer for regular use 
{an extra drawer). 

Permits file drawer arrangement in right pedestal. 
Standard width pedestal, gives full knee space and bal- 
anced appearance. 

Makes a 54 inch pedestal typewriter desk possible for the 
first time (standard narrow pedestal on the right). 
Encloses the operator's knees. 

Better appearance open or closed. 

Most rigid support for typewriter. 

Convenient shelf for eraser, clips, pencils, etc. 
Typewriter drawer locks automatically with center drawer. 
Silent operation and no mechanism to wear. 


Lower in price. 


Send for Complete Information 





FROM 


Michigan 
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A NEW CHAIR 





Only ONE of the MANY fine chairs in the MILWAUKEE line is illus- 


trated here. 


It carries that exemplary distinction 
and beauty that characterizes all MIL- 
WAUKEE chairs. 

MILWAUKEE chairs are designed for 
ENDURANCE as well as BEAUTY, 
for UTILITY as well as APPEAR- 
ANCE. 

Every office equipment dealer should 
have a copy of this new edition. 


ASK FOR CATALOGUE No. 57 


THE MILWAUKEE CHAIR COMPANY 


MILWAUKEE, WISCONSIN 





OUR NEW CATALOGUE — 


SEPTEMBER, 19 


The top surface has the same 
outline at the back as at the front, 
producing a nice sense of balance. 
The rounded corners are practical 
as well as beautiful. 

For eight inches from the floor 
there is a corner leg base that is 
kick-proof. There is then the 
rounded corner of Presdwood 
above that cannot chip, splinter, 
crack, or be easily indented, be- 
cause it is tempered. This pro- 
duces the ideal knee-hole corner 
posts. 

Tempered Presdwood is imper- 
vious to atmospheric conditions, 
there being no wood grain. Its 
great density makes it difficult to 
groove or gouge. Being non-por- 











Grover J. Daly 


ous, it will not absorb inks, acids, 
alcohol or any other substances. 
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The Presdwood drawer bottoms, 
being non-porous, can be wiped off 
regardless of how long spilt ink or 
other substances may have re- 
mained on it. This is also true of 
the top surface. The locking bars 
of the desk cannot stick or bind 
because there is no action in the 
material to hold them. 

The “Temperdesk” is quite con- 
ventional in its features of con- 
struction. Where a finish is used 
it is in the simplest form. A pig- 
ment stain rubbed on and wiped 
off to the required density for color 
shade is used only where a decora- 
tive color is desired. It is bound 
in with the old fashioned finishing 
wax. 


Office F'urniture Developments 


OW well I remember back in 

1900 when office desks were 
sold only by household furniture 
dealers. In our locality, no sta- 
tioner had given office furniture a 
thought although some were be- 
ginning to make a fight for their 
share of the flat letter file business 
with its two to one hundred twenty 
drawer files calling for indexes 
with approximately six hundred 
combinations of the alphabet. 

Those were the days of the let- 
ter copying books and the copying 
press. 

It was about that time that we 
decided that the desk business 
rightfully belonged to stationers 
and we found that all the local 
furniture dealers were buying from 
the same concerns. When we 
astonished the manufacturer by 
ordering a carload of desks and 
applied for the title of exclusive 
agent, the household people began 
to drop out and from that day on, 
the local stationers became office 
equipment dealers and have had 
the control of the business ever 
since. 

NotTEe.—Office Appliances began 
its advocacy of office furniture in 
the stationery store a short time 
after the founding of the journal 
and has ever since Kept up a sus- 
tained and consistent fire to help 
the trade in maintaining its posi- 
tion of leadership in the office fur- 
niture field. 

Looking back we find that 
ninety-five per cent of all the 
desks sold were roll tops, even the 
majority of typewriter desks. 

Then came the sanitary desk 
with legs instead of full pedestals 
and mostly in flat tops, because of- 


Something About 
the Last Two Dec- 
ades, Changes in 
Styles, New Tend- 


encies, etc.—By J. 


Frank White of the 

George C. Fetter 

Company, Louis- 
ville, Ky. 


fices were becoming more spacious. 
The old cubbyhole, where all desks 
were placed against the wall, was 
“out.” It was almost pitiful to 
hear the pleas of the old-timers 
who wished to retain their old roll 
tops in the face of the orders of 
the more modern office manager. 
In the meantime, the loose leaf 
accounting systems with their 
many conveniences helped to elim- 
inate the old standing desks and 
aided in making the flat top desk 
the king of them all. 


Trade Shows Improvement 

We are sorry that during the de- 
pression many manufacturers and 
most of the dealers were forced to 
sell desks, chairs and letter files 
that several years ago we would 
term junk; but it seems that the 
depression is practically over in 


many lines of business, and the 
demand for the better class of fur- 
niture is improving very much, as 
our records show that our sales in- 
clude more standard lines of the 
better grades than for a long time. 

We find that the purchase of 
matched suites is also improving. 
The harmony of these adaptable 
pieces is pleasing to the man who 
appreciates nice things, and even 
the cheapest commercial lines can 
be so assembled as to be more ap- 
pealing than the scattered display. 

Our own executive offices are 
equipped with fine matched suites, 
but we prefer to show the customer 
the suites we have on sale on the 
floor because business in the exec- 
utive offices should not be inter- 
rupted. 


The Filing Device Display 


With our filing device display 
we have a complete set-up show- 
ing the use of every guide made 
for the system, the purpose of the 
primary and auxiliary guides and 
the use of folders; these folders 
have individual names_ typed 
neatly, filed in their proper place, 
and each has a letter-size scratch 
pad in it to give enough bulk to 
the folder to show the appearance 
of being in service. 

We, of course, explain the utility 
of the desks we wish to sell, as 
well as their ornate features, and 
the comfort of the chairs as well 
as their appearance. 

We do not use our own visible 
index record for demonstrating 
purposes as it is not located in the 
salesroom, but we do have a gen- 
eral set-up to show the system as 

(Turn to page 143, please) 








Two of Many Types of G. J. Aigner Company Desk Pads. 

The above pictures illustrate some attractive styles recently 
developed by the company named. The No. 9600 pad comes 
in four sizes in black, green, brown, blue or red genuine 
leather end panels. Linoleum centers are lacquer-sprayed 
and the edges are leather reinforced and blind tooled. There 
is a three-color decoration on the end panels. The pad is 
designed to sell in the medium priced class. [llustration No. 





New Product of Replogle Globes. Ine.. 
of Chicago.—This is the new R-1600 
“Atlas” library globe. Among its 
special features are a dependable scale 
of miles, and extremely sturdy mount- 
construction. 


3500 showing a folding desk pad which is made up in a 
choice of five colors with no distributors, one distributor or 
It is made of imitation leather and mod- 
priced, 


two distributors. 
ing and 
erately 


New Furniture Accessory Items 








The Aladdin Manufac- 


turing Company, Mun- 


cie, Indiana, is Mar- 
keting a New Desk 
Lamp, No. 7090. of 
Plated Statuary 
Bronze.-It is eighteen 
inches high, has a 
green glass 
shade, heavy base and 
underwriter - approved 
rubber cord, plug cap 
and electric switch. An 
improved and patented 
shade holder (adjust- 
able) prevents break- 


age. 


cased 





















New Seven-Inch Globe by Weber Cos- The Geo. 
tello.-Maps are beautifully colored. 
Meridians and base are metal with a 
rich lustre, either in golden copper or 
silver green. It may be had in assorted 
finishes and retails for one dollar. 









New and Attractive Desk Lamp. The lamp ing 


shown here, made by the Adjustable Fixture 


an indirect lighting fixture if desired. In this 
new lamp the yellow rays of light are re- 
tarded, producing an illumination not dis- 


pany’s president, William L. Schumaker. 

rhe reflector can be adjusted to any angle F 

or may be inverted, thus supplying indirect 
general illumination. 


At the Chicago Furniture 
Mart in July, the Marks 
Manufacturing Company 
Showed Several Stream- 
line Lamps for Desk and 
lable Modern 
bases and fittings char- 
acterize this group of 


Use. 

New Correspondence Separator Known as 

Model 105, is a New Product Made by the 

Currier Manufacturing Company, Inc., Min- 

neapolis._-It comes in olive green, maroon 

and brown, is made of metal and is not ad- 
justable. 





Radio Fans. 


similar to daylight, according to the com- jm 


~ al ~ es 
- 





Cram Company, of In- 
dianapolis, has Produced Globe No. 
124 of Special Interest to Short-Wave 
In addition to the usual 
Cram features the globe has the lead 
short-wave 
indicated in their proper places. 
Company, Milwaukee, may be converted into new globe sells at an economical fig- 
ure, is non-fading and of durable con- 





stations in the world 


struction. 


_—_ 


i * > 


ta 
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B.L.MARBLE | 
BUSINESS CHAIRS | 


. . . ARE SOLD BY APPROXIMATELY 2000 | 
OF AMERICA’S LEADING OFFICE EQUIP- 
MENT DEALERS BECAUSE ... 





Style 
No. 24B 





A New and Im- 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma- 
chine rests in 
place of the usu- 
al solid top. 


The B. L. Marble product 
has a_ nationally known 
reputation for high quality 
and dependability. It 
builds prestige and creates 
good will for the dealer 
who sells it. 


Can be equipped 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves 


° The completeness of the 
1ts B. L. Marble line meets 
every demand of modern 

business, “from the cheapest 


Any Typewriter that is good to the best that 


is made,” and enables the 
or Hand Operated Adding or Calculating Machine dealer to secure all his 
office chair requirements 


{ Write for further particulars and prices } feces Giet thine: 
I one Ss e. 


SHERMAN-MANSON MFG. CO. 


621-31 S. KOLMAR AVE., An exceptionally large and 
CHICAGO well-balanced stock, con- 


sistently maintained, as- 
sures prompt shipment of 


s orders, large or small, 
The Bentson 700 Line thereby providing quick 


“turnover” for the dealer 





A Quality Product on sold orders. 
at Moderate Cost Cooperation in selling 
Made with Cradle Type Rust-Proof helps 5. L. Marble dealers 


. . ° P turn inquiries into orders. 
‘ a0 S ~ . 
Roller Bearing Suspension Slides A feature of this coopers. 


AURORA 








The 700 line answers all re- 
quirements for appearance, 
convenience and durability. 
The outer case is furniture 
steel, with corners acetylene 
welded and smoothed to give 
attractive finished appearance; 
connecting parts electrically 
welded, and case welded to 
inner framework. No addi- 
tional sides or end panels 
necessary. Dust-proof flange 
seals opening between drawer 
and case when drawer is 
closed. 


The merits of this line war- 
rant your careful investiga- 
tion. Complete information 
upon request. 


THE BENTSON MFG.COMPANY 


. . ILLINOIS 








tion is the submitting of 
sketches and specifications 
on special orders, an in- 
valuable service available 
to all dealers without ob. 
ligation. 


Office Furniture dealers who are not now 
selling our line are invited to write for details 
of the B. L. Marble franchise. Dealers who 
are selling the B. L. Marble line are urged to 
prepare for the rebound of business by 
freshening up their display stocks with the 
newer additions to the extensive B. L. 
Marble line. 


The 
B. L. MARBLE CHAIR COMPANY 
Bedford, Ohio, U. S. A. 
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ALMA 800 SERIES— 





A “WISE ECONOMY” 


design in the low price 


Catalog Sent 


ALMA DESK 


HIGH POINT, NO 





Example of turned-post 
brackets — 


on Request 


COMPANY 


RTH CAROLINA 














A line of outstanding quality and designs 
with distinctive features which readily promote sales. 
A trial order will prove convincing. 
Write today for complete catalog — No. 44D. 


Adjustable Fixture Co. 


Established 1911 
Milwaukee, Wis. 


Mason St 
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All-Metal Utility Stand 


A new stand offering distinct 
advantages in quality, utility and price 






2616" High Electrically 
Including Welded 
Casters Absolutely 


Rigid 
Full Size 


Stationery 


Heavy Gauge 
Steel Top 


Drawers 
9” Wide, 12” 
Deep, 2” High 


Top 
114” Wide 
14” Deep 


This stand is an especially good item for the dealers to sug- 
gest to their school and institutional customers. It is par- 
ticularly useful for typewriters and other office machines, 
ledger trays. large books, etc. Its features will commend it 
to your customers. Attractively finished in olive green 
baked-on enamel. Special finishes extra. Shipped knocked 
down. Easily and quickly assembled. Leaves and drawers 
mounted either side and are sold separately. Locking casters 
of special design prevent stand from moving when brake 
” on. 
Write for sample, quotations and 
exclusive distribution plan. 


THE OFFICE APPLIANCE COMPANY 


905 Walnut Street Philadelphia, Pa. 
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St. Johns Table, No. 24 


Northern Grey Elm; Golden Fin- 
ish. Top 4” thick. Legs—2\" 
square. Sizes 24 x 36 27 x 42 

7 x 48 7x5 x 60 


) 
«é 








27 27 4 

and 34x72. Shipped K. D 
packed two of one-top size in 
crate 


and one of theGreatest Values 
IN THE 67 YEARS OF ST. JOHNS TABLES 


Four new tables by St. Johns. Here’s one of them. Sizes 
are from 24 x 36 to 34x 72. Office Golden, Mahogany and 
Walnut finishes. Each table equipped with dovetailed 
drawers with three-ply bottoms. These tables are designed 
to cover almost any requirement for office use. They’re 
sturdy and can take hard usage. They have the simple, 
businesslike lines that provide appropriate good-looks for 
any kind of office. Write now for prices! 


ST. JOHNS TABLES ‘‘Favorites Since 1868’’ 


St. Johns Table Company 


CADILLAC, MICHIGAN 


























International activities, war threats, airplane flights and other 
world events are stimulating interest and creating a tre- 
mendous market for qlobes. Cram Globes offer a complete 
line for the trade, with 7, 9 and 12-inch sizes, 75 different 
mountings, and a price range from 75 cents to $50.00. It's 
@ popular fast-selling line, with real profits for the dealer. 
Cram Globes are durably constructed and beautifully finished. 
Colors are clear and pleasing, geographical detail accurate 
and up-to-date, type plain and easy to read. Cram quality 
and Cram prices will sell Cram Globes to your trade. 


Send for new Catalog OA36 and 
stock this profitable line. 


The George F. Cram Company 
Map Publishers Since 1867 


Indianapolis, Indiana 
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No. 5281 
ARM CHAIR TO MATCH—No. 5280 


Here's two new patterns recently adopted into our 
Office Chair Line. Both made of Solid Pecan and 
finished in Walnut Lacquer. The same good quality 
is built into these chairs, that has upheld the 
Murphy reputation for sixty-three years. 


MURPHY CHAIR COMPANY, Inc. 
OWENSBORO, KENTUCKY 





No. 5262 


ALSO SWIVEL AND ARMLESS SET TO MATCH 
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Imperial 
No. 200-A Series 


A POPULAR 
LOW-COST 
STAPLE GRADE 


\li desk . . . no frills! Especially suited for corporations re- ie 
quiring batteries of clerical desks, and for business and pro- s 
dial ij : “a No. 261-A Flat Top Desk 
essional offices where the need for economy is paramount. 

Furnished in Quartered Oak, Combination Walnut and Combi- 60° x 32° x 3014" high 

. . . . . 5- as° ic 

nation Mahogany. Edges of tops are banded with solid lumber, emer Sy Sas 

. ar pa ° Legs 134" square 
grooved in and mitred. They resist bumps and knocks, last 
longer and look better. 








Furnished in a full range o 
sizes and styles. 

The IMPERIAL franchise offers you a 3-point coverage . . . a complete 
range of office furniture grades . . . a line of sales-producing desks and book- 
cases for the home ... and IMPERIAL teachers desks. You can increase 
turn-over in your office furniture department and make more money by 
standardizing on IMPERIAL desks. If you do not have complete literature, — 


write 





For 25 vears, dealers and users 


IMPERIAL DESK COMPANY, EVANSVILLE, IND. ne gh ogg agg = 


their ability to stand up under 
long vears of service 








A Posture CHAIR 


that LOOKS GOOD 
and is COMFORTABLE 


A posture typewriter chair 
that executives welcome be- 


cause it allows the greatest 
efficiency and comfort to operators, 
without making any sacrifice in its ep 
peerence. Now equipped with ball- 
bearing swivel iron at no extra cost... . 
@ tested design of finest craftsmanship 
and materials. That this Boling’ Chair 
is retained in the popular price class is 
@ tribute to our 40 years of chair build- 
ing, plus the finest of modern equip- 
ment. Write for catalog on Boling 
Office Chairs 





















THE MARK OF QUALITY 


UNIVERSAL 


The Heavy Duty 
Self Leveling 
Office Machine 
Stand 


You can safely entrust the most expensive, indispensable 
| office machine to its support. Strong and safe, it is steady 
as well which induces accuracy in the operation of the 
| machine. Tusco UNIVERSAL is framed of one inch cold 
drawn steel tubing, top is cast iron, slotted and drilled to | 
accommodate practically every type of office mac hine. 
Back can be tilted up to 254 inches, making large adding 
machine keyboards more accessible. Moves easily and 
noiselessly on 3-inch rubber tired casters simple cam 
brakes hold stand steadily in position. Shipping weight, 


| 40 Ibe. No. 8204— 
Quartered Oak 


guarantee; you can depend upon it for creditable per- Pecan, Walnut 
formance in any office. Booklet with details on request. No. 8994 


Pecan, Mahogany 


Tubular Specialty Mfg. Co. “Seeel Green Osk 
1940 Stanley Ave., Detroit, Michigan NT EN DING AND ¢ 


| REPRESENTATIVES: ov F pol SA Lovy uy “Harp 


Tyogerites Cirele Co., 359 Broadway, New York, v. a 
NORTH CAROLINA 


| 
DEALERS: Tusco is the stand with the unqualified No. 8214 
| 





E. Ritter, 245! E. 78th St.. Chicago (Phene atGent 1110). 
| Export Representative Lincoln Export Co., 41 Water St.. New York, 
N.Y. SILER CITY 
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generally used, and a file 
which contains samples for 
various purposes. 


Arrangement of Salesroom 


We discovered that over- 
crowding the salesroom is a 
big mistake because it is the 
first impression that counts 
and your prospect can see 
quantity but not quality. So, 
a small assortment, prop- 
erly presented, will bring 
more sales than a greater 
variety in crowded con- 
fusion. 

We use panels forty-two 
inches high to separate the 
groups of furniture and 
they being portable, we can 
regulate the spaces each 
group should occupy, 
whether it be a matched 
suite or a display of ordi- 


The White Throne.—This pho- 
tographic likeness pictures one 
of the newest chairs of the 
Murphy Chair Company, Inc., 
Owensboro, Ky. This is a 


special pattern made for the personal use of the Hon. Frank 
D. Fitzgerald, governor of Michigan, and was presented to him 
in token of the company’s appreciation of the good work he 
is doing for the state of Michigan, where the Murphy Chair 
Company was first established in Detroit in 1872. The chair has 
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nary office furniture. 

The panels are inexpen- 
sive, consisting of a frame 
with beaver board panel 
painted to match the color 
of the wall. 

They keep the prospect 
in that particular booth 
and keep him from aim- 
lessly wandering all over 
the place. 

In each group of plain 
commercial furniture we 
sample the complete fam- 
ily of its particular grade, 
showing the flat tops in all 
sizes, the typewriter desks 
in all styles and sizes, and 
four chairs in keeping with 
the price and grade of 
desks, together with a cos- 
tumer, telephone table and 
waste basket to match 
grade and price. 


a design made up in Owensboro 
and is built of solid Cuban ma- 
hogany upholstered in a special 
white top grained leather, 
tanned and finished by the 


Eagle-Ottawa Leather Company of Grand Haven, Mich. Hard- 
ware and upholstery trimmings are gold plated. The chair oc- 
cupies a prominent place in the administrative room of the 
state capitol at Lansing, Mich. When it was first received in 
Lansing it was referred to as the “White Throne.” 


Modernistic Office Furniture 


HE FACT that very few office 

furniture manufacturers make 
what is strictly modernistic office 
furniture, seems to indicate that 
the sales of this type of furniture 
are rather limited as compared 
with the more conventional or pe- 
riod designs. My experience has 
shown that there is very little, if 
any, demand for the modernistic 
type of furniture in this particular 
vicinity, and I doubt very seriously 
if there are as many as three com- 
plete suites of modernistic furni- 
ture in stock in all the dealers’ 
warehouses or showrooms in the 
city of New Orleans. 

The reason for the conservative 
attitude of the people of New Or- 
leans, I may be permitted to say, 
goes back into the history of the 
city and its surroundings. Orig- 
inally French and Spanish, the 
city has a conservative viewpoint, 
and although the old families are 


A Short Discussion 
of the Newest De- 
signs in Office Fur- 
niture.—By A. W. 
Herrmann of the 
Office Equipment 
Bureau, Inc., New 


Orleans, La. 


comparatively few, they have laid 
the weight of their influence upon 
the city’s life and architecture. 
Furthermore, the city is semi-trop- 
ical and the older types of archi- 


tecture are singularly suited to the 
life of the city. This is not saying 
that New Orleans does not have 
modern buildings. As a matter of 
fact, it is one of the best built 
cities in the country, but running 
through all the activities of the 
town, there is the thread of the 
older life which maintains the 
classical ideas which the founders 
inaugurated. It is easy to see, 
therefore, why extremes in office 
furniture design are not preferred 
over the undeniable beauty of the 
classical suites which are so gen- 
erally popular in the finer offices 
throughout the country. 

I believe it would be difficult for 
any one to place his finger on any 
particular characteristic of the 
modernistic styles which might 
commend them to users in this 
city. Buyers of furniture other 
than the standard straight leg de- 
sign are usually moved to purchase 
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that which is most pleasing to the 
eye. This is probably for the same 
reason that some men will wear a 
gray suit of clothes while others 
prefer blue or brown. However, I 
do believe that office furniture 
users of today are more attracted 
by simplicity and absence of orna- 
mentation than they are by the 
more extreme designs of an earlier 
day. More thought, I believe, is 
being given to styles that harmo- 
nize with current architecture and 
interior decoration. Fewer carv- 
ings and less ornamentation pre- 
sent a sound argument because 
furniture of this type for the busi- 
ness office is at once appropriate 
to its surroundings, pleasing to the 
eye, easier to clean, and, therefore, 
more practical under modern con- 
siderations of hygiene. 

To be of most practical use, of- 
fice desks and tables should be of 
certain prescribed sizes and in my 
opinion there is little to the state- 
ment that modernistic furniture 
effects greater economy of space 
than the more conservative de- 
signs, nor that it is better than 
those designs in the promotion of 
efficiency in the office. My opinion 
is that the extreme modernistic 
styles of architecture and furni- 
ture are fads and that future sales 
will be reduced rather than aug- 
mented. I refer, of course, to those 
styles which go the limit, as we 
may say, in the modernistic idea. 
They seem to be a modified form 
of the old cubistic ideas in art 
However, more modified forms of 
modernistic furniture will no 
doubt remain with us and will sell 
in rather limited quantities and 
then only in suites, because one or 
two modernistic pieces in the aver- 
age office would be an offense to 
the eye, whereas in full suites 
there are occasions and places 
when the modernistic is interest- 
ing, as well as pleasing. 

There is no doubt that the pres- 
ent tendency seems to be away 
from the extreme forms which 
characterized early efforts in mod- 
ern designing. The trend seems to 
be toward furniture having slight- 
ly rounded edges, simple in design, 
and with a dull rather than a high 
glossy finish. It must be remem- 
bered that no modernistic office 
furniture has ever been produced 
in what is termed the bread and 
butter lines or in the cheaper 
priced desks 


The Modern Filing Cabinet 


Filing cabinets of steel have un- 
dergone constant and consistent 


improvements since they were in- 
augurated thirty-five years ago 
To assemble the original steel cab- 
inet, rivets were used, but after the 
introduction of electric welding, 
all manufacturers changed to this 
method of assembly which insures 
a more rigid and permanent con- 
struction. 

New ideas affecting the drawer 
suspension brought features which 
finally resulted in wearproof quali- 
ties and ease of operation, making 
the steel file almost a perfect ar- 
ticle for the use for which it was 
intended. This applies particularly 
to developments of the last few 
years in specially treated steel and 
case-hardened balls in the suspen- 
sion instead of the old type of 
bearing. These changes resulted 
in greater ease of operation, less 
vibration and longer life for the 
file. 

The present type of compressors, 
because of their simplicity and ef- 
fectiveness, makes them easier to 
operate, more positive in action 
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and more generally efficient. 

Practically ninety-nine per cent 
of our filing cabinet sales are steel 
and we do not find a tendency to- 
ward the increasing use of wood in 
filing cabinets, although one or 
more of the manufacturers are 
able to provide wood cabinets of 
high quality to go with specially 
designed suites. I do not know of 
any large installation within re- 
cent times which has used wooden 
filing cabinets. Wood apparently 
is used for the sake of its ability to 
harmonize with other pieces in a 
private office where one or two 
stacks of files are required. But, 
nevertheless, I am rather inclined 
to believe that on account of the 
many features of utility and con- 
venience steel cabinets offer, there 
is an increasing use of steel files 
even with suite furniture. This has 
come about from the perfection of 
methods of designing and finish- 
ing steel in close simulation of the 
grain of whatever wood may be se- 
lected. 





Pictured Above Is One of the Largest Browne-Morse Installations in the 

Middle West.—This installation in the office of the Kansas City Title & 

Trust Company is made up entirely of legal size cabinets. The 1,114 drawers 

contain each five guides, 100 folders and 50 sheets of paper to each folder. 

No transfer cases are used. The installation indicates the flexibility of the 
Browne-Morse line. 
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(TRADEMARK) 


TRANSFILE 


SELLS IN A BIG WAY 


TRANSFILE beats competition again. These two installa- 
tions were made by these two concerns after thorough in- 
vestigation of all corrugated files. 





No excuses to offer in selling TRANSFILE—it has every- 


thing found on any other case. And in addition the THESE FEATURES SOLD THEM: 


exclusive feature of steel roller bearing drawer suspension 
e@ STEEL DRAWER FRONT attractively finished in olive 


—the heavier the load, the easier the roll. wenn--euthden af es Gen taldhed > acl. 

e@ STEEL ROLLER'BEARING DRAWER SUSPENSION— 
Remember! There is a TRANSFILE for every purse and the heavier the load the easier the roll. 
purpose; the De Luxe with steel drawer front and entire @ STEEL REINFORCED front and back of the case. 
outside finished in olive green, for semi-active records— @ 2-WAY INTERLOCK simple and effective. 
the Super-Test also for semi-active records—the Regular @ FOLLOW BLOCK to keep records upright. 
for inactive records. e@ EXTRA HEAVY DRAWER construction with drawer in- 

side smooth. 


And any dealer who sells TRANSFILE has two strikes on ° as ed ASSEMBLY — no screws, bolts or tools 
competition. You can get business like this too. Be con- > © LOW COST—s fraction of the cost of steel. 


vinced. Write for a sample. @ DURABILITY which only TRANSFILE can give. 


GUIDE SYSTEM & SUPPLY CO. 335 CANAL ST., NEW YORK, N. Y. 
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Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist 
ent satisfaction. That is because of 
















The above design is 
also available in ma- 
hogany (No. 917) 
and walnut (No 
1017). 



























No. 817 Scause C 
expert construction, designs are New York Ware [ii 
A popular number k le . lv be a] house: 573 Broad- 
Full quartered oak. Kept up to date and on \ est qual- way. New York, N. 
F ' ths t : m. —_ - . 
a oo tnchent OE ond She ity materials are used. And yet Chines Gate. cE 
sh dths; height hg ‘ a 2 ke ae A tive: W. H. Brown, 
30! 9 inches; shipping Jasper Desk Co. desks are reason 6708 Glenwood Ave. 
weight 203 to 26! abl . | Telephone: ROGers 
pounds ably priced, Park 3644 


Our catalog presents a wide range of styles. We'll gladly send a copy. 


JASPER DESK COMPANY, JASPER, IND. 














THE EARTH IS 
SHRINKING 


Vagellan look ? 
years lo encircle ul. 
Wiley Post did il in 
‘ days. The smaller 
our world becomes, 



















A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 





lhe greater is every- 
body's interest in a 
model of il. 


Prepare 
now for heavy 
Fall globe sales ; 

P86-8" This handsome globe- 


by deciding to handle the allas combination will sell well 
profitable Replogle Line. for you. Its new 221-page illus- 
kK verv model is distinctive  (raled atlas and 8” Replogle 
Standard Globe showing over 




















: cleat cut... a hard- 4.000 names make it a useful 
to-duplicate value ...a and decorative addition to every 
leader in its class home and office. Retails $5.00. 
rato as f Glad to send catalog 
Wrile for ou newest catalogue in colors showing the complete Replogle Line 
sseeimameasiiainiaaiadhins ‘ 
. . . , . ” 7 . S 
REPLOGLE GLOBES INC. Jasper eating Co. 
Exclusively Globe Manufacturers JASPER, INDIANA 
+h ( TON ST.. (¢ CAGO CHICAGO: L. H. Farber NEW YORK: 
a N LINTON HICA 529 S. Wabash Ave. Office Furniture Warehouse 
\ ) Rey i Display Rooma—Herman Kashins. 225 Fifth Ave Telephone WEBster 3217 573 Broadway 
Vew York 
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Aluminum Now Visible in the 


HE aluminum chairs of The 

General Fireproofing Company 
have made aluminum visible in 
the office. For some time it has 
functioned there in parts of type- 
writers, adding, calculating and 
some other office machines. 

Aluminum now looms large in 
American industry. It is one of 
the most interesting of metals. It 
is more widely distributed than 
any other and in volume it ex- 
ceeds that of any of them. It was 
not known until 1825, and at first 
it was exceedingly expensive to 
produce. In 1852, for instance, the 
price of aluminum was $545 a 
pound, and when, in 1884, it was 
used to recap the Washington 
Monument, it was $1.10 an ounce. 

In 1886 Charles Martin Hall, a 
young graduate of Oberlin College, 
invented a method of reducing 
aluminum by electrolysis. This 
method was universally accepted 
because it was much cheaper than 
the methods which had gone be- 
fore. Aluminum is still being ex- 
tracted by the same _ process. 
Hall’s invention brought the price 
of aluminum in a few years down 
to a dollar a pound, and this favor- 
able price caused the metal to be 
used in many fields. Its advances 
were so considerable that it has 
for some time been the fifth metal 
in point of tonnage, exceeded only 
by iron and copper, lead and zinc. 
Its uses are so many that they can 
hardly be enumerated. A few will 
serve to show their diversity. 

The first large use of aluminum 
was for cooking utensils, but this 
field accounts today for only a 
small percentage of the metal 
used. With the discovery of a 
number of serviceable aluminum 
alloys, its field of usefulness was 
increased to such an extent that 
now because of its lightness, 
Strength and high resistance to 
corrosion, it has taken the place 
occupied by many metals in many 
fields. 


Industrial Use of Aluminum 


Aluminum can be made to have 
the strength of structural steel 
and can, therefore, be used in such 


Office 


Some Information 


on the Remarkable 
Character of This 


Metal, and Its Great- 
ly ExtendedEmploy- 
ment During Recent 


Years 


heavy duty applications as drag- 
line booms, shovel dippers, bus 
and truck bodies, cranes, locomo- 
tive main and side rods, etc. It 
was used in the renovation of the 
entire floor system of the Pitts- 
burgh bridge. Cans are now made 
of aluminum for tuna fish and the 
myriad types of bottle caps and 
closures. Aluminum foil wraps 
much of the nation’s candy and 
aluminum paint is now used quite 
extensively, both outside and in. 
In the architectural and building 
field, many millions of pounds 
have been used for spandrils, roof- 
ing, store fronts, window frames, 
gutters and downspouts and deco- 
rative trim. The Navy and Marine 
Memorial erected on the banks of 
the Potomac river near the Arling- 
ton Memorial bridge in Washing- 
ton, is the largest piece of alumi- 
num statuary in the world. Alumi- 
num has long been used in auto- 
motive pistons and connecting 
rods and in the aviation industry 
it uses the metal almost exclu- 
sively in plane and engine design. 
It is used in outboard motors and 
the partitions between the pas- 
senger cabins of the Normandie 
are made of aluminum sheathed 
with asbestos. The yacht, Rain- 
bow, last year’s American cup win- 
ner, carried an all aluminum mast. 
Since prohibition repeal, alumi- 
num has come into use in the 
brewing industry for brewing ket- 
tles, fermenting tanks, storage 
tanks, wort coolers and several 


other purposes connected with 
brewing. 


Aluminum Used for Coating 
Reflecting Mirrors 


One of the newest uses of alumi- 
num is its use in coating the mir- 
rors of reflecting telescopes. The 
silver coating is excellent at the 
beginning, but tends to tarnish 
quickly and resilvering an astro- 
nomical mirror is quite a problem. 
Astronomers are said to prefer 
aluminum because it retains its re- 
flectivity almost indefinitely and 
also reflects the ultra violet rays 
which silver to a great extent ab- 
sorbs. This development may sug- 
gest aluminum for ordinary mir- 
rors at some future time, although 
at present it is not practical. The 
coating is applied to telescope mir- 
rors in a vacuum. The metal is 
brought to the molten stage and it 
condenses like a vapor on the 
glass. This means that the coat- 
ing is only a few molecules thick 
and, therefore, would be scratched 
very easily in ordinary service. Not 
much has yet been done with 
aluminum by way of image re- 
flection, the nearest approach be- 
ing the Alzak finish which is ap- 
plied to floodlights, automobile 
headlights, highway lamps, etc. 
This finish is very bright and gives 
acceptable image reflection, al- 
though it has not yet been recom- 
mended for this purpose. 

Besides its usage in the produc- 
tion of office furniture aluminum 
now enters into the manufacture 
of similar products in institutional 
fields and in the home. One of the 
unusual uses of aluminum is in the 
manufacture of pen nibs by the 
Esterbrook Steel Pen Manufactur- 
ing Company of Camden, N. J. 

In the pages devoted to posture 
chairs in the present issue the 
reader will find some interesting 
comment on aluminum chairs of 
this type by The General Fire- 
proofing Company. 

For the information on alum- 
inum in the foregoing article Of- 
fice Appliances is indebted to R. T. 
Griebling of the Aluminum Com- 
pany of America. 
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CHAIR 
RESPIRATOR cusnron 


HE only air conditioned chair cushion on the 

market. Holes are cup-shaped at bottom and con- 

nected by lateral tubes ¥4% inch in diameter. Air is 
forced through this ventilating system as the sitter 
shifts weight from one point to another. Very com- 
fortable and durable. Made of high-grade sponge rub- 
ber, covered with mohair, velour, felt or Pantasote 
leatherette. Available 
in pleasing shades of 
brown, green, maroon. 
Five sizes—director, ex- 
ecutive, accountant, 
secretarial and stool. 
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lop sde—Ventilating holes are cup-shaped at bottom 


BICKETT “RUFBAK”™ CHAIR MATS 


High-grade durable rubber. Under surface finished rough to prevent 
slipping. Sizes 38 to 44 inches in diameter. Extensions are 15 by 18 
inches. Made in solid colors—black, maroon, brown, green and dark 
green —or marbleized with these colors as the base. 


Send for Stock Charts, Showing Prices, Sizes and Colors 


L. M. Bickett Co. Watertown, Wis. 











PRONTO Storage File 





26 


si24&S 


A BOX FOR 
EVERY 
PURPOSE 





STEEL FRONT, STEEL REINFORCED 
DRAWER Ano CASE 


a —and PRONTO is the only corrugated col- 
lapsible file with steel reinforcing on all ex- 
posed edges of the drawer. 





“KILIAN” 


Unground Ball Bearings for the 


ENTIRE OUT- Metal Office Furniture Industry 
SIDE OF FILE Which accounts for their unprecedented (U. 8. Patent 1,782,628. Canadian Patent 324.059. Other patents peading.) 
FINISHED IN popularity, where front-office file appear- All parts machined from bar stock and heat-treated, 
OLIVE GREEN cmaittt strength, acces:ibility and — outer races are one piece and can be made in any 
qualities are appreciated at no more than desired shape. (No soft stampings used whatsoever.) 
IN THE LETTER storage-box prices. For cradle slides our ball bearings and rivets are in one 
AND LEGAL 26 stock sizes for every filing purpose, unit for quick assembly. 95% of filing cabinet drawer 
SIZES. retailing at 85¢ to $2.10. slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 


cations. 
Kilian danufacturing Corporation 


PRONTO FILE CORP...636 Broadway, New York Fi ols oy sccetneesthen Minit 
ATS TS A LT 


Write for Sample and Trade Discount 
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STURGIS 
POSTURE CHAIRS 


Easy, Quick 
Adjustments 


A Model For 
Every Need 


A Popular Line 
For Wide Awake 
Dealers 


Write For Catalog 





No. 345-DS 
° Stenographic Chair 
This new No. 345-DS with its different base design and roomy, 
comfortable, sensible seat (14!/2 x 16!/2) is just one reason 


why STURGIS is rapidly becoming one of the most popular 
lines on the market today. 


STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 














DOUBLE TOP FOLDERS 
MANILA and KRAFT 











ee ; ——————— 


Send for samples and quotation 


IMPERIAL METHODS CO. 
FOREST PARK, ILLINOIS 


100 Worth St. 
New York City 


Western Representative: 
Cc. J. SCHUBERT, Jr. 
307 East Third St., Los Angeles, Calif. 








149 













No. 7090 
PLATED STATUARY 


With green cased glass 
shade, white inside. 


$7 50 


List Price 








Improved, pat- 
ented adjust- 
able holder 
prevents break- 
age. 


1)LCTRUAAN 4A )AAALLLAAIS Terra OPN 1 










List Price 


é No. 7099 
Smooth metal, E | PLATED _ 
highly polished FS STATUARY 
and plated stat- With one 
vary bronze piece metal 
finished. shade. 
— o 
85 






Rubber bush- 
ing. Six feet 
Underwriters 
approved rub- 
ber cord and 
rubber plug 
cap. Switch in 


base. o> ( 
























ALADDIN” 


have always implied superior quality at 
reasonable prices. And now it is our 
privilege to offer acapvin Desk Lamp 
No. 7090, which is something new in 
quality at such a low list price as $7.50. 
It’s a beauty—highly polished and 
plated statuary bronze, sixteen inches 
high, green cased glass shade (white in- 
side) with improved adjustable holder 
that prevents breakage. Also available 
with metal shade, No. 7099, at $5.00 
list. 


| Send for illustrated folder 


Aladdin Mfg. Co., Muncie, Ind. 
| 3500 S. HACKLEY STREET 
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Teacher’s Desk No. 640 
30x54 


For the past thirty years we have success 
fully manufactured a very complete line of 
teacher’s and school desks, tables and special 
furniture and are today regarded is leaders 


n this fie 
- th field desired, we will gladly give you our quota 
We have equipped some of the largest tion upon request 


j \ I) | ( NN A schools in all sections of the country to the wy, a ee a ee 


entire satisfaction of the respective School New Indiana Chair ( company which enables 


1) KS Kk (( vi PA NX y Boards and Architects. us to make up complete car shipments, 


It your trade requires any item not shown giving the dealer the adv intage in tl e say 


J ASPER, INDIAN \ in our catalog or if any special features are ing of freight. 















Shellac 


Announcement 
NEW CATALOG 


A FILE FOR EVERY 
PURSE AND PURPOSE 

Five different grades of cabi- 
nets in four, three and two- 
drawer styles with and without 
locks. Also ecard, check and 


document files together with 
desks and storage cabinets. 


Illustrating new chair designs for 
the office in Leather Upholstered 
patterns and all wood. A line of 
office chairs in keeping with con- Write for complete catalogue 


CORRY-JAMESTOWN MEG. CORP. 
CORRY, PENNA. 





sumer demand for better poise, 


grace and character, they are the 














result of careful study for the best 

















| a —— — Y — ae 
in modern seating. You will want YOUR QUEST IONS | | 
| | 
to know more about the merchan- | ANSWERED FREE | | 
. . . . i 
dising advantages of this improved — sane pomeoanetoen Recnccwnniiall 
° » | S sc ers ) ce 4 ances lave Pe 
and greater line of BUSINESS eee pPsrcaed pon ag len Bese: 
chairs. Dealer requests for this is- wh prepared to answer almost any question 
| relative to office equipment. 
sue invited. A considerable number of our readers have 
| found that this service in itself is worth 
7 many times the subscription price. 
New Indiana Chair Company ED i 


| 
ac < - - . | 

Jasper, Indiana | The Office Appliance Company, 417 South | 
Pool car shipment with Indiana Desk Co. Desks, offers you substantial saving | Seen Street, Chicago, U.S. A. 2:22:23 
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Handling the Obsolete in Office 


URING the last three or four 
years there has been practi- 
cally no used office furniture sold 
in this territory. So I find myself 
somewhat rusty on suggestions. 
Nevertheless, I believe that the 
proper method would involve a 
space devoted to this type of furni- 
ture where it can be refinished and 
taken care of. In trading in fur- 
niture, I think the dealer should 
try to point out to the owner that 
if he has had a desk ten years and 
has charged this off to deprecia- 
tion at ten per cent a year, his 
desk is entirely charged off in this 
period and, therefore, has little 
value as an asset. 
When we had some used furni- 
ture on hand, we always kept it in 
the rear of our store and in order 


Digging 


YEAR ago, through this me- 

dium, it was my privilege to 
tell about the many advantages 
of a thorough system knowledge 
in the selling of office equipment. 
The application of system train- 
ing, as set up in that article, was 
for the purpose of breaking down 
barriers, largely mental, confront- 
ing salesmen when survey work 
was necessary for progress in se- 
curing orders for large installa- 
tions. This step in the direction 
of analyzing the big fellow’s prob- 
lem resulted in creative thinking 
by the little fellow, whereby there 
came into being the development 
of unusual applications, a few of 
which I would like to tell you 
about. 


Tailors 

Tailors, I think you will agree, 
would hardly be considered the 
best prospects for filing systems. 
The up-to-date stylists, however, 
we found were looking for im- 
proved methods of handling cloth 
samples, which are usually 


Furniture 


A Few Suggestions 


by J. E. Feeley, 
President of the 
Springfield Office 
Supply Company, 
Springfield, Mass. 


to get to this department it was 
necessary for us to take the cus- 
tomer through our new office fur- 
niture department which offers 
so many interesting items attrac- 
tively displayed that we could 
often interest the customer in the 
new equipment. 


New Stunts in 
Office Furniture 
Selling—By R. L. 
Sanford, The 
Brooks Company, 
Cleveland, Ohio 


mounted on heavy cardboard, 
lacking classification and easy ac- 
cessibility. A filing cabinet of the 
proper size to house the samples 
vertically, with regular guide- 
cards giving classifications of 
prices, textures and colors, struck 
the fancy of some of these tailors 
and resulted in sales. I might say 
that in addition to the filing of 
samples, sectional bookcases make 
fine display cases for bolts of cloth 
and have been sold for this pur- 
pose in many instances. 


In several cases the customer 
who required used equipment did 
want some particular style. Just 
today a man dropped in who 
wanted two used double pedestal 
oak typewriter desks. We had 
nothing to offer him and he said 
he would wait until he could get 
what he wanted in used equip- 
ment. 

We have had so little used fur- 
niture in the last few years that it 
has not constituted a problem 
with us. I presume that if busi- 
ness picks up and more and more 
furniture is sold, more used furni- 
ture will come on the market. 
During the next year or two firms 
will probably feel the need of new 
equipment and will wish to dispose 
of the old. 


"Em Out of the Wood 


Lumbermen 


Lumber distributors have many 
samples of veneers and finishes 
which are necessary to their busi- 
ness. These samples can be filed 
vertically in regular letter files 
and by indexing them according 
to subject, greater efficiency has 
resulted. Folders should be used 
in this case for the preservation 
of the wood surfaces. 


Keys 

Mr. Borneman, one of our thor- 
oughly experienced and ingenious 
men, created a nice sale by sug- 
gesting a newer method of filing 
keys. A new Masonic temple was 
being completed in this city and 
we were one of the successful bid- 
ders on the general equipment. 
The question of keys came up and 
it was found that there were thou- 
sands to be kept in duplicate, such 
as locker keys, building keys, etc. 
Mr. Borneman suggested that 
these keys be mounted on metal 
sheets, letter size, equipped with 
hooks and filed in a regular steel 
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letter-size filing cabinet. Each 
metal sheet was separated by an 
indexed guide card, giving the lo- 
cation of the locks in the building. 
The adoption of Mr. Borneman’s 
suggestion by the Masonic secre- 
tary led us to believe that there 
were many such key problems in 
other institutions, such as hotels, 
clubs and large organizations. Our 
guess was correct and we found 
another market for filing cabinets. 


Gold 


Since the President's order call- 
ing in all gold, a number of indi- 
viduals have started businesses, 
either for the direct purchase of 
old gold or the brokerage of gold 
for large consumers. This last 
group, demanding certain or spe- 
cific alloys, meant the broker must 
classify all purchases and keep 
them sorted according to the metal 
content, and then distribute to 
the consumers. I was surprised 
at the number of separate lock 
boxes it required to run such a 
business. In one instance, an en- 
tire vault was equipped with well- 
built lock boxes carrying the con- 
sumer’s name and the mineralogy 
classification. This was not a real 
filing problem but a _ desirable 
equipment order 


Paints 


Paint manufacturers have many 
color cards showing all the shades 


of finish in their several grades of 
paints and varnishes. Here we 
found a fine application for 
Globe-Wernicke visible cabinet 
equipment. The visible margin of 
the cards, after the color sample 
had been attached, left room for 
the name of the color and made 
it possible to see all seventy-five 
colors with names, visible in one 
drawer. Another application for 
color cards was installed using an 
open front pocket in which the 
color card was inserted and also 
hung in visible cabinet equipment. 


Greeting Cards 


Some of the more common pos- 
sibilities which I feel most live of- 
fice equipment people have cap- 
italized on are greeting card 
distributors. Here is a chance to 
install a nice counter, made of 
vertical card counter height units 
with plenty of indexing. A music 
store has a big problem in the fil- 
ing of sheet music and the aver- 
age salesman won’t be fooled in 
thinking that they need a pho- 
netic index, as the subject may im- 
ply. Photographers have many 
proofs to file and vertical methods 
would be far superior to most 
methods now in use. Advertising 
cuts can be filed in vertical card 
and letter drawers at a minimum 
expense and space, giving imme- 
diate accessibility if indexed with 
subject guides. 
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One can readily appreciate from 
the previously mentioned installa- 
tions some of the many possibili- 
ties for systems and cabinets in 
out-of-the-way places. A recent 
industrial exposition held here in 
Cleveland most vividly called to 
my attention these neglected pro- 
spective users. Approximately 
225,000 people visited the show 
which naturally included all 
classes, with diversified interests. 
Our display emphasized filing sys- 
tems and at no time for seven days 
was there less than five, and many 
times more, individuals in the 
booth who were interested in solv- 
ing their own little filing prob- 
lems. This group included stamp 
collectors, doctors, college profes- 
sors, and many others. The most 
elementary suggestions made to 
this group toward the answering 
of their many questions were ac- 
cepted with eagerness and later 
adopted when we had an oppor- 
tunity to examine their specific 
problems. Such individual instal- 
lations, in terms of money, do not 
always result in high totals, but a 
service has been rendered with in- 
trinsic value and the germ breeds 
amid such surroundings. They 
become our unpaid salesmen and 
friends, which is the real basis of 
success with any sound progres- 
sive organization. 


Here endeth the Annual Office Fur- 
niture Section of Office Appliances 
for September, 1935. We believe 
this special section to be the peer 
of any section of the kind published 
in this journal, and we trust that 


readers who have perused it will 


be of a like opinion. 


The prepara- 


tion of the section involved a great 
deal of labor, and we desire here to 
express our appreciation to those 
contributors, both retailers and 
manufacturers, who helped to make 
the section the paramount feature 


of the present issue. 

















D-30 
DISPLAY 






This attractive 8-color and silver display 
is FREE with your order. Ask for it! 





made right 


HERE are two kinds of engineering, as applied to mechanical devices 
for sale. The first assures correct operation; the second assures the 
saleability of the device. 

NEVA-CLOG machines were conceived from the sales demand, and 

developed mechanically and as to design to fill that demand. 

Office supply dealers indicated that they wanted as few machines as 
possible to fill their volume business. Hence we produced two desk machines 
—the D-30 for the low-price market and the D-40 for the “capacity” market. 
Each is an outstanding value, with Safety Lever, and Temporary or Permanent 
Fastening. They may be used as a Tacker with base folded back. 

For the stapling plier market a new, light, efficient machine was de- 
veloped—the J-30. Modern in design, smooth in performance. It has proven 
the demand for such a machine, and supplements the S-100 Plier (the original 
NEVA-CLOG). THESE FOUR MACHINES FILL THE MAJORITY OF 
YOUR BUSINESS ON STAPLING MACHINES. 

With the NEVA-CLOG line in stock, and the use of window displays, 
sales helps, and a policy of dealer protection, you will find profit possibilities. 


Stapling Depth 4%” 


DJ-340 Staples 


FASTEN THINGS TOGETHER 


4 
The New 
NEVA [9 coe 


Stapling 
Machines 
and Staples 


NEVA-CLOG machines are 
needed in every office, factory, 
shipping room. Also for 
school and home. They are 
guaranteed only when used 
with genuine NEVA-CLOG 
staples. 





to sell in 


D-40X 
Stap 
Load 
DJ-340 Staples 
GUARANTEED 














volume 


Stapling Depth 3 
tapling Depth 3” 
Load 108 

DJ-340 Staples 
GUARANTEED 


























li Depth 12” 
“210 








FIRST CLASS 
PERMIT NO. 308 
(Sec. 510 P.L.&R.) 




























Bridgeport, Conn. 
BUSINESS REPLY CARD Se 
No Postage Stamp Necessary If Mailed in the United States atten 
2c. POSTAGE WILL BE PAID BY— me 
NEVA-CLOG PRODUCTS, INC. as ie 
BRIDGEPORT, emia 
CONN. 





J-30 Stapling Plier 


MODEL J-30 
Price, $3.50 


Uses DJ-340 Staples 
Load. 105. 














FEATURES: 

Fastens things to any posi- 
tion. Take your machine 
to your work. Save time— 
Save energy. 









EJECTOR 
BAR 


All wearing parts hardened 
for durability. 2” throat 
adds utility. Safety Lever 
prevents clogging or jam- 
ming. 





A thousand words would not describe to you all You and your salesmen can start out fresh and 
of the features and advantages of this new NEVA- cover your whole prospect list with something 
CLOG Plier. You will have to see it, feel it, use new, and very, very saleable. It is starting a new 
it, test it. It will sell itself to you on its face type of business that repeats and increases. When 
value and its performance. Get your orders in you get it started, you can’t stop it. We'll help | 
promptly for stock and salesmen’s samples. you to make sales. 


NEW DJ-340 STAPLES 


RC, 


use 


¥ VV wi 
NT VA I Oy 
STAPLING 


MIACTIINES 
ND STAPESS 





These new DJ-340 Staples are specially made 


for these new NEVA-CLOG machines by ’ 

patented process. Accurate as to thickness, J-30 FOLDER 
il’ ao y a oye Pang “ta = This colorful new display Extend your sales by 
will not a with or —de nan nag . e will help you increase your using these folders 
points are sharpened. They fit only these turnover. Made in Fade- in your mail, as a 
four NEVA-CLOG machines. A sales asset proof paints on heavy al . ae 7 
pet: wear, Met, Olack, bine, ler oat ‘hee 


Packed 5M in the new silver box with silver. It is free with your . : 
order if you ask for it. Li FREE — imprinted 


red and black design. - ; 
. sure to use it in your win use the attached 
Price 30c per M—$1.50 per box list. dow and on your counter. card. 


NEVA-CLOG PRODUCTS, INC. SAMPLE 
BRIDGEPORT, CONN. ORDER 
Please send sample order consisting of 2 J-30, 2 D-30, 1 D-40, 1 D-40X 
‘ machines and 10 Boxes of DJ-340 Staples. 
Send 250 circulars imprinted FREE with your order. 
J-30 [] D-30 DISPLAYS 


FREE with your order. 





iw. & 


Catalog showing Neva-Clog Stapling Machines and Staples. 











Please check desired items. 0 EIEN ORE Sy ee Sa 
ASE es ee | NEW COMPLETE CATALOG 
TIIliiii Litt iT Ti itttTiTTititiiiiiiitiittiiltt ; If you have not the com- 
scouseoscuubesecttvevtsssoode--eeeeeoeccccccs-ccccoacas,. _"aumnnssueeennevescannecsoussessonnevecensscconsnecceonsneees plete NEVA-CLOG catalog 
° and sales manual—vwrite 
idieeianesttnntiliantindiintsencinnctocceceseateuneenni idl. TER. cecediudjdlilignitinevaniittbesnimacemngtenanies for it. 
Form 0-9 : 
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SMITH-CORONA’S RODEO SALES CONTEST 

A sales contest is being conducted by the L. C. Smith 
& Corona Typewriters, Inc., in which dealers of Corona 
typewriters and Corona adding-listing machines are 
competing for cash prizes and merchandise prizes 
amounting to $12,000. The contest has been organized 
as a Rodeo, the literature being decorated with cow- 
boys, brands and other symbols of the cow puncher. 

The contest started August 1 and will end September 
30, 1935. All Corona typewriter dealers on record July 
31 are entitled to qualify. Dealers of comparable sales 
possibilities have been grouped into Corrals, and each 
dealer will compete with the dealer in his corral against 
individual quotas which have been assigned to each 
dealer. Dealers are called “Buckaroos.” The different 
Corrals are Mesquite, Sage Brush, Dry Hole, Wild Horse, 
Lobo, Pinto and Bison. 

Smith-Corona branches are called Ranchos. These 
Ranchos are grouped in Ranges, and to the Rancho in 
each range which makes the highest percentage of its 
rodeo quota a prize will be awarded. There are also 
prizes for “Riding Bosses” (branch office wholesale 
salesmen) and for “Line Riders” (home office field rep- 
resentatives). 

2. 
NEW ADVERTISING PIECE FOR ARTILITY 

Artility Metal Products, Inc., Elkhart, Ind., manufac- 
turer of steel posture chairs, is now distributing a new 
advertising piece to the trade which shows recent de- 
velopments in soft upholstery. The company also an- 
nounces that a new piece of literature is in the course 
of preparation which illustrates and describes several 
new models as well as those previously displayed. 








WEDDINGS 


CARLSON-FLEET 
The marriage of Miss Dorothy Jean Fleet, daughter 
of Claude Fleet of the Eberhard Faber Pencil Company, 
to Ray Wilhelm Carlson, will take place at 4 o’clock 
Saturday afternoon, September 7, at St. Luke’s Epis- 
copal church, Minneapolis, Minn. 
canada 
TORELL-ANDERSON 
Announcement is made of the wedding of Irving J. 
Anderson, buyer for Chandlers’, Evanston, Illinois, and 
Miss Mildred Torell on August 24 at Ebenezer Lutheran 
church, Chicago, Illinois. 
-———~@ | 
TRUEHAUF-TIFFANY 
Miss Cleda Truehauf, Los Angeles, Calif., was mar- 
ried July 22 to Elmo Tiffany, a salesman for the Savel 
Commercial Stationery Company. 








DOC STORK 


MASTER GREENSPAN 

Another young and lusty stationer came into being 
last July 25 at the Passavant Memorial Hospital, Chi- 
cago, when young Master Edwin Selig Greenspan was 
born. The youngster, who weighed six pounds ten 
ounces, is the son of Max Greenspan, of the Utility 
Supply Company, Chicago. 

- ——~> 
MASTER MERRILL ZENNER 

An unusual birthday announcement comes from 
S. M. Zenner, of the Crown Office Supply Company, 
Chicago. It is printed on a stock certificate form and 
announces the advent of Master Merrill Zenner, born 
at Mt. Sinai Hospital, Chicago, August 8, 1935. 
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Used and recommended by the 


Trade for Half a Century 


Where Quality Counts 


“M&V” typewriter ribbons and carbon 
papers are the most outstanding on the 


market today. 


The element of superiority is conveyed 
in every impression from “M&V” rib- 
bons and in every copy from “M&V” car- 
bons. There is the same element in 
“M&V” business policies. We cooperate 
with and protect the trade in every pos- 
sible way, meeting every condition and 
filling every requirement. The splendid 
“M&V” brands, every one standard in its 
price class, are reliable and best aids in 
establishing a profitable and permanent 
office supply business. 


Write for catalog, prices and complete 
information. 


Agencies Throughout the World 
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MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 




















SMART SECRETARIES 


AND OLD FASHIONED EQUIPMENT 
ARE NOT COMPATIBLE! 


Your secretary, too, will enthuse over the amaz 
ing naturalness of your voice on this new trans- 
scribing instrument. 

Given its attractiveness by the industrial de 
signer, Stanford Briggs, and its efficiency by 
Dictaphone engineers, its Nuphonic* Reproduc 
tion is a revelation in voice clarity. To appre 
ciate that statement it must be seen and heard. 

Secretaries, the country over, declare it the 
greatest achievement since the invention of the 
Dictaphone. Hearing it for the first time, the 
clear-cut purity of tone seems almost unbeliev- 
able 

Ask your secretary to see and hear this new 
instrument. We can have one on her desk in a 
few hours after she phones us. Write or phone 
for your copy of the Nuphonic Progress Port 


*Nuphonic Reproduction —a new development of the 
Dictaphone laboratories—gives a new standard of 
voice clarity such as secretaries have never before ex- 


perienced. 
D tar h e S n OA9 
Ts - nT » 
t eX) New 
I want é 


THE NEW B-12 
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The word DICTAPHONE is the Registered Trade-Mark of Dictaphone Corporation, 
Makers of Dictating Machines and Accessories to which said Trade-Mark is Applied. 
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PASSED AWA Y 





THOMAS A, EDISON, JR. 

Thomas Alva Edison, Jr., son of the famous inventor, 
passed away suddenly August 25 at Springfield, Mass. 
He was fifty-nine years old, and succumbed to a heart 
ailment. Mr. Edison was returning to his home at East 
Orange, N. J., from a visit to the summer home of 
Charles Edison at Sunapee, N. H. 

Surviving are his widow, Mrs. Beatrice H. Edison; a 
sister, Mrs. Marion Oser, Norwalk, Conn.; a brother, 
William L. Edison, Wilmington, Del.; two stepbrothers 
—Charles and Theodore, Llewellyn Park, West Orange, 
N. J.; and a stepsister, Mrs. John E. Slone, Llewellyn 
Park, West Orange. 

F. H. MIX 

F. H. Mix of the Joseph Dixon Crucible Company 
passed away last August 11 following an attack of 
pneumonia. 

Mr. Mix, who was born in 1873 and had been con- 
nected with his firm since 1909, was stricken ten days 
before his death. A severe cold failed to respond to 
treatment and rapidly developed into the illness which 
caused his end. He is survived by a widow. 

The Dixon bulletin, in relating Mr. Mix’ years of 
service with the company, said: 

“Fred Mix was a loyal friend whom we shall mourn 
a long time. We who have known him for all these 
years of close business association are well aware of his 
high character. His death leaves a gap not easily 
filled.” 

Funeral services were held from the Mix residence 
at 260 Parkville avenue, Brooklyn, New York. 

JAMES E. CUFF 

James E. Cuff, a wholesale stationer and newsdealer 
of Danbury, Conn., lost his life in an automobile acci- 
dent August 8 near Albany, N. Y. His car overturned 
when he lost control because of the glare from an ap- 
proaching car blinded him temporarily. Two friends 
with him suffered severe injuries. 

Mr. Cuff was prominent in democratic politics in 
Fairfield county, Conn. He was born at Danbury, 
Conn., in 1871, and entered the stationery business with 
his brother more than forty-five years ago. 

Surviving are his widow, Mrs. Mary T. Cuff, and five 
daughters—Mrs. John J. Deakin, Mrs. John J. Allen, 
Jr., Mrs. Gideon C. Roy and the Misses Anita and Mary 
Cuff. 


H. M. JOHNSON 

H. M. Johnson, salesman for the Joseph Dixon Cruci- 
ble Company since 1907, died following a short illness 
at his home, 156 Westminster avenue, Detroit, Mich.., 
last August 10. 

Mr. Johnson had a wide circle of friends throughout 
the country and was one of the veterans in the Dixon 
ranks. In speaking of his passing the Dixon Bulletin 
said in part: “One of Dixon old-timers beloved by all 
Dixon sales organization.” 

Mr. Johnson, who was seventy-eight years of age at 
the time of his death, leaves a widow and two married 
daughters. Funeral services were held from the Boyd- 
ston Parlors, 4227 Cottage Grove avenue, Chicago. 

GUSTAV H. OTTO 

Gustav H. Otto, who conducted an office furniture 

business at 236 West Lake street, Chicago, IIl., passed 





ns. 











SEPTEMBER, 19 157 





Se 


—— 





AMESCO Routers accurately made 


- 


TRUE MARK R inbons € Carbon Paper 


Rien: ritin’ 


As simple as "Readin” - "Ritin” and "Rithmetic", 
Accurately made rollers and good ribbons 


produce these perfect results. 


be h O your Customers 
CnVO! FF specify these Top Quality Products— 


AMESCO Platens 

TRUE MARK Ribbons & Carbon Paper 

The new ARISTOCRAT—Reduces typewriter noise 50%. 
MERCURY Brand Pure Silk Ribbons 


Please write for details 


Ames Supply Company 


37 Murray Street 564 W. Randolph Street 583 Market Street 
New York, N. Y. Chicago, Ill. San Francisco, Calif. 





Atlanta Cincinnati Dalles Houston Mexico, D. F. Philadelphia Seattle 
Cleveland Denver London, Eng. Minneapolis Pittsburgh Washington, D. C. 


Boston 
Los Angeles 
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WoRLD’ S CHAMPIONSHIPS 
Won on the WOODSTOCK 


1934 


MISS MARIE THIEM 
World’s Champion School Typist 









MISS DOROTHY DOW MISS ALICE ZIKA 


* 
World's Champion School Typist A = World’s Champion School Typist 
aa 


1933 af ge, too 1935 


STUDENTS OPERATING WOODSTOCKS 
Won the World’s School Typing Championship in the last three annual 
INTERNATIONAL COMMERCIAL SCHOOLS CONTESTS 


N addition to these top awards Woodstock student erence for the Woodstock, has built and will con- 
j operators took nine of the fifteen awards in tinue to build a tremendous market for you. 
events entered, in 1933; in 1934 they captured Genuine Factory Rebuilt Woodstocks 
live first places out of six events entered; and in 1935 offer Dealers everywhere a Wonderful 
they won nine of the eighteen awards for which they Opportunity for Profit 
competed. Score for three . 
Operators trained on the 


conseculive years more 


Woodstock will demand the 
machine their experience 
has taught them to depend 
upon with such confidence. 


awards than were won by 
students on all other makes 
of typewriters combined. 

As a dealer you should be 
intensely interested in what 
Woodstock has done, 


through the nation’s schools, 


If you are not getting your 
share of this business you 
are losing valuable profit 
opportunities. Genuine 
Factory Rebuilt Wood- 
stocks are priced to give 
your trade wonderful values 
and you a fine profit. 


to popularize the product 
with new thousands of com- 
mercial students every year. 
This activity and this de- 
velopment of operator pref- 





If you do not have our last Wholesale Price List, write for it today. 





Woodstock Typewriter Company 


SIX NORTH MICHIGAN AVENUE ° ° ° CHICAGO 
Branches in All Principal Cities Distributors All Over the World 
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away August 2 at St. Luke’s Lutheran hospital, Park 
Ridge, Ill. He was president of the Office Furniture 
Dealers’ Club of Chicago, and a member of the Free- 
mason fraternity. Mr. Otto was a world war veteran. 

Surviving are his widow, Mrs. Emma Otto, and two 
children—Robert and Marilyn. 

J.S. M. RIDLEY 

J. S. M. Ridley, Toronto, Canada, passed away sud- 
denly some weeks ago from a heart seizure. He had 
been manager many years of the export department of 
the Canada Ribbon & Carbon Company, Ltd., Toronto. 
He was in his seventieth year; a charter member of the 
Rotary club. Prior to his recent activity, he had been 
manager many years of the Underwood Ink Company, 
Ltd. 


y y y 
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GRAHAM DIES IN AUTO CRASH 

Gilman Graham, former employe of the Rockford 
Printing and Supply Company, Rockford, Ill., and the 
Weber Book Store, Galesburg, Ill., was killed in an 
automobile crash in the latter city last month, accord- 
ing to meager dispatches received. 

— --— ES 
“SANTA FE STATIONER” 

From the Santa Fe (N. M.) Book and Stationery 
Company there came last month copy of a new house 
organ under the July date line. It is called the Santa 
Fe Stationer and is designed to acquaint home folks 
with the company’s preparedness to supply all their 
office needs. And to furnish good books for their rec- 
reational hours. 

The little publication is unpretentious and inexpen- 
It is done on a Mimeograph, both text and illus- 


Sive. 
tration. Buff covers, and a few pages of Mimeograph 
stock 8% by 5inches. Each page shows an appropriate 


cartoon to illustrate some point of the material pre- 
sented. The inside cover bears a friendly message from 
Mr. E. B. Healy, president of the company. 

Through the pages certain things of the company’s 
stock are singled out for special mention. The inside 
back cover is devoted to humor under the heading, 
“We Take Time Out for Fun.” 

In most all respects the Santa Fe Stationer is similar 
to other such publications, but it is a bit different in 
the phrasing, which is good selling talk in the form of 
friendly conversation. Folksy. Informative and con- 
vincing. In the July number office furniture, Globe- 
Wernicke Tri-Guard files and Globe-Wernicke visible 
systems, Faultless loose leaf binders, the Edison-Dick 
mimeograph, the Royal Victory portable typewriter, the 
Machine Repair Department and certain books are 
brought to the reader’s attention. 

We predict that the Santa Fe Stationer will be well 
received and will pay its own way. The Santa Fe Book 
and Stationery Company is one of the most enterpris- 
ing concerns in the Southwest. It has exclusive agen- 
cies for several leading office equipment manufacturers. 

cnienrtiiiteimanatie 


SMALL HITS SOUTHERN TRAIL 

From the Fulton Specialty Company, New York City 
and Elizabeth, N. J.. manufacturers of rubber stamps, 
daters and stamp pads, comes the news that “Uncle 
Charley” Small, perennial traveler in the South and 
southwest territory for many years, started his Fall 
and Winter swing around his territory last August 17 
and will be on the road until the middle of December. 
Mr. Small was enthusiastic about the sales prospects 
of the Fulton lines for Fall as much of this merchan- 
dise sells in quantities around the holiday seasons. 
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SPOTSEALD 

ADDING 

MACHINE 











SEALED ON A SPOT 
TEARS ON A DOTTED LINE 


EROEE teen 
ee : 
WITH A STOP SIGN AT 
THE END OF THE ROLL 


mm ooo | % 


® There's no waste of 
tape or time in opening 
‘*‘Spotseald’’ Adding 
Machine Rolls... Grasp 
a corner — tear on the 
line ... that’s all! A 
couple of inches of tape 
—a couple of seconds 
of time... it’s done. 


And there’s no excuse 
for printing totals on a 
bare platen, either! For 
three whole feet from 
the end of each roll there 
runs a red stop signal 
.a red band on each 
edge that says ‘‘Have 
another roll handy.” 


‘‘Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- 
tion and prices. % 


ROCKWELL-BARNES- 


1511 West 38th Street 
CHICAGO 
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VALUABLE PAPERS REMAIN VALUABLE 
ONLY WHEN INTACT 
THERE IS NO SUBSTITUTE FOR EYELETS 





EYELET REMOVER 





THE NEW 


K- 


Eyelet Punch 
$950 


including 
200 eyelets 





so easily applies, removes, 
opens them for the purpose 
of adding sheets to the docu- 
ment, and re-seals them. 

Simple: Just put a “Chal- 
lenge” Eyelet on the perforat- 
ing pin, slip the papers to be 
fastened between the jaws 
and squeeze the handles 
twice. “K-O” will also re- 
move and redeem the “Chal- 
lenge” eyelet. 

Guaranteed to give at least 
five years perfect service pro- 
vided genuine “Challenge” 
Eyelets are used exclusively. 


STATIiOownNegés® § 


The finer appearance of "K-O" 
eyelet fastenings sells and re- 
sells the "K-O" Punch. Get 
this business and the re-orders 
for "Challenge" Eyelets. 


Edw. L. Sibley Mfg. Co., Ine. 
BENNINGTON VERMONT 


Since 1886 


“Nothing But Our Own Creations” 











OFFICE APPLIANCES 


VALUABLE CATALOGUE BY GLOBE-WERNICKE 

An attractive, new illustrated catalogue of steel 
Shelving has been mailed to the trade by The Globe- 
Wernicke Co. 

In the letter to dealers, H. H. Wittstein, vice-presi- 
dent in charge of sales, points out the many opportu- 
nities to sell steel shelving, which can be used by almost 
every kind of business—manufacturing, wholesale and 
retail. 

“This line of merchandise has tremendous possibili- 
ties for increasing the sales and profits of office equip- 
ment dealers,” he says. “There are innumerable uses 
for this product, which has many definite advantages. 
It does not burn nor deteriorate and lasts a business 
lifetime. Shelving is easy to figure and easy to erect. 
Additional units can be obtained for expansion, and 
shelving may be taken down and reset with 100% sal- 
vage. The only tools needed are a wrench and a screw 
driver. 

“In many communities no one has ever made a seri- 
ous effort to sell steel shelving, and a large amount of 
business can be had. There are scores of prospects in 
every city, particularly for small installations, which 
offer a more attractive margin of profit than larger 
jobs.” 

Dealers desiring a copy of the new steel shelving cat- 
alogue should write to The Globe-Wernicke Co., Cin- 
cinnati. 

a oe a 
ADVERTISING PHILOSOPHIES 

Making use of quaint sayings, maxims and bits of 
philosophical advice, a series of clever advertisements 
has recently been put into effective function by the 
Ivan Allen-Marshall Company, Atlanta, Ga. 

The mailing pieces containing the printed matter are 
in the form of blotters, 342x614. They are white with 
a blue border and bear a picture of the company build- 
ing. Each one has a different message to impart and 
they can be sent to customers and prospects in series 
if desired. 

Choosing at random from a stack of the blotters, one 
finds the following: 

“In 1895, forty years ago, our company sold the first 
Edison-Dick Mimeograph and Duplicating Supplies in 
Atlanta. It was the best in ’95—it is the best in ’35. 
Our forty years of filled orders would fill a room.” 

“Please don’t smoke cigars in this office unless you 
have 2,” reads another, while a third bears this sage 
warning to laggards: “The Bee, from his industry in 
the summer, eats Honey all the winter.” 

And, just to balance the picture, here is a fourth: 

“Work hard eight hours a day and don’t worry ... 
then you can become the boss and work sixteen hours 
a day and have all the worry.” 

ee 
MARVIN ADDS TWO NEW LINES 

The Marvin Envelope & Paper Company, 626 Federal 
street, Chicago, has recently added two new lines to 
their stock. The first is Monoplane watermarked Sul- 
phite bond and Pennsylvania unwatermarked Sulphite 
bond in all sizes, colors and weights. These papers, 
which are carried in standard cut sheets for the sta- 
tionery trade, are manufactured by the P. H. Glatfelder 
Company, Spring Grove, Penna. 

The second line added is a Bogus Bristol which also 
comes in all sizes, colors and weights. Both these new 
numbers will be contained in the new Marvin price 
book which will be on the press within the next two 
weeks and will contain the largest number of pages 
since the company entered the paper field in 1922 
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NATIONAL “TUMBLER” ITEMS 


NOW AVAILABLE 

















eee eer TUMBLER ANALYSIS PADS 
Be eg a No. 5202E Series 50 Sheets to Pad 
ieee es es Seed EYE-EASE Hammermill Bond 
i Se etatet ett etait Sd did These new pads are popular because the coiled wire 
i SSS 3 binding permits sheets to turn back easily and to lie flat 
E = Siete for easy writing. Ruled in restful brown and green color 
SS pattern, every fifth line heavy, with units and item space. 
& “fever tee de esses bebe tio See pages 102-103, Catalog No. 29. 
No. 5202 Series 
rasmnennnentennanenennneton TUMBLER STENO BOOKS 
saad es | Nos. 3734 and 3736 Series 
see ae EYE-EASE Paper 
Seen. oe A wonderful seller. Lies flat for speedy notes, 


stands upright for easy transcription. The green- 
white ‘‘Eye-Ease” paper, ruled in restful green 
ink, is kind to the eyes. 

No. 3736 series, 6 in. by 9 in., 72 leaves ruled 
wide or narrow faint, with or without center line. 
-4 No. 3734 series, 43/4 in. by 9 in., 80 or 100 leaves, 
Nos. 3734-3736 Series ruled wide faint. See page 118, Catalog No. 29. 


_ rem TUMBLER INVENTORY PADS 


. as No. 7100T Series—50 Sheets to Pad 
Et Users like the convenience of this new Inventory 
oa ; Pad. Tumbler coiled wire binding permits sheets 
to fold back and lie flat. Stiff covers provide good 
~ 7 writing surface. This unit permits giving each 




















individual (taking inventory) a pad with no danger 
of sheets being lost. Sheets lithographed in 


green—size 12 in. by 91% in. Ask for number 
No. 7100T Series 71 OOT. 


_ pecans 
= 4 
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TUMBLER LEGAL PADS 
No. 3100T Series—50 Sheets to Pad 
EYE-EASE PAPER—Ruled both sides 


Selling like hot cakes. Coiled wire binding 
permits sheets to lie flat for easy writing. 
Stiff covers top and bottom mean no curling, 
no soiled sheets, no waste. Tumble head 
ruling permits continuous writing on both 
sides, until brief is completed. Keeps briefs 

in consecutive order as written. See page 
=< 104, Catalog No. 29. 
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No. 3100T Series 
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NATIONAL BLANK BOOK COMPANY sea 


Bound Books—Loose Leaf—Visible Records—Machine Bookkeeping Equipment 


NEW YORK HOLYOKE, CHICAGO 
100 Sixth Ave. MASS. 328 S. Jefferson St. 
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No. 1806 
$6.00 


No. 1804 
$6.00 





No. 1801 — complete with clock — $9.75 
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ANNOUNCING BEAUTIFUL_“ Vew SENGBUSCH ( | 


DIP-A-DAY DESK SETS 


AND ATTRACTIVE NEW “DISPLAYER” FOR YOUR COUNTER OR WINDOW 


The Modernistic Design of these New Metal Desk Sets, finished 
in flashy Chromium with Black, Red or Green Enamel Trim, creates 


NEW BEAUTY — NEW DURABILITY — NEW UTILITY — NEW SALES APPEAL 





No. 1805 








$6.00 


No. 1800 
$5.75 





No. 1802 — $6.00 





You get the Displayer and one (1) $6.00 Chrome Desk Set for 
$4.75 net, with a purchase of five (5) or more Chrome Desk Sets 
at your customary trade discount. Attractive circulars in colors 





FREE with your imprint. 








@ All Chrome Dip-A-Day Desk Sets are packed complete in gayly 
colored, silver striped boxes for ideal gift appeal. © Above prices 
include stainless steel pen. @ 14-K Gold iridium point pen avail- 
able at proportionately higher price. @ All inkstands are made of 
hard rubber and are self-closing. @ They are Chrome trimmed to 
match bases. @ No. 43 pen and socket are also Chrome trimmed. 


Write for full details on this new money maker. 


SENGBUS CH 


SELF-CLOSING INKSTAND COMPANY 
915 SENGBUSCH BUILDING MILWAUKEE, WISCONSIN 
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PACIFIC NORTHWEST NEWS NOTES 

A remarkable uptrend of business in Seattle and the 
entire state of Washington this summer is reflected in 
a survey recently completed by the Seattle Chamber 
of Commerce. With stationers and other office equip- 
ment dealers sharing in the additional business, the re- 
port shows substantial increases in sales over a similar 
period of last year. 

> ” > 

With a large stock of stationery and equipment of 
the type used by the university co-ed and collegiate 
youth on hand, the Golden Rule Typewriter and Sta- 
tionery Company recently opened in a new store at 
4204 University avenue, Seattle. The establishment is 
within a stone’s throw of the University where 9,000 
students are enrolled. 

While on a recent visit to stationery and fountain 
pen dealers in Seattle, J. N. Black, sales manager for 
the Parker Pen Company, Janesville, Wis., told of a 
new advertising program his company will launch 
shortly. The new drive, Mr. Black said, will be the big- 
gest undertaken by the Parker Company since 1929. 

. . 

A new interior “sprucing-up” program will soon be 
under way at the A. E. Fransen Stationery Company 
plant on Third avenue, Seattle. According to “Art” 
Fransen, the proprietor of the busy stationery and 
printing business, the plans will include a redecorating 
of walls, ceilings and fixtures. 

* * + 

Continuing their nightly thefts despite police guards. 
burglars broke into the Bellevue High school, Seattle 
and stole eleven almost new typewriters. The theft 
follows a number of similar burglaries from other 
Seattle schools. 

* . . 

The Lowman-Hanford Company, one of the largest 
pioneer stationery houses in Seattle, has just renewed 
its charter, being the first company to apply for such 
renewal under the incorporation laws. A small sta- 
tionery store and printing plant were the major ele- 
ments from which J. D. Lowman and Clarence Hanford 
built the present-day business which ranks as the old- 
est retail establishment in Seattle and has remained 
under the same ownership for fifty-four years. Mr. 
Lowman continues to hold his interest in the business 
while L. N. Hanford, a son of the other founder, is 
president of the firm. 

Opened in 1881 the concern became a partnership 
one year later and a corporation in 1885. It now has 
several stores in the city and employs 200 persons in 
various capacities. The original charter, issued for fifty 
years, expired this year. 

James E. McRae, manager of the University Book 
Store near the campus of the University of Washing- 
ton, will extend the sales of personal libraries and sta- 
tionery supplies by holding a big contest this Fall. He 
is offering cash prizes to “U”’ students for gathering 
sets of books. 

> 7. 7 

F. G. Fink, branch manager for the Underwood Elliott 
Fisher Company, and his star salesman, R. R. Franks 
and M. M. Merrill recently journeyed to New York in 
the interest of their company. While in New York they 
attended several sales conferences and were guests at 
the Sales Camp on Long Island. 

* « > 

L. N. LePage, northwest representative of the Parker 

Pen Company recently congratulated the John W. Gra- 
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Bates Staplers 
are hanging up 
New Sales Records 





“Makes its own 


Staples.” 5000 
in one loading. 
Can't jam or 





clog. 


HE new model Bates Stapler— 
stream lined, with handsome gun- 
metal finish, and chrome base—has met 
with such a grand reception both from 
dealers and users, that new high sales 
marks are being made month after month. 
Here is a quality item that you can 
push all the time. Bates is the stationer’s 
own stapler. It is not sold around from 
door to door—you get the profit on the 
original sales, and each Bates Stapler 
you sell carries with it a fine profitable 
refill business. 

Now that office equipment business 
is on the up and up, it will pay you to 
feature the whole Bates line of quality 
products. 


The 


Bates Manufacturing Co. 
Orange, N. J. 
New York Office, 30 Vesey Street 


Bates Numbering Machines, Bates Indexes, Bates File Fasteners, 
Bates Eyeleters, Mun-Kee Stamp Pads, Bates Ink, Bates Eyelets 
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THIS IS THE MACHINE 


that is 
PAYING DEALERS 


if regular profit! 


A survey of hundreds of dealers, large 
and small, who have been selling the 
Remington Portable Adding Machine 
for a number of months in all sorts of 
territories, rural and urban, reveals that 
they are making a substantial, steady in- 
come from it. Many are building their 
businesses around this one item. 

There is no great secret in this. Simply, 
here is a wonderful, little machine for 
which there is a definite market, and 
which possesses features that make it 
easy to sell. 

Send the coupon for greater details 
about the Remington Portable and the 
liberal dealership offer! 








Remington Rand Inc. Date 
Buffalo, New York 


Please send me a copy of the Remington Portable Adding Machine 
dealership contract and literature descriptive of the machine. | un- 
derstand that this places me under no obligation. 

Name 


Address 


City 


AY 
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ham Stationery Company, Spokane, Wash., in becom- 
ing the largest retail pen distributing point in the Pa- 
cific Northwest. 

Managers of Western college bookstores, which are 
unusually large retail outlets for stationery and type- 
writers handled as school equipment, are to meet in 
Seattle in 1936. J. E. McRae, manager of the Univer- 
sity book store, Seattle, has been elected vice-president 
of the Western division of the National Association of 
College Bookstores at a recent meeting in San Fran- 
cisco. The delegates accepted his invitation to hold 
their 1936 meeting in the Edmond Meany hotel in the 
university district of Seattle. 


* « * 


The Desk Exchange, Seattle office equipment and 
furniture house of which Arthur M. Hansen is presi- 
dent, is moving into new quarters this month following 
extensive remodeling and modernizing of the building. 
The new establishment will be in the Collins building 
at Second avenue and James street. Alterations in the 
quarters will include the installation of a new entrance 
and a larger display room for the company’s extensive 
stock. 


* * . 


J. O. Freck, owner of the Freck Stationery and Print- 
ing Company, Portland, Ore., has taken a fine down- 
town location to mark a steady progress of the firm 
during the past decade. The new location is at 723 
S. W. Alder street and it provides fifty per cent more 
floor space.—CML 

— 
WINDOW DISPLAY DRAWS SALES 

Several sales of office equipment resulted recently 
from an effective window display contrasting pioneer 
offices with modern establishments at the Bramwell 
Company, Inc., Ogden, Utah. The window was installed 
at the time of the big pioneer days celebration which 
takes place annually in Ogden. 

The pioneer office was shown with a high stool and 
desk upon which rested the typical cuffs of the olden 
days. A rolltop desk with unsightly pigeonholes 
stuffed with papers and a littered floor added to the 
dismal sight. A swivel chair of wood bore the sign 
“gone to the ball game,” while another sign above the 
desk read: “Too hot to work—fish are biting.” 


This display was contrasted with a 1935 office 
equipped with modern filing cabinets, a noiseless type- 
writer, broad clean desk and comfortable chairs. Vis- 
itors to the store were shown about, given pamphlets 
and asked for their names for future follow-up—ATW 

> — 
MILWAUKEE CHAIR CATALOGUE OUT 

The Milwaukee Chair Company has just issued its 
new office chair catalogue—fifty-two pages of inter- 
esting chair information. It is handsomely bound in 
two color cover and is printed throughout in two colors, 
and includes twelve four-color display pages illustrat- 
ing fine office interiors. Many new numbers developed 
during the past year are shown. 

Fittingly, the Milwaukee Chair Company having 
made fine office chairs for over half a century, the new 
catalogue stresses quality in design and craftsmanship. 
The book may be obtained by dealers for their files 

- a 
HAEFS RECOVERING FROM ILLNESS 

W. F. Haefs, president of the Northwest Office Supply 
Company, Green Bay, Wis., is recovering from a severe 
illness which has kept him away from business since 
last April 
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Two brand-new fast-selling items 
have won places in the Oakville 
Yellow Box Line Don’t fail to 
stock them! 


FIRST. OAKVILLE PUSH PINS. 
In two finishes Aluminum 
and Crystal heads. Sharp-fine 
points firmly embedded in heads 
Each style packed six on a card in 
decorative display; one dozen cards 
in a display carton. Or 50 Push 
Pins bulk in a box. 


SECOND. COLORED THUMB - TACKS. 
Sharp, sturdy, decorative. Nickel 
plated or enameled in good colors 
blue, red, white and green. ACORN 
packed 12 on a block to retail for 5c; 
OAKLEAF packed 36 on a block to 
retail for 10c. One dozen blocks 
packed in a box 


NOTE: Colored Thumb-Tacks in 
size No. 3 only. Nickelplated 
Thumb-Tacks in sizes Nos. 2, 3, 4 
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Your customers recognize the Oakville Yellow Box 
line. They know how exactly it fills the needs of fast- 
moving modern business. Every item in the line is de- 
signed, made, and packed for speed in use and speed in 
sales. That means quick turnover and prompt profits 
for you. 


And that’s not the only reason why the Yellow Box 
Line is popular with dealers everywhere. Oakville’s 
merchandising-helps and policy of complete coopera- 
tion build sales and bring fair profits. One order and 
one shipment save you time, trouble, and shipping 
expense. 


Stock the complete Yellow Box Line on your shelves 
and benefit by faster turnover, larger sales and more 
profits. 


OAKVILLE COMPANY 


DIVISION SCOVILL MANUFACTURING COMPANY 
WATERBURY CONNECTICUT 
Pins, Clips, Fasteners, Thumb-Tacks, Tak-a-Pins, etc. 


CHICAGO SAN FRANCISCO 
in Canada—BROWN BROTHERS, Ltd., Toronto 2, Canada 


NEW YORK 
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SHIF-DEX is used advan- 
tageously in accounting, pur- 
chasing, sales, cost, credit and 
production departments. Banks, 
insurance and investment 
houses, publishers, department 
stores, manufacturers of auto- 
mobiles, metal products, 
appliances, textiles and 
chemicals, food and fuel 
companies, utilities, 
transportation, govern- 
mental agencies, relig- 
ious and educational 
institutions are 
users of Shif-Dex 
Equipment. 
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ISIBLE RECORD BINDERS 


WITH BUILT-IN AUTOMATIC SHIFT 


@ The latest and most efficent development in Visible Loose Leaf Prong Binders. 
Custom Built for years of active service. Precision mechanism . . . simple and positive. 
Formed steel back covered with polished and waxed fibre. Metal hinges with polished ball studs. 














Covers bound with Ironcloth . . . highest grade imitation leather over heavy genuine binders 
board. Edges of covers bound with stainless steel rims, rounded and polished . . . a lasting protection. 
Index Sheet Size | 2 Capacity Binders Index Sheet Size 3” Capacity Binders 
~ 12%, x 10% $S132101, | $18.00 12'5x 10's $S133101, $21.00 
15'6 x 10'4 $S162101, 20.00 15'5x 10% | SS163101, 23.00 
1815 x 1014 $S19210% | — 25.00 1815 x 1014 $S193101/4 28.00 








SPECIAL SIZES: For other sheet widths, less than 12° use 12" price; over 12° and less than 18", use 18" price. 


WILSON-JVONES COMPANY 
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EL PASO DEALER SELLS SERVICE VIA TRUCK 

Following out his theory that customers buy “service” 
as well as merchandise, W. J. Schaffer, owner and man- 
ager of the El Paso Typewriter Company, El Paso, 
Texas, and the local agent for Woodstock typewriters, 
recently purchased a new delivery truck. 

At the same time Mr. Schaffer said increased busi- 
ness necessitated the addition to his delivery and serv- 
ice department, and has also made necessary the em- 
ployment of three typewriter mechanics on full time. 
But the selling of service is paramount, he said. 








A New Price List! 


Within the next few days a new 
Fiberstok Price List will go to press 
and will be ready for distribution by 
October Ist. Completely illustrated, 
colorful and conveniently arranged, 





Truck Delivers and Advertises Woodstock Typewriters. this modern new Price l ist will be a 
This snappy vehicle was recently purchased by the El le so ° 
Paso Typewriter Company as part of a sales increase decided advantage to the dealer in 
program. | reducing sales resistance to a mini- 
. , . mum. 
“We believe that customers purchase service just as 
much as they purchase typewriters,” Mr. Schaffer de- Not that dealers who feature Fiber- 
clared, “and we bought this new truck in order to give stok Flat and Expanding Envelopes 


the quickest and best service possible. 
“While there is an increased demand for office furni- 
ture and supplies of all kinds in this territory we find 


and Filing Supplies encounter much 
sales resistance—for even the most 


an ever-increasing demand among our customers for | skeptical buyer is easily convinced 
the Woodstock typewriter and sales have risen consid- | that FiberstoK is the 
erably during the past few months.” . 

The El Paso Typewriter Company was established Standard of Quality 
in 1906. a ee in this industry. Every alert dealer 

CHICAGO MERCHANDISE FAIR | will tell you that 

The fifteenth Chicago Merchandise Fair was held at —— _ sesmn _— ; _ 
the Palmer House, Chicago, July 29 to August 9, inclu- Y¢ | C AN I Bl Y W RON( a 
sive. Several manufacturers in the commercial sta- WHEN YOU BUY FIBERSTOK 


tionery line were represented. 

The American Crayon Company, Sandusky, Ohio, dis- 
played crayons, water colors, colored pencils, leads, inks, 
paste, modeling clay, typewriter paper packets, etc. 
Russell K. Eversole was in charge. 

Rand McNally & Company, Chicago, showed library 
globes, atlases, maps and books for children. William 
Schoenberg was in charge. 


TEN NEW DISTRIBUTORS FOR SCRAM COMPANY 
The appointment of ten new distributors for products 
of the Scram Company, St. Louis, Mo., was announced 
recently by Harry Kranzberg, president of the company. 
At the same time Mr. Kranzberg said the exclusive 
distribution of Scram products has been given the | 
Puerto Rico School Supply Company, Rio Piedras, P. R. | 
The new distributors appointed are: 
A. C. McClurg & Company, Chicago; Irwin Paper 
Company, Quincy, Ill.; John Pilcher Paper Company, 
Joliet, Ill.; Carpenter Paper Company, Omaha and Lin- 
coln, Nebraska; Lincoln Drug Company, Lincoln, Ne- NATIONAL FIBERSTOK ENVELOPE CO. 
braska; Kipp Brothers Company, Indianapolis; John 429-447 Moyer Street, Philadelphia, Penna. 
Leslie Paper Company, Minneapolis, and the Zellerbach Ch Warehouse Los A Warehouse 
Paper Company, Los Angeles SS oo 7 oS See 
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In Finland stenos blunder, too, 

But bad mistakes don’t make them 
blue, 

Because no matter how they start 

They finish well—they know the art; 

For changing errors they rely 


With confidence, on the TRI-PLY! 


EVERYONE who uses a typewriter 
makes mistakes and every mistake should 
be corrected. 

This is why WELDON ROBERTS 
ERASER No. 399 TRI-PLY is sold in 
tremendous volume to typists the world 
over. From France to Finland, from 
America to the Antipodes, this versatile 
eraser is an outstanding favorite because 
of the unique and original idea which it 
embodies. 

Two plies of red eraser take care of pencil 
marks and carbon smudges and in be- 


tween these plies is a center ply of soft 
gray rubber for erasing errors in ink or 
typewriting. 

Display Weldon Roberts TRI-PLY alone 
or with your typewriter supplies. See how 
The other items in 


quickly they move. 
this comprehensive 

eraser line, for 

other uses, are also 

as quick-selling 

and as profitable. 

Write us for cir- 

cular and prices. 


WELDON 
ROBERTS 
RUBBER CO. 


America’s Eraser 
Specialists 


Newark, N. J. 
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NEW ENGLAND TRAVELERS’ NEWS 

Mrs. Guy Hart, wife of a popular member of the New 
England Travelers’ Club, is recovering from a siege of 
serious illness following a major operation performed 
last month. The travelers unite in wishing her a com- 
plete and speedy recovery. 

* ” . 

Ted Snow’s wife, who has been critically ill in a hos- 
pital for the past several weeks, is definitely on the road 
to recovery. Acting on a physician’s orders, Mrs. Snow 
is now permitted to sit up for a few minutes each day 
as she gradually gathers strength. 

* - * 

Members of the club are jubilant over a letter re- 
cently received from A. F. Rebhan, regional governor 
of district No. 1, thanking the organization for its aid 
in making the recent Boston convention a success. The 
letter said in part: 

“After a let-down on activities since the regional con- 
vention, I wish to express my appreciation of the splen- 
did cooperation of the travelers who made the conven- 
tion a success and personally, I feel honored to have 
the support of this outstanding organization.” 

* * » 

The annual outing of the Rhode Island Stationers 
Association held at the Warwick Club, Warwick, R. IL., 
July 24, again proved the spirit of the Association mem- 
bers. 

There were almost 300 members of the trade in at- 
tendance and a wonderful time was provided for all 
by the hard-working committee composed of Alex. 
Agronick, Capitol Stationery Company, chairman; W. 
R. Dolliver, Providence Paper Company; Walter Wilson, 
Preston & Rounds; Lurena Adams, Providence Paper 
Company; H. R. Spooner, Arthur C. Arnold, Inc.; Nate 
Weiss, New England Stationery Company; Benjamin 
Agronick, Bene, Inc., and Mae Sullivan, Sullivan Office 
Supply Company. 

* - * 

Guy Hart is to be congratulated upon his recent ap- 
pointment as a member of the Board of Managers of 
the Quincy City Hospital. This is a high honor for 
Guy and carries a burden of responsibility which he is 
well capable of handling. 

a « * 

The above news items were gleaned from the N.E.T. 
Club News, official organ of the New England Travelers 
Club. 

— oe — 
MILLER LINE PERSONNEL CHANGES 

Four new personnel changes undertaken in line with 
a nation-wide expansion program were recently an- 
nounced by the Miller-Bryant-Pierce Company manu- 
facturers of ribbons, carbon papers and stencil inks, 
Aurora, Il. 

Harry J. Garrett, veteran Miller Line service repre- 
sentative, has been appointed manager of the Atlanta 
branch with orders to obtain additional floor space 
there. 

James A. Roland, of the Indianapolis branch has 
been transferred to Oakland, Calif., and Paul J. Phil- 
lips made manager of the Indianapolis office. A. J. 
Meyers will go to Memphis, Tenn., to fill the vacancy 
there created by the transfer of Mr. Garrett. 

animate 
HONOR ROLL OF “E-O” VETERANS 

The lounge room of the Grand Haven recreation 
building of the Eagle-Ottawa Leather Company is to 
have an honor roll of members of the organization who 
have seen military service in the Spanish-American and 
world wars. 
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HERE’S INDEXING THAT IS 
“Versatility PLUS 





on 


Trade 


Quick selling 
RAND MAKE-UR-OWN 
ALL TRANSPARENT 





INDEX TABS.. 







A MODERN 
EVERY TYPE 


5 . eae — GEE= = ease : 
eS - —peseerenees 


eee 
cS 








IDEA FOR 
OF RECORD 














<< Few are the products with this breadth of sales 


- 


and profit possibilities and swiftness of appeal. 


Ne Almost every customer you can name is a 
hot” prospect for Rand Mak-ur-own Index 
tabs... and one glance at their versatility 


reminds him instantly of numerous spots 
among his records that need modern, “in- 
dividualized” indexing. 

Mak-ur-own Index Tabs are ALL trans- 
parent celluloid and can be attached any- 
where without obscuring printed matter. They have 
flexible celluloid skirts that bend with the indexed 
sheet and, therefore, do not tear. Anybody can attach 
Mak-ur-own Index Tabs—they are automatically self- 
aligning. Removable labels permit changing index 


whenever desired. This modern idea in indexing has 





no limits of application . . . sells readily from a simple, 
brief demonstration ... pays an attractive profit. 

A COMPLETE LINE FOR EVERY NEED 
Mak-ur-own Tabs are available in three styles; Six- 
inch Strips from which any size may be cut 
instantly—three extensions—seven colors. 
Shield Tabs for use where quantities of 
uniform size tabs are needed—one exten- 
sion—four sizes—six colors. Printed Insert 
Tabs in 6-inch strips, to be cut apart into 
individual tabs—sets of 26, 50, 75 and 100—division 
A-Z, 1 to 100 numerical, 1-31 daily, 12 months, 52 
states and territories. 

See Mak-ur-own Index Tabs yourself... test them... 
send for generous supply of samples TODAY. 
Safe & Equipment Co., Inc., North Tonawanda, N. Y. 


Victor 








RAND Mgkh-Uxr-Own . 


ee. we ee eee | 
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32ND ANNUAL NATIONAL 


BUSINESS SHOW 


October 14th to 19th, 1935 
COMMERCE HALL 


Port Authority Building 
Eighth Ave. and 15th St. 
NEW YORK 


Featuring the latest methods, machines 
and equipment for meeting the business 


administration needs of today 





National Business Show Company, Inc. 


America’s Efficiency Exposition 
Frank E. Tupper, President 


50 Church Street New York, N. Y. 
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STEEVES GOES TO KANSAS CITY FOR ROYAL 

With a career of twenty-four years in the typewriter 
field behind him, S. M. Steeves has been appointed 
manager of the Kansas City office of the Royal Type- 
writer Company. 

Mr. Steeves started in the typewriter business with 
another concern in 1911, joining the Royal Company 
ranks in 1925 as manager of the Toronto, Canada, office. 
After the company closed the office in Toronto, he was 








S. M. Steeves 


made manager of the Cincinnati office and later han- | 


dled the Interfold machines for a short time. 


In the | 


months preceding the new appointment Mr. Steeves | 


worked out of the Chicago office as a salesman. 

Aided by a new sedan which he has just purchased 
Mr. Steeves plans to cover the Kansas City territory 
like it was never covered before, according to J. L. Mc- 
Donough, western supervisor of the portable depart- 
ment of Royal. 

> 
FRIDEN APPOINTS NEW DISTRIBUTORS 

The Friden Calculating Machine Company, Oakland, 
Calif., has recently announced the appointment of sev- 
eral more distributors for its products in various sec- 
tions of the country. 

Those appointed and their headquarters are as fol- 
lows: 

W. P. Davis, Buffalo, N. Y.; Hugh Ridell, Wilkes- 
Barre, Pa.; T. K. Hobson, owner of the Chattanooga 
Typewriter Company, Chattanooga, Tenn.; Hutton 


Business Service, Greensboro, N. C.; W. A. A. Johnston, | 
Knoxville, Tenn.; Ralph Reeves and E. E. Scarboro, At- | 


lanta, Ga.; W. R. Gingala, Indianapolis, Ind., and Wav- 
erly and Miss Lulie Dickson, Washington. 

-_———~<-- --- 
“HAPPY MAC” BACK IN THE STATIONERY FIELD 


was a successful salesman for the J. L. Hanson Com- 
pany, has returned to his former connection after a 
few years in another line. He makes his home in Los 
Angeles and travels from Denver west. Besides the 
J. L. Hanson Company, Mr. McLaughlin represents G. J. 
Aigner Company, Chicago, and Seneca Falls Rule & 
Block Company, Seneca Falls, N. Y. 
—_—_—<——____ 
OKLAHOMA DEALER SEEKS E. C. CARLSON 


Paul Haggard, proprietor of the All Makes Typewriter 
Exchange, 630 Security building, Oklahoma City, is 
seeking the present whereabouts of E. C. Carlson, a 
typewriter repair man formerly in the employ of the 
company. Mr. Carlson is described as about forty years 
of age, five feet, eleven inches in height, weighing about 
135 pounds. He has dark hair and is said to be par- 
tially bald. 


..... AND THE 


DORSON Jr. , 


| Impressions 
E. E. “Happy Mac” McLaughlin, who for a dozen years | 
| factory Service 





YOUR CARBON AND 
RIBBON DEPARTMENT 


Can be placed on a paying basis with 


| 
| 
PROTYPE and ZIPIT |) 
| 








Clean, Uniform, Long Wearing Carbons | 
and PROTYPE Super Wearing Ribbons HH 


Good salesmanship is only half the battle in 
Selling Carbon and Ribbons—it takes a quality | 
product to bring repeat orders and only repeat | 
orders will build a permanent business for you. 


Therefore 


Why not sell products made by an expert in i 
his line, who has always maintained his high | 
standard of quality? 





Carbon Papers and Typewriter Ribbons devel- HH 
oped in the laboratories of L. A. Phillips pos- | 
sess a distinctive character that is immediately 
apparent to the user. 


P. A. (package appeal) has not been neglected. 


PHILLIPS PROCESS CO., Inc. 


Rochester, New York | 


| 
| 
Samples are convincing 
| 
82 St. Paul Street | 
















DATE IS SET! 


TIME 
STAMP 


Easy to Operate 
Gives Clean-Cut 


Long and Satis- 


Unconditionally 
Guaranteed 


Always ready for instant use. And it’s a little 
beauty—modern lines—case and base finished in 
beautiful long-lasting Chromium—light weight 
pure aluminum. Special Stamp [REST] in the base 
keeps type free from ink pad when not in use, pre- 
venting gumming or rotting of printing dial. Forty- 
hour lever clock movement, assembled in shock- 
proof unit. 
Send for detailed description 


DORSON TIME INSTRUMENTS CO. 
605 W. Washington Bivd., Chicago, Ill. 
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HENRICKS OPENS OWN STORE 
Roy C. Henricks, who has been selling office supplies 
and allied lines in Oklahoma City for the past fourteen 
years, has established a business of his own under the 
name of the Typewriter Sales Company at 100 West 
Third street, Oklahoma City. 


IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 








ap ¥v oe 4 
| \ FILES Mr. Henricks will handle used and factory rebuilt 
typewriters and typewriter supplies. He also plans to 
| FOLDERS furnish repair service for all makes of typewriters and 
as le adding machines. Among the lines he will sell are Old 
y GUIDES Dutch carbons and ribbons, Standard mailing ma- 
chines, Clarin folding chairs and Do/More posture 
L chairs. 
During his fourteen years of selling experience Mr. 
Henricks has been connected with the Standard Office 
STAPLES Supply Company, the Western Bank and Office Supply 
Company and, more recently, Branham’s, Inc.—ATW 
—_——g——__—. 
STAPLING DOUGLAS NOW MANAGER OF PAGE, INC. 
MA H. Dorsey Douglas, Jr., who spent eight months as 
CHINES assistant state director of the Federal Housing Admin- 
istration in Oklahoma, has been named office manager 
WASTE pa grea Page, Inc., peg ag aie 
r. Douglas was connected wi e Western Ban 
BASKETS . 





IN 


NEW YORK STOCK 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. | 

















The New Dopp-Craft 
Zipper Brief Case 
with the disappearing handles 


Here is a brief case that is proving itself popular among 
students and business men. It’s large and roomy, yet 





H. Dorsey Douglas, Jr. 


and Office Supply Company, Oklahoma City, when his 


not cumbersome to carry. Its three pockets and wide father, H. Dorsey Douglas, was president of that firm. 
expanding top allow for greater capacity. The a At the present time the senior Mr. Douglas is president 
when not in use may be pushed into the case, out of the of the News Dispatch Stationery and Office Supply 


way. Comes in Walrus top grain, grain split and smooth “ 
split. Our line covers every brief case, Zipper Binder Company, Shawnee, Okla. The Dorsey Company, Dal- 


and Envelope need and the prices are attractive. las, Texas, was founded eighty years ago by a branch 


We'll gladly send our catalog of the family —ATW 
ee 


"Ee Gees men _ SUNDSTRAND OFFICIAL VISITS CHICAGO , 
W. F. Arnold, sales manager of the adding machine 
division of Underwood Elliott Fisher Company, spent 
several days in Chicago shortly after the middle of 
August. He visited with R. B. Buswell, western division 
manager, members of the Chicago organization and 
Floyd Ransom, president of the Proveedor de Oficinas, 
S. A., Mexico City, Mexican representative of the 
Underwood Elliott Fisher Company. On his way back 
to New York, he stopped at Detroit to confer with mem- 
bers of the organization there. 
soem 
CARTER & ALLEN, INC., CHANGES NAME 

As a means of simplifying bookkeeping and records, 
the Carter & Allen, Inc., 318 West Washington street, 
Chicago, has changed its name to the Carter Paper 
Company, according to a statement issued by officials 
of the corporation recently. 

One of the oldest Illinois firms in its field, the Carter 
Paper Company has made no changes in the corpora- 
tion or in its executive staff. The change of name 


>. ; 
DOPI © RAKFKT went into effect July 1. 
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MASTER GRADE 


UNDERWOODS 


ARE NOW 
CHROMIUM PLATED 


MASTER GRADE again leads the way 


to faster and more profitable sales 


—with a new modern finish, chromium 
plated parts, precision built and choice 


of crackle finish front plates and white 


or black keyboards— 





and reasserting its world wide reputation 


as the finest rebuilt typewriter. 


THE WHOLESALE TYPEWRITER CO. 155 SIXTH AVE., NEW YORK, U. S. A. 


CABLE: SALETYPE, NWN. Y. 
EE SSS EL ec a cc a a A 
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HERE IT IS! 


Lowest Priced Full-Sized AUTOMATIC FEED Rotary Stencil 
Duplicator in the World ...Its a 


SPEED-O-PRINT 


FEW weeks ago we announced the coming of the new Speed-O-Print Automatic 
Feed Duplicator which would equal the performance of any other like duplicating 


machine and sell for a surprisingly lower price. Here it is—tretail price $32.50—with 
all modern improvements. Controlled registration, raising or lowering of print, 
stripper, inside inking and automatic adjustment for thickness of stock. Takes 





Fully 


postcard to legal size paper. 
guaranteed. 

Remarkable simplicity of design with compara- 
tively few working parts (less than any other 
duplicator on the market) permits this unprece- 
dented low price. Precisely constructed and sturdy, 
the new Speed-O-Print will turn out at least 5000 
copies an hour, producing excellent reproductions. 
Dealers, here is your opportunity to secure a large 
portion of the Duplicator Business in your section 
by selling SPEED-O-PRINT. 

NO ONE CAN UNDERSELL YOU 


Write today, we'll gladly 
send Illustrated Descrip- 
tion and Dealer Prices 


SPEED-O-PRINT CORP. 
180 W. Washington St. . Chicago, Ill. 








Speed-0-Print New Improved Hand 
Feed Model 


Full-sized rotary stencil duplicator. Utmost sim- 
plicity of design. Has all up-to-date features neces- 
sary for efficiency and fast work. Equipped with 
stripper and registration for accurate feeding. Prints 
to very top of paper or postcard. Inside inking. Im- 
pression roller on spring suspension, insuring equal- 
ized pressure and giving clean, even reproductions. 
Sturdy construction permits hard usage without 
getting out of order. Uses standard type stencils. 
Lowest priced legal sized rotary stencil in existence. 
Fully guaranteed in every respect 


Sopep 50 






Takes a Post Card to Legal Size Paper 
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COLONIAL TAKES LARGER QUARTERS 

Pressed by the need for additional space due to a 
steady increase in business over a period of several 
months, the Colonial Office Furniture Company, deal- 
ers in furniture, stationery and printing, recently 
moved to 157-59 Washington street, Newark, N. J. 

The company occupied quarters at 174 Washington 
street prior to the move and, although that establish- 
ment filled its needs for a while, increasing sales of 
merchandise made the leasing of a larger store impera- 
tive. 

In addition to handling the lines mentioned above, 
the Colonial Office Furniture Company manufactures 
church pews and folding chairs. 

> 
WALCOTT ENDS LONG EASTERN TRIP 

Bringing to a close a thirty-day tour of Eastern 
states during which he appointed several new dealers, 
H. S. Walcott, vice-president in charge of sales of the 
Harter Corporation, manufacturers of metal furniture 
and posture chairs, recently returned to the company’s 
headquarters at Sturgis, Mich. Mr. Wolcott said he 


found all dealers with an optimistic outlook and de- 

clared that the business done by his corporation in 

July was the biggest total in the past four years. 
——__—<g>—___—_ 





High School Girl Winner.— Miss Alice 
Zika, of the West Tech. High school in 
Cleveland, Ohio, won the 1935 World’s 
School Typing Championship. She wrote 


106 words per minute using a Woodstock 
typewriter at the Third International 
Commercial Schools Contest. 

a » 


FOWLER JOINS COXHEAD CORPORATION 
E. R. Fowler, well-known in selling circles in various 
sections of the country, recently joined the Metro- 
politan sales organization of the Varityper division of 
the Ralph C. Coxhead Corporation, New York City. 
Mr. Fowler was formerly with the Mathematon divi- 
sion of the company from which he severed connec- 
tions to go to the International Business Machines 
Corporation sales force. 
ree 
STRAFFORD STARTS SOUTHERN SWING 
Armed with several new items which he expects to 
prove popular to the trade, R. C. (Bob) Strafford, genial 
representative of the National FiberstoK Envelope 
Company, Philadelphia, will leave the home office early 
this month on his regular southern trip and will be 
calling on his many dealers to service their require- 
ments on the Red Rope line. 
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why customers are pleased with... 





MARS and GLOBE - TROTTER 
COPYING PENCILS BY STAEDTLER 


They are the best hectograph pencils made 
1 —with the greatest possible copying 
power and density of color. 

They ore a high priced line of unequalled 
2 quality thus eliminating complaints and 
assuring repeat business. 

Availoble in six colors 

Purple No. 933 Green . No. 2967 
Red . . No. 2965 Lilac . . No. 2969 
Blue . . No. 2966 Brown . No. 2970 


J. S. STAEDTLER, INC. 
53-55 Worth Street New York, N. Y. 


& 


il 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: 
S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 
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J. S. STAEDTLER, Inc. 


53-55 WORTH ST. 
NEW YORK CITY 








High School and College Students 
Will Want This Brief Case 


No. 
405 
16x11” 
3 Pockets 









Here is a 
Brief Case for the 
High School and College 
trade. Made sturdy and strong 
of genuine top-grain cowhide, it will 
stand the knocks. School is about to open, order 
your supply now. 


Upon your request, we'll gladly send catalog of our com 
plete line of Brief Cases, Zipper Envelopes ©& etc. 


National Brief Case Mfg. Co. 


512-532 S. Peoria Street, Chicago, Ill. 
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WOODSTOCK APPOINTS NEW DISTRIBUTORS 


Fifteen new distributors were recently appointed by 
the Woodstock Typewriter Company, 6 North Michigan 
avenue, Chicago. In speaking of the appointments, 
officials of the company declared that they were part 
of a nation-wide expansion program undertaken by 
the firm. 

Those named to handle the Woodstock machine, and 
their territories are as follows: 

W. B. Mason Company, Brockton, Mass.; Arthur B. 
Cook, East Tawas, Mich.; The Daniels Company, Mus- 
kegon, Mich.; Henry J. Pellerin, Waterville, Maine; 
R. E. Bryan, Inc., Tyler, Texas; Wray Zuehl, Eagle Pass, 
Texas; James W. Price, Princeton, Mo.;; Koch Type- 
writer & Supply Company, Jackson, Mich.; Reliable 
Typewriter Company, Pueblo, Colo.; T. E. Zoller, Al- 
toona, Pa.; Burnstable County Typewriter Exchange, 
Hyannis, Mass.; Badger Specialty Company, Manitowoc, 
Wis.; Typewriter Sales and Service, Bismarck, N. D.; 
Gordon Robertson, San Jose, Calif., and Maine Specialty 
Company, Rockland, Maine. 

—_ 
EVANS JOINS FIBROIN STAFF 


S. R. Evans, better known to the trade as “Cap,” has 
joined the sales staff of the Fibroin Stencil Corporation 
and will cover the southeast, distributing the ‘“Pen- 
guin” and other Fibroin products. 





Ben A. DuPre, President of Fibroin Sten- 

cil Corporation and S. R. Evans, Recently 

Appointed to Southeast Territory, in Golf 
Togs. 


At the same time it was announced by Ben A. DuPre, 
president of the firm, that Fibroin has established a 
branch at San Francisco of which J. C. Tracy was 
placed in charge. 

—<——— 


DONNELL COMPANY TAKES NEW QUARTERS 


The C. A. Donnell Typewriter Company, Oklahoma 
City, recently moved from 210 North Harvey street to 
231 West First street, just two doors from its former 
location. The firm now has a corner location with one- 
third more floor space and fifty feet of window display 
space. Mr. Donnell, who was formerly state manager 
for the Remington Typewriter Company, has been in 
business for himself since 1928 but up to last January 
his efforts had been confined only to typewriters, repair 
and rebuilt—ATW 
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, DOWN WHERE 
THE GRIND BEGINS 


that different and better ribbons and carbons are born 


As inevitably as the fabled mills of the gods, these ponderous mills grind 
... and grind . . . and grind the carbons and waxes that eventually constitute 
the coating for COLUMBIA RIBBONS and CARBONS. 

Not until exacting refining and test show an ink that is perfect in its saturating 
qualities and velvety smooth, is the ink released from this extensive grinding de- 
partment. 


it is here that the long grind begins that produces Columbia Ribbons and Carbons. 
Here,’as in every step in their manufacture, superior methods and machinery create 
the inevitable Columbia “difference” that is passed along to the consumer in 
ribbons and carbons that are definitely superior in writing quality and in wear 
each sheet bearing the stamp of Columbia’s guarantee. 
COLUMBIA RIBBON & CARBON MFG. CO., INC. 
Main Office and Factory, Glen Cove, L. I., N. Y.- Export Department, 305-313 East 45th Street, New York City 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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“How do I like my new 
electric typewriter ? 


ITS GREAT!" 


** Bf like it. It’s easy to use. It turns 

out especially neat work—makes 
legible copies, because the pressure on 
the type bars is always the same—and 
the work always looks uniform. All the 
other girls who have tried my new 
‘electric’ envy me.” 


~ 


a 





Perhaps you are in the market for a 
modern electric typewriter. Naturally, 
you want the best—a machine that 
is truly up-to-the-minute, smooth run- 


ning, and easy to operate. 


When buying any electrified office de- 
vice—such as an electric typewriter— 
you can be sure that if the motor bears 
the G-E monogram, it is as correct for 
the service as the device is RIGHT for 
your needs. Look for the mark of 


quality—the initials G. E. in a circle. 


General Electric offers to manufac- 
turers of office devices the skill of 
experienced engineers, unparalleled 
manufacturing facilities, and 
ready, convenient, nationwide service. 
General Electric, Dept. 6B-201, 


Schenectady, New York. 


GENERAL @ ELECTRIC 


07 0-95 
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FULTON BASEBALL TEAM IS LEADER 


The Fulton Specialty Company’s soft ball baseball 
team, recruited from factory employes at Elizabeth, 
N. J., is bringing to a successful conclusion its third 
successive year of victory over a number of other local 
teams. 

A member Industrial Soft Ball League of 


of the 


Union County, the Fulton team is extremely resource- 





The Fulton Ball Team.—Left to right, standing: Salvitore 

Migliore, George Whitehead, William Whitehead, Walter Piatek, 

Frank Sherey, John Gryska. Kneeling: John Mancini, Joseph 

Sobota, Alfred Burke, Stanley Urban, Constantine Mastellone, 
Edward Urban. 


ful in this popular outdoor game which is a modifica- 
tion of what was once known as indoor baseball. 
> 
ROYAL APPOINTS MALLEN AS FIELDMAN 


The appointment of William F. Mallen as portable 
typewriter fieldman for the State of Connecticut was 
recently announced by the Royal Typewriter Company, 
through W. A. Metzger, sales manager of the portable 
division. 

Mr. Mallen has had a varied career which will be of 
aid to him in the new field. For a considerable time 
he sold standard machines out of the New York branch 





W. F. Mallen 


office. Prior to that time he was manager of a chain of 
theaters on Long Island. 

“Mr. Mallen has had experience which should stand 
him in good stead,” Mr. Metzger said in speaking of the 
appointment. “Besides his business career he has trav- 
eled abroad and in South America. The Connecticut 
territory should be a real producer under his able di- 
rection.”’ 


179 





HERE’S A CARBON ates, 
THAT KEEPS THEM y 
COMING BACK FOR MORE« 


( YARTER’S MIDNIGHT CARBON has a design that 
4 is hard to forget, tied up with a name that’s easy 
to remember. This gay, modern Carbon Paper 
makes a strong appeal to typists. They like its 
striking silver design, the clear, clean copies it turns 
out —and the boss appreciates its long-wearing qual- 
ities. All weights for type-bar and noiseless ma- 
chines. The Carter's Ink Company, Boston, New 
York, Chicago. 


Carter’s MIDNIGHT CARBON PAPER 


DICTATOR 
STENCILS 


After more than a year 
of intensive practical 
tests we are now offer- 
ing to the trade these 
new non-cellulose 
stencils, attractively 
packed, for all styles 
and size machines. 


DICTATOR 


This new quick drying non-offset 
ink is guaranteed not to injure 
any type stencil. It is an intense 
black and comes in grades for 
either open or closed drum ma- 
chines. 











We co-operate with dealers to 
the fullest extent. 


INK SPECIALTIES CO. 


FRED B. CANODE 
519-21 South Laflin Street 
CHICAGO, ILL. 
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@REEN-EDGE storace riues 


‘“*THE STRONGEST MADE’’ 





FOUR REAL SALES ADVANTAGES 

@DOUBLE THICK CONSTRUCTION 
Long life—Cannot Bulge 

@NO TROUBLESOME FASTENINGS 


Saves Time and Patience 


@ DUSTPROOF 


Keeps Records Clean Forever 
@ REINFORCED EDGES 
Adds to the Appearance 


DEMONSTRATION SAMPLE 
**Yours For The Askirg"’ 





label carri sales 
together with siz 
Send for 


details 


Inside 
features 
es and price 
one and complet« 
today 


C.L. BARKLEY & CO. 





Manufacturers-Filing Supplies 
517 S. Jefferson St., CHICAGO 





PURELY A MATTER OF QUALITY 


“Little” Ribbons & Carbons 


When typewriter ribbons and carbon paper are made right 
for the purpose—uniform, clean, sharp, they assure satis- 
faction. “Little” ribbons and carbons are that . . . and do 
that. They are the standard of comparison . . . have been 


for nearly 50 years. Many stationery merchants and sales- 
men have built success with this quality line. To the dealer 
who is not making definite progress with his ribbon and 
carbon department, get the facts relative to the “Little” 
line and our dealer program. 


Headquarters for PHOTOGRAPHIC ribbons for all pho- 
tographic and offset printing requirements. 


Sue et 


=| 
a 
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SATIN FINISH PHOTO. 
GRAPHIC ribbons are acclaimed absolutely the finest 
ribbons for photographic requirements. 


A. P. Little, Inc., Rochester, N. Y. 


NEW YORK OFFICE: BIBLE HOUSE, ASTOR PLACE 
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NOVEL WINDOW DISPLAY SELLS TYPEWRITERS 

The Bristol Office Supply Company, Bristol, Virginia- 
Tennessee, recently adopted a new method of advertis- 
ing typewriters when officials of the concern discovered 
that many people become confused as to the various 
features of the machine. 

Using a Remington Noiseless model, No. 10, which 
was placed in a prominent display section, the company 
used the following simple but effective method of 
pointing out its various important features: 

Small cards, about one by two inches, each with the 
name of the feature of the machine typed upon it, 
were pasted on the window. From these cards to the 
parts of the typewriter involved the dealer ran stream- 
ers of crepe paper. 

The window, in addition to making an attractive 
display, effectively pointed out the Remington features 
and caused a great deal of favorable comment.—CGJr 

BRADNER SMITH ADDS NEW PAPER LINES 

Bradner Smith & Company, pioneers in the paper 
field, 333 South Desplaines street, Chicago, recently an- 
nounced the addition to their lines of “Eagle-A” type- 
writer and boxed papers, including bonds, manifolds 
and Mimeograph papers and other office items. 

Officials of the firm, in speaking of the new line, 





Eagle-A Typewriter 
Paper Display 


declared that their clients will be assisted in added 
sales by an effective sales campaign including adver- 
tising literature, attractive display cards and stands, 
box enclosures and blotters. 

Dealers who are interested may obtain additional in- 
formation, samples and prices by writing Bradner 


| Smith & Company. 


ee 
SMITH-CORONA OPENS ATLANTA HEADQUARTERS 

The L. C. Smith & Corona Typewriters, Inc., has 
leased space at 62 Marietta street, Atlanta, Ga., for a 
sales and display room, a repair department and offices 
for the sales force operating out of that city. J. L. 
Howerton is sales manager of the Atlanta office and 
sales are conducted from it in eleven southern states.— 
JHR 


~~ 
STORE MAINTAINS PLANNING EXPERTS 
The Foster & Parkes office supply and stationery 
store, Nashville, Tenn., now maintains planning experts 
to aid customers who may desire to refurnish offices. 
—GC 
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5815 THIRD STREET, 
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REGISTRATION ... PERFECTLY 


Controlled! 


@ NIAGARA DUPLICATOR dealers 
with the highest sales records tell us 
frankly that NIAGARA’S astonishing 
precision is frequently the clinching fac- 
tor in their demonstrations. Again and 
again, under most exacting requirements, 
they have found that NIAGARA’S im- 
pressive performance alone convinces the 
buyer of NIAGARA’S superiority. @ Es- 
pecially in competitive side-by-side tests 
with other stencil duplicating machines, 
NIAGARA has most clearly demonstrated 
that it alone achieves hair-line registra- 
tion. There is a reason for this! @ Con- 
trolled Accuracy is built right into every 


NIAGARA. Automatically . . . spoilage 


A. F. ELECTRIC MODEL 
The Sensation of the Stencil 
Duplicating Field! 








DU 











and costly delays are curtailed. Auto- 
matically, the feeding of any weight stock 
from light paper to cardboard becomes a 
smooth, simple operation. @ NIAGARA 
stresses this simplicity of operation. It is 
a point of dollars-and-cents importance 
to customers . . . and a source of infinite 
satisfaction to operators. ® NIAGARA 
dealers have the advantages of a com- 
plete line of duplicator models and a 
complete group of advanced accessories, 
including the NIAGARA Slip-Sheeter, 
the new electric drive, and the Niagara- 
scope. Detailed information regarding 
all NIAGARA products will be gladly 


furnished upon inquiry. 





18] 


SAN FRANCISCO, U.S. A., CABLE ‘’NIADO'’ 
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featuring Ree ee 


of the complete line of Aigner products for 


«K 
AICO DESK PADS wet mes — | .s 
a 
« 

















AICO COMPLETE INDEXES It is profusely illustrated and so arranged 
that it may not only be 

AICO TUBULAR EDGE used as a buyer’s guide, 

TABBING but also may be used by 

AICO BLOTTING PAPER the salesmen to more effectively present 


this type of merchandise to the user. 


AICO WORK DISTRIBUTORS 


Retailers of stationery and office equip- 
AICO SPECIAL INDEXES ment may obtain a copy of this catalog on 





AICO BLANK TABBING request. 


AICO BINDERS 
AICO FOLDERS 


STAMPING | EMBOSSING ° G J “AlG N ER ° C 0 * 


SERISE 503 SOUTH JEFFERSON STREET CHICAGO, ILL 








and other everyday 
stationer’s necessities 














Awe me 


Built-in a 
CURL-RESIS TANCE 


H. M. Storms Company offer their latest invention, a car 


bon paper with original, practical and exclusive advantages. {GRIP 

CLEANGRIP distributors will be able to demonstrate aN ANC 

isier loading of torms, less tendency to curl or wrinkle, and L fey Viste). 
a method of removing carbon sheets without soil to the PAPER 
operator's hands or work. CLEANGRIP is the first practical “no 
carbon paper with BUILT IN CURL RESISTANCE 

Patent application has been made for CLEANGRIP Car 
bon Paper. WRITE NOW for full information and samples 
of CLEANGRIP 


Right prices—-Right goods and Protection for the dealer 


H.M.StorMsS Co 


THE PERFECT CARBON SHEET 


H. me. Sven eputemtaaatahed 


faker plete Li 1 n Paper d Inked Rit 


561 Grand Avenue Sein ~. Y. 





~s 
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WINNER IN “SHORT STORY CONTEST” 

Miss Louise Kennedy, 4100 Massachusetts street, 
Long Beach, Calif., is the happy owner of a Corona 
typewriter, presented to her as the winner of the “Short 
Story Contest” of Scholastic Magazine. In a letter to 
the L. C. Smith & Corona Typewriters Inc., Miss Ken- 
nedy said: “I am so proud of my Corona Sterling port- 





Miss Louise Kennedy 


able typewriter. It is not only beautiful to look at, but 
a marvel in action. Like a new model car it has all the 
little gadgets that make for speed, convenience, ease 
and accuracy. It is everything a high school student 
desires. I want to thank you for giving me such a 
choice prize.” 
= : 
ADDRESSOGRAPH APPLICATION CLINIC 

Seventy Addressograph sales agents and salesmen 
from fifty-one agencies in the United States and Can- 
ado assembled August 7 in Cleveland for the first Ad- 
dressograph Application Review. 

The conference, which was held for the purpose of 
reviewing old applications and learning new ones, 
lasted two weeks during which the visitors returned to 
their agencies enriched in knowledge which they were 
prepared to pass on to other members of their respec- 
tive organizations. 

After the meeting opened various salesmen told the 
assembled listeners their methods of selling, demon- 
strating the systems by which they had become spe- 
cialists in their respective branches. Many valuable 
hints were given the “students” by these star sellers. 

President Rogers, who informed the classes that the 
clinic would become regularly established and held 
periodically, told, in his interesting talk, the five car- 
dinal points which go to make up good salesmanship. 
He outlined them as follows: 

1. Every man must have a clear view of the objec- 
tive of business as a whole—of his own objective, of 
his agency’s objective and of his company’s objective. 

2. The salesman must have a thorough knowledge of 
what he has to sell. 

3. He must have a complete understanding of the 
needs for our products. 

4. Salesmen must recognize the present attitude of 
business toward our product, They must constantly 
figure out better ways of selling it. 

5. A salesman must have, above all, the ability to 
work. The successful salesman is the one who makes 
the most of his selling time, who plans his work—and 
then works. 
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BEYOND A 
SHADOW OF DOUBT 





HIGGINS’. 


DRAWING INKS 


MeUCcGaH 








FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 


Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 


“Vertex” Pockets will 


satisfy your customers 





























ALVAH BUSHNELL CO. 


4 


wi os oe meet 


925 Filbert Street PHILADELPHIA 























Character 





Stencils of 


FAWN on STENCILS 


Sturdy enough to stand the battering of thou- 
sands of impressions, yet sensitive enough to 
ee - finest line work, as well as the 
type of typewritten work, 


more 
FAWN ree have passed the test every- 
where. They can always be depended upon 


for uniform, effective, clean cut copies. 
Made of strong silk-fibrous tissue which 
climate will not affect, and non-cellulose, in 
blue or white. 

You can develop and maintain a fine business 


with FAWN Stencils. Write for samples and 
prices today. 


cs 
FAWN BRAND sten- 


cils, inks and duplicat- 
- machine supplies 
| please all your cus- 
tomers. You can get 
results with them. 


FAWN BRANDS, 
LTD. 


One West Thirty-Fourth Street 
NEW YORK, N. Y. 














PERMANENT BUSINESS 
IS BUILT UPON SELLING 
QUALITY MERCHANDISE 





“wv sO” 


INTERNATIONAL 


yobs wautee 


CBOG000060608 


STANDARD QUALITY FOR 30 YEARS 


Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 


Name. 
Address. 


City. Stale 
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UEF ADDING MACHINE MISSING AT CHICAGO 

The Chicago branch of the Underwood Elliott Fisher 
Company has reported that Underwood-Sundstrand 
Model 8120, Serial No. 24,598, disappeared from the of- 
fice of the Cardinelli Wood Carving Company, 447 North 
Wood street, Chicago, Ill. Dealers having contact with 
this model and serial number, are requested to com- 
municate with the Chicago branch of the Underwood 
Elliott Fisher Company, Mr. Van H. Haverton. 

—_— 

D. M. A. A. CONVENTION TO BE IN KANSAS CITY 


The Direct Mail Advertising Association will hold its 
annual convention in Kansas City, October 16, 17 and 
18 when more than 1,500 advertising and sales execu- 
tives are expected to get together for their yearly con- 
clave. 

One of the principal features of the three-day meet- 
ing will be the showing of an exhibit consisting of ten 
displays illuminating the various advertising methods 
of 1935. In addition there will be an assembly of the 
best “direct-mail leaders” in a sectional display. 

The speakers, according to programs arranged, will 
be leaders in the profession and representatives of 
some of the largest advertisers in the country today. 








Combin- 


Shows Snappy Carter's Ink Display. 
ing the latest offerings of the popular line of Carter's Inks and 
adhesives with a good showing of Carter's typewriter ribbons 


Chandler's, Inc., 


of Evanston, IIL. 
The 


an unusually 


won con- 
clever display 
smart 


and carbon papers, Chandler's, Inc., 

siderable favorable comment recently. 

against a pleasing background produced 
and effective window. 


—— 


CORONA’S ADVERTISING TO USERS 

The L. C. Smith & Corona Typewriters Inc. has an- 
nounced its Corona typewriter advertising schedule for 
the remainder of 1935. The list includes fifty-six mag- 
azines which wil! reach a grand total of over 62,000,000 
readers. Included in the list is the Saturday Evening 
Post, Colliers, American, Cosmopolitan, Red Book, 
Scholastic, Popular Mechanics, Liberty, Ladies’ Home 
Journal, Woman’s Home Companion, and many others. 

Dealers will also receive the benefit of an extensive 
program of window display and dealer helps. 

SSS 

HARTER BOOKLET LAUDS POSTURE STORY 

The Harter Corporation, Sturgis, Mich., has recently 
printed a booklet containing a reprint of an article 
appearing in “The Readers’ Digest” entitled “Posture 
Makes Perfect.” The article was written by Dr. Morris 
Brill and is said to have attracted considerable favor- 
able comment. The Harter Corporation will mail a 
copy of the booklet to anyone interested in receiving 
one 
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Get your good share of the business with this line of 
POPULAR MACHINE BOOKKEEPING EQUIPMENT 


Illustration at left shows the New Model “E” ADJUSTO TRAY BINDER 
—the only device that combines all good features of Posting Tray and 
Binder, providing capacity, security, and efficiency in operation. 

Furnished in twelve standard sizes with sheet capacity of from 7! to 2614 
inches. Also made to order to meet special requirements. 

Truck Base sturdily built, and equipped with easy rolling, long life swivel 


casters. Furnished in all standard and special heights and sizes. 























You sell direct from our factory. We 
carry the stock, and furnish the right 
equipment on each order. 




















ADJUSTO TRAY-BINDER 
with Truck Base 








Illustration at right shows our Combination Outfit No. 12-L, made to ac- 
commodate the current ledger, surplus sheets, and transferred account sheets, 
all in one unit. Convenient, practical, and easily portable. 

This equipment is furnished in several standard sizes, and also built to order 


as required. 





Write for Folder No. 552 and Dealers Price List 
LEFEBURE CORPORATION 
ORIGINATORS AND MANUFACTURERS 
: ADJUSTO TRAY-BINDER 
3Ll7 First Ave.. 8S. E. CEDAR RAPIDS, IOWA with Filing Cabinet Base 
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As a good merchant. these questions are important to you: 

i. “Will I do the full volume of business between now and 
Christmas?” 

2. “How well pleased with my line are my customers?” 

3. “Will I receive a satisfactory margin of profit?~ 





MODERNIZED ZIPPER BRIEF 
CASES, RING BINDERS, PORT- 
FOLIOS AND ENVELOPES ... 


supply the answer to all three questions. Complete 
assortment and range of prices successfully meets 
competition, for Stebcos provide all the best pat- 
ented features, including superior quality, at no in- 
crease in price. Indications point to exceptionally 
large sales this fall. Get a big share of these with 


trade-winning Stebcos. 





Send for Complete Catalog 


Stein Bros. Mig. Co.. Ine. No. 3409 





No. 3021 








564 W. Adams St. Chicago, Tl. , 

Modernized Zipper Briefcase, attrac- Ring Binders with large capacity. 

tive and convenient. Large capacity. Sales Rooms: New York, Empire State Bldg., Expanding gussets. Has the very 

Three expanding pockets, Tuck-away R.M : i popular patented disappearing han 

handles. Variety of leathers, sizes and E. R. Manning in charge dies. Available in many styles and 
prices. San Francisco, 833 Market St., Herman Halper in charge prices. 
— 

















Have youa MAPTACK 300 


Problem? | | NEW ITEMS 
¥ Kp | IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 








Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some ot his best selling lines have been secured 


: : eels ; sites Se Eiles Remiicmsen 
Let Gra ffco Solve lt from Seeing the things in Office Appliances. 
' Many readers say this section in itself is 


worth the subscription cost, not to mention 





Graffco Maptacks are world-famous for their 


quality, uniformity, and dependability. Mil- all the other features. 
lions are in daily use in business and govern- 
ment. S oe ae : : x ‘ no seok 
titi caches asd duinthe Bantishe to If you want to keep in touch with the activi- 
many colors and sizes. Whenever you have a ties of the office equipment industry, there is 
problem in the use of Maptacks, bring it to no better way to do it than by entering a sub- 
~—— for — t. Dealers find Graffco’ scription to Office Appliances. The rates are 
ere’s another point. Dealers find Graffco’s ov . . : Page 
F $2.00 a year, $3.00 for two years; Canada $2.50 


exclusive tray box a big added sales feature. 
It makes it so easy to select and pick up 
individual tacks that consumers prefer this 


brand. Write us. 

The Office Appliance Compan 
GEORGE B. GRAFF CO. “aa 
| 64 Washburn Avenue Cambridge, Mass. Chicage, 111. 


and $4.00; Foreign $3.00 and $5.00. 
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I. B. S. A. NEWS NOTES 

The following items were taken from the LIlinois 
Booksellers and Stationers Bulletin of recent date: 

Fred Temple of Temple & Carroll, Galesburg, is a ws 
Rotarian and was one of those in that organization ~ 
to attend the recent convention of Rotarians in Mexico N Fr 
City, Mexico. The I. B. S. A. Bulletin asks: Wouldn’t 
you like to see Fred in a blanket and a big sombrero 


playing a guitar beneath the window of some dark- 
eyed senorita? Nope, we would not. We can’t even 


visualize such a thing. Our NEW CATALOG NO, 23 
i is hot off the press—meeting 
M. T. Weingaertner of the Egyptian Stationery Com- competitive prices. 


pany, Belleville, Ill., second vice-president of the Illi- 
nois Booksellers and Stationers Association, recently 
entertained the stationers group at Belleville with an 
asparagus dinner. It is said that the soil around Belle- 


In making comparisons have 
always in mind that the leather 
covers listed by TRUSSELL are 
made from SOLID TOP 


ville grows champion asparagus. 
ait gs GRAIN COWHIDE—not split 
Driving a new car, Fred Greenwood and family of leather! 
Chicago recently made a month’s tour of New York Split (artificially finished) leath 
State. ers have never been comparable 
ae ie to TOP GRAINS. We feel that 
Roy Campbell, prominent Urbana stationer, is tour- you and your trade will realize 
ing the British Isles and the European continent with this mark of distinction and ex 
his wife and son. tra value. 
* * * 


It is stated that the White Bookstore in Canton, IIL, 


will be operated by Mrs. White and Mrs. George Powell. Th, GENUINE ld 


Jess. Sutton of Woodbury’s, Danville, Ill., is the new 
president of the Danville Rotary Club. 


« * * 


TRUSSELL MANUFACTURING CO 
Poughkeepsie, N. Y 











Harold Bender, the enterprising young manager of 
the stationery department of Lang Fuller of Blooming- 
ton, is secretary of the Junior Chamber of Commerce 


in that city. 

















Horace Lewis, son of Bob Lewis of the Dennison Man- 
ufacturing Company, has joined the Chicago staff of 
White & Wyckoff. 

So ep 
OFFICE AND SCHOOL FURNITURE DISPLAY AT 
AMERICAN FURNITURE MART 

During the next few weeks there is to be a special 
showing of school and office furniture by the Chicago 
Seating Company in its showrooms at the American 
Furniture Mart, 666 Lake Shore drive, Chicago. One 
of the leading distributors in the country, catering es- 
pecially to schools, hotels hospitals and clubs, the firm 
is showing a complete line of merchandise, offering 
unusual values, both as to price and quality. 











W. J. Murphy, president of the company, in discussing for 
the show, said: || jae 
“Even though we merchandise the oldest and most DEVICES 


dependable lines we appreciate that there has come 
about a distinct change in the whole merchandising 


policy of this class of furniture and it is our intention 
TEMPO STENCILS 


to be out in front leading with the tempo of changing 





times.” | Manufactured in United States 
The lines to be shown are those of the Jasper Desk Deaiene ccliten Guan ene eentaemaee 
. -alers se s of a profitable 
Company and the Jasper Chair Company, Jasper, Ind., repeat business—from protected territory. 
and the Arlington Seating Company, Arlington, Il. Tempo gives you a chance to compete with both 
——— quality and price. If you are not already selling 
ATLANTA STORE IS PREY OF BURGLARS Tempo ask for samples. A test will convince you 


that Tempo is the one Stencil that will pay to 
standardize on. 
Write today for full particulars 


Window smashers last month gained access to the 
Foote & Davies store on Edgewood avenue, Atlanta, Ga.., 


and escaped with fountain pens valued at $500. Al- Manutactased ty 


though the intruders ransacked the place they rifled . . 
only the cases containing the more expensive pens.— Milo Harding Company, Ltd. 


JHR 


1362 So. Hill St. Los Angeles, Calif. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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ELIMINATES POSTAGE WASTE 


Improved 
Triner No. 9-T 
meets postal 
tolerance of 
ONLY FIVE 
GRAINS 








Increased 
Markets 





Capacity 
9 oz. x I oz. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
many business concerns are wasting money in over-post- 
age because ordinary scales cannot indicate a five-grain 
variation and thousands of scales now in use are inade- 
quate. Your market for Triners is thereby greatly in- 
creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities nine ounces to 
four pounds in various models, with computing charts 
on those of one pound and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Hlinois 
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RIBBONS AND CARBONS 





Atlanta, Ga.—-Harry J. Barrett has been appointed manager of the local 
branch of The Miller-Bryant-Pierce Company. 

Chicago, til.—-Mr. Frederick and Mr. G. Bregenzer have joined the local 
sales staff of the Columbia Ribbon & Carbon Company 

Chicago, t1.—-Mr. and Mrs. Ward J. Downs and child visited the local 
office of the Codo Manufacturing Corporation in August Mr. Downs is 
connected with the New York City office of the corporation. 

Chicago, IIl.-Carter & Allen, Inc., has changed its name to Allen Paper 
Company The change was made as a convenience to the trade, without 


any change in officers, employees or policies The representation of 
Mittag & Volger, Inc., continues unchanged 

Indianapolis, Ind._-A. J. Meyers has been appointed manager of the 
local service station of The Miller-Bryant-Pierce Company He succeeds 


Garrett, who has become manager at Atlanta 
A. Andre, manager of the Los Angeles branch 
is taking a month's vacation, and making Chicago 


Harry J 
Los Angeles, Calif.__H 
of Mittag & Volger, Ir« 
a visit 
Oakland, Calif.—James A. Roland, formerly manager at Indianapolis for 
The Miller-Bryant-Pierce Company, has been transferred to this city 
San Francisco, Calif...A recent visitor was George L. Hohen of the 
Stenno Carbon & Ribbon Manufacturing Company, Portland, Ore 


San Francisco, Calif.-The Carbon and Ribbon Dealers Association of 
Northern California held their annual election of officers at a dinner meet 
ing on Friday evening, the ninth of August, at the Tahiti Club. For pres 
ident they named W. G. Huston, Pacific Coast Manager for Mittag & 
Volger, Ine For vice-president, R. S. Clark of Neal, Stratford & Kerr, 
was chosen. Treasurer, L. H. Chapman, of A. Carlisle & Company, Upham 
& Rutledge, Inc., was re-elected Also re-elected was Secretary John H 
Griffith, 68 Post street The board of directors for the ensuing year is 
Walter P. Funk, Pacific Coast manager for the F. S. Webster Company, 
Im William Taylor, of Remington-Rand, Ine Charles Johnson, of the 


H. S. Crocker Company ; and R. 8S. Clark, of Neal, Stratford & Kerr 








TYPEWRITER S 





Chicago, !11.-Eddie J. Goldblatt has joined the local sales staff of the 
L. C. Smith & Corona Typewriters Inc., as a special representative in the 
city of Chicago He is one of the best known typewriter men in the city 

Chicago, Il! While F. ¢ Snow, Chicago manager of the Underwood 


stayed on the job in August, his lieutenants betook 
themselves to various spots for relaxation. In due course they returned to 
their several divisions in fine fettle for a vigorous fall campaign The 
vacationers were Fred Schuelke, of the typewriter division; Van Haverton, 


Elliott Fisher Company 


of the adding machine division ; and E. 1. Tafel, of the accounting machine 
division 

Columbus, Ohio.— General Office Machines has been established by 
J. P. Dorsey, sales manager, at 77 South Fourth street This business 
will handle portable typewriters of all makes, rebuilts, and conduct a 


Dorsey had 


service department for typewriters and adding machines. Mr 
company has 


machine; the 


been distributor for the Victor adding new 
distribution in nine counties for the Victor 

Fort Smith, Ark.—0Ob. Williamson, local manager for the Underwood 
Elliott Fisher Company, is sporting a latest Model V-8, with radio loud 


speaker and all the latest gadgets 
Kansas City, Mo..-The American Writing Machine Company 
to 1005 Grand avenue This is a return to its former home 
Kansas City, Mo._.The Midwest Typewriter Company sponsored a full 
page ad in the Kansas City Times August 4. The rate on a full page in 
the Times is $900.—CG 
Memphis, Tenn._-The I. J 


has moved 


Hicks Typewriter Company, formerly at 151 
I I 


Monroe avenue, has moved to an upstairs location at 56 South Second 
street CG 

Memphis, Tenn.—The L. C. Smith & Corona Typewriters Inc., has a 
modern display and salesroom at 153 Monroe avenue, just west of the 
Union Bus Terminal, and across the street from the Western Union build 
ing CG 

Memphis. Tenn.—The Underwood Elliott Fisher Company, Western 


150 Monroe avenue, is completing the remodeling of hand 
salesrooms on the ground floor A splendid line of office 
equipment is shown, including typewriters and adding machines CG 

New York, N. Y.--E. R. Fowler has joined the Varityper division of the 
Ralph C. Coxhead Corporation, handling metropolitan sales 

Oklahoma City, Okla.-The €. A. Donnell Typewriter 
moved from 210 North Harvey street to a corner location at 231 West First 
street 

Pontiac, Mich. -The 
been established at 84 
chines and stationery is carried 

Rockland, Maine... The Maine Specialty Company 
distributor for the Woodstock Typewriter Company 

Salina, Colo.._C. E. Dunn has moved into the new store just completed 
at 343 Main street. This gives him additional needed space for his stock 
comprising an expensive line of stationery and novelties, office equipment, 
bookkeeping machines, adding machines, etc. The additional 
desired for the display of the machine department 
servicing department. 


Union building, 
some offices and 


Company has 


& Equipment Company hres 
A general line of office ma 


Mitchell 
North Saginaw 


Typewriter 
street 


has been appointed a 


typewriters, 
space was especially 
and for the convenience of the 

San Francisco, Calif.__Secretary C. 0. Scott of the National Typewriter 
and Office Machine Dealers Association, met with members of the local 
trade August 15, at a luncheon gathering. He was working in the interest 


of the national convention 
San Francisco, Calif._-The Roc-O-Way Company, manufacturers of the 
Neto’’ Typewriter Erasing Shelf and other typewriter accessories, is now 
doing business at 320 Market street The Neto is already well intro 
duced to the trade Millard Admonson is president of the organization 
and Frank R. Dunn secretary-treasurer 


San Francisco, Calif.._C. E. F. Russ, manager of the Royal Typewriter 


branch, reports the past two months as months of remarkable increase in 
volume, and the sales up to the middie of August are keeping up the 
pace Looks like a big year, as the sales the first half of the year were 
forty per cent above those of last year 

Tyler, Texas.._R. E. Bryan, Inc., has been appointed a Woodstock type 
writer distributor 

Vancouver, B. C Remington Rand, Ltd has moved its typewriter 
sales agency from 531 Homer street to 547 Seymour street 
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EAGLE-A 


Typewriter 
and 


Boxed 
Papers 


All grades included in the Eagle-A line are 
made to meet the high standards of quality for 
which Eagle-A Papers have long been known. 
The prestige of the famous Eagle-A trademark 
is well known to the constant users and buyers 
of paper. To the average consumer the Eagle-A 
watermark in paper is a guarantee of honest 
value and a promise of faithful performance. 
A number of attractive displays and mailing pieces are 
available to dealers carrying the Eagle-A line. Write 


for full information. 


Bradner Smith & Company 
333 So. Desplaines St. Chicago, Ill. 








DAYDEX Mere, 
Sure-Fire for 1936! 


With no extensive publicity, Daydex was immediately 

successful last year. This year thousands of people O r a er 
know about Daydex and will ask for it Improve- 

ments have been effected making Daydex even more N O Wi! 
attractive than before. Sales are certain 

The patented feature responsible for the success of Get your 
Daydex is the visible sheet arrangement A whole share of 
week's appointments and memos are visible at a the busi- 
glance, yet there is a roomy page available for each ness 

day's notations. 


DEFIANCE SALES CORPORATION 


72 SPRING ST., NEW YORK, N. Y. 


Exclusive representatives and distributors for U. S. and Canada. 





STATIONERS / 175 your 


LINE.. EXCLUSIVELY’ 


“STEEL-STRONG”*PROOUCTS ARE SOLD 
THROUGH DEALERS ONLY...... 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure ... with the guaranty of Members of The 
Nat'l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 




















STEEL STRONG PRODUCTS 










cS} MANUAL 
9 COIN 
“| COUNTER 

















COIN 
TRAYS 
BILL STRAPS 


THE C.L.DOWNEY CO. cincinnati.o 








Be Sure to Welcome 
the Autopoint Salesman 


He Has the Most Unique Plan 
and Deal to Offer to You in 
Mechanical Pencil History! 


It will help you sell more mechanical 
pencils than you have ever sold before 


AUTOPOINT COMPANY 
1801 Foster Ave. Chicago, Hl. 


Better Pencil 
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Now is the time 
to stock up on 


WARSHAW 
FILING SUPPLIES 


Be prepared for the lively pickup in 
Fall with WARSHAW Folders and 


Index Cards. 


value here. 


There is remaikable 
And the price is right! 


Get samples and prices now. 


WARSHAW - 
MFG. CO., INC. Boeeeees 


1 MAIN ST. 
BROOKLYN, N. Y. 











Let the Hanson Merchandising Plan 
Help You to 


SELL 











OU realize, of course 
that every business 
office should possess an 





Five 


efficient postal scale, because of its general con- pounds 
by halls 
venience and the postage it saves. But no mat- ounces 


ter how seeming the need, there still remains the 

problem of transferring scales on your shelves into 
active service. Even Hanson scales, though perfectly 
constructed and comprising every known improvement, 
need to be backed by a successful merchandising plan. 


There #s such a plan—‘* The Hanson Weigh,”’ plus per- 
sonal service especially adapted to your particular sales 
problems. Hanson dealers are provided with this 
service. Hanson scales must—and do—move into 
their ultimate mission—that of giving unvarying and 
efficient service to industry. This is the objective of the 
Hanson Merchandising Plan. Send for it now. Let it 
establish for you a profitable postal scales department. 


Hanson Scale Co. 
525 N. Ada St., Chicago, Ill. 
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IT’S Easier 


to sell the HEART of the 
i PENCIL SHARPENER 
» 











Your customers have to 
depend on YOU .. . and 
your knowledge of cutters 
—the Heart of the Pencil 
Sharpener. 

So, you can sell 
APSCO Pencil Sharp- 
eners . . . because they 
are built for service 
. . . because accurately 
machined, 12-blade 
cutters can be made 
ONLY from the 
finest steel ob- 
F tainable for the 
purpose .. . and be- 
cause “APSCO Cutters 
Don’t Scrape—THEY 
CUT!” 


The GIANT $475 


Accommodates 6 dif- 
ferent sizes of pencils. 
Now in 3 styles, No. 1 with celluloid, No. 2N with nickel 
plated and polished metal strip, and No. 2B—with “Photo 
Electric” metal strip. 
Depend on APSCO for Profitable, Satisfied Customers. 


AUTOMATIC PENCIL SHARPENER CO. 
CHICAGO, ILLINOIS 





Es. 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 
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The Office Appliance Company 
417 S. Dearborn Street 
Chicago, III. 


9 40404040 5 04.04+04.0454545454+ 54545145151 S1S+S+O+O 


+D+or+e 


B64 S444 S4+ S++ S++ S++ S++ or 


























ADDING MACHINES 


Augusta, Ga I. L. Cannon is handling the Marchant calculating ma 
chine here as sub-agent under A. E. Bradshaw, Atlanta district agent 

Chicago, tl!.—George H. Naylor, a man of extended experience in the 
idding machine field, has joined the local branch of the Underwood Elliott 
Fisher Company 

Chicago, Ilil.__Si Bone has been made manager of the Allen Calculators 
agency, 343 South Dearborn street He had had an extended experience 
in the adding machine fleld, having been connected with the Wales Adding 
Machine Company offices at New York and Chicago Mr. Bone has also 
been in the commercial stationery line, and has a wide acquaintance among 
isers of office machines and supplies 

Buffalo, N. Y.--W. P. Davis has been appointed distributor here for the 
Friden Calculating Machine Company 

Dayton, Unio. Cnharies &. Wright, Jr., has been appointed a Marchant 
sub-agent here He was appointed by Charles Seidel, Marchant district 
igent at Cincinnati 

Indianapolis, ind._-W. R. Gingala has been appointed local distributor 
for the Friden Calculating Machine Company 

Knoxville, Tenn..-W. A. A. Johnston has been appointed a distributor 
by the Friden Calculating Machine Company 

Savannah, Ga.—H. L. Barnhardt has opened a sub agency for the 
Marchant calculating machine here He operates under the direction of 
\. E. Bradshaw, Atlanta district agent 

Utica, N. Y.—Joseph A. Cummings has been appointed sub-agent here 
for the Marchant Calculating Machine Company 
Turnbaugh, district agent at Albany 

Wilkes-Barre, Penna.Hugh Ridell has been appointed distributor for 
the Friden Calculating Machine Company 


OTHER MACHINES 


Cleveland, Ohio The Horne Equipment Sales, Inc., has been established 
it 2729 Prospect avenue, handling used office machines, and rendering 
service Robert A. Novak is president 

Neenah, Wis... The E. G. Zabel Company has been chartered to manu 
facture and deal in duplicating and printing machinery capital stock, 
250 shares preferred stock @ $50 and 1,000 shares no par value; incor- 
porators—-F. J. Leonard, E. Zabel and L. Zabel 

New York, N. Y¥.—-The American Dictating Machine Company has been 
chartered to deal in adding machines, typewriters, etc. ; capital stock, 100 
shares no par value; filed by Samuel A. Rosenberg, 38 Park Row 

Philadelphia, Penna.—The Ediphone Company, 1015 Chestnut street, has 
been registered as a commercial title in the common pleas court by George 
M. Austin, 809 Carpenter lane 
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Going Strong! 
The new HOTCHKISS 5A—the only machine in existence that 
will use, without change of parts, any “standard” size staples with 
\4” legs and 4” crown from .019 gauge up to and including 
the 2C staple and drive same without clogging—is taking the 
industry by storm. (Remember that there are “off gauge” 
staples in the market called “standard” that will clog any ma- 
chine.) 

Until preduction can catch up the deliveries will be slow and 


it is absolutely essential that orders be filled in order of re- 
ceipt. Get yours in NOW! 


| Warning Some makers are selling “off gauge” sta- 


ples so make sure the staples you buy 
and sell are “standard” size. If in doubt ask us. 


Genuine HOTCHKISS Staples are <<nist | |- PONE 
guaranteed standard and are now SS —— 
CHISEL POINTED. TRADE . sari 


THE HOTCHKISS SALES COMPANY 
NORWALK CONNECTICUT 


street, were auctioned by Michael Tauber & Company This business was 
chartered in November 1934 

Cleveland, Ohio 
feet of floor space in 
ivenue and East Forty-sixth street. R. G. Quincy is president 

Los Angeles, Calif.—_The local branch of the Corry-Jamestown Manufac 
turing Corporation has moved to 314 West Olympic boulevard 

Milwaukee, Wis.—-The Milwaukee Chair Company has been chartered 

deal in office and household furniture; capital stock, 100 shares com 
non of no par value and 500 shares preferred @ $100; incorporators 
L. J. Block, N. Block and H. C. Firchow 


Benjamin Hubbell’s Avenue building at Euclid 


The National Desk Company has leased 6,000 square | 


| 


| 
Newark, N. J.—The Colonial Office Furniture Company has moved from 


174 Washington street to 157-59 Washington street 

New York, N. Y The Public Equipment Company, Inc., has been 
chartered to deal in office fixtures and store and office equipment; cap 
tal stock, $2,000; incorporators-—Florence Bresler, David E. Kuntsler, 
1501 Broadway, New York, and Sidney Cohen, 781 Seventh avenue 

New York, N. Y The Allied Office Furniture Exchange, Inc., has 
been chartered; capital stock, 100 shares no par value; incorporators 
Abraham Wertkin, 934 Forty-sixth street, Brooklyn Louis Frank, 8&1 
West l72nd street, Manhattan; and Irene Kass, 1742 President street 

Okmulgee, Okla.--C. ©. Ostrander has joined the Corry-Jamestown Manu 
facturing Corporation, clearing through the Chicago branch 

Portiand, Ore.--The Freck Stationery & Irinting Company has taken a 
lowntown location at 723 S. W. Alder street 

San Francisco, Calif.. The past month saw a visit from Arthur O. Carl- 


son Carison has been with the Charles R. Barry organjzation twenty 
years He covers the southwest part of the territory, making his head 
juarters in Los Angeles The Charles R. Barry agency, located at 430 


Brannon street, represents among others the Oakville Company and the 
Art Steel Company of 300 East 145th street, New York 

Seattle, Wash The Desk Exchange, conducted by Arthur M. Hansen, 
has moved to the Collins building, at Second avenue ang James street 

Uniontown, Ohio... The Office Equipment Company has moved to the 
ircade of the Fayette Title & Trust building, securing additional space 
Its lines include The Globe-Wernicke Co and items of the Underwood 
Elliott Fisher Company 








PENS AND PENCILS 


Melrose Park, Itll..-The Melrose Products Company, Inc., has leased 
i one-story factory building at 1001-07 Twenty-fifth avenue. This is the 
ndustry operated formerly as the Dur-O-Lite Pencil Company, Sycamore. 

New York, N. Y.—The Richard Best Pencil Company has leased office 
space at 295 Madison avenue 

Petersburg, Va.--The R. L. Arnold Pen Company has established a 
factory at 142 East Washington street 

San Francisco, Calif.._Bob Holetz, retail store manager for Schwabacher 
Frey, 735 Market street, reports their pen-pencil guessing contest for July 
a pronounced success. The question was ‘“‘how many manufacturing opera- 
tions are necessary in the manufacture of a ‘Life-time’ pen and pencil 
set?’’ A window display illustrating the major operations attracted atten- 
tion. There were 700 guesses turned in in a week’s time. Guesses ranged 
trom eight to 2,000. One guessed within two of the right number Mr 
Holetz relates that the business stimulus also extended to the repair de 
partment 












CARBONS 
and 
RIBBONS 


OUR 1935 BOOKLET 


An Aid to Greater Carbon Paper 
and Typewriter Ribbon Sales. 
We will be glad to mail a copy of this 


booklet to all dealers interested in 
promoting greater sales for 1935. 


THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., CLEVELAND, OHIO 
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Chicago, t!.-The twenty-fifth anniversary of Mr. and Mrs. G. J. Aigner 
was celebrated in their home July 6 | 





A story that’s 


Chicago, ttl._-E. T. Battey, manager in this territory for the Boorum & 
Pease Company, is making a good recovery from a serious operation, which 
retired him from circulation a number of weeks He is now taking care 


, 4 
ay ITIYAAL of his office work, building up his strength so that he will be able to re 
°° sume his contacts with dealers 




















MARKING DEVICE S 


Chicago, t1.—-The C. H. Hanson Company received the 1936 contract 





This story is “all point” because 
that’s all there is to the art of 


6.8 , " " for Illinois state automobile license plates. This is the first time in sev 

writing. Your pen point 18 the eral years that the contract has not gone to the penitentiary shop at 

. . Joliet. The successful bidder will deliver approximately 1,300,000 plates 

only point of contact with the for passenger cars and 2,000,000 plates for trucks, motorcycles and 
trailer plates 


Elizabeth, N. J.-The softball team of the Fulton Specialty Company 
made an excellent showing in the season of the Indoor Softball League of 
Union County 

Chicago, Wii.--Chas. L. Safford has been appointed chairman of the rub 
ber stamp division of the International Stamp Manufacturers Associatior 


> 
Fractional Coinage Left to States 


Various legislatures of the United States have enacted sales taxes during 
the present year, and plans were laid to mint coins of one mill denomina 


paper on which you write — the 
only part of the pen that leaves 
any record of your accuracy— 
your personality. The record 
left — the impression made by 
Esterbrook’s unwavering stand- 


ard of craftsmanship 18 what tions. The states were informed at one time that coinage is not a function 
4 P - . . of individual states, but one reserved to the national government The 
brings repeat sales to your store colon Guar Ginhenell Gunand Ghats tare hae aaah te Gieee tar Gnee. and caben 
and makes you headquarters for of one mill denomination were necessary to make change in many in 
» b stances After prolonged discussion the government decided that the coir 
office supplies. ige of fractional denominations was best left to the individual states 
In many instances the old plan of barbers to issue rebates on shaves by | 


the use of a punch card has been adopted by some lines of business, par 





























ticularly the restaurants, to make it possible for the customer to get proper j 
values in the change 
~~ 
SCL (EXPORTS—Continued from page 8) | 
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Sw erland 1,428 257 
A Newly Designed Cite Rin ce ne nn as: 
Costa Rica l ; 
’ . ° ’ Hondura L4l 24 on 9 
Stapling Machine? | ss: 7 BOS . . 
Mexico Las ete itt 
COMPO adds a new page to its history and intro- a> heer 62 
duces the NEW MODEL 5C STAPLING Barbados 108 
MACHINE. Jamaica 257 
Trinidad and Tobag 2 132 o2 l 4 
Shrewdly designed and in advance of present day Cier Bettie West se z 
ideas, this stapler includes many features-——Temporary Cuba ... 81,662 12,507 1242 
and Permanent fastening—hardened steel parts acm, Sees, . + poe nas 
light weight (20 oz easy action—dignified and suit- Haiti, Republic of... f "§ 
able for any desk. ———s = i wr 
This model will use, WITHOUT ANY CHANGE Chile. 5.844 ri 2x 
OF PARTS, ANY STANDARD SIZE STAPLE aoe ey 131 a o3¢ Ml 
WITH '4 IN. LEGS FROM .019 GAUGE UP TO Surinat : 7 1 
AND INCLUDING OUR NO. 2C STAPLE AND ee ss ‘a + eo 
DRIVE SAME WITHOUT CLOGGING. Venezuela 2.341 624 
Model 5C is packed in a new modern up to date —— ‘i7 8 ai 4.973 : 
box and uses the NEW GENUINE COMPO 4C Netherland India 1 
CHISEL POINTED WIRE STAPLES. an 5458 7 
Philippine Islar ud 1276 ® OS ON 
THE PRICE IS $3.50 — ye * may ne 
New Zealand i7 1st f 
telgian ¢ n e 
COMPO MFG. & SALES CO. ___! | alee i aa 
Tota $13.77 21, 88¢ $57,054 81 
WESTPORT, CONN,, U. S. A. ce heen | 
Virgin. Islat ‘ 
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INGENTO CUTTERS 





fl ae » 
as 8 SIZES 
2 models 


A Necessity and 
a Convenience 
Saves Time and Labor 


Whether it be a small card or photo, or heavier 

materials, such as corrugated board, cloth, leather, 

rubber, sheet metal, etc., one or more of the eight 

sizes (6 to 30-inch blades) will do the cutting job 
perfectly. 


Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 


8316-8346 Birkhoff Avenue 
CHICAGO, ILLINOIS 


193 


FOR 


PROSPECTS 0 CUSTOMERS: 


ri] 
all 





\s a leader for contacting prospects—or maintain- 
ing your sales to customers—PEERLESS RUB- 
BER TYPEWRITER KEYS point the way to 
profits. More Peerless Keys will be sold for both 
new and replacement business this Fall and Winter 
than for several years. 

This is the time to start after it. With Peerless 
you have the quality, the known reputation, the 
advertising, the cooperative dealer policy, the ex- 
clusive features—all the factors that make for 
profitable sales. Stock Peerless Keys and push 
them—and your whole business will benefit. 


PEERLESS KEY CO., INC. 
176 Fulton St. New York City 























VUL-COT 


-the National Wastebasket 


Guara 





Designed to meet particular office needs, Vul-Cot wastebaskets 


are standard equipment in 87 per cent of business offices in 
America. Made of National H*A*R*D Vulcanized Fibre—one 
material that will not chip, dent, crack or rust \vailable in 
olive-green, maroon-brown, oak, walnut and mahogany. Liberal 


sales policy assures good profit on every Vul-Cot sale 


NATIONAL VULCANIZED FIBRE CO. 


Wilmington, Delaware 








NEED 


“N& PEERLESS KEYS 








To Get Best Results from This 
~\__ CARBON 


. us 
7 












QUEEN RIBBON & CARBON CO 
saw voRu« 


Business “‘pays off on re- 
sults—not alibis—only re- 





sults count. 

If you concentrate on 
“Queen”? Ribbons and Car- 
bons you are sure to be there 
at the “‘pay off’—they give 
results. Try them. 


QUEEN RIBBON & CARBON CO., Inc. 
360 Furman St. Brooklyn, N. Y. 


Manufacturers of a complete line. Inked ribbons for a 
variety of purposes. Carbon in rolls for every need. 
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IS LABORATORY BUILT 


ee 







GENERAL’S Inks were 
produced commercially, samples 
of each type, together with 
competitive inks, were given 
the most exhaustive tests by 
the N. Y. Testing Laboratories 
(the oldest and largest un- 
biased testing laboratories in 
this country). The results of 
these tests conclusively proved 
GENERAL’S superiority, in every 
respect, over all other inks 


Before 


sQ ay “ou... > 
qe he 


And today, the four popular 
sizes of GENERAL'S Inks 
definitely proving their super 


Send for Details 


rity in SALES throughout the 

> oo Pow Everywhere, the de GENERAL PENCIL COMPANY 
moan d i increc ng for these 

finest of writing fluids JERSEY CITY . NEW JERSEY 








ROOCO 


Stencil Duplicator Ink 


There's big business in stencil 
duplicator supplies for dealers 
properly prepared. Build up your 
sales with ROOCO —the one dupli- 
eating ink that GIVES FIRST- 
CLASS RESULTS on both open and 
closed drum types of machines. 
A dense black, distributes uni- 
formly. Samples and pricea te 
dealers. 


H. D. ROOSEN CO. 
Brooklyn, N. Y. Chicago 
Factory: foot 20th St. 609 S. Clark St. 


CE AL RS eT. 


p. D.-HOOFEN CE: 























eS RADIAL OS Thee 
O% 
Ay 


oe" 


Efficient andeconomical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 













aa 


Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 







OFFICHK APPLIANCES 


Combined 
JEWISH - HEBREW 


New wsii- Hen 


ROUGH, RECONDITIONED AND 100% 
REBUILT REMINGTONS 








359 Broadway 
CABLE ADDRESS “TYPECIRCLE" NEW YORK 


A Large and Assorted Stock of 


MAKES SELECTED ROUGH 

A L L MODELS RECONDITIONED 
SIZES 100% REBUILT 
KEYBOARDS 


PORTABLE TYPEWRITERS 


ALL MAKES FACTORY NEW AMERICAN KEYBOARDS 
MODELS USED FOREIGN KEYBOARDS 


TYPEWRITER CIRCLE COMPANY 
New York, U.S. A. 
ESTABLISHED 1918 


\ 
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Make Money SELLING 


TYBON’S 


RIBBONS AND CARBONS 


Tybon’s Silent Salesmen sell them for you 


TYBON’S Reel Ribbon 
IS Real Ribbon 


Exclusive Franchises—Send for particulars 


TYBON CORPORATION 
1026 Filbert St. Philadelphia, = 
7 


Economy 
Economy 








\ 








——--~- 
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This Cabinet 


Belongs On 
YOUR 
COUNTER 
Sell 
'1-KUT-EM INDEX TABS 
AND INCREASE YOUR PROFITS 


Dealers: Write for Information 


UNIVERSAL INDEX TAB COMPANY 
445 Central Bldg. Seattle, Wash. 
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Have You 


a Friend—a business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S. DEARBORN STREET, CHICAGO, U. S. A. 
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BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFrFict 
APPLIANCES, are tangible business opportunities 





Wants Abroad 


London Stationer Seeks Appliances and Stationery...Magowan & Com 
pany, Ltd 7-8 Stationers Hall Court, E. C., London, England, wishes to 
get in touch with American manufacturers of office appiiances and sta 
tionery sundries Sir E. Fairless Barber has joined this organization re 
cently as a member of the board of directors Both English and American 
references are available The company now has the lines of The Bates 
Manufacturing Company, New York 


Distribution for Burma—Service & Sales, P. 0. Box 421, Rangoon, 
Burma, was established a short time ago to represent manufacturers in 
that country The firm was organized by an expert in the importation of 
several lines. The scope of this business includes machinery, automobiles, 
iutomotive parts and accessories, paper and cardboard, advertising mate 
rial, textiles and wearing apparel, et« 


Wanted Here at Home 


Oklahoma Dealer Building Catalogue File-—Clarence E. Page, Inc., 224 
West First street, Oklahoma City, Okla., wishes to revise and build up its 
catalogue file Manufacturers of the office equipment and commercial sta- 
tionery field are requested to send their latest issues of catalogues, marked 
for the attention of Mr. V. K. Laughlin 


Salesman Representation in New England—George Heris, City Bank 
building, Hartford, Conn., is in a position to effect aggressive sales rep 
resentation in his territory He has been calling on industrials and other 
outlets in the Connecticut territory several years. He maintains an office, 
has his own car, is a graduate of Harvard Business School ; is a Christian, 
thirty years old 

Sundries for Christmas Sales at Dallas--The Office Equipment Com 


pany, 1308-14 Young street, Dallas, Texas, wishes to hear from manufac 
turers of stationery and gifts, with printed matter regarding merchandise 


suited to Christmas sales The list includes desk blotters, desk sets 
lamps, Thermos bottles, Thermos sets, fountain pens, pencils, ““‘Smoka 
dors, clocks, cushions, greeting cards, ete., and also regular stationery 
items covering everything used in an office that is not subject to control 
by resale price agreement This company's advertising department will 
be pleased to exchange copies of newspaper and direct mail advertising 
with progressive retail stationery houses Please mark mailings for the 


ittention of Mr Ww ( Davis 








STATIONER Y 





Albuquerque, N. M.—The New Mexico Office Supply Company has been 
chartered by J. A. McNabb and R. C. Lenihan; Mr. McNabb had oper 
ated the New Mexico School Supply Company in the past, and had also 
been interested in Strong’s book store 


Akron, Ohio.—The United Envelope Company has been established at 
62-64 Cherry street, carrying a complete line of envelopes 


Brooklyn, N. Y.--The See-Gee Stationery Corporation has been char 
tered; capital stock, $20,000; R. B. Wilkes, charter representative, 191 
Joralemon street 


Chicago, Ul.—-G. O. Stever of Stevens, Maloney & Company, motored 
to Baltimore in August 


EtDorado, Ark... The ElPorado Printing & Stationery Company, Inc., 
has been chartered; capital stock, $3,000; incorporators—E. V. Alpunte, 
I. G. Ragsdale and others 


Elgin, U.- Thomas H. Kennell has joined the K. & G. Merchandising 
Company dealing it stationery school supplies, electric refrigerators, 


icuum cleaners and washing machines 


Fort Worth, Texas... The Fort Worth Office Supply Company has been 
hartered to deal in merchandis« capital stock, $3,000 incorporators 
Harold D. Hart, Royal D. Hogan and Ruth Elizabeth Hart 


Jackson, Tenn. -The McCowat-Mercer Printing Company features in its 
iffice supply department leather brief cases, office desks and chairs, Seng 
busch sanitary moisteners, seat cushions, filing cabinets, safes, typewriters, 
ete Several fine window and floor displays are on view The company 
has executed many contracts for office supplies and printing for Madison 
county and the Federal court which sits here, and also for the state of 
rennessee CG 


Los Angeles, Calif.—_ Robert Carpenter, treasurer for the West Coast 
Stationery & Printing Company, returned from his recent visit east with a 
brand new Studebaker auto 


Los Angeles, Calif.—Stationers in Southern California gave a practical 
demonstration the other day of their intention to push all merchandise 
coming under the California Fair Trade Contract Plan. Some fifty stores 
simultaneously put on window displays of Carter’s, Sanford, and Water 
man inks, the three lines covered by the Fair Trade Contracts Blake 
Lockard the secretary-treasurer of the Stationers Association of Southern 
California, states that it is their intention to follow these with similar sales 
drives in other lines whose prices have been stabilized under the California 
Fair Trade Act 


Memphis, Tenn.—St. Elmo Newton, of 8S. C. Toof & Company, has 
purchased a new and modern home with extensive grounds in the suburban 
ection of the city CG 


Memphis, Tenn.--The Adams Printing Company, Madison avenue, dis 
plays many items of filing devices and office supplies Many improve 
ments have been made in the printing department.—CG 

Portland, Ore.—-By moving into new quarters at 723 Southwest Adlet 
ivenue, Freck’s Stationery & Printing Company is increasing its floor 
pace by fifty per cent, and will be in the heart of the shopping district 


Waukesha, Wis.--Gamble’s Office Supply Company, an established busi 
ness, has been chartered capital stock, 150 shares @ $100 each; in 
corporators—Wm. CC. Gamble, H. F. Zillmer and E. 8. Gamble 
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— BVERY fall, as the rubber date 
Q. bands expire on thousands of 
> daters, dater sales start to climb. 
New daters will be bought in tre- 
: mendous volume from now until 
-— the middle of February. Every 
Li Fulton-made dater suggests a 
YN Fulton-made stamp pad to go with 
it—a set-up that’s perfect in its sea- 
son, its merchandise combination 
and its double-sale opportunity. 


Display FULTON-made Daters and 
Stamp Pads prominently in your window 
and show cases. Write for our counter 
card—-and rush your order. 


FULTON DATERS SERVICE DATERS 
The world’s best value at The world’s finest. Deep 
a low price with many moulded live rubber 
features found only in bands carry six years 
high priced daters and DRLKWIK 
numberers STAMP PADS 
FULTON \ positive necessity 
ae t Reser . where the rapid use of 
SELP-INKING rubber stamps is re 
STAMP PADS quired. Impressions dry 
The standard utility quickly without smudg 
stamp pad ing 


FULTON SPECIALTY CO. 
ELIZABETH, N. J. 
Sales Office: 200 Fifth Ave. New York City 


FULTON 


DATERS 
and STAMP PADS 











VABI-IYPER 








DEALERS and SALESWEN:- 


Write for Booklet “Vari-typer and the 
Salesman,” if you are interested in 
selling an office appliance which meets 
a new need and is sold on the saving 
in dollars the machine makes possible. 


RALPH C. COXHEAD CORPORATION 
17 Park Place 
New York City 


250 STYLES OF TYPE = WEARLY ALL LANGUAGES, 
IUSTANTLY INTERCHANGEABLE ON ONE VARI-TYPER 
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BACKING SHEETS 


Stencil Manufacturers and Distributors Should 
Write to 


THE 


TECHNY, ILLINOIS 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 








“MAIL IT TO VAIL’ 


Ca) CE a 


Need new stock in a hurry? 
Vail service, like Vail 


























Supply exhausted? 
Then mail your order to Vail. 
products, is dependah.e. 
Paper-Clips—Pins 
Staples—Brass Fasteners 
Thumb Tacks 


Formed of the highest quality materials, Vail products mean 
more business for you. Get our price list 7135C describing our 


entire line. 


Vail Mfg. Co., 1752-58 E. 75th St.,Chicago, IIL. 











DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 


Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 








STARK @& 
CALENDARS 


A New Line 
for All Purposes 





The Stark line of desk calendars and daily date calendars 
made its bow to the industry early this year and already 
has met with a splendid response. High grade in all 
respects —fine qualiee paper stock and attractive bases. 
Made in book style, open-end style, daily date, etc. The 
Stark line warrants the dealer's careful attention. Write 
for combination catalog and price book. 


Stark Calendar Company 
Bedford Bidg., Adams and Dearborn Sts., Chicago, Ill. 





paste 
that never wrinkles paper 


not even the thinnest tissue. Scrapbooks never bulge, tracing 
papers never puc ker: extended charts and forms can be ty ped or 
Write for Free Tube and 
200 Summer St., Boston 


penned on immediately, smoothly .. . 
Profit Story to Harriman-Welts Products Co 
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The “Aluminum ” Pocket Seal 
and other MARKING DEVICES 


_———<——-— = - « 
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LEVER SEALS 





SPECIMEN IMPRESSION 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


_—————-— 
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__. MARKILO Celluloid Products —_ 




















Made ot tne acetate (siow-burning) ceilulose, ana emboay teatures 
of our own design. Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness. 


MARKILO CO., MFRS. 


936c W. 63rd St. Chicago, U. S. A. 

















EFFICIENCY 
Your customers demand up-to-date 
equipment, so offer them 


Moore Metal Maptacks 


20 Colors 100 Symbols 
to keep sales maps and charts accurate and ready 
at all times to show a true picture of their business. 

Useful too, to Government, State and Municipal 
officers, professional men, and countless others. 
Small Counter Displays for ordinary 
trade. Orders for special markings 
or large quantities filled promptly. 
MOORE PUSH-PIN COMPANY 
113-125 Berkley Street PHILADELPHIA 
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U.S. TYPEWRITER RIBBON MEG. CoO. 






RIBBONS wy. CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 
IR 


Sansom at Tenth Street 


| Face @ yt 2: 


RELIABLE’S WHOLESALE 
CATALOG & BUYER'S GUIDE 


Philadelphia, Penna. 


u-Wda- 


Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 

















SUMMER ISSUE’ @ NUMBER 850 
Write or Wire for Your Copy 


RELIABLE TYPEWRITER & ADDING MACHINE unham-(xsatson 
CORPORATION We else manufacture Manufacturers of ink Specialties 


303 W. MONROE ST., CHICAGO, U. S. A. Multigreph Inks v44 SO. CLARK ST., CHICAGO 


























As the Stenographer Profits 


SO DOES THE DEALER] They Like to Be Sold] =t{iis%o 








a n Pittsburgh 
are short-lived. Ciaretybe gives fut vale » . Chatfield & Woods Co 
‘the stenographer by months of service. It does m T’S no trick to sell customers Cincinnati 

evaporate Clarotype seni cleans typewriter type 4 : 7 The Chatfield P — 
1ickly and efficiently. The hand) dauber eliminates their first order of business 1e Chatfield Paper Co 
spattering Because of these facts Clarotype makes re j j .. 1 k f. f Wi Detroit 

eat sales and in ases profits eac h vear for nearly 4000 cards done in 00 orm, tor iggins Seaman-Patrick Paper Co 
lealers 


Compact Binders. Because they are &8 Washington, D.C., Baltimore 
\ far in advance of old-fashioned “loose” — Te Barign. Duer & Koch 
\\\ TYPE cards as the 1935 stream- lined auto- Grand Rapids 


mobile is over the one-hoss shay. Carpenter Paper Co. 





This handy 
dauber comes 


the modern type cleaner 

















Ask any of these paper merchants — or us— for L. 8 ee. — 
te s8 each iaies ineaiitines watie, Aiea will aa : : details and samples. ; St. Louls 2 
rp ’ aroty pe r each yea “St. i 
Your profit a cach be ttle is we thwhi le Repeat The JOHN B. WIGGINS COMPANY Tobey Fine Papers, lx 
eek Suan Gait Sle eecemaanaens: laamninian 3 aaa eae (Originators of Scored Cards) 
value to the customer and satisfaction. Your 1162 Fullerton Avenue Chicago ' 


ler for a en Or more will th delive red 


ptly by your jobber or, i refer | iay «be WWE oe 
THE CLAROTYPE CoO., INC. ss 


16-K Hudson St. New York BOOK FORM CARDS COMPACT BINDERS 


is 2 on BD You can Actually Staple 
Loose Leaf Rings | | srom 3 shcets up to 


a Pile of Paper 
This Thick (3%") 




















No Large : Brass 
Joint to Tear Nickel Plated with the New 
Paper FIVE SIZES : 
Inside Diameters ACME No. 1 
Open Easily, 3 no 2° Heavy Duty 
Close Ber a Hand Stapler 
Securely i ae 


2"—350 “ “ 


For loose leaf books, binding reports, blueprints, etc. 


Write fo; information Loose Leaf Metals ACME © 


The E. W. Carpenter Mfg. Co. COMPANY 


Bridgeport, Conn. 1643-1647 Haddon Ave. 
. CAMDEN, N. J. 
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AMCODATER 


Sow wirn size rypes 


REGULAR TYPE 


NOV 18 *42 


Sharp, engraved type— 


Self-inking— 8995 


Retails for 
American Numbering Machine Co. 
224 Shepherd Ave.. Brocklyn, N.Y. 


TINY TYPE 


NOV 18%2 








OFFICE APPLIANCES 


pment Inking 
Automatic Feed 
Inclosed Drum 
Simplicity! Model A 


Speedy operation and freedom from mechanical troubles are at 
tained to a remarkable degree by the Mastergraph Duplicator 
Simple design and small number of parts make it popular with 
users and a profitable trade builder for dealers. Three models 
all closed drum, automatic inking 


Send for complete description 


THE AUTOMATIC MASTERGRAPH Co. 
710 Grand Ave., Des Moines, lowa 














CARBONS & RIBBONS 


a complete and dependable service for 
the writing and copying needs of Amer 
ican business. When you undertake to 
sell Codo, you joim a group of men who 
combine quality and cooperation to make 
success. Codo Carbons & Ribbons are 
worth more because they give better re 
sults And Codo salesmen earn more 
because they serve better 


Code Mig. Corp. 


CORAOPOLIS, PENNA. 
NEW YORK CHICAGO 











Old Reliable 


HA 


ERADICATOR 


In constant demand wherever writing ink is used. A 
live item for the stationers inks and adhesives depart- 
ment. Get the genuine—look for the stars around the 
figures 1 and 2 on the front of the box With the 
Green Skytogen Base. 
H. A. INK ERADICATOR COMPANY 
Cable Address ERADICATOR 1707 Zerega Ave., New York, N. Y. 











PENS... 


Business, School, Imprints 











Manufacturers of 
Quality Pens Exclusively 
Since 1876 
oe es ® 
TURNER & HARRISON 
Pen Mfg. Co., Inc. 
1211-1215 Spring Garden Street 


Philadelphia, Pa. 


Ss ; » Pins 
onomor W — <2 














| 


Manufactured by 


WILLIAM PRYM 


of America, Inc. 


923 W. JACKSON BLVD. 
CHICAGO ILL. 


47-28 37th ST 
LONG ISLAND CITY, N. Y. . 























The 
ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring 
a. 5 _ Here is the simplest, quickest-operat- 

ing and most satisfactory ring ever 

| We. 000,%,’’ No. I. i% invented for perforated sheets or 
| Ne. 00, > ae No. 2, 1%9"’ binders of all sorts. Allows binder or 
No. 0, %, ep 2% sheets to lie flat when open at any 

eo. % point. The enlarged joint, nicely 


J. Cardo moan d rounded and smoothed, keeps ring 
= te right side up in position to be in- 


* stantly unlocked 
| “ERSTE, SA ie cate 


manufacture Inexpensive loose leaf metals 
Henry T. Adams Mig. Co. 35),5 fir“ 





PATENTED 
PES. 17.1820 JAN. 11. 1e2t 
sov. 6.1025 








T E D- 


Addressing Machines, 
Typewriters, Adding Ma- 
chines, Duplicators, Mul- 
tigraphs, Folders, Dictat- 
ing Machines, for cash. 


= ray WRITE US FIRST if you 
| 7 y want to buy supplies and 
| Z i// machines,and save money. 
| 
| 





170 N. LaSalle Street 


Attn.: Mr. Otto CHICAGO 
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warranted accurate 





Pelouze Postal Seales 


HE dials show the exact amount of postage in cents 
required on all mail matter, including parcel post 
rates by zones. Beautifully finished in Green or Gold Bronze. 


Made in several styles. Intended for the individual desk, 
library, office or shipping room. 


Write for new catalog. 


For sale by leading dealers everywhere. 





NATIONAL, 4 tbs PELOUZE MANUFACTURING CO. 
COLUMBIAN, 24 Ibs 


. . ° . —— ss 2 “STANDARD” CAPACITY 
CRESCENT, 1 Ib. 232 East Ohio Street, Chicago, Illinois 2 POUNDS AND 4 POUNDS 














Curmanco CORRESPONDENCE SEPARATOR 


NOT ADJUSTABLE READY TO USE 


No. 105 


Letter size 


Price, $3.50 


Olive Green 
Brown or Maroon 


FREE INTRODUCTORY OFFER 


MARTENS 
TYPE CLEANER 


Typists go for it in a big way. They 
like the way it cleans so thoroughly and 
quickly without the usual muss and fuss. 
They like it and they ask for it again. 
That’s why many dealers find it so 
profitable. You will, too. 













Regular Dealer Discount 


ORDER TODAY 


C U R R | E R Get our free introductory offer today. 
MFG. co. 120 E. 28th St. 
NORTHWESTERN TERMINAL MARTENS TYPE CLEANER CO. wew York, N. ¥. 


MINNEAPOLIS MINNESOTA 




























ef | The DEX 


« COPY HOLDER 


Increases Typing Efficiency 
Prevents fatigue, eyestrain 
and errors — VIBRATIONLESS 





Easy to put in use 
Safe and Secure 
uick Reference 
Q f - e 


LOOSE LEAF 
HOLDER 


Fastens the transferred sheets in a 
neat, compact binding, easily 
handled and referred to. Accommo- 
dates any size of sheet or distance 
between centers; interchangeable 
posts of various length provide 


Provided with easy gliding extension 
arm which clamps on the desk and can 
be moved as desired. Holds notebooks, 








sheets or cards and brings all work to capacity to meet your requirements. 
best position for accurate reading , reps 
Crackle finish. baked on, and nickel $350 par Seoen anee, ©.0D-. 
. Guaranteed against defects in material sample and details 
$H00 at il and workmanship. 
ae x } F. B. Mfg. Co 
Write for liberal trade DEX M ANUFACTURING Co. , * 3- % 
A - : 1228 Intervale Ave. 
discount and illustrated 184 Summer Street, Boston, Mass. 





NEW YORK, N. Y. 





booklet 











Meilicke Systems ALLEN-WALES 


cover computations 
of Payrolls 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 





Ti : 
ao Wales Franchise to office machine 
To Dealers of experience and sales 

nnage power equal to a first-class 


Unit Costs 


ition. W 
Express and proposition e offer a valuable 


business amy, opportunity. 
e 


Freight Charges Write today for details. 
Discount 
Ete. Allen-Wales 
End Mistakes—Double Speed with Precalculated, 
Verified Answers Adding Moaschine 
Corporation 


Meilicke. Systems, Inc. 
3466 No.Clark St. Chicago, Illinois plats nine New York, N. Y. 
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CROWN 


Typewriter Ribbons and Carbon Papers 





FIBROIN and PENGUIN 
DRY STENCILS 





doula . 
Jealer or a dis Are the results of 10 years manufacturing experience They 
tributor, the Crown line should meet your ,; 
Ager are today building greater sales and profits tor dealers by 
every requirement Its wide variety o 
weights and finishes of carbon and the ex their ability to produce fine stencil printing at low cost 
lle the fabri na ir ‘ } -addily 2 
ie of v fabric and Inks, which readily UNCONDITIONALLY GUARANTEED Write today without 
} nt themselves to the Vv 1ous typewrite 
adat themse t ne ir | rl er »bligation, for proof and full information 


ribbon needs, enable you to provide and 


maintain satisfactory service 
=. 


<7 oe... . 
—— wey o 
Write today for full details covering our << —— 
proht-yielding proposition . , = 
~ . b ’ | 


The Crown Ribbon & Carbon Mfg. Co. 


782-790 St. Paul St. rocuesrer,N.y. | STENCIL CORPORATION | 


306 WEST ADAMS STREET... ...JACKSONVILLE, FLORIDA 


Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 





Good Impressions for More Than a Quarter Century 








SHOW-BLOTT {27am 


EQUIPMENT 


Get Ready For 
FALL BUSINESS 


With vastly better business conditions 
forecasted for this fall, there will be a 
demand for improved Record Keeping 


Equipment. The CESCO Line puts the 


| dealer in a position to offer the very 
W RE N N latest in modern business tools. 
BLOTTING Send for Catalog and our exclusive 
agency proposition. 


Show-Blott reminds every customer to buy N —* 
OW / Visible Record Books 


blotting, then shows what blotting to buy. 


It eliminates costly “shop wear” because it Ready e with Built-in Shift 


stocks and sells without handling. 


When ordered with our special “balanced” THE C. E. SHEPPARD Co. 


assortment Show-Blott is available to you at a 


very low “net cost.” 4403-4429 4 an Long Island City 
Write for details. Twenty-First St. (Goes x New York 
THE WRENN PAPER COMPANY 


MIDDLETOWN OHIO 
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What the Figures Prove 


THE STATIONER’S 


of stationers have 
| proved that the Mohican line 


O F | Offers greater opportunities for 
profit in pencils. Write for sam- 
ples and complete information. 


SPECIAL NOTE 
You can't afford to compromise 
| with quality in a pencil that bears 
| your imprint. Examine your private 


imprint pencils critically. If there is 
| room for improvement write to us 
| immediately. 
| 
| 
| 


MOHICAN PENCIL COMPANY 


PRICE $900 POST FREE | imnuneen do 















Hundreds 


The most valuable 
moneymaking volume : - —E 
ever placed before the SENECA—MOHICAN—DA WN—GREAT 
Stationer Trade—Con- Graphite, Crayons and Copying 

tains nearly 200 hints in | 
connection with every 
department of your 


= THE USER MAY KNOW 
oesitniiitiag | LITTLE ABOUT PAPER 


The book contains some 178 pages of common sense sugges- 


“| 
nota as aay ee 














tions for commercial stationers and dealers in office equipment. 
it is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business that he may be 
interested in al the time The subjects run all the way from 
account books to window dressing and are wrilten in such a 
way thal the volume is an excellent reference book. 
—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very | 
readable form, will be found on every page. | 

The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 





It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 


said —The British Printer. but has a definite opinion about its appearance and the 
service given ... and that opinion is very important to 

A good idea in itself and admirably carried out. the DEALER from whom it was purchased. 
—The Stationery Trades Journal. High grade paper is the customer's protection and the 


dealer's sex urity. 
. , . . ah ERKSHIRE serves DEALER and ER lyin rs 
Send Your Order with Remittance Today 7 a —— ate re sibs: 


to the Publishers A paper for every business requirement. 
Write for sample book and price list. 


F.W. BRIDGES, LTD. | | EATON PAPER CORPORATION 


GRAND BUILDINGS, TRAFALGAR SQUARE H PITTSFIELD, MASS. 
LONDON. W. C.. ENGLAND 
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New ROYAL PORTABLE! 


YPewriter Co 


“venue, Ney 


TER 
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Inking is entirely automatic and continuous on the 
Model 44. A half-pound of ink is poured into the cylin- 
der at one filling, and will print several thousand clear, 
black copies without stopping to re-ink. Saves time, 
assures perfect copies and completely eliminates mess. 
























THE HEYER CORPORATION: Chicago, U.S.A. 





LETTERGRAPH 


MODEL 44 


FULL LEGAL SIZE @® AUTOMATICALLY INKED @® 
OPERATES AT 40 TO 60 COPIES PER MINUTE 










The first thing to impress you about this new model Lettergraph is 
its versatility. It's tailor-made for the average job yet it handles diffi- 
cult work with the same untroubled ease. Post cards with but a few 
lines of writing or legal length bulletins with printing on every line 
are all the same to this speedy performer. Feather weight paper or 
heavy card stock prints with equal facility. Positive paper strippers, 
similar to those on the Model 34 Lettergraph assure that every copy 
will be constantly stripped from the moment it is fed into printing 
position. 

Exact registration to the fraction of an inch is simply attained by 
turning the knurled knob at the rear of the machine. This micro- 
metric adjustment actuates the paper stops located near the impres- 
sion roller making the adjustment for raising or lowering the copy 
both simple and positive. 


Friction, that waste of energy, is minimized by ball and roller bear- 
ings on moving parts. Gears are entirely eliminated resulting in 
direct drive (a copy for every turn of the handle). A five figure coun- 
ter placed prominently keeps an accurate record of the number of 
copies produced. 

Speed, simplicity and star performance are built into this new 
model Lettergraph. So simple that any child can operate it and make 
perfect copies, and for this reason the Model 44 is a hit. You'll like it. 


COMPLETELY EQUIPPED $55.00 















UNDERWOOD SUNDSTRAND 


ADDING-FIGURING MACHINES 








SEE PAGE 75 


idding Machine Division 


UNDERWOOD ELLIOTT FISHER COMPANY 
idding Machines... Typewriters... Accounting Machines... Carbon 
Paper, Ribbons and other Supplies 


342 MADISON AVENUE, NEW YORK, N. Y. 


Sales and Service Everywhere 





Underwood Elliott Fisher Speeds the World’s Business 








